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There are a lot of good, sound reasons why you 
can sell the MultiKopy line—and proft. For ex- 
ample, fifty years of consistent national advertising 
has built up sound brand acceptance. Then, 
there are the special features, like Micrometric 

.. the uniform quality. All these add up to 


more sales. 


7 : | Yes... 
WEBSTER’S MULTIKOPY 


is the line to sell! 


{ 





1. MULTIKOPY MICROMETRIC CARBON PAPER. Here's 


an exclusive for you: The only carbon paper with the handy 





scale edge that makes typing faster, easier, neater. 


2. MULTIKOPY CARBON PAPER. There's a style and 


weight to satisfy the requirements of every one of your cus- 





tomers. It comes in ten weights and ten finishes. 


3. MULTIKOPY TYPEWRITER RIBBONS. Your customers 


will like the sharp impressions ...the long service these 





ribbons give. 


4. MULTIKOPY DUPLICATING SUPPLIES. Here's a 





great team in the duplicating field: MultiKopy Spiro-Sets, 
Master Papers, Duplicating Fluid, and Star Skin Cleaner. 


NOW —MULTIKOPY PENCIL 
CARBONS! 


100-time use is a guaranteed 





minimum! The impressions with 
this new pencil carbon paper are 
extraordinarily clean and sharp. 
Compare it with other papers-— 
you'll find it best in the field. 
Available in blue, 15 Ibs. only. 


PENCIL 





F.S. WEBSTER CO. 


13 Amherst Street 
Cambridge 42, Massachusetts 
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and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagrecments which result from relations established 


customers. 
through the journal. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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WANTS AND OR SALE 





The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





SALESMAN, forty-eight years of age, fifteen years’ experience with one 
company selling typewriters and adding machines direct to users in 
Indianapolis and surrounding towns, is desirous of making a change 
Would like sales connection with reputable manufacturer of office equip 
ment and allied lines on commission basis with drawing account. Address 
K-215, care Office Appliances, Chicago 6 





PACIFIC COAST SALESMAN, eleven years representing one eastern 
manufacturer, is open for new connection in the same area. Prepared to 
cover Denver west, the three coast states, or smaller division depending 
upon company policy, product and volume possibilities. Good appearance, 
education, references Age 38. Address K-216, care Office Appliances, 
Chicago 6 


WANTED—SALES KEPRESENTATIVES—Manufacturer of highly versatile 
ind complete line of fluorescent office desk lights seeks experienced manu- 
facturer’s agents—men with a successful background in office equipment, 
ind interested in adding a profitable line to their sales activities. Gen- 
erous compenhation. Write full details. Standard Business Machines Co., 
720 S. Dearborn St., Chicago 5 





STATIONERY SALESMEN: WONDERFUL side line; liberal commission; 
new typewriter carbon patent pending. Nationally known manufac- 
turer of ribbons and carbons selling to Stationers and Dealers. Also avail- 
able to distributors selling to users. Address Y-249, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y 





TOP FLIGHT STEEL FILING and office equipment line now in production, 
require experienced salesmen. All territories. Liberal Commission and 
exclusive territory arranged. Write fully Standard Industries, 327 So. La 
Salle St., Chicago 4, Il. 





NEW ENGLAND OR NEW YORK STATE—Salesman with over 20 years’ 
experience in commercial stationery, furniture, machines on territory and 
as manager is open for new connection in the Northeast. Will serve 
with established retailer or as manufacturers representative Top refer 
ences. Address K-217, care O‘tice Appliances, Chicago 6 





ADDING MACHINE MECHANIC of several years’ experience wishes to 
make permanent connection. Know all lines of adding machines including 
Burroughs line complete. Best references 30X K-218, care Office Appli- 
ances, Chicago 6. 





SALESMAN WITH ELEVEN YEARS’ experience selling office supplies and 
equip., three years traveling for manufacture, wishes connection in middle- 
west with manufacturer or stationer. Write K-219, care Office Appliances, 
Chicago 6 








EXECUTIVES AVAILABLE 





SALES EXECUTIVE WITH EXCELLENT RECORD as salesman, sales 
manager, and general manager, available to manage sales or assist in 
sales direction for manufacturer of stationery, files, furniture or other 
office product. Well known in industry; prominent in association work; 
operating Own business but prefers to return to previous type of opera- 
tion. Top names among leaders and manufacturers for references. In- 
terested in whatever location offers suitable opportunity. Address K-220, 
care Office Appliances, Chicago 6. 





TOP SALES AND MANAGEMENT EXECUTIVE for well established retail 
or manufacturing organization, wishes to change from present location. 
Thoroughly experienced in all lines and able ta produce. Excellent refer- 
ences. Will be glad to arrange interviews with interested parties. Box 
K-221, care Office Appliances, Chicago 6. 











SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose-leaf records, once 
adopted, becomes part of the user's filing system, insuring repeat busi- 
ness. Exclusive territory allotted to desirable representatives. Write: 
The Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan 





SYSTEMS SALESMEN: Manufacturer of visible systems equipment needs 
salesmen for established exclusive territory in Milwaukee, St. Louis, 
Houston, Detroit, and Columbus, Ohio. Prefer age 25-40. Must be neat 
appearing, ambitious and aggressive. This is a permanent sales oppor- 
tunity. Liberal draw and comm. Write details of experience and quali- 
fications for personal interview; enclose snap-shot W. R. Chapel, 122 
South Michigan Avenue, Chicago 8. 





WANTED FACTORY REPRESENTATIVE by nationally known midwestern 
manufacturer of office equipment and supplies. Excellent opportunity. 
Must have experience selling dealers: be able to conduct sales meetings ; 
evaluate markets; open up new dealerships. The position is full time and 
permanent. Give complete background and details of experience. Middle- 
west territory open. All letters shall be kept confidential. Write Y-248, 
care Office Appliances, Chicago 6. 





SALESMAN WANTED TO TRAVEL St. Louis, Kansas, Nebraska, lower 
Iowa and lower Illinois by fast-growing manufacturer Headquarters 
should be in St. Louis. Prefer man with knowledge of commercial sta- 
tionery industry. Salary and expense arrangement for first year, to 
be revised later in line with results. Guaranteed income. New man 
to start first of December or first of January. Address Y-263 care Office 
Appliances, Chicago 6. 











ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales 
men of office equipment, who sell directly to offices, will find it an in- 
teresting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 
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SALESMEN WANTED for high-grade office furniture line. Want hard 
workers with established following. D. & G. Manufacturing Company, 
480 Broadway, St. Paul 1, Minn 





EXCEPTIONAL OPPORTUNITY open for young experienced office equip- 
ment and systems man in established territory. State age and experience. 
susiness Systems, Inc., 126 S. Main St., South Bend, Indiana. 





SALESMEN—To sell metal fluorescent desk lamps. M. & N. Fluorescent 
Mfg. Co., 716 W. Madison St., Chicago 6, Ill. 








EXECUTIVES WANTED 





STORE MANAGER WANTED for stationery and office machine business 
in Wisconsin Susiness consists of office and school supplies, luggage, 
typewriters, adding machines, and other mechanical equipment, also fur- 
niture. Good opportunity for someone experierced in sale of office prod- 
ucts. Address Y-250, care Office Appliances, Chicago 6. 





WANTED: FACTORY REPRESENTATIVE by nationally known mid- 
western manufacturer of sales. Excellent opportunity. Must have ex- 
perience selling dealers; be able to conduct sales meetings; evaluate 
markets; open up new dealerships. Give complete background and details 
of experience. Middlewest territory open. All letters shall be kept con- 
fidential. Box Y-251, care Office Appliances, Chicago 6. 





ASSISTANT MANAGER WANTED for commercial stationery store in 
thriving Wisconsin city. Good agencies, good volume. Worth while op- 
portunity for man properly qualified. Give references. Address Y-252, 
care Office Appliances, Chicago 6 








MECHANICS AND REPAIRMEN WANTED 





CALCULATOR AND ADDING MACHINE MECHANIC opening for young 
man with experience in a four man shop, new store, old firm, new equip- 
ment, using the famous Zick Cleaning Formula, write post office box No. 
1196, Bismarck, N. 





SHOP FOREMAN OR GOOD SERVICEMAN for all makes of typewriters, 
particularly Royals for midwestern town. Good position to right party. 
All replies confidential. Address Y-253, care Office Appliances, Chicago 6. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
3urroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write Y-254, care Office 


Appliances, Chicago 6 





ADDING MACHINE REPAIRMAN: We have had steady work for ten 
vears in all makes of adding machines, comptometers, Monroe, Marchant, 
Friden, Burroughs Calculators. Want Top Notcher at top wage. We 
employ 7 typewriter men at present. Can also use crackerjack inside 
rebuilder on all makes of typewriters. Mr. Paul Orans, Alpha Office 
Supply Co., Inc., 2 East 46th St., New York 17, N. Y. 





EXPERIENCED TYPEWRITER MECHANIC WANTED—All makes. 
Steady position for steady man. Will assist in obtaining living quarters. 
Address Y-255, care Office Appliances, Chicago 6. 





WANTED EXPERIENCED TYPEWRITER Mechanic—Three man _ shop. 
Good working conditions. $60.00 per week per 40 hours. Permanent. Must 
know all makes of typewriters. Must be sober and reliable. Located in 
Chicago area. Confidential, Address Box Y-256, care Office Appliances, 
Chicago 6. 





OFFICE MACHINE MECHANIC—Give references and experience. Short 
Typewriter Co., 53 N. W. Ist Street, Miami 32, Florida. 





TYPEWRITER ADDING MACHINE REPAIRMAN with service manager 
experience preferred. Excellent opportunity with Royal dealer in west 
coast’s best residential city. Two good positions open for the right men. 
Address Mr. I. A. Cleveland, 735 Broadway, San Diego 1, Calif. 
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WANTS AND FOR SALE, Continued from page 7 








REPRESENTATIVE AVAILABLE 





ESTABLISHED, HIGHLY RATED organization with 20 years’ successful 
selling experience to the trade in New York and adjoining area, seeks 
connection with OFFICE FURNITURE MANUFACTURER 
STEEL 30x K-223, care Office Appliances, 100 East 42nd 
York 17, y 


Street, 





with excellent contacts is interested 
Virginia and nearby Maryland Ad- 
Chicago 6 


SALESMAN 
Also cover 
Appliances, 


WASHINGTON, D. C 
in one additional line. 
dress K-222, care Office 





IN SOUTHERN CALIFORNIA selling filing specialty direct to 
additional office line which will respond to in- 


SALESMAN 


iser is available for an { 
telligent representation by highly trained organization. Experienced with 
several well-known concerns including NCR. Prepared to consider any- 


thing in accounting, mechanical equipment, systems. Address K-224, care 


Offi Appliances, Chicago 6 





YOUNG MAN, GOOD appearance, 9 years following New York area 
stationers, desires position with established manufacturer. Address K-225, 
care Office Appliances, 100 E. 42nd Street, New York 17, N. ¥ 








EXPORT REPRESENTATIVES AVAILABLE 





specialized office 
Representa- 
New York 


EXPORT TO SWEDEN. Desire representations for 
equipment of merit, particularly new ideas and development 
tive located in Stockholm. Write Room 802, 210 Fifth Ave 








REPRESENTATIVES WANTED 

REPRESENTATIVES WANTED to sell a line of 
office specialty items to dealers. Knowledge of filing supplies and equip- 
ment is an asset. State lines now bandling. Valuable territories still 
ivailable. Protection given. Write Y-257, care Office Appliances, Chicago 6. 





MANUFACTURER'S 








NATIONALLY KNOWN MANUFACTURER of popular office device seeks 
experienced salesmen in a number of territories to sell direct to users. 
Generous commissions, full or part time. Box Y-258, care Office Appli 
inces, Chicago 6. 

rERRITORIES AVAILABLE for factory representatives, to handle 


Fluid Manufactured 


Challenger, Inc., 125 


Ink, and Correction 
Commission basis 


Duplicating Machine Stencils, 
by an old and reliable company 
Winder St., Detroit 1, Mich. 





MANUFACTURERS REPRESENTATIVES WANTED for new patented 
fluorescent TYPE-LITER unit; choice territories still available Address 
Box Y-259, care Office Appliances, 100 E. 42nd St., New York 17, N. Y. 








RETAIL BUSINESS FOR SALE 





FOR SALE business, 
established over 
run four years 
good trading area. 


High type of stationery, office supply and furniture 
fifteen years. Excellent location with attractive lease to 
Located in North Central District in city of 40,000 in 
An opportunity for the right person to acquire busi 
Address Y-260, ire Office Appli- 





ness outright or purchase on terms 

ances, Chicago 6. 

FOR SALE: Typewriter and adding machine business, sales and repair. 
Have some office and paper supplies. Desirable location in University 
town in the Ozarks. Good supply of rentals. Owner to retire Address 


Y-261, care Office Appliances, Chicago 6 





machine and 
location about 
Address 


WILL SELL MY OLD established typewriter and adding 
business equipment business—reason is health—New Jersey 
twenty-five miles from New York. Representing manufacturers 
Y-262, care Office Appliances, Chicago 6. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices—time now averages to 21 days, and 
improving. We specially feature “CONKLIN,” SWAN, WATERMAN, 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Mail all makes 


to ONE place for better service. ASK ABOUT NEW WELTY PENS, 
$1.50 to $10.00 LIST. Welty Pen and Repair Co. (Est. 1904), 38 So. State 
St., Chicago 


WOOD or 





buy, sell, repair, 
sookkeeping 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We 
rebuild. Comprehensive service for dealers. Adding and 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





Comp 
Com- 


BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
tometers, Calculators, etc. Bought and sold. Dearborn Equipment 
pany, 605 So. Dearborn, Chicago 5, Il 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
ind Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 





machines—all 
906-908 N. 


adding 
Company, 


ELLIOTT-FISHER machines, calculating machines, 
office equipment, bought and sold. W. J. Crowley 
Water St., Milwaukee 2, Wis. 





BURROUGHS, MOON HOPKINS,Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli 
inces, Inc., 29-31 East 22d St., New York 10, N. Y. 





Elliott-Fisher 
bought and 


BURROUGHS, 
Comptometers, all 
lith, 


MOON HOPKINS, 
makes calculators 
Minneapolis, Minn. 


Bookkeeping Machines, 
sold. Dorrrell-Markel, 


Yo SS 





cash 
Steen, 60 


prices for 


BURROUGHS PRODUCTS our specialty, get our higher 
I West 


calculators, bookkeepers, billers, comptometers. A. 
Harrison, Chicago 5, Illinois 





billing 
Machine 


WANTED TO BUY: 
machines. Must be 
Service Co., 605 W. 


Late model Elliott-Fisher 
over 190,000 serial number, 
Washington St., Chicago 6. 


bookkeeping and 
Accounting 





BURROUGHS SPECIALISTS. Also buy, sell and 
machines. Comprehensive dealer service. Nelson 
Dearborn, Chicago 5, Illinois. 


rebuild all types office 
Adding Machine Service, 


of 8 





Calculators, hand or electric, com- 
American 


QUANTITY of Monroe and Marchant 
plete Inquiries solicited on all types of other machines. 
Business Machines, 1385 Grand St., New York 13, N. Y 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y 





DICTAPHONES, EDIPHONES—for 
supplies, Supertone cylinders, wholesale 
28 South Wells St., Chicago 6 


20 years, headquarters for machines, 
Chicago Dictating Machine Co., 





WANTED TO BUY—Sundstrand bookkeeping machines, Models A, C, and 


D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances, Inc., 
29-31 East 22d St., New York 10, N. Y. 





WANTED 
or jobbers. 
5, Texas. 


TYPEWRITERS, Adding Machines, Calculators, from dealers 
Typewriter Parts Company, 407 East Travis St., San Antonio 





WANTED—AIl makes calculators and 
model, serial number and adding capacity. 
Inc., 29-31 East 22d St., New York 10, N. 


adding machines. State make, 
International Office Appliances, 
: 





WANTED BUY 


Surplus equipment of all types. 
Trading Corp., 7 


Ready buyer. Columbia 
Waverly Place, New York 3, N. Y 





FOR SALE—-WHEELDEX 
FIRST CLASS CONDITION. 
CALL REGENT 7420. L. HARVEY, 934 E. 95TH, CHICAGO 19. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York : Sim 8 





KARDEX, ACME, all 
of reconditioned cabinets, 
and prices to dealers for purchase or sale. 
Nathan, Inec., 548 Broadway, New York 12, 


makes used visible filing department. Thousands 
panels, books, always on hand. Special service 
Get our quotations. Chas. S$ 
i 








ADDING MACHINE PARTS FOR EXPORT 











also 6x4 and 5x3 size 
Card System Co., 


units; 
Commercial 


ACME 
Quantity 
135 Grand St., 


(Insite) 8x5—14- and 23-drawer 
ef McCasky Production Panels. 
New York 138, N. Y 








BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
ported. Foreign inquiries invited. Dearborn Equipment Co., 605 S. Dear- 
Sry See Os KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
—- — bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand St., New York 13, N. Y 
ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts WANTED 


ivailable. parts upon request Lb As 


Dehn, Jr., 164 


Quotations furnished on specific 
10ist Ave., Oakland, Calif 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
ight and ld Chicas Office Appliance Co., 1930 West 21st St., 


INTERNATIONAL Visible Factograph cabinets, in 6- and 12-drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail 
ible E. H. Heineman, Box 552, St. Louis 1, Mo 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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Copies of patents shown here can be obtained = 

from the Commissioner of Patents, Washington, ‘ 

D. C., for 25 cents each in cash, postoffice i, 

money orders or certified check. Stamps and Bid 

versonal checks not accepted. Copies of design Te... 
patents are ten centa each. 


PATENTS ri 
| 








| 
2,425,794. Auxiliary Ribbon Feed Device for Type- | 
writers. Josefine Rosa Geser, Zurich, Switzerland | 
Application January 22, 1946, Serial No. 642,715 | 
aes May 26, 1944. Granted August 19, | 2.425.794 2.425.925 
2,425,925. Calendar Stand with Memoranda Paper 
Supply Device. Harold G. Davis, Brooklyn, N. Y 
Application November 15, 1945, Serial No. 628,816 
Granted August 19, 1947. ) 
2,425,967. Ribbon Feed for Typewriting Machines. U 
John Toggenburger, Hartford Conn., assignor 0 | 
Underwood Corporation New York Me°S a cor ‘ 
poration of Delaware Continuation of application : a 
Serial No. 516,516, December 31, 1943. This appli a er 
cation May 26, 1945, Serial No. 596,039. Granted Se 
August 19, 1947 . ot aan 
2,426,248. Manufacture of Carbon Transfer Ink. si ( 
(Not illustrated) Nathan Sugarman, Dayton, Ohio MY 
assignor to The Standard Register Company, Dayton 
Ohio, a corporation of Ohio. Application July 1, 1944 AB? : 
Serial No. 543,175. Granted August 26, 1947 “ns ’ 
2,426,257. Pressure Sensitive Adhesive and Ad- 
hesive Tape. Paul F. Ziegler, Winnetka, IIl., as 2.426.257 2.426.333 2.426.453 2,426,503 
signor to The Kendall Company 3oston, Mass., a 


corporation of Massachusetts. Application August 2 
1940, Serial No. 349,973. Granted August 26, 1947 
2,426,333. Paper Feeding Device for a Ma- 
chines. Louis C. Antrim, New York, N » and 
Frank Schultz, Cliffside Park, N. J., tenis t 
Autographic Register Company, Hoboken, N fa, oe 
corporation of New Jersey. Application April 24 
1941, Serial No. 390,024. Granted August 26, 1947 
2,426,453. Fountain Pen. William H.  Huener- 
gardt. Chicago, Ill., assignor to Milton Reynolds 
Chicago, Ill. Application December 7 1945, Serial 
No. 634,742. Granted August 26, 

2,426,503. Folder, Bill Folder, ae Pocket Con- 
struction. Henry M Herbener, ‘Thomasville, Ga 
Application October 29, 1943, Serial No. 508,123 
Granted August 26, 1947 . 
2,426,504. Combination Pocketbook and Card Case. . 
Henry M Herbener, Thomasville, Ga. Application — — 
October 25, 1945, Serial No. 624,347. Granted August 














26 194 | 

24 426. 908. Locking a ae or the Like. Thomas | 
E. Walsh, Cohoes, N Y., assignor to Cohoes Er | 
velope Company, Inc., Cohoes, N. Y., a corporatior 
of New York Application November 20, _ is 945, Serial | 


No. 629,835. Granted September 2, 194 
2,426,944. Paper Feed Mechanism. John Mueller 
N 








= 

North Bergen, J., assignor to Remington Rand Pee 

Ine Buffalo, N Y.. a corporation of Delaware ab VT or = 7 
Application September 18, 1942, Serial No. 458,909. | Satie =". ‘te 
Granted September 2, 1947 | i a . t—* . 
2,426,951. Printing Interpreter. Robert W. Ritzert. | Aw } ~ 5 
Dayton Ohio, assignor to Remington Rand Ine fa. Vt heme, 
Buffalo, N. Y., a corporation of Delaware. Original _ | ea 
application April 6, 1940, Serial No. 328,337. Divided pant Th —1 | 
and this application September 18, 1942, Serial No . 

158,762. Granted September 2, 1947 2,427,056 


2,427,033. Mechanical Ink Pencil. John C. Wahl, 
Chicago, Tl assignor to Eversharp, Ine Chicago. 


Ill., a corporation of Delaware Application October ° é 

11, - Serial No 558,144 Granted September Ba. 

9, - 
2.427 7,049. Printing and Calculating Machine. Wal 7 

ter Gollwitzer. Euclid, Ohio, assignor to Address ' 

a oe. Multigraph Corporation, Wilmington, Del a 

corporation of Delaware. Application October 27, 1941 “x 


Serial No. 416,745. Granted September 9, 1947 
2,427,056. Slidably Mounted Tape Loop Former. 





George G. Keyes, Chicago, Ill assignor to Teletype ’ 
Corporation, Chicago, Ill., a corporation of Delaware i 4 
Application April 23, 1945, Serial No. 589,900 ne ee Sy 
Granted September 9, 1947 
2,427,068. Ball-Point Writing Instrument. Robert 2,427,069 2,427,143 SARA86 2.057.288» 


W. Randolph, Milton, Wis.. assignor to The Parker 
Pen Company, Janesville, Wis., a corporation of Wis 
consin. Application September 17, 1945, Serial No. 
616,852. Granted September 9, 1947 

2,427,069. Writing Instrument. Robert W. Ran 
dolph Milton Wis., assignor to The Parker Pen 























Company, Janesville. Wis a corporation of Wiscon a 
sin Application September 28 1945, Serial No. | 
619,018. Granted September 9, 1947 | 
2,427,143. Broken Line Making Attachment for | 
Draftsmen’s Scales. Donald Gordon Jackson, Pasa- | 
dena, Calif Application November 13, 1944, Serial . 
( 563.135. Granted September 9 1947 | 
2,427,156. Stapling Machine. Richard A. Percoco, | 
Mamar ~ 7, N. Y Application November 9, 1944 
-— Ni 562,587. Granted September 9, 1947 | a “ 
427, 222. Fountain Pen. Cons tantine Mellonis, New seen 2.497.97 2,427,387 2.427, 
York. N.Y. Application February 7. 1945, Serial No beam tin ay 
576.555. Granted September 9, 1947 
2 427,228. inking Quill, James KE. Palmer, Still 
water. Okla Application November 8, 1945 Serial 
No. 627,302. Granted September 9, 1947 | 
2,427,234. Vertically Adjustable Seat. Nathaniel T | 
Shepherd, Salt Lake City Utah Application April 1h] | 
23. 1942, Serial No. 440,145. Granted September 9 | 
1947 | 
2,427,271. Multiplier Correction Mechanism ‘arl 
M. Friden. Pleasanton, and Anthony B. Mach oar 
Oakland, Calif., assignors to Friden Calculating Ma | 
chine Co Inc a corporetion of ¢ aiifornie Applica- 
tion October 27, 1941, Serial No. 416,662. Granted | 
Sentember 9, 1947 | 
2,427,387. Motor-Driven Punch. Charles | 
Wayzata Minn assignor to International a 
Machines Corporation, New York, N. ¥ =G: 
tion of New York. Application Oct ober | 
Serial No. 621.940. Granted September 16, I . 
2,427,416. Support. Henry O. Petersen, Jackson vedliesd : 
Mich. Application February 26, 1945, Serial No 2.427.447 2,427,648 sehees 147,439 | 
79,710. Granted September 16, 1947 
2.427,447. Combined Stencil Sheet and _ Liner. 
Clarence O. Dicks. Detroit, Mich Application De | 
ecember 6 — Serial No. 513,141 jranted Sep 
tember 16 
2,427,648. a Pencil. Hastings Macleod —— 
Farrington London W. C 1 Englanc i. Applicatior DESIGN PATENTS Granted August 19, 1947 . ‘ 
November 27, 1940, Serial No. 367,464, in Great 147,355. Design for a Bookkeeping Machine. Jar 147,439. Design for a Combination Desk Unit. 
Britain, December 14. 1939. Section 3, Public Law Streng, Mason, N. H., assignor to Remington Rand Benjamin Halprin, New York, N. Y. Application 
690. August 8, 1946. Patent Repires December 14 Ine Buffalo, N. Y., a corporation of Delaware October 26, 1946, Serial No. 134,276. Granted Sep- 
1959. Granted September 16, 1947 Application August 10 1946, Serial No 132,427 ember 9, 1947 
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STRIKE IN CALIFORNIA 
By Joe 


General Sales Manager, 
Clary Multiplier Corporation, 
Los Angeles, Calif. 


NEW GOLD 


Stallings 





California! New gold st in California! 


Th, RE IS GOLD in 
almost a century ago. The theme 


rt is was the big news in California 
tf this conference, ‘‘Working Your Claim’, is very appropriate, botk 
in memory of the discovery of gold in the past, and in looking forward 
to the future. There probably has never been a more promising perioc 
for those office machine dealers who will really work their claims, whi 





will work their territories with the best creative selling tools available 
We are entering a period in which good, creative selling will assure a 
lealer of success well beyond anything in the past. We are in an era 
in whic h activity is the key to success, where passiveness will reap heavy 


good to have the privilege of chatting with yu about oppor 
n this industry in general. It is customary on such occasions 
n interesting story. I’ll do just that. The story is not a 
us one, but it is most interesting. It is the Clary story, one of 
interesting true stories of this era—a story of something 
startling and stimulating which is happening in the office machines 
ndustry 

Once in a long time, sometimes only once in a generation, 
happens in each industry which establishes a new pattern, 
proach to a basic need. For instance, the introductior 
efrigeration stimulated a- rising customer demand for 
refrigerators, a demand which grew and expanded 





something 
a new ap- 

of mechanical 
electric and gas 
even during the 


depression. Home appliance dealers have more recently found popular 
customer response to automatic washers, such as the Bendix. The 
uircraft industry has found that jet propulsion_introduced an entirely 


new concept of speed possibilities for aircraft. Television appears to be 


opening tremendous new sales possibilities for radio dealers. Now it 
has happened in the adding machine industry! Clary Speed-o-lectric 
has brought an entirely new concept of speed and ease in handling 
figures Customer acceptances has been even more enthusiastic than 
was expected. The machine’s high speed, ease of operation, and hand 





some appearance has opened a new era in the adding mac industry 
The introduction, by Clary, of modern design, modern engineering, 
and modern materials appears to be stimulating research and development 
nufacturers. Any new developments which may come along 
a few years from now will accelerate the swing from machines designed 
a quarter century ago, just as the introduction of mechanical refrigera 
tion caused a swing from the ice box and opened up a new era for 


by other ma 





home appliance dealers. It is our best judgement that we are starting 
an era in the office machines industry in which new developments are 
to create a situation of obsolescence, just as occurred in the refrigera 
tion industry. 

This is a bright and happy outlook for all of us. Each individual 
and each office machine dealer who is geared for good, creative selling 
and is alert to securing one of the basically new office machines, will, 
indeed, have a very bright outlook for the future. Our ¢ viewpoint 


is one of great confidence and unbounded enthusiasm 





The Clary Speed-o-lectric adding machine didn’t just happen— it is 
he first of several new Clary machines which will be released ove 
the next few years. These modern machines were conceived in the 
mind of our president, Hugh L. Clary, years ago. Research and develop 
ment have been going on for many years 

The Clary Sales Program 
The Clary Multiplier Corporation is over eight years old It 
i progressive company, with a most capable man, Mr. Hugh L 
Clary, at its head. His background of experience ombines broad 
nanagement experience with creative genius H ros through 


the great Bank of America organization to one of the key management 





mm sitions, until he withdrew in 1939 to organize the Clary Multiplie 
Corporation, to complete the development. and to manufacture the 
machines he had conceived. The company is stable, well financed, well 
managed, and has a definite program with a progressive, young, 
oreseanes spirit 
Now the high lights of our sales program First, we have deliberate 

tried to avoid securing a backlog of orders during the period of shert 
age This may seem strange to some people, but we believe that the 
reputation of a new company such as ours is best built on per 
formance—not promises This policy has made it necessary to pacé 
arefully the opening of new sales outlets with out production. We hav: 
lelayed opening new territories until we were confident that we cou!d 
furnish each outlet with a good volume of machines for prompt delivery 
This program has enabled each representative to enjoy the favorahl 
istomer reaction in his community This program of delaying the 
opening of outlets until they could be supporte: na ompt delivery 
basis has caused some good dealers to wait a few mont One good 
lealer, who had waited quite impatiently, wired us, after receiving his 
first shipment, ‘‘Yeu are correct—Clary was worth waiting for, but 
now that I am started. please duplicate mv order and ship this weel 
sure.” Surprising as it may seem, we did just that—duplicated tl 
rder and shipped that week. Once we open a sales outlet, we do ow 
best to take good care of our representative, trate n¢ 
the big advantages of our policy of gearing sales Luc t 

The first step in our sales program was the stablishr t of com 
ny branch offices in some of the key cities This eg 1 oppor 
tunity to supervise closely all machines sold n t nitial phases ot 
our sales progran It will interest you to know that tl reful eng 
neering and production of Clary machines ha f I ind ited b 
the excellent performance of Clary Speed-o-lectrics In over 2 years 
experience, I have not observed the introduction of ar ne models 
with as satisfactory nerformance. Our service 1 rds show that we 
have averaged less than one service call per machine—in fact, jus 


call during the first year on the first 8,006 
Only those of you who have com 
that excellent machine performance 
determined the 


six-tenths of one service 
Clary’s sold through our branches. 
parative figures can fully appreciate 


sefore starting the sale of Clary machines, we first 
cities in which we would establish branch offices, and also which areas 
ould be opened by dealers. We still have some company branch 


offices to open in some major cities, such as Detroit and St. Louis. All 
too frequently in the past, good dealers have introduced machines t 
their community, only to learn later that company branch offices were 
to be opened Our plans are being made on a straightforward basis 
which will avoid suc h disappointments. 

Last year a few carefully selected dealers were chosen to test 
sales reaction and cotanlla h a practical pattern for our dealer program 
Some additional franchises have been granted this year. We are very 


pleased with the results being accomplished and are now ready to 
open some additional dealer outlets. Ww e expect that the completion 
of one unit of our new factory in the near future may provide enough 


machines to permit us to grant a good number of ad litional franchises 
on a prompt delivery basis. If we are not represented in your com 
munity, we hope to give consideration to applications in your area in 
the near future In the interim, let us have very complete information 
about your organization. If you are interested in our franchise, do visit 
our booth and leave information about your business. In other words, 
file your claim so that you may benefit from the new gold strike in 
California 


Entering Era of Aggressive Selling 





for every member of this splendid NOMDA 
organization. You are on the threshold of the greatest period yet ex 
perienced, if you are in tune with this era and geared to do good, 
aggressive, creative selling. This period of readjustment is a natural 
one. It is an adjustment from a period of scarcity to a period of 
plenty. It is interesting, challenging, stimulating. It offers great op 
portunities for clear thinking and courageous action. Our business 
structure is going through an adjustment which is culling out the 
individuals and firms who are soft and easy, and, in doing this, is 
offering opportunities for new heights of achievement to individuals 
and firms who think and work and sell creatively. Let’s quickly adjust 
ourselves to creative selling—that type of selling which seeks to answet 
a basic need for our customers. Let’s get away from selling a machine 
a chair, a desk. People don’t want to buy so much metal, plastic, wood 
or paper. We must concentrate on solving our customers’ problems 
In every conceivable way, let’s help our customers get more for the 
dollars they are salaries. Let’s equip each employee 
with the best possible tools to accomplish his task more quickly, most 
economically and most pleasantly. We must let our customers 
that the most efficient tool is the most economical, and that this is 
just as true of office personnel as it is of carpenters and mechanics. 
The cost of new, modern machines—that is, new, modern tools—is in 
significant as compared with the salaries paid over a five- or ten-year 
period. The annual depreciation on a machine or any office equipment 
ificant as compared with annual salaries. The bookkeeper, 

clerk, the receptionist, even the boss must have 
machines, furniture, equipment and_ supplies 

Let’s become so busy thinking of ways and means of supply efficient 
tools that we haven’t any time to worry about general conditions, 
weather or business There is no need to spend time during business 
hours thinking 2bout things beyond your control. Let’s give our atten 
tion each day to those things we can do something about. You can’t 
change general lg et or the weather, but there is much you cai 
influence Jack Brown on Main Street to install efficient offic 
Mary Smith to be more efficient; hence, to give him mor: 
paycheck Go in to see 


Now, just a thought 


spending in office 


know 


is very insign 
t 


he stenographer, the 


efficient tools—modern 


do now to 


tools to help : 
Jack Brown with a 


return from her weekly 
smile, h our countenance radiating a success-expectant attitude 
Furnish him a real answer to his office problems. Do this and you 


in your work and profits in your business 


“BRASS TACKS” ON PORTABLE 
TYPEWRITER MERCHANDISING 


By Wesley H. Beckwith 


Sales Manager, Portable Division, 
Royal Typewriter Co., Inc., 
New York, N. 


\\ HAT I AM going to talk about is making money in the portable 
typewriter business. Now when I say that, I’m not talking simply 
about selling a lot of portable typewriters. I am talking about selling 
a lot of portable typewriters and giving the customer the quality and 
satisfaction he is entitled to in every one of them and earning a 
fair and legitimate profit in the course of doing so. I think this is 
something that all of us want to give a lot of thought to today. I 
ring this up this morning because we’re all working together in the 
portable typewriter business. Our interests as a manufacturer are best 
served by promoting the customer’s interests and vour interests. 
Again, as you have heard me say many times, what is good for the 
customer is good for the dealer, and what is good for the dealer is 
good for the manufacturer 








Portable Demand Greatest in History 
today the greatest demand for portable typewriters in the 
history of this industry. This demand will develop and grow in the 
future as the portable widens its acceptance in the home and _ school 
market. We have an unusual opportunity to build and expand on a 
sound, profitable basis—a basis that will benefit every dealer and every 
1anufacturer It would be regrettable if we failed to take advantage 
of this opportunity. It is time to think about this. What we do in 


(Turn to page 151, please) 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Firm In Istanbul Seeking Imports—Sekai D. Orhon, Post Office Lock 
Box 1693, Galata, Istanbul, desires contacts with American manufacturers 
and distributors in order to import metal filing cabinets, storage cup- 
boards and other office equipment. The Istanbul firm besides being 
engaged in the import business, also acts as contractors for government 
departments in furnishing supplies. 


Wanted at Home 


New Firm Seeking Agencies and Franchises—Frank Salz, 2073 West St., 
Brooklyn 23, N. Y., will soon begin operations as a distributor of office 
appliances and supplies on the West Coast. The exact location is not 
yet determined but probably will be in the neighborhood of Glendale, 
Calif. Mr. Salz is interested in obtaining satisfactory agencies and 
franchises. He has been in the systems engineering field for some time. 
and has a thorough background in accounting and business administration, 
besides acting for some time in a sales capacity for a nationally-known 
management engineering firm. 

New Connecticut Firm Wants Trade Literature, Contacts—Returning 
from service with the U. S. Navy Air Forces, J. 5. Solomon, operating 





Solomon’s Saies and Service, 37 Cooke St., Waterbury, Conn., desires 
trade literature and dealer-distributor propositions in office machines, 
store and office equipment. A _ sales department has been recently 


opened with a complete line of office machines, safes, cash registers, 
filing equipment, desks, and so forth. A complete machine shop for 
servicing of office machines is maintained. 

Pennsylvania Firm Seeking Products, Especially Desks—Carlton Gray, 
Office Equipment, 351 W. Broad St., Hazelton, Pa., is interested in ex- 
pansion and in securing more products, especially lines of wood and steel 
desks. Interested manufacturers or distributors are asked to write Mr. 
Gray. 

Southern Illinois Firm Wants More Lines—The Southern Illinois Type- 
writer Service Company, 201% W. Poplar St., Harrisburg, IIl., a firm re- 
cently opened by Victor L. Wiley, is seeking to add quality products to 
go along with the Underwood and Ediphone lines. Mr. Wiley is particu- 
larly interested in desks, chairs, letter file cabinets and office furniture 
in general. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


Marchant Calculating Machine Company, Oakland, Calif.—Directors of 
the company on September 2 declared the regular quarterly dividend, 
equal to 50 cents per share on the 226,642 shares of capital stock out- 
standing, payable October 15 to stockholders of record September 30. 

L. C. Smith & Corona Typewriters, Inc., Syracuse, N. Y.—The annual 
report released September 13 shows that operations for the fiscal year 
ended June 30, 1947, resulted in a transfer to the earned surplus of 
$1,796,405 after provision of $1,237,809 for United States and foreign in- 
come taxes, provision for depreciation, contingencies, and so forth. The 
balance transferred in earned surplus was equivalent to $5.57 a share 
on 322,569 shares of common stock outstanding, compared to $2.69 a 
share for the preceding fiscal year. After the payment of $645,130 
dividends on common stock, earned surplus June 30, 1947, was $4,887,169. 
Hurlbut W. Smith, president, in remarks to the stockholders, was quoted: 
“During the year plant additions were completed and put into operation. 
We also purchased a large quantity of new manufacturing equipment 
and existing equipment was modernized, which should result in greater 
efficiency and increased production. (Syracuse, (N.Y.) Post-Standard, 
September 14). 











NEW TRADE LITERATURE 


Better Packages, Inc., Shelton, Conn., has just published a handy 
guide to more efficient shipment sealing and tape application. Colorful 
and profusely illustrated, this booklet covers the subject of sealing as 
applied’ to corrugated shipping containers and parcel post packages. 
Six pages are devoted to the conditioning of the tape’s glue, followed 
by a section on correct application of tape to container and package. 
Fifteen diagrammatic illustrations are used for the tape application 
story. The guide is available without charge from Better Packages, Inc.. 
or from any of its regional distributors. 

Consolidated Stamp Manufacturing Company, Inc., 15 Dey St., New 
York 7, N. Y., has just issued a new catalog handsomely bound with 
black imitation leather ring binder cover. Illustrated in color through- 
out, if is divided into two parts—one describing the complete line of 
marking devices and accessories and the other devoted to equipment 
and supplies. These catalogs are now available for distribution and 
can be obtained by writing the company 

Ralph C. Coxhead Corporation, 333 Avenue of The Americas, N. Y. 14, 
N. Y. has just issued a new illustrated brochure in color telling how the 
Vari-Typer can be used to prepare copy for printing and duplicating. 
Reproductions are made of catalogs, reports, house organs, charts and 
other material which can be Vari-Typed and samples are given of 
Vari-Typer type faces. Another feature of the pamphlet is a listing 
of Vari-Typer branch offices for sales and service 

Precision Equipment Company, Long & Schubert Aves., Chicago 39, II1., 
has just published an eight-page catalog of office equipment and furni- 
ture featuring such hard-to-get items as steel shelving and steel storage 
cabinets. Requests for copies are to be addressed to the company. 

Sainberg & Company, Inc., New York 10, N. Y., has just issued a new 
catalog dealing in desk pads, desk sets and leather desk accessories 
manufactured by the company. Commercial stationers and office furni- 
ture houses who have not received a copy may make application by 
writing to Sainberg & Company general sales office, 387 W. 26th St., 
New York 10, N. Y. ; 

Wesley Trout, Box 575, Enid, Okla., has just completed a booklet on 
repairing, cleaning and general adjustment of typewriters. The author 
18 an expert repairman of more than 20 years experience, was formerly 
technical editor of Business Machines and contributor of articles for 
many years on repairing business machines. The hook, selling at $1.50, 
is declared to be condensed and simplified 
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IN OCTOBER OF 1877, WHEN: 


A new trade novelty was a paper weight, a replica of 


Plymouth Rock. A brisk sale was reported for the Mark 
Twain scrap book with self-adhesive pages. It was published 
by Slote, Woodman & Company, New York City. . . . The Joseph 
Dixon Crucible Company offered a pencil, pencil case, point pro- 
tector and rubber eraser in combination. . . . Cooke & Cobb, New 
York City, offered patent memorandum books with removable 
insides. . . . (From files of the American Stationer). 


IN OCTOBER OF 1887, WHEN: 

Smith’s Office Tickler was claimed to be “to the desk what 
a diary is to the pocket.” This filing system was made by F. E. 
Smith, Toledo, Iowa. . . . Manufacture of coffins from paper was 
proposed as a new sales project for stationers. . . . The Lyra 
Lead Pencil Company brought out the new Climax as a pro- 
pelling and repelling pencil. . . . A Bostonian, John Becke, of- 
fered a low-priced World typewriter designed to be operated by 
one hand... . (From files of the American Stationer). 


IN OCTOBER OF 1897, WHEN: 


The Typewriter Cushion Key Company, Newark, N. J., brought 
out the product described as one saving wear and tear on the 
fingers while typewriting. . . . The fifteenth annual convention of 
the National Association of Newsdealers, Booksellers and Sta- 
tioners was held in Mechanics Hall at Baltimore where Thomas 
T. Martin of New York City was named president. . . . Stationers 
who sold bicycles as a sideline were interested in the new 
chainless model selling for $125. The Pelouze Scale & 
Manufacturing Company, Chicago, had added the Victor Postal 
Scale to its line. The device weighed up to 1% pounds. . . 
(From files of the American Stationer). 


IN OCTOBER OF 1907, WHEN: 


The new model Norica typewriter was produced in Germany. 

. It was announced that with the November issue of Office 
Appliances the advertising and business departments of the 
magazine would pass from the management of Edward C. Thur- 
nau, who was retiring, to that of Evan Johnson, secretary and 
treasurer of the Office Appliance Company. For the past seven 
years, Mr. Johnson had been western manager of all depart- 
ments of the American Stationer and the Paper Trade Journal, 
with which papers he had been actively connected for 1] years, 
and prior to that with leading printer's publications. George H. 
Patterson retained his position as president of the Office Appli- 
ance Company... . (From the files of Office Appliances). 


IN OCTOBER OF 1917, WHEN: 


Chicago expected many delegates and visitors to the annual 
convention of the National Association of Stationers and Manu- 
facturers at the Congress Hotel. President then was Charles N. 
Bellman. .. . F. M. Reeder, Philadelphia, manager of the Address- 
ograph Company, suffered a painful accident when knocked 
down by a motorcycle. . . . A. Pomerantz moved his Philadelphia 
business from the Fifteenth street store to a fine new six-story 
building at 1529 Chestnut St. . . . (From the files of Office Ap- 
pliances). 


1 





(Photo by Ed. Schmitter) 


Blest is he who loves a brook, 
For he sees through memory’s eyes 
In silent pool or playful bend 


The beauty of each new surprise: 
Peace of woodland stretches 


Where yellow cowslips grow 
And trees weave gay patterns 


In the sun's after-glow — 
As the brook flows bravely 


To its ocean goal 
Singing its song of courage 
To each listening soul! 


rtesy National Blank Book Company, poem by Don C. Hegarty 
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’ Surveys Denver 





ENVER OFFICE SUPPLY dealers have completely 

abandoned back-order and priority lists on short- 
age items. Unlike the automobile dealers, they found 
out some time ago that orders were being placed else- 
where—in fact, at almost every store in town. Today 
the customer must prove his order bona fide and most 
dealers are collecting substantial deposits to insure 
that such orders will be accepted when delivery has 
been made. 

Typewriters, adding machines and checkwriters are 
still in demand far ahead of the ability of Denver 
dealers to supply their customers’ needs, and office 
furniture and fixture equipment is in little better con- 
dition here. 

Denver merchants say they have not been getting 
their fair share of such shipments; some are a little 
bitter when voicing this complaint. They also point to 
another factor which most other cities do not have to 
contend with; freight rate differentials and the gen- 
eral freight shipment situation is working against 
them. 

But the picture in Denver is a much brighter one 
than the foregoing paragraphs might lead one to be- 
lieve. For example, the competitive situation is one 
of the brightest we have seen in our visits to various 
cities to date. 

The balance of stores in all branches of the indus- 
try is a good one; by standards of comparison with 
other metropolitan cities, Denver does not have too 
many office supply and appliance firms and those in 
business there today cover the field amply, with just 
enough of a surplus of business in normal times to 
make for good competition. 

Outside competition is fast disappearing also, almost 
in direct contrast to other cities we have visited. A 
number of trade men interviewed told us that less 
than one tenth of one per cent of the office supply 
business in the area went to dime stores, department 
stores and other “outside” firms. Approximately 85 per 
cent of all local needs, including those of large indus- 
tries operating in the area, are purchased from the 
Denver houses; less than 15 per cent goes by mail out- 
side of the territory, we were told. 
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Fifth of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supplies Industry 


By ERNEST W. FAIR 


Field Reporter 


One dealer informed us that he had purchased the 
remaining stock of office supplies of one of the local 
mail order firms store at five cents on the dollar and 
that this store was going entirely out of the field! 

Add to this the fact that most of the Denver firms 
cover an area of approximately 150 miles surrounding 
the city almost entirely by mail-order, without the aid 
of salesmen, and you have a business picture envied 
by many other cities! 

Nor is the credit problem becoming very acute here 
as it is in some other cities. A general checkup 
showed us that about 85 per cent of the business being 
done here is still on a cash basis and that 15 per cent 
would be the top figure for credit business! 

This contrasts with 50-50 figures in most other 
cities; and consequently Denver office supply people 
are less concerned about credit problems than those in 
other cities. This does not mean that there is any 
laxity on that point here; credit handling is becoming 
of greater and greater concern here and most dealers 
feel that Denver will very soon be at a 50-50 point, 
rather than the present favorable cash business bal- 
ance. 

A great deal of attention is being given to credit 
accounts here today. Many a Denver office supply firm 
has some bad credit loss memories from pre-war days 
and the proprietors do not intend that this shall occur 
again. Every new applicaiton is being examined with 
great care and salesmen on city accounts are being 
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given instructions to make not only thorough initial 
investigations of such new accounts, but to keep a 


“close eye” on them after such credit has been 
granted. 
28 Firms Doing Business 
The 28 firms selling office equipment and sup- 


plies in Denver, some of whom as can be seen in ac- 
companying illustrations, have large, modern and at- 
tractive institutions. The roster includes the following: 

Addressograph Sales Agency, E. O. Alston, Clary 
Multiplier Corp., Commercial Products Co., Diebold 
Inc., Duplicator Supply Co., Fount-O-Ink Agency, Den- 
ver Stationery Co., C. F. Hoeckel Co., International 
Business Machines Corp., Keith Safe Co., Kendrick- 
Bellamy Co., W. H. Kistler Stationery Co., Loger Desk 
& Fixture Co., Metal Office Furniture Co., Multigraph 
Sales Agency, Mutual Furniture & Fixture Co., Nor- 
der’s Office Equipment and Supply Co., Office Equip- 
ment Co., Remington Rand, Inc., Roberts Printing & 
Stationery Co., Roger Salvage & Sales Co., Royal Type- 
writer Co., Inc., Steinfort’s, UARCO Inc., Visible Rec- 
ords Equipment Co., and the Yawman and Erbe 
Agency. 

McClurg & Company at 1630 Araphoe and Norco 
Stationers Supply Company at 1008 15th street are the 
two main office equipment and supply wholesalers. 

Dealers in office furniture in Denver include the AAA 
Furniture House, Art Metal Furniture Agency, Norder’s, 
Automatic File & Index Agency, Denver Furniture 
Manufacturing Company, Denver Safe & Hardware 
Company, Denver Stationery, A. B. Hirschfield (The 
Office Furniture, Inc.), C. F. Hoeckel, Keith, Kendrick- 
Bellamy, Kistler, Loger Desk & Fixture Company, Mer- 
chants Office Furniture Company, Mutual Furniture 


SALES - SERVICE - RERURS 
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SPECIALIZES FOR PROFIT—The Typewriter Emporium at 
Denver specializes and finds profit thereby. 
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THE SKYLINE OF DENVER. COLO., IMPRESSIVE DESPITE SCARCITY OF TALL BUILDINGS 
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IMPOSING STORE—Hoeckel’s, one of the three largest Den- 
ver office supply institutions, presents this imposing front. 





& Fixture Company, and Office Equipment Company. 

Barton Manufacturing Company at 2724 W. Colfax 
Ave., and Office Furniture, Inc., division of A. B. 
Hirschfeld Press at 1150 Stout, are the two office furni- 
ture manufacturers. 

Dealers in used office furniture include Business 
Equipment & Cash Register Company, Keith, Kistler, 
Merchants, Mutual, Office Equipment Company and 
Roberts. 

Neither the local situation or that over the territory 
is highly competitive as yet, for merchandise is in 
much greater shortage at Denver than in cities we 
have previously visited. Denver has a somewhat unique 
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MARKED BY A FEATHER—The large feather sign of W. H. 


Kistler Stationery Co. is a landmark of downtown Denver. 


picture in so far as the office equipment and supply 
field is concerned in that the closest major city is 
some 500 miles distant. 

The immediate trade territory embraces a circled 
area of about 150 miles in each direction. Within this 
area are a great many small and larger cities. In the 
smaller communities, office equipment and supply 
dealers are non-existent. Basic supplies are handled 
either by mail with the Denver dealers or in small 
supplies stocked by printers, newspapers and variety 
stores. Colorado Springs and Pueblo, both within the 
trade area, have a number of stores of their own, but 
the Denver dealers still do a good business in both 
cities. 

Few office supply dealers handle appliances and 
machines; nearly all are in the furniture and fixture 
business. About half of the dealers handle used furni- 
ture although there is not a great deal of this on the 
Denver market at present. Typewriters and other of- 
fice machines are handled here by a few dealers and 
by direct factory branches. General dealers long ago 
gave up handling machines when factory branches 
began to be established in the area. 


“You can’t compete with the factory,” was one Den- 
ver dealer’s explanation. It seems ample. 

Nor do the Denver dealers go after the school busi- 
ness as do dealers in some other areas. A school sup- 
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ply firm handles most of this as one by one the Den- 
ver men dropped out of the competitive bid picture, 
declaring that margins were far too close to assure 
any profits whatsoever on this type of business in the 
Rocky Mountain area. 


Prices Remaining Stable 


Prices have remained stable since the end of the war 
in Denver; the same mark-ups are being secured and 
raises have been made accordingly on boosts from 
manufacturers. At present there is very little com- 
plaint about the price structure here and dealers ex- 
pect reductions will begin before any are heard. Such 
reductions will be made less because of competition 
than because of surpluses in merchandise as they arise, 
we were told. The Denver office supply fraternity has 
never shown much inclination to go after business by 
price-cutting and there seems little indication that it 
will be tried any time within the immediate future. 

Business here is a personal contact matter; and the 
greater majority of office supply sales are made solely 
on the basis of a customer’s friendship for that par- 
ticular house or for its salesmen. Good will is a cher- 
ished commodity and a most definite business asset 
here. Dealers work hard at acquiring and holding it 
and the average house salesman spends as much time 
building his contacts as he does actually selling; it’s 
paid off for many years in this area. 

Practically no newspaper or radio advertising is be- 
ing used by office supply dealers in Denver today. It 
probably will be scheduled by a great many when the 
competitive situation improves. Some direct mail ad- 





DENVER STATIONERY CO.—Top picture is of the main sales 
room of Denver Stationery Co. The desk and chair depart- 
ment is presented in bottom view. .. 
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ONE WAY TO ADVERTISE—Norder’s Office Equipment & 
Supply Co., a typical store of its kind in Denver, uses its 
store front generously for advertising. 


vertising is being used at present, but that is chiefly 
supplied by manufacturers to announce new products. 
Almost all selling efforts in Denver today is the per- 
sonal contact kind being used by salesmen; direct ef- 
fort being exerted toward building business for the 
future. 

Salesmen are covering about the same number of 
accounts as during the war and these vary with al- 
most every house; the average is probably close to 25- 
45 accounts each. Wages and commissions generally 
are 40 per cent over what they were in pre-war days 
and the average salesman’s income is somewhat above 
those of some of the cities we have visited. 


Operate Repair Departments 


Denver office supply firms also differ from most of 
those in other cities we have visited in that most of 
them operate complete repair departments and find 
these departments profitable institutions. As a result 
of the profitable operation of these departments there 
are few small shops operating within the area; the 
dealers repair departments do about 95 per cent of the 
business of the city. 

The amount of repair business has been growing 
steadily since the beginning of the war, due to the 
short flow of new machines to the area. Prices have 
gone up sharply since that time and have even taken 
abrupt raises during the past year; for example, type- 
writer repair charges are about 65 per cent higher in 
Denver today than they were a year ago, we were told. 
Furniture repair work has increased 100 per cent in 
costs and pen repair charges have increased a like 
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amount. The volume of business today is strong and 
the customer must usually wait two weeks before re- 
pairs can be made. 

Denver office supply dealers are today giving most 
of their attention to better stock control as they 
believe wise buying is going to be one of the biz- 
gest problems of the business for many months 
to come. Even though they have no surpluses at pres- 
ent they are giving a great deal of attention toward 
avoiding such surpluses. 

“IT pity the fellow without a great deal of experi- 





. , . trad —_— 
IMPRESSIVE—Kendrick-Bellamy Co., an industry leader in 
the Rocky Mountain area, has this impressive new store. 


A NEW HOME—Generous use of glass 
tile features the attractive front of the 
new home of Office Furniture, Inc., at 
Denver. The store has a massive sign. 
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ence in this business,” one dealer declared, “for the 
months ahead are going to be rough for him. These 
shortages can’t continue much longer, even here. 


Pays to Control Stock 


“Stock control and wise buying are going to be the 
big problems in this business for the next year. And 
we are all going to have to watch prices most care- 
fully. The man who buys 100 items to sell at $1.15 
today and pays about 75 cents for them is going to be 
in a heck of a fix if he still has them when the sale 
price drops to 75 cents! 

“T think that’s the biggest thing ahead for all of 
us!” 

As a result of this feeling among most of the Den- 
ver office supply dealers, stocks are not abundant in 
any lines, even though the market provides more if 
dealers desired to buy such stocks. Almost every dealer 


is vigilantly on guard against accumulation of any 
surpluses; Denver dealers feel price cuts are in the 
offing and they are getting ready for these. 

A great deal of attention is given here to neatness 
in display. Store display sells a lot of merchandise in 
Denver (the average small business man invariably 
comes to the store to buy here, as witness 85 per cent 
cash business being done by the stores.) Almost all 
stores use manufacturers’ material in the creation of 
their windows and store displays; manufacturers need 
not wonder about such material hitting dealers ash 
cans in Denver! 

It’s a good office supply and equipment town today 
and undoubtedly will be for a long time to come. It’s 
dealers are conservative and careful businessmen. 
Most of them like the business they are in; they, too, 
feel that it’s a good business! 

(Next Month—Salt Lake City, Utah) 


Stencil Duplicated Direct Mail Sheet 


Produces Month-to-Month Increase 





N THE LATTER PART of 1944, while the war was 

still on, H. O. Zimmer, secretary of Le Vay & 
Snyder, Inc., 726 S. Clinton St., Fort Wayne, Ind., felt 
that something should be done toward boosting the 
business of his firm. Sales had not dropped off but 
were not as frequent as he felt they should be. This 
firm covers a total of 18 counties in northeastern 
Indiana and northwestern Ohio. Normally the firm 
had five men traveling but some were off to war with 
no definite assurances when they would be back to 
take up the jobs they left when Uncle Sam called 
them. 


After considering ways and means to reach the 
trade in this area, Mr. Zimmer finally decided that a 
stencil duplicated direct-by-mail advertising sheet 
would do the job. Accordingly, an 8% x 11-inch Mim- 
eographed sheet was put out beginning with January 
of 1945. This sheet, stencil duplicated on both sides 
in the office of this firm, was headed “The Best of 
Everything for Your Business” and was dated by 
month, number and volume like a regular publication. 


All Products Advertised 


This piece of direct-mail advertising was planned 
so that in the course of a year everything handled by 
this firm would be advertised in it. Some of the issues 
would have one entire side devoted to some one item 
as, for instance, files and file folders, office furniture 
and so forth. On other occasions, a number of differ- 
ent items would be featured on the same side. 

A total of 3,500 copies of this sheet were mailed 
every month, sometime between the first and fifteenth 
of the month. They went to every name on the firm’s 
mailing list which was made up of customers and po- 
tential customers in the 18 counties covered. 

As the firm was able to get fair quantities of critical 


items, they were always listed on these monthly sheets 
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By HAROLD M. PEER 


Field Correspondent 


so that customers would know that nothing was being 
held back. Sometimes a sample of the item offered was 
attached. For instance, the firm got in a consider- 
able quantity of rubber bands. The sheet advertising 
these had a rubber band stapled to it as proof of size 
and quality. On another occasion, a two-inch piece 
of jute twine was stapled to each sheet. Sampling 
brought in the business, not only on the offered items, 
but on many others listed. Often customers would 
bring the lists into the store with them, with items 
marked, as a reminder to buy all that was wanted. 


The Idea Pays Dividends 


All of this started two years ago. Pamphlets were 
sent out throughout 1945 and continued on to date. 
From the start, sales volume took a jump which in- 
crease has been augmented every month since the use 
of these sheets. The 1945 volume was much better 
than 1944. So successful was the idea that the firm 
continued it even after all of its personnel had re- 
turned from the war. And since then, with all five 
salesmen working again in the territory, these sheets 
have kept sales records improving month by month. 

“Our men contact the trade once a month,” says 
Mr. Zimmer in discussing his idea. “When we started 
the idea it was a stop gap used to fill in until the 
men returned and went back on the job of calling on 
the trade. However, it worked out so well that we 
have continued it. The stencil duplicated sheet now 
is used as an auxiliary to the salesmen. The salesmen 
tie up to the last sheet received by the customer and 
find that selling time is. cut down, volume increased 
and satisfaction generally helped.” 
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Link Up With National Business 


Women’s Week 





HE WOMAN IN BUSINESS occupies a prominent 

place in our modern American life. She is in the 
market for everything connected with her job. If she 
is an executive, she can be sold a complete office 
ensemble—desk, chairs, filing cabinets, safes, pictures, 
and all the little office furnishings. Even if she is 
an office girl she generally has the buying of the 
necessary stationery supplies. She is an important 
factor to be reckoned with by every dealer, and wise 
office appliance men will strive to secure her good 
will by taking official note of National Business Wom- 
en’s Week the latter part of October. 


In Los Angeles the Downtown Business Men’s Asso- 
ciation, backing up their slogan “Downtown Los 
Angeles has everything,” shortly before National Busi- 
ness Women’s Week, blazoned forth on a number of 
billboards on the highways entering the city, “Down- 
town Los Angeles Has Everything for the Business 
Woman.” In the leading stores the stationery and 
office appliance sections co-operated heartily with the 
women’s wear departments in arranging displays in 
which office furniture and accessories were shown in 
connection with smart tailored suits for the business 
girl and woman. 

Robinsons had a corner window fitted up as a 
modern office—with a marine painting on the wall, 
metal desk, typewriter desk and machine, chairs, desk 
lamp, desk set, file cabinets, and cabinet holding all 
kinds of stationery supplies. A card said, “Saluting 
National Business Women’s Week. Know a business 
girl? She would appreciate this stand, machine and 
posture chair.” 


Business Women in Conference 


The Broadway corner window showed an office with 
five women in conference. The executive sat at a 
handsome desk, with a complete bronze desk set. 


Several etchings adorned the wall and in the corner 
was a set of steel files. A card down front, in the 
shape of a stenographic note book, said “The Broad- 
way Salutes National Business Women’s Week—and 
offers countless aids to make her work easier and 
more effective.” 

Bullock’s showed an office with three women at 
work—one at the typewriter, the second standing be- 
side a steel filing cabinet, and the third, at a desk, 
talking into a Dictaphone. A card advised, “Saluting 
American Womanhood at its best—the girl and the 
woman in modern business.” A second window showed 
another office with an executive seated at a desk, 
interviewing a client. A modern lamp, a comfortable 
leather seated chair and an onyx desk set bespoke 
the office of a capable business woman. 

The Columbia-Eastern, who keep their typewriters 
and office supplies constantly before the public, com- 
bined smart tailored suits and office equipment for 
the business and professional women very effectively. 
Their corner window has a turntable, which slowly 
revolves. Tall wings divided this into three sections. 
One showed a stenographer seated at her typewriter; 
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the second, a smartly gowned executive seated at a 
flat-top desk, on which was a leather desk set; and 
the third, two young women standing at a file case. 

The May Company likewise linked with National 
Business Women’s Week by showing the office of their 
bride consultant. A smartly dressed bride and an 
equally smartly-gowned consultant were seen, and 
the simple furnishings—several well chosen pictures, 
graceful yet substantial desk, visitor’s chair, and desk 
set—offered valuable suggestions for the fitting up of 
an office for the modern business woman. A card in 
the form of an open volume down front extended 
congratulations to business and professional women 
on the celebration of their particular week. 














WINDOWS SALUTING WOMEN IN BUSINESS—These dis- 
play windows of Bullock's (top picture) and May Company. 
both of Los Angeles, were used to note National Business 
Women’s Week. Descriptions appear in accompanying article. 
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Building and Maintaining an 
Adequate Sales korce 





RE YOU MAINTAINING an adequate salesforce in 

your store? The answer to this problem is more 
complex than it appears on the surface. It is not 
enough to decide this issue solely on the basis of 
whether or not your customers are made to wait for 
service. It would seem easy to assume that if your 
sales are increasing you ought to add another sales- 
person, or if your sales are falling off you ought to 
get rid of one. Such reasoning is as false as it is easy. 
Your store sales may never increase if you wait for 
that increase before adding more salespeople—the 
fact that your sales are falling off may be an excellent 
reason for adding more salespeople. The fact that 
customers seldom have to wait for service is not in 
itself proof that your sales force is adequate. 

In considering this problem your first concern should 
be whether or not you are actually providing good 
service. Your customer has probably walked right 
past your competitor to bring his business to you be- 
cause he has learned to like the service provided in 
your store. Are you managing your store in such a 
way that it will never be necessary for him to visit 
your competitor? 


What the Customer Expects 


Your customer expects to be served quickly, pleas- 
antly and efficiently. He ought to be able to expect 
that the salesperson who waits on him is not an 
Overworked nervous wreck, harassed by a thousand 
little matters that he has had to let go in order 
to wait on the customer, and that the stock in the 
store is in such condition that the salesperson can 
find the desired items promptly without making two 
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or three trips to the stockroom. He will be quick to 
notice if your salespeople are taking care of their 
manifold duties by the lick-and-promise method be- 
cause a hurried salesperson will give him the same 
lick-and-promise treatment. 

The attitude of your salespeople is the most impor- 
tant factor that effects your service. A customer can 
be approached in two ways—he can be approached as 
a pest who must be gotten rid of as quickly as pos- 
sible, or he can be approached as an important per- 
sonage whose problems are the primary concern of 
every member of the store personnel. He deserves a 
warm greeting and a smile. He should have the un- 
divided attention of the salesperson who serves him. 
He should experience every possible courtesy while in 
the store and he should be thanked for his business 
as he leaves. 


If your salesperson is unable to satisfy the custom- 
er’s needs, as often happens in these times, the reason 
should be carefully explained. Every effort should be 
made to find an acceptable substitute or a temporary 
expedient. Failing this, the salesperson should make 
careful arrangements to satisfy the customer’s needs 
at the earliest possible date. If the salesperson demon- 
strates genuine concern when presented with a prob- 
lem like this, the customer is appreciative of your 





efforts and can excuse your failure. The salesperson 
who says flatly, “We are out of that,” and makes no 
further effort or shows no concern over your cus- 
tomer’s pressing supply problems, is inviting and pos- 
sibly even forcing your customer to make a visit to 
your competitor. It is a wide-awake manager who 
can say for certain that this is not happening in his 
store. 


Service Needs Speed and Accuracy 


A sales force really geared to service serves the cus- 
tomer with speed and accuracy. He is not kept wait- 
ing. His wants are quickly and accurately satisfied. 
He can realize at once that he is dealing with a 
responsible and well-managed organization for which 
he cannot help but have respect and in which he can 
have confidence. There can be no more pertinent 
argument than this for him to give you his business. 

To give good service alone is not enough. The sales 
force that gives the customer good service but does 
not exert a definite sales pressure upon him is only 
doing half its job. By the usual connotation of the 
term, a clerk is one who can be expected merely to 
supply the customer with whatever he had previ- 
ously made up his mind to buy. A salesperson, on the 
other hand, sells the customer something more or 
something better than he expected to buy or sets up 
in the customer’s mind a desire for merchandise he 
will buy later. A salesperson working under conditions 
which do not allow him to exercise his sales abilities 
and instincts soon degenerates to the status and atti- 
tude of a clerk. 

The customer who enters your store to purchase a 
few payroll sheets is probably an excellent prospect 
for a complete new payroll system. Undoubtedly some- 
one is going to sell him a new system some day. Cer- 
tainly there is no better time to set up that sale 
than when he is in the store where your demonstra- 
tion material is handy. Will your organization sell him 
that system? Not if your salesperson is so busy that 
he doesn’t have time to perform his duty as a sales- 
person, or if he has forgotten how to sell and knows 
only how to wait on trade, or if he has never had the 
time or opportunity to study and get acquainted with 
the payroll system. If you check the sales of this 
salesperson at the end of the day you may well find 
that he has moved a lot of merchandise and on that 
basis you may be completely satisfied with his work. 
What about the merchandise he could have moved and 
didn’t? Lost sales opportunities don’t show anywhere 
on your cash register detail tape! 


Hurried Person Doesn’t Sell 


A hurried salesperson is in the equivalent position 
with the outside salesman who must make too many 
calls in a day. He becomes an order-taker. Selling 
cannot be done on the run. It is useless to employ 
high-class salespeople if they do not have time to 
make their abilities effective. 

In pursuing the problem further it becomes clear 
that service and salesmanship cannot be applied 
where the condition of the stock the salesperson works 
from is poor. Moments spent combing the shelves for 
misplaced merchandise or in rushing to the surplus 
stockroom cost money and disgust the customer. If 
the salesperson has not had the the opportunity to 
police his stock during the slack hours of the day, he 
cannot operate effectively when the pressure is on. 
When the stock is in good condition, the salesperson 
can go about his selling job in a businesslike manner, 
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and can handle the customers faster and with fewer 


interruptions. He has confidence and the customer 
can have confidence in him. 

In an ideal situation there should be enough sales- 
people on the floor at all times to serve the trade 
promptly, to assert an aggressive sales pressure, and 
to maintain the stock adequately. If there are too few 
salespeople to maintain this ideal situation, sales 
opportunities are walking out the door; if you have 
too many, you are throwing away money on salaries 
and your salesforce is learning lazy habits. The main- 
tenance of the neat balance that brings about this 
ideal situation is as important in that profit picture 
as the correct pricing of merchandise. 

There is no ready-made formula for bringing about 
this balance. The situation on your salesfloor changes 
dynamically hour by hour, day by day and month by 
month. The ebb and flow of your service needs on the 
floor can only be determined by constant and con- 
tinuous observation. 

The common symptoms of an inadequate sales force 
are: 

1. Customers waiting. 

2. Rude, fast, or snappy attitude with customers. 

3. Lots of one or two item sales. 

4. Mistakes in pricing and failure of register to 
balance. 

5. Continuous running to surplus stock room because 
of poor stock work. 

6. Sloppy appearance of store 


Good Manager Can Tell 


A good store manager can tell whether this delicate 
balance is being properly maintained by his own 
observations on the floor. He can tell whether stock 
work and general store chores are being taken care 
of during the slack hours of the day, whether the 
sales force is rendering real service, and whether a 
real sales effort is being made. A store manager who 
is enthroned behind a desk is not a store manager, 
but a desk manager, and should receive compensation 
as such. A store cannot be managed from a desk any 
more than a car can be run from the back seat. If 
you are burdened with a desk-managing type of store 
manager, put a price tag on his desk, sell it and 
throw in his chair as a premium. That sale will turn 
out to be the most profitable single sale you ever made. 

It is common practice in most establishments to call 
on various personnel other than sales personnel to 
help out during the busiest hours of the day. This 
solution to the problem is simple and practical but 
it is not always the best or the most adequate solution. 
Personnel dragged from other duties on sudden notice 
seldom perform well as salespeople. Office, shop, or 
shipping personnel cannot keep abreast of the con- 
stantly changing merchandise situation. They are not 
interested in sales and often feel that it is an imposi- 
tion that they are interrupted in their regular work. 
If they are resentful, they take it out on the customer. 
Their resentment and reluctance are visible to the 
customer, if not to the boss. Unless these people spend 
a majority of their time on the floor they are not 
qualified salespeople. They undoubtedly lose many a 
fine sales opportunity and may often alienate a good 
customer. 

If these substitute salespeople are called upon too 
often, they defeat the purpose for which they are used. 
Probably they do relieve the immediate load on the 
salesforce, but they do not perform adequately the 
functions of a salesperson. In their lack of sales and 
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service ability they may well lose enough sales oppor- 
tunities to make their use a luxury that can be ill 
afforded. It is better to have an extra salesperson 
on the floor who gives part of his time to some other 
job than to use inexperienced or indifferent temporary 
personnel. 


Are They Clerks or Salesmen 


Your own mental attitude towards your inside sales- 
force has a lot to do with the efficiency with which 
they do their job. If you habitually call them clerks 
and think of them as clerks, you are subconsciously 
conditioning yourself to expect nothing better than 
a nominal effort from them. In general, your sales 
force and your whole organization performs in a 
measure approaching what you expect from them. 
No sales force ever set the world on fire unless they 
knew that the boss expected a major conflagration. 
A sales force needs to feel the inspiration of leadership 
in much the same manner that an infantry company 
in the field needs to be led. If you expect little from 
them, they will give you next to nothing. Important 
events seldom come from unimportant people. The 
individuals in your store are as important as the 


mental attitude of the boss makes them. The term 
“clerk” usually indicates a person performing a routine 
and unimaginative job. Personnel expected to perform 
as salespeople deserve to be thought of, spoken of, 
and given the respect due to people performing a task 
requiring a high degree of imagination and skill. 

When the customer comes into the store he should 
be greeted by as high a caliber salesperson as the one 
who calls on him at his office. If the office boy greets 
him in the store, you can be sure that the results 
will be the same as if your outside salesman did 
business with his office boy. 

The intangible that makes your customer walk past 
your competitor to bring his business to you cannot 
be easily defined. Surely the most important ingredi- 
ent is service. In a large degree your salespeople 
manufacture that ingredient on your salesfloor to the 
extent made possible by sound management. YOU 
may not notice it if your salespeople are not supplying 
this ingredient, but your customer certainly will. It 
is too late to remedy the situation after your customer 
has decided not to walk past your competitor. Your 
constant attention to the problem of an adequate 
sales force will insure that he will always find service 
in your store. 


Office Machines in a 


Business Garden Patch 





R. C. MASON 





OBERT C. MASON of Almond, N. Y., has retired 

from the management of the office machine busi- 
ness he established 25 years ago under conditions 
which most men would have considered prohibitive. 
His son, Edward Mason, has succeeded to the man- 
agement of the business. Another son, Robert G. 
Mason, who had charge of sales and road service, has 
entered Boy Scout work as field executive of the 
Kanakadea and Red Jacket districts of the Steuben 
Area Council of the Boy Scouts of America. 

On his wife’s birthday, Bob Mason set out from the 
tiny village of Almond on his first trip as repairman 
and salesman for typewriters and office machines. His 
entire stock in trade was a few ribbons which he had 
made himself but which, as he expressed it, “nobody 
wanted.” In addition to the ribbons, he had a dozen 
quires of carbon paper, a sample typewriter carried 
under his arm, a good knowledge of typewriters, a 
wife and family to support an idea, and a determina- 
tion to use his assets to the best possible advantage 
under the circumstances in which he found himself. 
His shop for five years was an abandoned chicken 
house. 

The Mason Typewriter Exchange has been referred 
to in previous articles as: “Office Machines Among the 
Sticks” and “Office Machines in the Tall Timber.” 
There are many office machine establishments among 
the skyscrapers and pavements of large cities the 
owners of which would have been pleased to net the 
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profit Mason receives on the $50,000 business he did 
the last year he managed his exchange. 

The territory served by the Mason business is only 
a garden patch compared with many served by others. 
But Bob Mason has harvested a crop of solid satisfac- 
tion which brought him back from Florida, where he 
had expected to enjoy his retirement. When we called 
on him he was at work in an improvised office in the 
rear salesroom. He told us that there had been one 
corner of the patch he had always believed would 
produce business but he had never had time to cul- 
tivate it, and was going to do so now. He believes his 
company can serve many customers through the 
mail. 


Those who know Robert C. Mason best know that a 
crop he has harvested from his garden patch which 
gives him the most pleasure is that of friendships 
established. In all parts of his territory the name of 
Mason is known and respected. 

For a long time Masons have run ads in the papers 
in their territory which did not mention the line of 
business but were simply quotations from the ancient 
philosophers. Coupled with the quotations was an 
offer of cash prizes to the office secretary or other 
worker who first sent the name of the author of the 
quotation to the Almond office. 
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Managerial Ability Determines Success 





LL TOO OFTEN these days in reading about an- 

other merchant’s success, one gets only a super- 
ficial glimpse of his strong points, perhaps his unique 
advertising, modern store interior design, his unusual 
personality. 

But success in the long run is founded upon some- 
thing deeper than these superficialities. It’s founded 
upon a fundamental ability, which all who succeed 
must have in common. It’s managerial ability. That’s 
really what makes the wheels go ’round in business. 


STIMULATING SALES—Bob Carlisle (top picture) as active 
head of Carlisle’s Stationery, 1343 Third St., Santa Monica, 
Calif., uses promotions such as shown in the lower picture 
to stimulate the gift department interest. H. H. Yancey, 
well-known West Coast “quick painter” demonstrated his 
technique in the Carlisle window for a two-week period. 
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Bob Carlisle Answers Some 
Pertinent Questions on 
Managing a Commercial 
Stationery Business 


By HARRY HELER 


Feature Writer 


Management is what pays the salaries. It is a pro- 
fession in itself. 

In evaluating the genius of management, John Pat- 
terson, founder of National Cash Register Company, 
once declared: 

“It’s a small matter to manage a city, for we have 
nothing to do but spend money. But in managing a 
business, we have not only to spend money, but we 
have to spend it in such a way as to make money in 
return, which increases the difficulty ten-fold.” 


Bob Carlisle Furnishes Answers 


“Just what specifically constitutes good manage- 
ment? What are some examples of these methods 
which lead to long run success in the retail stationery 
business?” I put these questions to Bob Carlisle, ac- 
tive head of Carlisle’s Stationery, 1343 Third Street, 
Santa Monica. Carlisle is not only active head of the 
business, but a busy member of the Santa Monica 
Chamber of Commerce and the Santa Monica Retail 
Merchants’ Association. 

A ready man in words as well as actions, Mr. Carlisle 
was at no loss for an answer. “It’s the little things 
that count,” he replied. “A large proportion of the 
more than 2,000 items we handle here in our station- 
ery store, for example, are sold in small price units, 
hundreds averaging less than $.25. One can’t afford 
slipshod, careless, make-a-penny-here, lose-a-penny- 
there methods. Multiplied scores of times a day, 
penny losses can undermine a business. Control of 
the penny is indicative of good management. 

“Any office supply store owner who’s been around in 
business for many years can walk into another fellow’s 
store and in two minutes’ observation determine the 
caliber of the store owner’s managerial ability. He 
spots his evidence in the little, simple, obvious 
elementary things. Carelessness in pricing, poor dis- 
plays, inadequate lines of merchandise, ‘poor-store- 
manship’. It’s in the air—everywhere,” he empha- 
sized. “It’s not how big you are but how good you 
are that counts,” he went on. 


Records Are the Road Maps 


He instanced the matter of bookkeeping as another 
facet of managerial ability. Every retailer knows he 
must keep books. But how many analyze just how 
much these “road maps” can do for a business that’s 
“going places.” The form in which a set of books is 
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kept is not so important as the sense of direction de- 
rived from these “road maps.” 

A good office supply, stationery and gift store oper- 
ator doesn’t keep books to collect statistics. He needs 
only a system so practical, yet so simple, that when 
he has been away from his business for weeks, he may 
come back to it and size it up in a few minutes. 

There are only three important records needed, he 
pointed out. They are purchases, sales and expenses. 
When these are kept accurately and in sufficient de- 
tail, they yield enough information for periodic pulse- 
taking of the business. 

One of the first things to determine is the break- 
down of these three major records that will give the 
management all vital information without unneces- 
sary detail that may represent wasted effort. Nat- 
urally, it’s essential that the records be such as to 
satisfy government tax gatherers who have a notorious 
and huge curiosity. But in evaluating the essentials 
of bookkeeping to management in the main, they need 
only show what should be done and where the rem- 
edy should be applied, he explained. Two steps are 
essential to satisfy this need. First, the figures must 
be compared with those for a previous period. If 
possible, they should be in a form to compare, where 
available, with performances of other similar firms. 


Figures Need Careful Analysis 


Next, the figures must be analyzed. Only under the 
magnifying glass of careful analysis can the retailer 
know whether his profit figure is a book profit or a 
real profit, whether his business is actually going for- 
ward in spite of, perhaps, a not-too-favorable dollar 
volume comparison. 

Further, the value of this information depends to a 
great extent upon the promptness with which these 
figures are made available and analyzed. To know 
April’s performance in July may not be soon enough 
to take proper corrective steps. 

Full use of each employee’s highest ability and de- 
velopment of potential ability is another sign of good 
management, in Mr. Carlisle’s opinion. “It makes no 
difference whether you have had to train a new em- 
ployee from the ground up, or whether he came to you 
well trained, I believe in giving him full charge of 


something, full responsibility as quickly as possible. 
In other words, after assuring yourself that his train- 
ing and knowledge of whatever the responsibility or 
job delegated is sufficient to handle it, then always 
try to leave something to the employee’s own discre- 
tion and ingenuity. This tends to bring out the best 
in him.” 

“Not only does this method bring out the latent 
ability in men and women, but it also is a means by 
which good management can delegate a load of time- 
saving detail and free their time for thinking and 
leadership. 


Employees Want to Be “In” on Plans 


“Every executive who has worked up from the ranks 
knows how employees, especially those with long serv- 
ice or those in responsible positions, resent high- 
handed treatment by the management that doesn’t 
take them into account. A Shake-up, a new mer- 
chandising plan or some other change vitally affecting 
his every-day routine is agreed upon, but the news 
reaches the employee improperly. Perhaps he first 
learns of it in a casual conversation with a fellow 
worker. Under the circumstances, it is not at all 
surprising that he is cold to the idea. Everyone’s nat- 
ural inclination is to resist a change until they have 
been “sold” that the change is for the better, and 
particularly that it is to their own interests. 

How different is his attitude when the employee is 
made to feel that he has had a part in making the 
change. Mr. Carlisle believes in consulting his staff 
about important moves in order to be sure they are 
wholeheartedly behind an undertaking. Before he 
takes on a new line or stocks new items, he discusses it 
with the employees of the department that will handle 
it, goes into it with them, asks their opinion, estimates 
of what quantities might be sold. Tentative goals are 
established if they react favorably. After that it’s up 
to them to get turnover, because they are committed. 

“Looking back and looking ahead are fundamentals 
of good management.” “Make your mistakes teach 
you something,” is a sound maxim. So take a look at 
the record, keep an eye on the little things and an- 
other eye on the goal ahead—these are the responsi- 
bilities of “managerial ability.” 





E. Y. HORDER DIES IN HOME AT AGE OF 86 

Most of this issue was being printed when news 
came of the death of Edward Young Horder, founder 
in 1901 of Horder’s, Inc., one of Chicago’s and the 
country’s leading stationery and office supply com- 
panies. Mr. Horder died on October 9 in his home in 
Oak Park, Ill., at the age of 86. 

President of his company until 1941, Mr. Horder 
afterward was chairman of the executive 
committee until 1944 when he suffered a 
heart attack. He made a good recovery, 
despite his age, however, and was pre- 
paring to start for his plantation home 
at Magnolia Springs, Ala, when he be- 
came ill again. 

Mr. Horder, born in Dorsetshire, Eng- 
land, on June 28, 1861, quit school when 
he was 11 to become a carpenter’s ap- 
prentice. The United States and its op- 
portunities encouraged him to emigrate 
to New York in 1883, and he came to 
Chicago a year later. 

He began business here as a newsstand 
Owner on the west side. He became a 
naturalized citizen in 1888 and a few 
years later entered the real estate busi- 
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ness. When he opened a loop office in 1901, he started 
a small stationery and magazine store as a sideline. 

The sideline grew into one of the nation’s best- 
known stationery businesses, with headquarters in the 
Horder building at Jefferson and Quincy Sts. Mr. 
Horder entered the legal form publishing business 
when he purchased George E. Cole & Co., now the pub- 
lishing division of Horder’s, Inc., which operates eight 
retail stores in the loop district and em- 
ploys more than 400 persons. 

When Mr. Horder retired from active 
direction of the company, his son, Harry 
G. Horder, succeeded him as president 
and later took over the chairmanship. 
His son-in-law, Fred P. Seymour, who 
married the former Ivy Horder, is vice- 
president, treasurer and secretary. 

Mr. Horder was a member of the Art 
Institute, the British Empire Association 
and Sons of St. George. He was a Mason. 
Besides his son and daughter, he leaves 
nine grandchildren and 14 great-grand- 
children. His wife, Ada, died Jan. 14, 1946. 

Services were held on Monday, October 
13, in the First Congregational Church, 
Oak Park. 
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Triple Purpose Windows Score 
P P 


Increase in Holiday 


Volume 





HE OFFICE SUPPLY STORE can score much more 

sales volume during the holiday season through 
“diversifying” holiday window displays not only as 
to merchandise, but in basic selling purpose, accord- 
ing to Fred Hoyt, display manager for the S. G. Adams 
Company, stationers of St. Louis, Mo. 

“Windows in the office supply field are too likely 
to be stereotyped,” Mr. Hoyt pointed out to OFFICE 
APPLIANCES. “In fact, they are often merely beribboned 
editions of the same windows which appear at other 
seasons of the year. We have been more or less guilty 
of that ourselves in seasons past, forgetting to use 
a varied line of merchandise and getting a different 
form of presentation. Now, however, we have hit upon 
the idea of showing three different ideas to be con- 
veyed by the windows, and find far better results.” 

Shown herewith are two of the three windows which 
attracted much attention in the Adams Corner at 10th 
and Olive in downtown St. Louis during the Yule 
stretch of 1946. By far the most appealing to both 
the businessman and shopper type of customer was 
the window devoted to “gift items for the man at 
home.” Here, Mr. Hoyt cleverly combined staple office 
supply merchandise with handy novelties—all de- 
signed to be excellent Christmas presents for the man 
who does much of his work at home. “We have found 
this a market with rich possibilities,’ Mr. Hoyt said. 
“There are thousands of men who keep a desk at 
home and do part of their work there during bad 
weather or when a heavy load demands night work. 
Therefore, we devote one window to home-size memo 
pads, desk pads, personal files, ring binders, staplers, 
reminder books, roll note sheets, lockboxes, and even 
expensive home drafting boards and art boards. Each 
is marked with a small sign which not only gives its 
price, but suggestions for use. Thus the window ap- 
peals not only to the members of the family, but to 
business associates. Children or relatives of the man 
who does some of his work at home are quick to see 
the possibilities of lockboxes, ring binders, pens and 
inkwells, and so forth, while his business associations 
bring about many more such selling opportunities.” 


Women Often Looking for Gifts 


Notable during the 1946 season was the fact that 
this window brought in hundreds of women, to buy 
regulation staple office supply items as gifts for “home 
work,” who never before had been in the store. A 
lot of them stated, “My husband likes to work at 
home during the evening in his den. What could I 
give him to help?” A tableful of suggestions for just 
this question was set up in the center of the store and 
got excellent results. 

Straight “heavy gifts” occupied the second type of 
window, which was a display of office furniture in the 
corner window of the store. Included were a wooden 
desk, chairs, pads, smoking stands, walnut waste bas- 
kets, lamps, desk sets, posture chairs, small and large 
files and a complete line of tables. Each was tied up 
in a gay ribbon, and prominently priced. “Here we 
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By BERT MERRILL 


Staff Correspondent 


aim for the deluxe customer who wants to spend more 
for a business associate,” Mr. Hoyt said. “There are 
plenty of opportunities to sell a whole new office to 
the wives of executives who think that their husband’s 
present furnishings do not live up to his success or 
importance. Businessmen buy for associates, or even 
for themselves, from this display. By showing fewer 
items, matching them up, and inviting passers-by to 
think of office furniture as the best gift for a busi- 
nessman, we got the traffic we wanted in this con- 
nection.” 


Exhibit Fresh New Ideas in Gifts 


In the third type of window, S. G. Adams Company 
departed from the strict practice of showing only 








WINDOWS THAT SELL—The S. G. Adams Co. window at 

top concentrated on gifts for the man who works at home. 

Bottom window was one of a more diversified nature, aimed 

at general appeal. Both are designed to depart from a 
stereotyped sales message. 
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standard staple merchandise, and exhibited fresh new 
ideas in gifts which attracted a quite different variety 
of customers. “There is no reason why we should con- 
fine ourselves to every-day merchandise during the 
Christmas season,” Mr. Hoyt said. “Therefore, in this 
window, located in the middle of the front, we showed 
items which have little or no connection with office 
management. Included were world atlases, poker chip 
sets, book ends, books, electric clocks, drawing sets, 
magnifying glasses, leather goods, gay wastebaskets, 
games, and other general gift items, from $1 to $35. 
Of course we included some standard items such as 
pen and ink sets, ring binders and memo books, but, 
in the main, this window was aimed at the general 
public and was doubly valuable in bringing in the 
non-business buyer.” Backing up this display were 
six top-quality genuine leather desk pads which were 
duplicated in the other displays. 

Outside salesmen for the store, who usually go into 


The Importance of Filing to 
Office Supply Dealers 


virtual hibernation over Christmas, “hit the line hard” 
for 1946, carrying complete lists of gifts into thousands 
of business offices. Included were suggestions of gifts 
to be purchased by the “boss” for his employes, and 
by the staff for their employer. Every man had sev- 
eral star suggestions to make, such as handsome leath- 
er chairs for the boss which could be bought through 
subscribing a general fund, useful business aids for 
everybody, or suggesting that everyone in the office 
club together and buy some needed item as “a present 
for the whole bunch.” This idea worked out well, de- 
spite the scarcity of furniture at present, and sold 
huge quantiities of useful gifts. 

The store Christmas catalog, which was mailed to 
everyone on the charge-account and regular customer 
lists, was divided into sections closely approximating 
the “three markets” window display theme. “We got 
far more comment and actual interest from this flex- 
ibility,” Mr. Hoyt summed up. 








HE MAIN REASON that dealers overlook filing 

systems business springs, I believe, from a defeatist 
attitude. Dealers feel that one must be a filing expert 
to sell filing systems. They are afraid to tackle a job 
of filing. Or they may have the mistaken notion that 
the indexing is too little to be bothered with. The 
filing cabinet is the big thing. 

Dispel both these premises from your mind. They 
are wrong. Get your thinking straight. 

It is true that some of the direct sellers have tried to 
give the impression that the analysis of a filing re- 
quirement is complicated. This has been done inten- 
tionally to smoke the dealer out. Most filing systems, 
and I refer particularly to those supplied by the manu- 
facturers who sell through dealers, are quite simple, 
very easy to sell and very easy to operate. The district 
representative of any company whose filing supplies 
you sell relishes the opportunity to make consumer 
contacts with you dealers on filing problems and to 
show you the unlimited business there is. The same 
representative also welcomes the chance to hold sales 
meetings and to provide a program of sales training 
for your salesmen. Give him the chance. 

And don’t kid yourselves that the indexing is the 
small part of the sale. Any good steel four-drawer 
filing cabinet will last 12, 15, or perhaps 20 years. The 
filing supplies that really make the cabinet worth- 
while—something more than mere housing—can 
amount over a 15-year span to eight or ten times the 
dollar sale of the cabinet itself. Filing supplies are 
consuming items—that is the reason. 


Takes More Than Peddling 


That is not all. The fellow who sells the filing cab- 
inet will soon be forgotten because he has done noth- 
ing more than peddle merchandise. The salesman who 
will take the time to make a brief survey of what the 
customer has to file, who will recommend the 
proper guides, folders and folder labels, who will dress 
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By ARTHUR FREY 


Manager, Filing Systems 





and Stationery Division 
The Globe-Wernicke Co., 
Cincinnati, Ohio. 


(Extracts from an address 
made earlier this year be- 
fore meeting of commer- 
cial stationers) 


up the files on the inside to make them look colorful 
and attractive and who also makes the filing and 
finding of papers simple, speedy and accurate will 
long be remembered as having done a valuable service 
for the dealer. This salesman will become the cus- 
tomer’s business advisor and will be called in when a 
new problem presents itself. The fellow who sold 
the file only and let the customer wonder how it should 
be used will never be thought of again. 

Selling filing systems is a service. In the competitive 
market that we are about to enter, service is going 
to have to be a part of selling with those salesmen 
who expect to survive. 

Now then, what is filing and what constitutes a 
filing system? 

Filing is the proper housing and indexing of records 
so they can be found quickly when wanted and can be 
refiled quickly and accurately when returned to the 
filing department. Actually, filing is the common 
sense method of controlling records. 

A filing system is nothing more or less than the ar- 
rangement of guides, folders, folder labels, and so 

(Turn to page 171, please) 
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Sell Pedigreed Goods for Accumulative 


By NICHOLAS VESTAL 


Staff Writer 


Volume 





HERE IS A saying that “Price can make a sale 

once, but pedigree can make the sale thrice.” The 
meaning, of course, is that those supplies, sundries, 
and office appliances that are pedigreed by the trade- 
names and labels of nationally-kKnown manufacturers 
are the goods that build accumulative sales volume 
because experienced and value-conscious buyers are 
constantly demanding them. Such merchandise is 
partly sold the moment it is placed in stock because 
of its sure-shot salability and the repeat demand that 
it has demonstrated. 

These nationally-advertised goods are almost uni- 
versally obtainable by the trade at standardized 
wholesale price, profit margin, and resale price, in- 
suring all dealers economic equality in the advan- 
tages of handling them, besides guaranteeing the re- 
tail buyer that they will always be up to a definite, 
uniform standard of quality and efficiency. 

Aside from the desire of every intelligent stationer 
to sell only reliable goods, this equality of purchasing 
opportunity as regards both availability of a continual 
supply and uniform stabilized prices is very important 
to dealers in the lower scale of financial investment 
because the relatively small businessman’s profit po- 
tential is determined to a large extent at the very 
moment he buys his stocks. His profit depends very 
largely upon his ability to buy at a fair price and on 
favorable terms so as to have a chance for fair com- 
petition. 

All the arguments are in favor of nationally ad- 
vertised, which means both trade- and consumer-ad- 
vertised, stationery wares and office appliances, so 
long as the manufacturers protect dealers with uni- 
formly fair prices and margins as an incentive to 
always champion the advertised and pedigreed line 
or article. 


Remember This Sales Practice? 


Years ago (and it is not ancient history, either) 
there were dealers who devoted one or two days each 
month to “combing” the nearest big jobbing centers 
for factory “rejects” and job-lots of miscellaneous un- 
branded merchandise which could be bought at an 
attractive quantity price and which, while assuring 
them a large profit in resale, were offered to their 
customers at prices that made them look like big bar- 
gains. The merchandise scooped up in these “jobs” 
was not standard quality, of course, and often its 
point of origin was not even known to the ultimate 
consumer. 

Money could sometimes be made by that method in 
the old days, but with the evolution of the stationery 
business toward higher ideals, constantly stimulated 
by competitive enterprise, practically all dealers came 
to the conclusion that standard brands of merchan- 
dise, certified and pedigreed by long advertising to 
the trade and to the public, was the only stock-se- 
lection policy on which they could hope to build a 
permanent business capable of retaining its customers. 

The standard product or appliance that bears the 


26 


name and trade-mark or label of its maker always 
reduces to one-half of one per cent the risk of buyer 
dissatisfaction. The buyer knows that he has the 
double protection of two responsible and reputable 
parties behind his purchase—the manufacturer and 
the dealer—and he buys such time-tested merchandise 
again and again, contributing his patronage to the 
accumulative volume of the stationer who eschews 
fly-by-night merchandise and scalpers’ odd lots in 
his buying practices. 

With the exception of such businesses as the dia- 
mond merchant, the furrier, the automobile dealer, or 
the antique dealer, very few firms can prosper from 
the business of persons who buy only occasionally and 
at long intervals. 

The majority of retailers find it necessary to ad- 
vertise, within carefully calculated limits of expendi- 
ture, and to promote their business in every prac- 
ticable way. They realize that the accumulative 
growth of their business depends upon new goods or 
new services to interest new customer groups. 


Price Appeal Doesn’t Always Work 


In department store merchandising, women will 
flock into the store in response to an advertised bar- 
gain in curtains or house dresses, even though they 
may not need either immediately, but the business- 
man, in contrast, will not usually purchase a filing 
cabinet or mechanical office appliance simply on the 
basis of a special price, if his present equipment has 
not reached the stage of obsolescence or the growth 
of his business does not require additional office fur- 
niture or fixtures. 

With rare exceptions, bargain appeal is not the 
proper note for the advertisement of a stationery 
outlet. In view of the fact that businessmen will not 
buy anything mechanical which they can not advan- 
tageously put into service practically at once, the 
chief purpose of the stationer’s advertising should 
be to develop confidence and preference,so that 
whenever office equipment and appliances are needed 
by the businessman of his community, the stationer’s 
name will come to their mind immediately as the 
logical “buy-word.” 

Incidentally, the importance of inculcating this 
confidence and preference by every means possible 
explains why all the more progressive stationers do so 
much sales-cultivation work outside their salesrooms 
by methodical calls upon big buyers, office managers, 
and industrial purchasing agents so as to obtain some 
of the big orders for the more-profitable “heavy” 
wares of the trade, the complete office furnishing 
installations, or that “juicy” order for a battery of 
ten typewriters to replace old machines. 

Live-wire competitors of this caliber do not expect 
to get, individually, all the business obtainable by this 
method, but each can obtain a profitable share, com- 
mensurate with his ability and diligence in soliciting 
it, and one constructive result of their combined en- 
deavors will be keeping those orders in their city 
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when the business might otherwise go elsewhere. 

Even if the man assigned to this outside promotion 
work does not often bring in a big order or consum- 
mate a large contract, his work is constantly fostering 
reputation for the stationer’s business, and it is be- 
cause of this enterprise that, even in some of the 
comparatively small centers of business, certain sta- 
tioners eventually acquire the reputation of being “the 
place to go” for a desk, a typewriter, a filing cabinet, 
or an adding machine—not merely a store selling cler- 
ical, secretarial, and students’ stationery supplies. 

Sales of high dollar unit value, as well as orders 
consisting of a long list of goods of ordinary values, 
are naturally more profitable than small item sales. 
This is explained very simply by the relation of the 
unit price to the unit of profit. For illustration, a 
30 per cent gross profit mark-up remains the same, 
so far as the percentage is concerned, whether a resale 
price is $1.00 or $10.000, but that 30 per cent amounts 
to only $.30 on the $1.00 transaction, whereas, it means 
$3.00 on the $10.00 sale. 

The more merchandise that can be sold every day, 
the larger the average sale, with relation to number 
of transactions, is bound to be—also, the more eco- 
nomical the selling is likely to be, assuming efficient 
sales personnel. 

It has been estimated variously that there are 1,600 
to 1,800 trade-identified items in stationery and re- 
lated supplies merchandising. About 20 to 25 per cent 
of these items are said to be duplications, but no doubt 
there are at least 40 per cent of these duplicated 


numbers that are not carried by all outlets at any 
one time because of either fluctuations in supply or 
regional differences in demand and buying habits. 


Standardization Would Help 


Standardization and stock simplification, of which 
there has been much talk in the trade for several 
years, would produce, as the least of its benefits, a 
reduction of recurrent purchases of small lots from 
the wholesalers which would mean fewer deliveries 
by freight, trucks, or express, and consequently lower 
handling and transportation costs, against wholesale 
operations which duplicated charges must, in the final 
reckoning, be paid by the retail trade. 

A very few, but well-chosen, lines are sometimes 
sufficient for successful operation in certain localities. 
I have in mind a limited-range stationery store in a 
Connecticut city—a store that has a salesfloor area 
only ten feet by 15 feet, but which is reputed to do a 
large business in only seven items—fountain pens, 
greeting cards, books, social stationery, paper and 
blank books, cameras, and photographic supplies. 

Naturally, the stock selection, even for a full-line 
outlet, would have to be different in opening a station- 
ery store in Burlington, Vt., from what it would be in 
opening a stationery outlet in St. Louis, Mo. In either 
instance, however, nationally-advertised and pedigreed 
goods would constitute the “merchandising front” 
necessary for inspiring confidence in a new, and con- 
sequently unknown, stationery business. 


Letter Service Operations Build 


Typewriter Sales 





OMBINING AUTOMATIC TYPEWRITER letter 

service with typewriter sales and service opera- 
tions has proven the most effective means of building 
typewriter sales volume for Shedd Typewriter & Letter 
Service Company, St. Louis, Mo., according to Mrs. 
Olive Shedd of the management. 

The firm, now carrying letter service contracts with 
such outstanding firms as the Stix-Baer & Fuller de- 
partment store, Hart Castle Films, and Ritepoint 
Pencil Company, finds that typewriter sales and repair 
volume are almost directly proportionate to the 
amount of letter service business brought in. “The 
latter has grown so rapidly that we have been forced 
to buy four new automatic typing units and expand 
into a new office,” Mrs. Shedd indicated. “Now, after 
steady promotion of both the typewriter sales and the 
letter service field, our volume is split 50-50 between 
the two.” 

The St. Louis concern began as typewriter sales and 
service company in 1919, and has been a general type- 
writer sales, rental and repair agency for 28 years at 
the corner of 8th and Pine in downtown St. Louis. 
The business is owned by Olive M. Shedd, Sophie C. 
Shedd, and George E. Shedd, II, with Mrs. Olive Shedd 
the only active operator. A large showroom is main- 
tained for typewriter display. The company has for 
the past several years concentrated on rentals, both 


OFFICE APPLIANCES, October, 1947 


Interview With 
MRS. OLIVE SHEDD 


Shedd Typewriter & Letter Service Co., 
St. Louis, Mo. 


to private users and commercial office users, follow- 
ing the standard $4-a-month, $10-for-three-months 
pricing as recommended by the Greater St. Louis 
Office Machine Dealers Association, of which Mrs. 
Shedd is past secretary. Many of the sales accom- 
plished in: recent years, as well as rentals, are trace- 
able directly to the offer of convenient letter service, 
according to Mrs. Shedd. The company went into 
automatic reproduction of typewritten letters for 
personalized mailing 15 years ago, and is now consid- 
ered one of the largest in the Midwest. The company 
started out with a single machine, added two more 
and, as the business grew, gradually enlarged until it 
was necessary to lease a fourth-floor room for pro- 
duction in the same building as the street-level store. 

Last September four new Autotype machines were 
purchased, which permits the Shedd concern to use 

(Turn to page 164, please) 
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Modern Display for the Independent 
Office Equipment Merchant 





Note.—This is the second of a short series of articles 
on window display by Mr. Taylor, who was display di- 
rector of a large midwest department store before en- 
tering the office appliance and furniture business 
seven years ago. Before that time he had 20 years 
retail experience in various lines. 

His observations are offered in OFFICE APPLIANCES Gs 
a help to that merchant who has to work alone. For 
many years the big stores have spent much time and 
money in display education. They have taken a lot of 
business away from the small independent merchant 
which he need not have lost had he been just a little 
more alert and aggressive. 

This short series of articles is intended to show 
some of the ways in which the alert merchant may in- 
crease his cash sales by a little more intelligent use 
of his most valuable display space. Your windows 
MUST pay for themselves. Use them intelligently and 
they WILL pay for themselves. Neglect them and 
they become a liability instead of an asset. You are 
judged by your window displays. They stamp you as 
progressive or otherwise. Your window space is costing 
you plenty; you cannot afford to waste it. 


( CTOBER IS NOT in the least bit too early to make 

plans and preparations for your Christmas win- 
dow displays. To the merchant this is the most im- 
portant season of the year. Many of the smaller 
stores depend on the extra Christmas business to carry 
them over several lean months. Every store expects, 
and rightfully so, to add in no small way to the profits 
shown at the end of the year. 


YULE DISPLAY AT SMALL 
COST—This window display 
by George D. Taylor of the 
Western Office Furniture Co., 
Long Beach, Calif., demon- 
strates a simple and inexpen- 
sive method of decorating a 
small window for the Christ- 
mas trade. The window shown 
is approximately 8 x 8 feet 
and the total cost of decora- 
tions was under $10.00. With 
such a display it is stressed 
that the store name sign is 
most important and should ke 
used in front. Also, Mr. Taylor 
claims that the showing of 
prices causes people to stop 
and stay in front of the win- 
dow for 15 per cent longer 
time than they would if the 
prices were not displayed. 
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By GEORGE D. TAYLOR 
Western Office Furniture Company, 
Long Beach, Calif. 


With this in mind it is reasonable to assume that 
carefully planned displays are going to bring better 
results than those efforts which show no ingenuity or 
forethought. It is with this in mind that I make these 
suggestions, in the hope that readers will get some- 
thing out of them that will be of help. 

At Christmas time the general public is in a gala 
or festive mood. The merchant (no matter how large 
or small a business he conducts) who will prosper 
most from this mood, is the man who makes plans to 
meet them in a like spirit, which will in turn create 
in his window shoppers a desire to purchase the mer- 
chandise he has to sell. 


Bigger Budget Needed for Display 


We take it for granted that the alert business man 
has provided in his budget for his Christmas window 
displays. I might comment that too many business 
men do not provide enough money with which to con- 
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duct this most important function of their business. 
They understand perfectly that you cannot keep books 
without pens, rulers, ink, and ledgers, but they cannot 
see why it is impossible to create sales-promoting win- 
dow displays without the proper equipment. 

Now the work involved in trimming the window 
even with the thousands of items found in the sta- 
tionery store need not be hard. It is necessary, how- 
ever, to put in a little time each day for several weeks 
prior to the Christmas installation. 


First of all, designate a place where the props can 
be stored. A locked room is best but the rafters will 
suffice if you are short of space. Wrap them to keep 
them clean and make sure that they are not touched 
until needed. 


Look Over Last Year’s Props 


After having given your plans due consideration the 
first thing to do is to go over last year’s props (which 
we take for granted were stored away carefully) and 
decide what new ones you shall need. The purchase 
order must be placed right now for new decorations. 
If you neglect this you will have to take a chance on 
what is left when the season rushes in on you. Here 
are a few of the things which will help you to achieve 
gala windows without too much worry and effort on 
your part: 

Above all else, I would lay in a supply of Christmas 
paper (select something outstanding for your win- 
dows), some colored scotch tape, and some holly or 
decorative sprays, to be used on small gift boxes after 
you have wrapped them. It does not take a genius to 
produce very attractive gift wraps with this equip- 
ment. Any girl in your employ can wrap a few each 
day and you can choose the desired size boxes from 
your shipping department. Wrap the boxes with the 
Christmas paper, fasten it with clear scotch tape, stick 
the colored tape (be careful of your color selection) 
around the wrapped package as if it were ribbon. Now 
use one Of the small sprays (fastened on with a pin 
stuck into the box and clear scotch tape). These 
sprays look very attractive on your boxes. You can 
work up some very attractive gift wraps in this man- 
ner and if you use them among the merchandise you 
show in your window it will help in a big way to get 
the gift idea over to your window shopper. These 
small sprays can be ordered from any display center 
in a large city. 


Good Floral Pieces Needed 


You should order some good size floral pieces for use 
on your backgrounds. Try to select something very 
unusual. If you are building your own sets buy some- 
thing in decorative floral pieces that will add a touch 
of Christmas to your idea. One of the simplest and 
most useful things you can purchase is heavy roping. 
This can be bought in colors and neat, easy effects can 
be obtained by stretching three lengths of it in ad- 
vantageous points in your trim from floor to ceiling. 
Stretch them in diagonal or vertical lines about three 
inches apart. They are very decorative and will help 
attract the attention of your customers. 

An easy background treatment is to use a panel 
(four feet wide and as high as your window). Cover 
this with selected Christmas fabric and fasten it in an 
advantageous position in the back of your window. 
It can be changed around several times during the 
Christmas season as you make your display changes. 
Now you can fill in the rest of your background with a 
giant curve. This is a very versatile material of many 
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uses. It can easily be cut to the height of your win- 
dow and can be fastened together with Esterbrook 
clips and to the panel with straight pins or thumb 
tacks. It can be purchased in several colors. 

To complement your background you can build 
whatever platforms or raises you will need for your 
particular display. Be sure to provide in your budget 
for several spotlights. These are very important in 
your Christmas display operations. 


Showcards Are Important 


Next decide what type of showcard you are going to 
use. Write out the captions. They should be of a 
general nature and very brief. Use the word gifts as 
many times as reasonable and if you do not write the 
cards yourself, get the copy to your sign writer right 
away so that he will have time to do a good job for 
you. Have your paper man cut you a few thousand 
price tickets. Use white cardboard about six-ply, 
2x 1 inches. When trimming your window do not try 
to save these tickets (so that you can use them over). 
It is much quicker to make them as you go along. If 
you can print use a No. 6 speedball pen in making 
these. If not, then write the prices on the tickets with 
a regular pen. Use a pin to stand them up against the 
item they identify. It has been proven by periodical 
tests that the public will stop 15 per cent longer in 
front of the window that has the prices shown. It is 
worth the extra effort to put the prices on the mer- 
chandise. 

It is impossible for me to plan your individual win- 
dow but here are some suggestions which I hope will 
help you to plan your own a little more easily. Use 
window panels for small goods. Remember this; if 
your windows are small and you cannot spread out, 
you can always go up. Don’t entertain the idea that 
the public will not see the merchandise you display 
above eye level. They miss nothing at Christmas time. 
If you want to prove this just fasten a ten dollar pen 
at the top and mark it ten cents. It will not be very 
long before it is sold. 


Larger Items in Center 


Display your larger items tastefully in the center of 
your window. Attach a touch of Christmas to each one 
of them and a Christmas card attached with an ap- 
peal such as “So comfortable for Dad” (chair); “Dad 
always wanted one” (drafting machine); “For a good 
boss” (desk set), and so on. Place a Christmas 
wrapped box in the chair or on the table. 

Use Christmas bows or sprays to advantage on 
desks, filing cabinets, costumers, and ash trays. Re- 
member this; at Christmas time every article of mer- 
chandise can be given to someone. Do not be afraid 
to show it, do not be afraid to suggest it. 

While you are planning for your windows give your 
store interior a little thought also. A good trim in 
your store will back up your window display and help 
sell more goods for you. 

Last, but not least, light up your displays. IN THE 
STORE, IN THE WINDOWS, use plenty of light. It is 
the cheapest advertising you can buy. It will sell more 
merchandise for you. Spotlight your featured mer- 
chandise at all times IN YOUR WINDOWS, AND IN 
YOUR STORE. 

These are but a few ideas from a field that is limit- 
less. It is so hard without help for the average mer- 
chant to trim his own windows in the manner that 
will bring him the most dividends. 

I hope this little discussion will help you do a more 
profitable job on your displays. 


29 











PEELS ay 
ELOISE 














i A : 


CREPE A ON EC I Ek OD 


What Do You Know About Furniture? 





N ACQUAINTANCE of mine, who probably knows 
more about salesmanship than you and I put 
together, fancies himself an authority on the subject. 
He likes to get behind the counter when he has a 
chance and see what he can do with a hard-boiled 
customer. Now and then he gets an office furniture 
friend to let him work on a prospect that friend hasn’t 
been able to land. Now and then he is successful. 
Now and then he isn’t. 

One day this salesmanship expert—for so he rates 
himself—agreed to “tend store” while his friend went 
to the bank. A customer came in who seemed to care 
very little for clever salesmanship methods but a great 
deal for information about steel files. 

“I saw an advertisement in a city paper the other 
day,” he said, “for a four-drawer letter file for $39.75. 
You are asking $65.00 for this one. Where is there that 
much difference? What does yours weigh? The one 
I saw advertised weighed 100 pounds.” 


He Didn’t Know the Answers 


The pro tem salesman didn’t know the file on the 
floor weighed 200 pounds. He didn’t know the differ- 
ence in the depths of the two files, the differences in 
suspensions and all the other differences. He knew 
all about salesmanship, but nothing about files. The 
customer soon left, taking all his money with him. 

Some days later that prospect came in again when 
the dealer himself was there. “Who was that fellow 
who was here the other day and didn’t know from 
nothing about selling files?” 

“That was so-and-so,” he was told. “Don’t you know 
about him? He’s a salesmanship expert—writes books 
and magazine articles about how to sell.” 

The prospect looked at the speaker in amazement 
Finally, he exclaimed, with all the sarcasm in the 
world, and all he said was, “My God!” That brief 
comment, profane as it was, spoke volumes for his 
opinion of salesmanship theorists knowledge of actual 
selling. 

The story, which is a true one, is not teld to point 
out that men who pose as experts on selling methods 
may be utter dubs when it comes to practicinig what 
they preach. That writer does know salesmanship, but 
neither he nor anyone else can make sales with a 
knowledge of the principles of selling that is not com- 
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By FRANK FARRINGTON 


Salesman and Staff 
Correspondent 


bined with knowledge of the products to be sold. Any 
salesman is out of luck when he sets out to interest 
a prospect in a product he does not know from a 
Jacob’s ladder to a jib boom, nautically speaking. 


No Substitute for Knowledge 


Take any salesman, no matter how clever. I don’t 
care if he does claim he can sell anything from blue 
sky to the post office building. Put him in an office 
furniture department. Give him a prospect who knows 
enough about office equipment to have an idea of what 
he wants. If that salesman does not know his line, 
its wherefore, whyfore, after and before, he will be 
a flop. 

A business furniture salesman who has managed to 
sign up a prospect for something when that prospect 
knew just what he wanted and really sold himself, has 
not sufficient warrant to think himself successful. 
Any garage mechanic can put on a new tire for a 
motorist who has a blow-out in front of his place, but 
it takes a salesman to induce that motorist to make 
that a time for new rubber all around. And that sales- 
man would have to know all about how to recognize 
the condition and probable remaining mileage in the 
tires on the car. Too, he would have to be enthusi- 
astically full of information about the tires he wanted 
to sell. 

I saw a young man selling Navajo rugs in a store 
where a lot of them had been brought in experi- 
mentally, being as foreign in that store as they would 
be in a stationer’s store. But that young man had 
familiarized himself with the rugs. He knew the 
Angora wool used. He knew how the rugs were made. 
He knew how the Indian traders got them by the 
pound. He knew they could be washed like a woolen 
blanket. He knew they would wear like iron. He 
knew the meaning of certain of the designs and em- 
blems incorporated in the patterns. He was not an 
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expert in Indian lore but he was able to tell customers 
many interesting things. He knew what would appeal 
to people looking at the rugs. And he sold a lot of 
rugs. 

In my own experience I can remember no end of 
sales lost for no other reason than lack of enough 
knowledge of my proposition, whatever it may have 
been at the time. I once failed to sell a Cadillac car 
to a prospect ready to buy but able to ask more ques- 
tions than I could answer. I once tried industrial 
insurance selling and fell down because I did not 
master the subject before trying to master the pos- 
pects. A few years ago I lost the sale of a steel safe 
because I could not answer satisfactorily and right 
off the bat one question my prospect asked. By the 
time I knew the answer he had bought another make. 


Need Both Knowledge and Enthusiasm 


Knowledge of and enthusiasm for your proposition 
are essential to selling success. Can you imagine your- 
self selling rare stamps to a collector if you are not 
interested in stamps? Could you sell cameras if you 
cared nothing for photography and could not tell the 
difference between the lenses of 1900 and those of 
1947? Can you hope to sell metal office furniture with- 
out knowing all about its production and its technical 
uses? 


So much has been said about the value of experi- 
ence that many have gained the impression that ex- 
perience is the one and only satisfactory teacher of 
salesmanship. The experienced method of learning 
how to sell, if accepted as the only method, will prove 
the slowest and the most expensive way of learning. 
It is only by coupling it with the study of the litera- 
ture of selling that maximum efficiency is acquired. 
Experience teaches you only the things covered by the 
selling contacts you make. Salesmanship literature 
gives you in addition all that has been learned by 
others. 

“Reading maketh a full man,” said Sir Francis 
Bacon. If he had been writing for sellers of office 
furniture he probably would have added, “full of ideas 
of interest to prospective buyers.” A man who would 
laugh at the idea of learning the rules of football by 
getting into the line-up and trying to play before 
finding what it was all about may turn around and 
try to sell office furniture or other equipment for the 
office before he has ever read the manufacturer's 
literature. Result—a change of occupation. 

The office furniture salesman who depends upon 
experience to teach him all he knows about the prod- 
ucts he sells is going to be confronted every day for 
a long, long time with questions he cannot answer 
and success is going to be a long time coming to him. 

(All rights reserved) 
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Business Builders 
Broadcast over Station S-A-L-E-S 


Operating on a wave length of:— 
CONFIDENCE .. . COUR. 
AGE... CO-OPERATION 


ET ADAMS MAKE YOUR 

BUSINESS A PLEASURE, 
themed the masthead of the most 
stimulating quintet of a 12-paged 
rainbow-hued 812”x51,”  direct- 
mail pieces that Harold D. Duffy, 
sales manager of S. G. Adams 
Company of St. Louis, Mo., treated 
us to recently in a most welcome 
duplex envelope addressed _ to 
“Business Builders,” care of the 
Co-ordinator of this quarter-hour, 
Shaw & Borden Co., Box 2153, 
Spokane 2, Wash. 

Just to give you an appreciation 
of the wealth of practical mate- 
rial meshed in the gears of these 
big-time bits of BUSINESS ART, 
permit us to give you an abridged 
word picture of some of the high 
lights sparkling in these bits of 
PRINTED SALESMANSHIP. Here 
they are: 

*Issue Number 26 of “the Econ- 
omist” of the series leads off as 
does the others with the state- 
ment, “The Complete Business 
Supply Department Store” 
Seven lighter-vein releases greet 
you on page 2—permit us to quote 
and sample at least one for you 
now: “A minister, during an ad- 
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grass there is a sermon.” The fol- 
lowing day one of his congrega- 
tion found him mowing the lawn. 
“Well, sir,” he said, “I’m glad to 
see you engaged in cutting your 
sermon short!” ... “Let New Busi- 
ness Equipment Give You New 
Zest for Work!”, is a right smart 
suggestive thought placed expert- 
ly below an actual photo of the 
sales counters of S. G. Adams 
Company on page 3... “Busi- 
ness IDEAS That Have clicked!” 
pertly step up before you on page 
4; we liked particularly the one, 
“Your Best Prospects Are Your 
Present Customers.” ... Page 5 
carried a good commercial for 
marking devices, pages 6 and 7, 
the double page spread, effective- 
ly used a filing cabinet manufac- 
turer’s timely appeal. On page 8, 
look at the most unusual and 
splendid original departmental, 
S. G. Adams, presents “Odd Facts 
on Stationery.” For example here’s 
one of the five illustrated, the 
copy of which reads: “In 18th 
century Europe formulas for mak- 
ing ink were circulated between 
households much as_ cooking 
recipes are exchanged today.” 

. . Page 9 was made of a well- 
balanced three item commercial 
of a stapler, dictionary-atlas, and 
dip-pen set. On page 10 note 
the Observations of the editorial 
department captioned “Signs of 
The Times!” Here’s one of the 
well-chosen five: “Sign in a 
Southern barber-shop: “The opin- 
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not necessarily those of the man- 
agement.” “Need New Business 
Forms?” Is the direct query placed 
before you effectively on page 11, 
with a trailer on same page in- 
viting all to listen to the com- 
pany’s news broadcast every Sun- 
day at 5 p.m. over KSD. And on 
the back page is “Just a Reminder 
of some things you may need from 
ADAMS during the two months 
when this booklet is current in 
your business reading.” Look over 
our shoulder as we stand before 
the OFFICE APPLIANCES mike: 
“Signs of the Times” is promoted 
to page 2 and Number 1 on this 
Hit parade is “Parking for Kings 
Only,” the sign on the parking 
lot of King’s Super Market in 
Plainfield, N. J. We can’t let 
Number 2 get by: Sign inside a 
Southhampton street car, “Please 
Leave Rear By Door.” .. . Pick- 
ing out one feature on the re- 
maining ten we call your atten- 
tion to the well-outlined “Tips 
for Office Managers” on the in- 
side cover page, where “The Mat- 
ter of Filing” presents good want- 
more copy from an important 
article by A. H. Stricker, a man- 
agement consultant. 


Office-efficiently yours! 
RALPH B. ORTEL. 
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EDITORIAL 











The State of 
the Industry 


@ PRODUCTION in all three major divi- 
sions of the office equipment and supply 
industry — machines, furniture, and com- 
mercial stationery—is at peaks without 
precedent. Despite this high rate of manu- 
facture a longer than normal time gap 
exists between orders and deliveries in 
many lines. Some machine producers indi- 
cate that certain of their lines will not 
catch up with demand for another year. 
Most manufacturers, however, are closing 
the gap. The best evidence of this is the 
substantial number of new products now 
being presented to the market. Many of 
them were ready some time ago, but were 
not announced because deliveries could 
not be made in a reasonable time. 


—WSL 


ANNOUNCEMENT — 


Two great industry events occured dur- 
ing the week of September 29—the 





HERE AND THERE 


Forty-first Annual Convention of the 
National Stationers Association and 
the Thirty-ninth National Business 
Show. The record-breaking NSA con- 
clave, which far exceeded the 1946 
breaker of all preceding records, was 
held in Chicago. The Business Show was 
staged in New York. Both activities will 
be presented in full detail with illust- 
trations in the November issue. 





EBERHARD FABER SALESMAN 
HELPS MANAGE A WINNING 
JUNIOR LEGION BASEBALL 9 


The talents of W. B. (Bill) Bohart 
president of the Midwest Travelers 
Club and Eberhard Faber repre- 
sentative in the St. Louis, Mo., area 
apparently extend to baseball team 


management as well as selling pen- 
cils. 


As co-manager of the Fred W. 
Stockham Post 245 American Le- 
gion Junior Baseball team, Mr. 
Bohart had the satisfaction of see- 
ing his club win the league pennant 
in a four-league division of 16 
teams in St. Louis. And that was 
not all. The team won the city 
-hampionship and advanced to the 
state finals at St. Joseph, Mo. 
where all four games were won for 
entry into the regional finals. There 
the St. Louis boys met the state 
winners from Oklahoma, Kansas and 
lowa. St. Louis lost the first game 
to Topeka, 3-0, and then defeated 
Tulsa, 11-3. A rematch with To 
peka was then on the schedule and 
that was a heartbreaker. Bohart's 
pitcher had a no-hit game with 
two out in the ninth when an error 
upset the applecart and St. Louis 
bowed, 3-2, and was eliminated. 
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This Stockham team has_ had 
seven state winners out of the last 
ten years of play. One of the star 
rookies of the championship New 
York Yankees began his career 
with the Legion outfits, namely 
Yogi Berra. 





J. P. MELOYS OF JOPLIN 
HONORED BY FRIENDS ON 
GOLDEN WEDDING DATE 


A hundred friends paid respects 
to Mr. and Mrs. J. P. Meloy, 206 
Jackson Ave., Joplin, Mo., during 
an Open House reception arranged 
by a group of close friends to cele- 
brate the Meloy's golden wedding 
anniversary on September 16. 

Mr. Meloy, who, with the late 
Bert Manning, founded the Joplin 
Printing Company, served as presi- 
dent of the firm until his retirement 
from business a few years ago. 

Married on September 16, 1897, 
in Neosho, Mo., Mr. Meloy, then 
a young newspaper man, took his 
bride to Joplin and they have spent 
their entire married life there. 

His first business venture was to 
help the late L. C. McCarn and the 
late Frank Tew found the Joplin 
Globe, now Joplin's principal news- 


paper. They launched the news- 
paper in 1896 as a Democratic 
organ supporting William Jennings 
Bryan and his free silver issue in 
Bryan's first try for the presidency. 
Mr. Meloy sold his interests in the 
newspaper to become president of 
the Joplin Printing Company. 

Mr. and Mrs. Meloy have one 
son, Clarence Meloy of Louisville, 
Ky., and one daughter, Mrs. C. E. 
Snell of Glencoe, Ill., and six grand- 
children. 

Many gifts of flowers from nu- 
merous friends decorated the Meloy 
home during the reception. Yellow 
chrysanthemums, white gladioli and 
yellow candles in crystal candelabra 
centered the supper table-—EVH. 





JASCHA VEISSI, VIOLINIST, 
NEARS COMPLETION OF HIS 

NEW "MUSIC TYPEWRITER" 

Jascha Veissi, a violinist who ap- 
peared in New York City with Dr. 
Koussevitsky and the Boston Sym- 
phony Orchestra, has almost per- 
fected his “music typewriter.” 

Mr. Veissi, who has been inter- 
ested in engineering and mechanics 
since childhood and who has made 
electrical engineering his career, 
has been working for five years to 
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MODEL 92 


e 
Simple your secretary or office boy can operate it. No special training required. 


Versatile letters, post cards, forms, folders . . . variety of shapes, sizes, colors . . . at 
| 


ower cost for long or short runs. 


Fast always ready for use. Little preparation time. No extensive daily “clean- 
up” needed. 


Electrically driven or hand-operated models. Complete line now avail- 
able. Call the Mimeograph distributor in your city for a demonstration. 


» The Mimeograph brand duplicator 


IS MADE BY A. B. DICK COMPANY 


PYRIGHT 1947, A. @. DICK COMPANY 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. 
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develop a practical machine for the 
easy transcription of scores, based 
on the principle of the regular type 
writer. 





RED FEATHER CAMPAIGN ONE 

OF SERVICE—NOT CHARITY; 

IS SIXTIETH YEAR FOR IDEA 

This year marks the sixtieth anni- 
versary of federated fund-raising 
for the support of community serv- 
ices. As the Red Feather campaign 
is organized in most of the cities 
throughout the nation, it is pointed 
out that a pledge supports essential 
ervices designed to benefit every- 
body in the community. There are 
12,000 such Red Feather services 
throughout the county. 

These are activities held to be 
as available and as vital to all as 
police and fire protection, water 
supply, light and power. 

A new concept guides the work 
of the Community Chest Red 
Feather services. No longer do 
these community organizations look 
upon themselves as dispensers of 
charity. The new appraisal removes 
the odium from the use of these 
services by everybody. National 








To Your 
Communit 
Chest 











studies show that in any one year 
four out of ten families benefit di 
rectly from Red Feather services. 
Everybody is a beneficiary when 
juvenile delinquency is cut, when 
health is safeguarded, when fami 
lies are held together. On_ thi 
basis, pledges are asked for the 
Community Chest campaigns. 





ADDING MACHINE AVENGES 
DEFEAT BY TOKYO ABACUS 
IN A NEW YORK CONTEST 
The mathematical genius of the 
Western world gained revenge re 
cently against the Oriental abacu 
In a four-round speed and accu 
racy contest in New York City, the 
electric adding machine avenged 
the defeat suffered in a_ similar 
ontest in Tokyo last November ||. 
Under auspices of Morris Berman 
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president of the New York Society 

f Engineers, two Chinese abacists 
matched their skill not only against 
the electric calculator but also 
against a slide rule and logarithms 
xpert, a high-speed mental wizard 
and an exponent of grade school 
pencil-and-paper arithmetic. In 
every heat the abacists came in 
ast. 

Charles Lipkin, the mental wizard, 
won the addition and subtraction 
tests; Anne Curran and the electric 
calculating machine won in multi 
plication, and Irving Last won the 
square roots with a slide rule. 

The two abacists labored under 
serious handicaps. In Tokyo last 
November the position was re- 
versed; a highly skilled abacist 
bested a moderately competent 
adding machine operator in a close 
race. In the New York City con- 
test, Miss Curran had the profes- 
sional skill, being employed by the 
Marchant Calculating Machine 
Company to demonstrate their 
product and train their customers. 





TWO NEW YORKERS HAVE 

AN EXCITING EXPERIENCE 

"Chocs" Goldman of Universal 
Office Equipment Company and 
Red Rubin of Eagle Typewriter 
Company, both from New York, 
were members of the special dele- 
gation from that city which trav- 
eled to Sacramento together for 
the NOMDA convention. As many 
travelers do, they got off the train 
at several points for a change of 
air and a bit of exercise. 

One of the cities at which they 
followed this practice was Omaha. 
But while others boarded the Bur- 
ington Zephyr, Chocs and Red soon 
found to their surprise that they 
were on a Union Pacific. At a loss 

to how to get back to their own 
train they consulted the conductor 
ynd decided that at a point 150 

r more miles out they could get a 

1b which would take them across 
country to the lines of the Bur- 
ington. They made a deal with a 
cab driver and set out, each one 
traveling in shirt sleeves although 
the night was chilly and both could 
have used some of the excess heat 
then prevailing in that part of the 

ntry during the day. In lieu of 
ats they wrapred themselves in 
newspapers as a partial protection. 
Then the wild journey started, with 
rtune riding at the wheel. 

The Burlington train was a little 
ff schedule and the connection wa: 
made as planned, much to the relief 
f their wives and other members 
t the party. 





HORSE SENSE FROM OLLIE THE OWL 


Ovcieé 2 WHO STREET 
THE OAK TREE 
Own HOLLOW 





Dear Editor: 

Farmer Brown had a scare- 
crow in his cornfield and the 
crows didn’t dare go near it. 
After a time they got fed up on 
the scanty pickings in the other 
fields and called a meeting ot 
the best minds to see what could 
be done about getting some pros- 
perity out of the field of plenty. 


“Let's go up and talk to 
Farmer Brown,” said one crow. 
“Maybe Farmer Brown will lis- 
ten to us if we tell him how much 
nicer his cornfield will look if 
he takes that scarecrow away.” 

“Fiddlesticks,” said a big crow 
with fire in his eye. “You must 
have a yellow streak in you. 
We need direct action, no pussy- 
footing. The only way to get rid 
of that scarecrow is to gang up 
on it and tear it to pieces. We 
want our rights, freedom of the 
fields and a full gullet for all and 
we won't get our rights by eat- 
ing crow. We've got to fight or 
starve.” 

Well, they lined up for the at- 
tack on the edge of the cornfield, 
the belligerent ones screaming 
vengeance and vowing to sat- 
isfy their want in the field of 
plenty. 

The scarecrow hung motion- 
less. “Look,” said the belligerent 
one. “He’s scared stiff—just a 
stuffed shirt—let's get into ac- 
tion!” Just then a wind set the 
scarecrow’s arms and legs 
thrashing the air like a wild 
man. The flock waited for the 
word to advance but there was 
no word. When they looked 
around for the belligerent one 
he had gone and where he stood 
was a little heap of white 
feathers. 

Many a guy who shoots off his 
mouth about high ideals wants 
somebody else to shoot off the 
guns. 

Very wisely yours, 
“OLLIE THE OWL" 
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xecutives, typists and purchasing agents 

rs 2 alike commend this line of supreme type- 

g up writer ribbons and carbon papers . . . because 

+ the each PANAMA-BEAVER product renders yeoman 


land service and furnishes, literally, the 


ht or SHORT CUT TO OFFICE EFFICIENCY 





e at A diversified, yet basic, line of products 
ning designed to give utmost satisfaction and 

er longer service on each job . . . UNBEATABLE, 
because sponsored by a progressive organi- 
rent zation which constantly searches for new and 


st a improved materials and production techniques 


Ny iO 

PANAMA-BEAVER 
Yitobd’ alhina 
ie | MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 
ip CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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STEBCO INTRODUCES GULLIVER LUGGAGE 

Gulliver Luggage has been introduced by Stein Bros. 
Mfg. Co., 4242 W. Fillmore St., Chicago 24, Ill. Presi- 
dent Leo Stein has found in Gulliver’s Travels a name 
that has romantic association to the consumer buyer, 
a name easily remembered and one that will help 
dealers in developing their sales. 

The Gulliver Luggage is claimed to have many out- 
standing improvements resulting from 29 years of 


STEBCO’S NEW GULLIVER LUGGAGE 


experience in leather goods manufacturer, long con- 
tacts with tanners and the development of many 
patents through the years. 

The new luggage is featured in six styles of leather 
from scuff and weather resistant “Tufide’ and lux- 
urious grains of cowhide to deluxe imported India 
water buffalo. The bags are made in 24-inch two- 
suiters and 21-inch companion bags. One series has 


a 20-inch Stebco-Lite zipper Gladstone bag. 
—— 


SHALLCROSS OFFERS STENCIL DRAWING SHEETS 
The Shallcross Company, 48th and Grays Ferry 
Road, Philadelphia 43, Pa., is offering a new item in 
the form of Shallcross Stencil Drawing Sheets. These 
are especially treated cushions used when writing, 
ruling, drawing, lettering or shading on stencils. 

The drawing sheet is declared to pick up the stencil 
coating and thus give better displacement without ex- 
cessive stylus pressure, reducing the possibility of 
pulling or tearing the stencil in an attempt to get a 
full print. 

These sheets used beneath the stencil, either in 
place of or in conjunction with the writing plate, will 
enable the user to get better artwork and signatures 
on any stencil, claims the manufacturer. 
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WELTY OFFERS NEW ROLL POINT PEN 
Welty Pen Company, 36 S. State St., Chicago 3, IIl., 
recently announced a new changeable unit roll point 
pen with precision feed, declared to assure smooth, 
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WELTY’S NEW ROLL POINT PEN 


clean and uniform writing. The pen is available in 
both desk and pocket types. The manufacturer recom- 
mends it for general desk use, scratch notes, invoicing 
and manifolding. It is claimed that the air vent in 
the unit assures constant flow upon contact of the roll 
point with paper. Change of refills and points are 
speedily made. 

The desk holders are available in wood and plastic 
in assorted colors and inks are red, green and blue- 
black. The desk type will retail from $.60 up and the 
pocket style from $1.00 up. Quantity orders may in- 
clude imprinting for advertising or premium use. 

eS 
STOW-DAVIS OFFERS CONFERENCE DESK 


Typical of the new fall line of the Stow & Davis 
Furniture Company, Grand Rapids 4, Mich,. is the No. 
2184F executive desk with nine-inch overhang on three 
sides, making the desk especially suitable for confer- 
ence purposes. No. 2166F is similar, but without the 








NO. 2184F STOW-DAVIS EXECUTIVE DESK 


overhang. These desks are in the No. 2100 Harwood 
Group and are made in 66 x 36-inch and 84 x 45-inch 
tops. Construction is of five-ply bent panel wood and 
steel drawer bearers are installed. A distinctive fea- 
ture is the square-type veneer edge top. Center-well 
drawers are equipped with a large pen and pencil tray. 

The two master desks are included in a complete 
grouping, including tables, phone cabinets, bookcases 
and matching chairs. They are available in light or 
dark walnut finishes. 
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mm Brings You Sale 


GIVES YOU: 
Sales analysis of your territory 


Successful, pre-tested approach to all types 
of accounts, including the big ones! 





Low inventory, all-purpose stock, for all 


current office, accounting and duplicating 
aauirements COLUMBIA RIBBON & CARBON 









— MANUFACTURING CO., INC. 
inch Top quality, name-brand merchandise Main Office & Factory: Glen Cove, L. I., N.Y. 
and ; Now York Seles & Expert: 58-64 West 40th Street 
ion Regular and frequent sales and Chicage « Detroit « Milwaukee - Minneapolis » Neshe 
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ray. merchandising aid Cincinnati piuisis- Mines Geis Anoute ° Also: 
1 te : eis : London, England + Sydney, Australia + Milan, Italy 
saul Big sales for a minimum investment 
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NEW BOOKKEEPING SYSTEMS INTRODUCED 

A new series of bookkeeping systems for various 
types of retail merchants has been developed by Wilson 
Jones Co., 3300 Franklin Blvd., Chicago 24, Ill. 


These 





WILSON JONES NEW BOOKKEEPING SYSTEMS 


books are specifically designed to meet the require- 
ments of each business and are declared to be so 
simple in form that even those without bookkeeping 
knowledge can easily keep complete records. 

Figures required for income tax returns are clearly 
indicated. A feature of these books is an extension 
style summary section hinged into the back, elim- 
inating the need of turning pages back and forth 
when transferring summary figures. Those wishing 
information should request Circular D1221 from Wilson 
Jones Co. 


———— 
RICHARDS OFFERS NEW COPYHOLDER 

A new copyholder designed for use on key punch 
machines has been designed and manufactured by 
Henry I. Richards, 2258 N. Vernon St., Arlington, Va. 
It is pointed out that these copyholders, with distance 
from operator to copyholder adjustable, may be easily 
installed on numerical key punch with or without card 








RICHARDS COPYHOLDER INSTALLED 
ON MANUAL KEY PUNCH MACHINE 


reversing box, and on a manual key punch machine. 
The manufacturer claims that no screws or bolts are 
used and the device may be just slipped off and on. 

The line indicator moves on ball bearings and can 
be raised or lowered a line at a time by stroking a 
knob that is located in a convenient position for the 
operator. Narrow, wide or intermediate line spacing 
can be followed with one stroke of the knob. An en- 
tirely new feature is claimed to be the fact that the 
line indicator adjusts for angle copy with operators 
adjusting the line indicator to the copy rather than 
the copy to the line indicator. It also adjusts auto- 
matically for thickness of copy. 

a 


LIETZ OFFERS NEW TYPE DRAWING BOARD 


The A. Lietz Company, 913 South Grand Ave., Los 
Angeles 15, Calif., is offering a new idea in drawing 
boards with basswood-balsa laminated construction, 
producing a board that is approximately one-third 
the weight of the conventional type. Either thumb 
tacks or tape may be used on the basswood drawing 
surface. Features include use of waterproof bonding 
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resin and a frame built around four sides and having 
accurate 90-degree corners and smooth, parallel ruling 
edges. The balsawood core is declared to cushion 
drawing surfaces. 
25. cilia a 
CARTER OFFERS NEW CEMENT DISPENSER 

A new rubber cement dispenser has been offered to 
the industry by The Carter’s Ink Company, Cambridge 
42, Boston, Mass. This dispenser consists of an amber 


Carters 


tang fen 


Di spenser 





CARTER CEMENT DISPENSER 


glass pint jar and a high quality adjustable brush 
that the manufacturer claims adjusts quickly and 
easily to the level of the adhesive and locks firmly in 
any position. 
Retail price of the dispenser is $1.50. 
asieettipililathe ditasiitia 


INDIANA DESK USES NEW SOFTONE FINISH 


The Indiana Desk Company, Jasper, Ind., has intro- 
duced the Flow desk made in the new Softone finish 
as here illustrated, or in walnut. Even though radical- 
ly changed in design the Flow desk is declared to come 
within the reach of businessmen wishing to modernize 
their clerical offices. 

The Softone finish is endorsed by Faber Barrien, 
one of America’s foremost color stylists, and is said 





INDIANA FLOW DESK WITH SOFTONE FINISH 


by the manufacturer to be easy on the eyes, harmon- 
izing with every other color in the office. 

Twenty-nine inches high, the Flow desk has new 
diagonal skid base for more foot freedom. The upper 
right-hand drawer is equipped with the. desk lock. 
Other features are all-rounded edges with set back 
base and new-style drawer pulls. 


1947 
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Smith-Corona— 


...no finer office typewriter! 








Smith-Corona 


...no finer portable typewriter! 


ush 
und 
’ in 


Smith-Corona 


al- ...no finer desk model 
adding machine! 








vers product bearing the Smith-Corona label is backed 
by the combined experience and high reputation of these 





two great typewriter names. 


on- 


1eW 
per 
ck. LC SMITH & CORONA TYPEWRITERS INC 
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WEAREVER OFFERS DELUXE PEN SET 
A new offering in the Wearever line by David Kahn, 
Inc., North Bergen, N. J., is the Wearever DeLuxe set 
No. 2832 which retails at $1.75. The pen features 











NEW WEAREVER DELUXE SET NO. 2832 


“C-Flow” feed, large ink capacity and a non-corrosive, 
durable tipped point. The matching pencil, precision- 
made, holds a generous supply of standard 13-inch 
leads, according to the manufacturer. 


-——#4 = 


STEEL-PARTS PRESENTS TWO NEW ITEMS 
An all-steel waste basket and a steel file are new 
products of Steel-Parts Manufacturing Company, 222 
S. Morgan St., Chicago 7, Il. 
Features of the new waste basket include round, 


NEW ALL-STEEL WASTE 
BASKET AND EXECUTIVE 
FILE ANNOUNCED BY 
STEEL-PARTS MFG. CO. 





rubber-bumpered corners, rolled edges, rubber feet, 
welded panel construction and a gleaming enamel 
finish in green, gray or walnut. 

The file is of 24-gauge steel with 25 Pendaflex fold- 
ers (A to Z tab inserts). The manufacturers claim 
that papers can not sag in the file. Large rubber 
wheel casters are installed on the file, which can be 
had with or without lock. The finishes are in green, 
gray or walnut. 

ee 


ISSUE NEW TYPE OF CORPORATION RECORD 

The Corporation Supply Company, 38 S. Dearborn 
St., Chicago, is offering a new Interstate Looseleaf 
Corporation Record, a type of record book which has 
been popular with attorneys for many years. This 
new edition marks the development of correct organ- 
ization stock accounting forms and stock certificates 
with an improved type of stub, all combined in one 
book. These are made up in four different assemblies, 
however, to meet varied requirements of customers. 
Complete instructions covering the use of the forms 
are printed on separate buffsheets, which may be re- 
moved from the book when they have served their 
purpose. 

The text covers a record of organization, copy of 
incorporation papers, subscription agreement and sub- 
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scription list, waivers of notice, minutes of first meet- 
ing of subscribers and first meeting of board of di- 
rectors, as well as a set of bylaws. A full-black art 
Morocco binder is provided, equipped with a quick 
opening mechanism on both front and back of the 
book. Sheets are 8% x 11 inches, of heavy white 
ledger paper. 

Also available are a simplified set of stock account- 
ing forms and another set for closed corporations hav- 
ing only a few stockholders. 


a eee 


NEW MINI-MAILER IS INTRODUCED 
United Equipment Company, 1107 Lee Highway, 
Rosslyn, Va., has introduced the Mini-Mailer as an 
addressing machine using the principle of metal type 





NEW MINI-MAILER ADDRESSING MACHINE 


printing through a ribbon. The device prints on en- 
velopes, postcards, invoices, letterheads, shipping tags 
and labels. 

Mini-Mailer embodies a printing head housed in a 
lightweight aluminum base, total weight being five 
pounds. Address plates print up to 18 spaces per line 
and as many as four lines. Total cost per plate to 
the customer is declared to be $.06. The device retails 
for $29.50. 

ee 


DETECTO RESUMES SCALE MANUFACTURE 
After an absence of several years from the market, 
production of the Posto-Gram Jr., (Model No. 386P) 
has been resumed by Detecto Scales, Inc., 1 Main 
St., Brooklyn 1, N. Y. This is a parcel post scale 





POSTO-GRAM JR. MODEL NO. 386P 


especially designed for weighing heavy or light pack- 
ages. Inability to continue the manufacture of this 
model for some time was due to the shortage of crit- 
ical materials, the company said. 

The Detecto Posto-Gram Jr. has a capacity of 50 
pounds with four-ounce graduations. It weighs 
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A 4-POINT TRAINING PROGRAM 


THAT HELPS SELL PORTABLES! 





To help your sales staff convert prospects into customers, Royal 
has prepared a 4-point basic sales training program. 


This 4-point program is bringing to many dealers faster sales, 


greater volume, more profits: 





Royal’s Basic Demonstration—a 
complete 3-minute demonstration. 
Salespeople are finding it easy to 
memorize, convincing to use. None 
should be without it! 




















Royal’s “Front Line Book”’—a sales 
manual with all pertinent informa- 
tion about Royal Portable Type- 
writers. No Royal dealer should be 
without this book. 














If you are interested in Portable sales and 
using this plan you’re missing a bet. 


It pays off in sales! 


Portable Division 


ROYAL 


TYPEWRITER COMPANY, Inc. 


2 Park Avenue, New York 16, N. Y. 
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are not 





Royal’s ““Who, What, How of Port- 
able Typewriter Selling’ —a thorough 
introduction to Portable selling. A 
picture of the market and the product. 
Packed with tested selling tips. No 
salesperson should be without it. 




















“4 


Royal’s Personalized Training— 
Royal’s highly specialized field 
men, wise in selling ways, are 
eager to help with all selling 
problems. All Portable sales- 
people should make their ac- 
quaintance! 
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the packages and discloses the postage needed in all 

zones, all in one complete operation, the manufac- 

turers assert. The dial is not obstructed because the 

package rests on the side-saddle platform, away from 

the dial face. The scale needs only 17 inches of space. 
—_——— =o 


RECORDPLATE OFFERS NEW VISIBLE LINE 
The Recordplate Company, 16 E. Holly St., Pasadena 
1, Calif., has developed a new inexpensive, complete 
packaged line of loose leaf visible books declared to 
have a general appeal from housewife to sales manager. 





RECORDPLATE ADDRESS BOOK 


Binders for these records are available in a mini- 
mum of standard sizes in which most forms are inter- 
changeable. Pocket model, desk books and office books 
are included in the line with covers of sturdy flexible 
imitation leather. These record books are marketed 











2 4 


~ RECORDPLATE ADDRESS FORM 





_ 


in sets comprised of binder, index and forms, as Ad- 
dress, Sales Follow-Up, Inventory, Real Estate Listing 
and Pastor’s Record books. Indexes are gold stamped 
fabricoid on buff ledger, or are available as a make- 
your-own set with buff ledger dividers and insertable 
tabbing to cover varying geographic or other tab re- 
quirements. Forms are boxed in half dozen packages 
of 50 sheets for easy stocking. 

The company has pamphlets available for mailing 
and plans to have a counter stock display available 
for stationers shortly. 

The price of complete sets indexed with 100 forms 
in the pocket size is $2.95; 9 x 6-inch sets indexed with 
150 forms at $3.25 in the half-inch ring and $3.95 in 
the one-inch ring; and 14 x 16-inch sets indexed with 
500 forms at $10.45. 


*—-¢ 


JARDIN DEVELOPS NEW SOUNTROL MOUNT 


Jardin Associates, Inc., 75 Maiden Lane, New York 
7, N. Y., has developed new Sountrol vibration mounts 
for tabulating machines and equipment of that type. 

These mounts are designed to prevent vibration 
from being transmitted to floors and walls, absorbing 
an estimated 90 to 96 per cent of such machine vibra- 
tion, says the manufacturer. Attendant noise is de- 
clared to be reduced and subsequent employee fatigue 
eliminated. 

Employing the principle of “rubber-in-shear,” each 
mount consists of a small channel floating in rubber 
between two steel angles riveted to a steel base plate. 
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This principle is similar to “floating power” as applied 
to the automotive industry. Mount base plates have 
scratch-preventing felt attached. 

Drilled and tapped, as required for various types of 





NEW SOUNTROL VIBRATION MOUNT 


machines or furnished with a cup to receive the ma- 
chine feet, the mounts are quickly and easily installed. 
They are also available for machines on which caster 


mounting is preferred. 
a 


OHMER ANNOUNCES NEW CASH REGISTER 


Ohmer Corporation, Dayton, Ohio, a subsidiary of 
Rockwell Manufacturing Company, has announced 
that production has started on a new line of electric- 
ally-operated cash registers designated as Ohmer Class 
M-300 series. 

This type of cash register has not been built with 
a motor previous to this time, the manufacturers state. 

Ohmer motor-operated registers will be available in 








CLASS M-300 REGISTER 


OHMER 


one, two, or four totals having one to four total keys, 
a “charge” key, and “paid out” key, and a “no sale” 
key for departmentalizing sales and classifying trans- 
actions. Six initial keys identify sales personnel. Reg- 
istration range is from $.01 to $999.99 with a plus key 
provided to permit the recording of sales greater than 
the keyboard capacity. A locked-in detail printed rec- 
ord is made of every transaction, with the last ten 
sales visible for checking. 
The Class M-300 series will have baked enamel finish 
with liberal usage of chrome trim. 
a 


DISTRIBUTE DAZOR FLOATING LAMPS 
The Dazor floating lamps, fluorescent and incan- 
descent, are being distributed in the stationery indus- 
try by Ever-Ready Electric Company, 1214-22 W. Madi- 
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PRIDE 


FINE CARBON PAPERS & 


offers a limited number of discriminating 
executives and operators a product of uncom- 
promising standards that long has been rec- 
ognized for producing the greatest possible 
number of clear, clean, brilliant copies. These 
fine examples of precision workmanship are 
made by the exclusive “M&V” Duplex Proc- 
ess that literally forces the rich ink mixture 





IN SKILLED CRAFTSMANSHIP 


As the name implies, Silk Spun carbon paper 


through every fibre of the tough, though 
extremely light weight paper. They provide 
a far greater intensity of copy yet economi- 
cally insure a more gradual weardown. All 
Silk Spun ribbons continue to be made of 
the finest quality genuine pure silk fabric 
produced. They insure accurate work of un- 
excelled neatness and uniformity even under 


the most exacting machine conditions. 


Now available in Ultra Modern **‘Curl-Less’’ 





MITTAG AND 


VOLGER, INC. 


ESTABLISHED 1881 
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son St., Chicago 7, Ill. These lamps feature the floating 
arm, claimed to move freely into any position over the 
desk and stay put without locking. A choice is given 
of four bases—universal, bracket, desk and pedestal. 





DAZOR LAMP WITH FLOATING ARM 


The floating arm enables the user to raise, lower, 
push, pull or tilt the reflector anywhere within the 
broad area reached by the lamp. The lamp is declared 
to be suitable for high-level illumination for precision 
machining, fast assembly, close inspection, drafting 
or accounting. 
gat elie 
DOLIN OFFERS STEEL TRANSFER FILE 

A new No. 601-A steel transfer file is offered to the 
trade by Dolin Metal Products, Inc., 139 Varet St., 
Brooklyn 6, N. Y. This file has four-roller construc- 





DOLIN STEEL TRANSFER FILE 


tion similar to Dolin’s regular filing cabinet and is 


precision built for fingertip drawer control. These 

files can be stacked ceiling high by simple interlock- 

ing devices. They are electrically welded throughout, 

offered in office green finish in letter, legal and check 

sizes. Special sizes are made as requested. 
———~>7—-o—_—— 


BOLTA OFFERS ALL-PLASTIC FABRIC 

Bolta Products Sales, Inc., a division of the Bolta 
Company, Lawrence, Mass., has introduced Boltaflex, 
claiming that it is an outstanding development in 
all-plastic fabric for covering of office and home furni- 
ture. The manufacturers claim that Boltaflex is made 
in the finest finishes and has an array of blended 
colors. The surface is declared to withstand rough 
usage and will not crack or peel even when exposed 
to sub-zero temperatures. It is supposed to be per- 
spiration proof and waterproof, and clean readily with 
soap and water. 

=> 

OFFER NU-MADOR AS CIGARETTE HUMIDOR 

Charm Manufacturing Corporation, 225 Lafayette 
St., New York 12, N. Y., is presenting as its latest 


aa 


product the Nu-Mador cigarette refreshener or hu- 
midor for home, office or club. Four mahogany com- 
partments hold ten cigarettes each, regular or king 
size. An exclusive feature is the nest of four separate 
ash trays made of solid copper or brass, fitted snugly 
to the base to form a unit. The cover and trays are 
made of solid copper or brass and remainder of the 
device is finished in polished spun metal. 

A unique feature is that cigarettes may be flavored 





CIGARETTE “NU-MADOR” AND ASH TRAYS 


to individual taste by moistening the humidifier with 
a few drops of rum, whiskey, wine or menthol. 

The device is presented in a sturdy box which serves 
both as a gift package and sales display. 


9 

FELDOCO ISSUES NEW IMPRINTED BINDERS 
The Feldco Loose Leaf Corporation, 1505 Leland 
Ave., Chicago, Ill., is now manufacturing school-im- 
printed binders of the type here illustrated. This is 
known as the company’s No. 2600 line, a canvas ring 





FELDCO SCHOOL-IMPRINTED BINDER 


binder with a Vinlytex back stamped in the colors of 
any college or school and imprinted with the school 
name. 

Manufacture of the new binders is carried out at 
the new plant to which Feldco recently moved and 
where new brief case and zipper ring binder lines are 


being developed for the trade. 
? — > —e— 9 


TEXAS FIRM OFFERS KONKO STABILIZER 
Konko Sales Company, 1418 Wathen, Austin, Tex., 
is now placing on the market the Konko stabilizer 
made of rubber containing a vacuum cup base and 
concave top for reception of equipment and furniture. 
The manufacturers claim that the device is espe- 
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FILES THAT SELL? 
A-S-E Files are the selection of discriminating buyers 
from coast to coast. They know that the many opera- a 
tional and appearance features combine to assure repeat - 
sales and lasting satisfaction. We welcome the oppor- ° 
tunity to provide additional information. Why not . 
write us today? 7 A-S-E FILES ARE 
kee " 
° BACKED BY 
of A-S-E STEEL PRODUCTS FOR MANY USES ° 
5 . 
1001 STEEL OFFICE FURNITURE » WARDROBE, STORAGE, AND COMBINA- ° MORE THAN 
TION CABINETS + CLOTHING LOCKERS + FROZ-N-FOOD LOCKERS + ° 
te INDUSTRIAL EQUIPMENT FOR FASTER MATERIALS HANDLING - . 35 YEARS OF 
ELECTRICAL OUTLET AND SWITCH BOXES ° 
go ° ENGINEERING 
= ’ 
ex. ALL-STEEL EQUIPMENT INC. ° EXPERIENCE! 
izer 600 CLEVELAND AVENUE, AURORA, ILLINOIS . 
and e®eeee0268 eeeveeeee 
ure. 
pe- 
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cially designed for use under posts of adding machines, 
bookkeeping machines, typewriters, stenciling ma- 
chines, or other equipment that is supported by legs 
and designed to be kept in a fixed position. Stabilizers 
placed under furniture such as desks and tables will 
render a fixed position, it is claimed, and at the same 
time act as a base. Placed under mechanical equip- 





















4 
4 


Ser 


KONKO STABILIZER NOW AVAILABLE 


ment, the stabilizer is designed to serve as a cushion 
for shock and vibration, lessening wear and noise. 





INTRODUCE BANTAM TRU-COPY-PHOTO MACHINE 

General Photo Products Company, 15 Summit Ave., 
Chatham, N. J., manufacturer of reproducing equip- 
ment, has introduced a new Bantam Model Tru-Copy- 
Photo machine, claiming that it is the lowest priced 
photo copying machine on the market. Copying sur- 
face is 8% x 11 inches. 

Uses of the new smaller machine include the repro- 





BANTAM TRU-COPY-PHOTE MACHINE 


duction of writing, drawings, photographs and charts 
and it is declared to be especially suitable as a contact 
printer. 

The portable electric unit machine operates on 115 
volts, AC or DC, in ordinary office light without the 
need of dark rooms, focusing, or heating equipment. 


see 


OFFERS DUPLICATING MACHINE CABINET 
Atlas Stencil Files Company, 1458 Hayden Ave., 
Cleveland 12, Ohio, is introducing a new cabinet pri- 
marily to be used as a table on which to operate any 
type of duplicating machine and as a storage space 
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for duplicating supplies. It can also be used for stor- 
ing office or factory supplies. 

The cabinet is 30 inches high, with dimensions of 
30 x 18 inches, and is equipped with a locking handle. 





ATLAS STENCIL FILES CO. CABINET 


One shelf is provided. The cabinet is manufactured 
of heavy-gauge steel with reinforced top, doors and 
shelf. 


—_o ~<— — 


NEW TYPE SMOKER—LaSalle Products 
Co., 2216 Clybourn Ave., Chicago 14, 
Ill., has introduced a new type smoker 
which, it is claimed, can be emptied, 
cleaned and have ash receptacle re- 
placed in 30 seconds... A_ specially- 
constructed metal dome fits snugly over 
the removable ash receptacle to snuff 
embers and odors and has a metal 
shaft extending upward through a ring 
in the top part of the smoking stand 
handle. To dump the ashes into the 
ash receptacle, the dome is raised and 
the ashes and embers slide into the 
receptacle. Known as the No. 200 
Smoker, the device is of all-metal con- 
struction with a heavily-weighted base 
eight and three-fourths inches in diame- 
ter. The post is one and one-fourth inch 
in diameter. The ash receptacle inside 
is six inches in diameter and two and 
one-half inches deep. Prices range 
from $11.00 to $15.00 retail. 


a ’ 


ZEPHYR AMERICAN INTRODUCES CALINDEX 

Zephyr American Corporation, 2 W. 46th St., New 
York 19, N. Y., has introduced the Calindex, model 
C-200, a perpetual calendar, as its newest product. 

This is an all-plastic product made in matching 








ZEPHYR AMERICAN CALINDEX 


colors to Autodex. The revolving drums are in con- 
trasting color to outside housing. The lettering is per- 
manently printed directly onto the drums. Colors are 
ebony, walnut, burgundy, ivory and gray. 
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fk? NO BOOKKEEPING EXPERIENCE REQUIRED 
9 Sale ee A series of Simplified Bookkeeping Systems indi- 
CREA Mtmenin Sf vidually designed for: 
e Retail Merchant 
e Grocery and Market 
e Drug Store 
e Beauty Shop 
ed e Tavern 
nd 


These books are specifically designed to the require- 
ments of each business. They provide for a record of 
all daily receipts and expenses, with monthly and yearly 
Summaries, Profit and Loss Statement and complete 
information for income tax returns. 


Simplicity is the keynote in the design and compila- 
tion of these books. Clear detailed directions with speci- 
men entries show where figures are to be entered. They 
require no bookkeeping knowledge. 


Attractive bindings, in individual two-tone colors, are 
of grained imitation leather, stiff covers, turned edge. 
Title on front cover stamped in gold foil. 


Ask for Circular No. D 1221 


z 
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GENERAL SALES OFFICES 
NEW YORK BOSTON CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
on- 122 E. 23rd Street 137 Federal Street 3300 Franklin Bivd. 816 Locust Street 500 Howard Street 
yeT- Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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ot AMM! FAMOUS 
NOW READY FOR 


Yes, famous Globe-Wernicke 
bookcases are in regular pro- 
duction again! In quality of 
materials and workmanship, 
they embody more than half a 
century of leadership. They 





provide safe, reasonably-priced, handsome housing for 
the books now being purchased in increasing quantities. 
Take advantage of this book-buying trend; it means a 
substantial initial sale,and profitable repeat business for 


you. Get your order in NOW! 


UNIVERSAL STYLE 





The leader in the Sectional line. Sturdily built of seasoned quartered oak, 
genuine or imitation walnut or mahogany, its classic simplicity of design 
harmonizes with period or modern furniture. 


THE BOOKCASE THAT GROWS 





ONE SALE BRINGS 
MANY REPEATS 












Globe -Wernicke originated sec- 
tional bookcases and still leads 
in their manufacture. Special features pro- 
vide maximum protection to books. G/W 
developed equalizer assures easy, silent op- = 

ti f tty a Gi Strong, serviceable, and inexpensive. 
eration of space-thrilty doors. ive your Made of plain or quartered oak, imita- 
customers the best in sectional bookcases tion walnut or mahogany, this style 


—and they’ll come back for more as their 8 Popular in schools and libraries as 
iensten grow! well as in offices and homes where price 


is an important factor. 


ai Globe - Wernicke 








SECTIONAL BOOKCASES 
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5 GLOBE-WERNICKE BOOKCASES | 


(YOUR CUSTOM 


SOLID-END BOOKCASES WITH THAT 
“CUSTOM-BUILT” LOOK 

Made of selected, thoroughly seasoned 

walnut, in natural or mahogany finish. 





No. 36—Can be used singly or in pairs. Has 
two adjustable shelves. Will hold 40 to 60 
books. 36” high, 18” wide, 1034” deep. 
No. 42—Popular size for home or office; har- 
monizes with other furnishings. Has three ad- 
r justable shelves. Will hold 75 to 100 books. 
42” high, 24” wide, 103” deep. 
No. 48—A generous sized bookcase. Has three 
2 adjustable shelves. Will hold 100 to 150 books. 
48” high, 36” wide, 10%%” deep. 
No. 48-D—Same as No. 48, but having two 
full-length glass panel doors. 





/| 





No. 48D No. 48 
D ATTENTIONS orrice Meeiratte 
aad e OFFICE EQUIPMENT DEALERS! 
aa Write today for complete information. - 
7 The Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio. 


2 Filing Equipment & Supplies 
C | Visible Record Systems 
6) Q sal Q y) | C Q Office Furniture 
Bookcases 


SECTIONAL BOOKCASES Stationers’ Supplies 
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H™: THE GIFT line profit-wise re- Cash in on the prestige of the Carter 
tailers know will sell and fast! name and the drawing power of this 
unique new packaging. 


plus the buy- 
For complete information, and quan- 


Famous Carter products 
gift packaging 


appeal of charming new 


...a combination sure to rate high on tity prices, write directly to us. But hurry! 


The holiday season is almost here! 


the season’s “‘hest seller”’ list. 








WINSOME COCKER 
SPANIELS introduce 

the new Carter’s Greeting 
Card Ink Set. Famous 
Carter’s Inks in 5 glorious 
colors to fit every occasion: 
Green, Gold, Silver, White, 
and Red—No.95, retail price 


$1.00. 
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Display —Sel] Sayers 
Carter’s Inks in 
these Delightful 

Gift Packages! 










































ALL THE COLORS OF THE RAINBOW 
can be mixed with Carter’s basic assortment of 
Tempera Colors. The set contains the three 
primary colors—red, yellow, and blue plus 

















oo green, black and white. It’s just the set for 
this those who enjoy making their own 
greeting cards. Perfect for amateur and . ; “i 
professional use—No. 136, retail price 75¢. JOLLY OLD ST. NICK, 
lan- — himself, to attract the eye— 
rry! Carter’s fine new Stylewriter 


to finish the sale. This 
modern, streamlined writing 
set comes in eight radiant 





colors . . . complete with 
comb-feed pen and a 
standard Carter's Cube of 
ink X-1751, retail price $3.00. 



































The Carter’s Ink Company 
Boston, Massachusetts 












ESTERBROOK OFFERS ELEVATOR DESK SET 

The No. 431 elevator desk pen set is the newest 
product of the Esterbrook Pen Company, Camden, N. J. 
The manufacturers claim that it is non-spilling with 





ELEVATOR DESK PEN SET 


measured feed-filling for the pen and a well that can 
not flood. The elevator carries ink up to the pen feed 
from a level below the point. This is declared to in- 
sure proper feed capacity and precise writing line 
from the first to the last stroke. Bases are available 
in black and attractive colors. 

a ee 


ST. LOUIS FIRM OFFERS PLASTIC DESK SETS 

A new gift combination of Polystyrene plastic in 
beautiful matched sets of maroon, green or ivory 
with gold die-stamped silhouettes is offered by Skinner 
& Kennedy Company, 416 N. Fourth St., St. Louis 2, 
Mo. The gift boxes are styled for Christmas and har- 
monize with the desk set colors. The calendar stand 
is molded in one piece and the gold silhouette is 
stamped on heavy embossed stock covered by a pro- 
tective window. The letter opener is designed to pre- 





SKINNER & KENNEDY GIFT SET 


vent chipping and the gold silhouette is stamped on 
imitation leather inlays in the handle. Colors of the 
calendar panel and letter opener inlay are matched; 
blue with ivory set, maroon with maroon set and green 
with green set. The retail price is $1.19 per box. 


= —___— 


ARROW ADDS FEATURES TO STAPLERS 
Arrow Fastener Company, Inc., has added a number 
of new features to its No. 205 stapler, the latest version 
of which in an all-chrome finish is now available in 
addition to the old type black crackle base finish. The 
manufacturers claim that the new finish is more at- 








tractive and safeguards against rust, scratching and 
scuffing. 

The plunger channel has been sealed to insure 
spring protection against dust and moisture, elimin- 
ating jamming, it is claimed. A rubber cap has been 
added to the plunger head to protect the hand from 
slipping upon impact. 
°—~—¢ 


CENTRAL CAN MAKES CHANGES IN LINE 

Central Can Company, 2415 W. 19th St., Chicago, re- 
cently announced that cash and utility boxes Nos. 923 
and 1923 may now be had with either flat key locks 
or with Corbin Sesamee combination locks. With the 
exception of the locks, both styles are identical in con- 
struction and features. 

The new combination locks are available on boxes 
without trays (No. 923 CL) and on boxes with six- 
compartment removable tray (No. 1923 CL). All styles 
are made of heavy gauge steel, one-piece construc- 
tion, with rounded corners. The finish is hammered 
silver gray. Each box is individually packed. 

The combination of the locks can be set to any 
three-digit combination desired. 

ee ee 





MODERNIZE OFFERS FINE OFFICE SETTEE 
A new offering by Modernize, manufacturers of fine 
upholstered furniture, American Furniture Mart, 666 
Lake Shore Dr., Chicago 11, Ill., is a luxurious over- 





TWO-SEATER, NO. 605, MADE BY MODERNIZE 


stuffed two-seater especially suitable for offices and 
reception rooms. 

This furniture piece, No. 605, has abundant pro- 
portions. The width is 51 inches and height of back 
is 30 inches. Inside arms are 43 inches and depth of 
seat is 21 inches. 

Complete details can be secured by writing to Mod- 
ernize at the Chicago address. 


Se 


B-T OFFERS NEW 
POSTAL SCALE 

A companion model for its 
Mite Postal Scale is offered to 
the trade by the B-T Company, 
277 E. Erie St., Milwaukee 2, Wis. 
The new scale is of nine-ounce 
capacity calibrated in quarter 
ounces and in five-gram units to 
250 grams, and is identical to 
the Mite Postal except for its 
spring and dial. The scale is 
designed primarily for foreign 
trade where postal rates are usu- 
ally calibrated by five and ten- 
gram units. The new device will 
sell for the same price as the 
regular Mite Postal Scale. 


aco recuets 
exeeet ? 





a ears 





B-T SCALE 





52 





OFFICE APPLIANCES, October, 1947 





























and 


sure 
nin- 
een 
rom 


, re- 
. 923 
ocks 

the 
con- 


OXeS 

six- 
tyles 
sruc- 
ered 


any 


* fine 
,, 666 
over- 









Bring In a New Gusher of Orders 


™ Old Town 


DUPLIFORMS 


(Pre-Printed Master Units) 














Reporting lower printing costs, speeaier results, More 
and more business offices are swinging to ON 
TOWN DUPLIFORMS. Alert stationers, strikigg a 
new gusher of orders, are setting up complete 
departments devoted to the profitable sale of theds 
pre-printed master units. Designed for efficient, 


economical use on any spirit duplicator, Dupliforms 










































E ; lake 
. represent the highest degree of perfection in printed 
ae master units. Write for details about the OLD TOWN 
{ pro- selling plan. 
f back a re 
pth of For Inter Office and Field communications . . . Office 
.Mod- —s and Factory Reports... Purchasing and Receiving 
Systems ... Engineering: Bills of Material, Route 
Sheets, Change Notices, Operational Drawings, 
Sketches . . . Inventory and Stock Lists . . . Shipping 
A - and Billing... Order and Invoice... and other forms. 
npany, 
2, Wis. Another Exclusive Feature for Holders of the 
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juarter OLD TOWN FRANCHISE 
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ay RIBBON & CARBON CO., INC. sam 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. === 
r, 1947 SALES AND SERVICE EVERYWHERE — 






































OFFER NEW LIGHTING FOR TECHNYSCOPE 

The Technygraph Company, Techny, IIl., is intro- 
ducing the use of fluorescent lighting by innovations 
in the Technyscope, designed to provide a means of 
adding illustrations, cartoons, ruling, handwriting and 
lettering to the typewritten copy for a stencil dupli- 
cator. 

Introducing the Fluorescent Model F-2, the company 
points out that the scope table and T-Square are 
identical to the standard model. The difference is that 





TECHNYSCOPE LIGHTED TABLE 





TECHNYSCOPE LIGHTING UNIT 
a new enclosed fluorescent lighting unit is offered 
which can be purchased separately and attached to 
any of the metal Technyscopes now in use. 
A complete scope with lighting unit and two 18-inch 
fluorescent lamps is offered for $29.50 and a separate 
lighting unit for $16.50. 





NEW DICTIONARY STAND ON MARKET.—Convenient stock 
and quick, easy assembly are features of the new dictionary 
and reference stand announced by Cardinal Sales, Inc., 
5631 W. Madison St., Chicago 44, Ill. All-steel construction 
with one-inch tubular steel legs. Top measures 1234 x 24 
inches, height at bock is 32!/2 inches, at front 2834 inches. 
Convenient new feature is open steel storage shelf. Furnished 
in brown only. Shipping weight, knocked down. is 19 pounds. 
Further information may be obtained from the manufacturer. 
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ACME LITE INTRODUCES TYPE-LITER 
Acme Lite Products Company, 350 E. 182nd St., New 
York 57, N. Y., has introduced the Type-Liter as a 
new fluorescent typewriter lamp adaptable for any 


standard typewriter. The device brings the light di- 








NEW TYPE-LITER TYPEWRITER LAMP 
rectly over the machine and can be mounted in but 


a few minutes, the manufacturer states. Choice of 
two colors, mahogany and walnut, is given and the 
shade is made of plastic. List price is $12.00. 


ee 


PIKE ADDS NEW MOISTENER TO LINE 
E. W. Pike & Company, Elizabeth 3, N. J., has added 
a new, unbreakable cast iron moistener for letters, 
stamps and labels. The product has attractive black 
wrinkle finish and chromium cover. This moistener, 





Basa 
ee 


E. W. PIKE NEW MOISTENER 


Model 3C, has a rubber-padded base and a three-inch 
adjustable brush which is self-cleaning. The retail 


price is $3.75. 


o—ee 


DRAFTSMAN’S STOOL— 
Latest addition to the fall 
line of the Adjustable Table 
Co., 117 Michigan St., N. W., 
Grand Rapids, Mich., is the 
draftsman’s stool pictured 
here. The stool is of tubu- 
lar construction with heavy 
cast iron footrests and either 
gliders or casters, as pre- 
ferred. The seat can be 
had in either plastic or up- 
holstered style and is ad- 
justable to eight inches in 
height. The base is enam- 
eled in any color to match 
other office equipment. Thir- 
ty-day deliveries are given. 


(Turn to page 133, please) 
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New 


any Executive 
Confidence... 


The man and the things with which he surrounds 





himself, combine to create the feeling of confi- 
dence and respect which are the vital elements 
in executive success. "Y and E” Style-Master 
Steel Office Suites in Neutra-Tone Gray stimulate 
tes an atmosphere of confidence in your office. 
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a 4.coLor BrocHuRE “Color Design ieee 2 
a _YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Rochester 3,N. Y. 
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. Thir- 7 
The Franchise That Means Quality Merchandise 


given. 
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Representatwes of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices © 
of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at | 


the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 
York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


11-13 Dowgate Hill, Cannon Street, London E.C. 4. 





London, September 1. 

Punched card history in this country was made in 
July when the Board of Trade sent payable orders to 
some 250,000 persons in settlement of their deferred 
private chattels claims under the terms of the War 
Damage Act, 1943. Not only was this the largest pay- 
out ever made by the Board of Trade but each payable 
order was an actual Powers dual-purpose punched card 
on which the amount in words and figures had been 
printed by the Powers interpreter from holes punched 
in the card. 

This is the first time an interpreted punched card 
has been used as a payable order by a government de- 
partment in this country. 

The work of preparing the payable orders was en- 
trusted by the Board of Trade to the Powers service 
department, who also had the task of carrying out the 
enormous volume of calculations involved in arriving 
at the amount payable to each claimant. All this work 
was done mechanically by means of punched cards 
and the following is a brief description of the methods 
employed: 

The payments comprised the following— 

(a) The balance of the claims as assessed. 

(b) The interest on this amout at 2% per cent per 
annum (less income tax at 9s. in the £) calculated 
from the date of loss until the date of payment. 

(c) Any supplementary payment due to the claimant. 
(Supplementary payments are made in the case of 
losses between £25 and £1,200 which occurred before the 
end of 1941 and were not paid off before that date.) 

The work of calculating and preparing all these pay- 
able orders was entrusted to the service bureau of this 
company by the Board of Trade and the following 
article briefly sets out the method adopted for carry- 
ing out this unusual and important piece of work 


Many Special Machines Used 


During the peak period the following machines were 
all fully employed: 
8 automatic key punches 
4 multiplying punches. 
3 cross-adding punches 
2 automatic verifiers. 
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2 reproducers. 
2 interpreters. 

1 sorter. 

1 interpolator. 

1 tabulator. 

The basic document from which the Powers service 
department worked was a yellow dual-purpose num- 
bered warrant stub card containing the following in- 
formation handwritten by the Board of Trade: 

File reference number. 

Date of damage. 

Amount of assessment. 

Total advances. 

Amount of assessment outstanding. 
Name and address of claimant. 

This yellow card (of which a flimsy file copy was 
retained by the Board of Trade) was, in the course of 
the work, converted into the payable order by the in- 
sertion of the net amount payable in words and 
figures. 

The calculating work consisted of: 

(a) Computing the supplementary amount or “uplift” 
where applicable. (This uplift was calculated on the 
amount of assessment according to the following 
scale: 

50 per cent of all assessments exceeding £25 but 
not exceeding £350; a flat increase of £175 on all 
assessments exceeding £350 but not exceeding 
£762.10s. od.; two-fifths of the difference between 
the assessment and £1,200 on all assessments ex- 
ceeding £762.10s. od. but not exceeding £1,200). 


(b) Calculating the amount of interest payable at 
2144 per cent per annum from the date of loss until 
July 14, 1947; the interest being calculated to the very 
day and to the very penny of the amount outstanding 
and rounded to the nearest penny in the result, leap 
years being automatically allowed for. 

(c) Calculating the amount of income tax at Qs. in 
the £ to be deducted from the interest, the calculation 
being rounded down to the nearest lower penny. 

(d) Calculating the net amount payable to the claim- 
ant. 


The documents prepared on the machines com- 
(Turn to page 180, please) 
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It’s just tops in 


posture chairs! 


It practically 
adjusts itself! 


3 
ae 


New 
icago, 





It will never 
snag my hose! 

It’s so 
comfortable! 





service 
num- 
g in- 


COMFORT-WIS ’S INSIST ON 


4y was 
rse of 
he in- 
is and 


uplift” . ; be r 

on the There's a lot of difference in Business Girls . . . 

llowin . : ‘ - 
ee at they all agree that Easyrest is tops in posture chairs. 


25 = ley find Easyrest sO very comfortable, and so easy and 
eeding quick to adjust to a natural, restful sitting posture. 
eae Moreover, a BG's boss knows that every dollar 
tl at invested in Easyrest pays greater return in comfort, 


ss until good looks, sturdiness and top quality i 
he very : A 
anding in the cheerful eHiciency of his office staff. 
It, leap 

DEALERS: 


Easyrest is one of a com- 
plete line of Steelcase chairs 
nals now available to recognized 
claim- office furniture dealers. You MA 

are invited to write for OsTtTURE CHAI-R 
5 com- Prices and catalogs. 


9s. in 
ulation 
} 


Manufactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 


r, 1947 Western Distributors: Hunting-Roberts Company, 2223 E. 37th Street, Los Angeles 11, California 





NOMDA NEWS 











National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


Are You Selling Too Many Things ? 





URING THE WAR when it was hard to get any- 
thing to sell, office machine dealers often entered 
other fields of selling in order to stay in business and 
continue successful operation. Some of the lines they 
added proved permanently profitable and they will 
continue to handle them. Other lines were profitable 
for a while but no longer offer normal profit opportu- 
nities. Some new products were no good from the first 
and many dealers have already abandoned unprofit- 
able related lines. 

Right now is a good time to take stock of the lines 
of office machines a dealer should carry. If any one 
line of machine is not being marketed profitably and 
recommended sales practices and efforts don’t bring 
the desired results, this is the best possible time to 
abandon it. Because if you can’t make money out of 
a line right now the. chances of doing it three or five 
years from now are certainly not encouraging. 

The manufacturers recognize this fact clearly and 
are readjusting their production and sales programs 
to meet their profit opportunities. One of the large 
manufacturers has completely withdrawn fron the 
manufacture of standard typewriters and has more 
recently closed out the cash register division. He 
didn’t do either one of these things because he 
had to. He just got out of lines that weren’t pay- 
ing off so he could concentrate on profitable lines. 
Another manufacturer has abandoned production of 
one brand of adding machines which had been mar- 
keted since the turn of the century but which was no 
longer profitable to make and sell. Other adding ma- 
chine manufacturers are changing sales emphasis from 
one model to another, introducing new models with a 
view to abandoning old ones, and reorganizing their 
sales and production programs to meet the highly 
competitive office machine market which is not very 
far ahead of us. 


Widespread Marketing Used 


Manufacturers of new products are now sending 
salesmen all over the country trying to induce 
dealers to change brands, add new lines, and go into 
new fields of selling. Established manufacturers are 
also giving more attention to their field organizations 
and dealer operations are being studied carefully by 
alert manufacturers who want to cover their markets 
in every part of the country. 

Whatever sales effort you put in any particular 
product detracts at least potentially from the sales 
effort you devote to some other product. The dealer’s 
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Discussion Prepared by the 
NOMDA Publications Committee 


problem is to put his efforts where he will get the best 
possible cash return over the longest possible period. 
He can’t sell everything, and if he operates a one or 
two-man business he will find it hard to do a good 
selling job on more than one or two lines of machines. 
As he expands his business he can take on new lines 
and increase his territory, but unless he organizes his 
expanded business carefully and avoids cutting into 
one profitable line to get more volume in something 
else, he may find himself making less money and 
working at least twice as hard as he did before. His 
business may be making a living for several additional 
families, but if the owner isn’t getting any more out 
of it, his expansion is a failure. He has increased his 
investment, reduced his return on invested capital, 
and has assumed employment responsibilities that 
cannot be shaken off at will. The health, happiness 
and general welfare of added employees often takes 
an unexpected share of the owner’s time and effort. 


Business expansion should not go beyond the point 
of potential maximum profit. You could send out 
salesmen to sell check protectors 1,000 miles away 
from your store, but you’d make more money giving 
your local market the coverage it deserves. 

The first question a dealer faces when he looks 
critically at his business operation is to determine in 
the order of their importance the lines that are mak- 
ing him money and bringing him traffic and related 
business. 

Every dealer has to answer this question for himself. 
His service facilities, sales training, the ability of his 
sales force, his local competitive situation, and nu- 
merous other factors are involved in the correct 
answer. 

The most universally used and the most important 
single piece of office machinery that anybody has de- 
veloped yet is the typewriter. More different people 
use typewriters successfully than use any other kind 
of office machine. The desire for the typewriter is 
more widespread than the desire for any other office 
machine. Here, is the easiest and most important vol- 
ume market for most dealers. New standard typewrit- 
ers, new portables, and used typewriters all offer spe- 
cial sales opportunities. Rental revenue maintains a 
steady income for dealers over slow periods, and 
steady service revenue on the increasing number of 


(Turn to page 176, please) 
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PENN-MAR-VA TRAVELERS, PHILADELPHIA 
STATIONERS HOLD A COMBINED OUTING 

The Manufacturers Golf and Country Club at Ore- 
land, Pa., was the scene of the combined outing of the 
Penn-Mar-Va Travelers Club and the Philadelphia 
Stationers Association, held on Monday, September 15. 
Rainy weather was the order of the day, at least for 
most of the afternoon, and it really did pour. Nothing 
daunted, many were present, prepared to have a 
good time regardless, and they did. They played golf; 
yes, in the rain, and turned in some good scores at 
that. 

Some preferred to play cards while others favored 
quoits or clock golf on the putting green; tennis courts 
and a fine outdoor swimming pool were also available. 

Jupe Pluvius finally relented late in the afternoon, 
and the soft ball teams, the “Champions” captained 
by Jerry Savage, Carter’s Ink Company, and the 
“Eagles”, captained by Bart McCloskey, Eversharp Inc., 
sallied forth to do battle. A grand contest it was, re- 
gardless of the adverse conditions. If they didn’t slip, 
slide or fall at home plate, they were sure to meet 
with some mishap around the bases. One of the out- 
standing and spectacular events of the game was a 


. George Wustner. 
Frank Malloch. Yeo & Lukens Co., 


Wm. F. Murphy's Sons Co., Philadelphia. Pa.: 
Philadelphia, Pa.; P W. Mc- 
Cormick, Jr., Stationers Guild of America. 
2. Charles Lukens, Yeo & Lukens Co., Philadelphia, Pa.; Jack F. Em- 
hardt, Columbia Steel Equipment Co.; Harry Artman, Eversharp, Inc. 
. Wm. H. Cravens, Walcott-Taylor Co., Washington, D. C.; Wm. F. 
Vogel, Sengbusch Self-Closing Inkstand Co.; Fred Ww. Milner, 
Joseph Dixon Crucible Co. 
. Wm. G. Hintz, Wm. G. Hintz, Inc., Reading, Pa.; Wm. P. Reinhardt. 
A. Pomerantz é Co., Philadelphia, Pa.; Ernest H. Eilers, Boorum & 


Pease Co. 
Philadelphia, Pa.: 


. Richard Yeo, Yeo & Lukens Co., Ed. Eisenstadt. 
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PENN-MAR-VA TRAVELERS AND PHILADELPHIA STATIONERS PLAY GOLF 


8. Bart J. McCluskey, Eversharp, Inc.: 
9. Charles Jaffer, 





high fly caught by George Leonard, L. E. Waterman 
Company, who slipped, turned and fell flat on his back 
but still held the ball for an out retiring the side. 
There was some difference of opinion on the final 
score. Some claimed the “Eagles” won by a score of 
17 to 15, others said the game ended in a tie of 15 to 
15. It all came about in the last inning when the 
Eagles, who were at bat, staged a batting rally and 
the runners came home so fast it was hard to keep 
count of the runs scored. Umpires Charles Jaffer, 
Eberhard Faber Pencil Company; John Harte, Yeo & 
Lukens Company, Philadelphia; and William F. Vogel, 
Sengbusch Self-Closing Inkstand Company; had a 
hard job making delicate decisions. 

By evening, all members had worked up a hearty 
appetite for the delicious roast beef dinner that 
awaited them. 


Jerome J. Savage Presides 


Jerome J. Savage, Carter’s Ink Company, president 
of Penn-Mar-Va Travelers, introduced William H. 
Cravens, The Wallcott-Taylor Co., Inc., Washington, 
D. C., one of the charter members of the Penn-Mar-Va 
Travelers Club, and announced that Secretary Al Wil- 


Tom Stagg, Hoskins, Inc., Phil: 
Sas Woodruff, Weis 


Shanahan & Co., Philadelphia, Pa.; 


adelphia, Pa. 


6. Joe Snitzer, Automatic Prigtiog Corp.; Stanle 
Mig. Co.; Joe Dunn, Wm. per y's Sons , Philadelphia, Pa. 
7. James Curran, Eagle Pencil ‘Co ichard Toune. Minnesota 


& Mig. Co.; Frank Esmond, Rhodes Paper Co.; Earl Prentzel 


Speed Products Co. 
George Leonard, L. E. Water 
Eberhard Faber Pencil Co.; Edward A. LaGasse 


Victor Safe & Equipment Co.; Millard Jackson, Joseph Dixon Cr 
cible Co.: Jerome J. Savage, Carter’s Ink Co. 


man Co. 
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pHLaplll we, 


Where can you get Bank of England Chairs 
that offer all these ADVANTAGES? 


































Sound, long-lasting Sikes construction; smooth con- 
tours; rounded corners and edges: bumper strip on 
seat of swivel chair. 


No. 75 was advertised again to your customers in 
Oct. 4 issue of the SATURDAY EVENING POST. 










‘esident 
iam H. 
ington, 
Mar-Va 
Al Wil- 


A complete local merchandising plan is available to 
Sikes dealers . . . nothing like it in the industry. 








* 
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_ Sell SIKES for a 
Dealership that means No. 76 
; LEADERSHIP | 


A, 





IKES SALES REPRESENTATIVES 






F. J. BLOEMPOT H. W. KOEHN, JR. 
Park Ave., New York, N. Y. 20 Churchill St., Buffalo, N. Y. 
ese o GERWIG H. WRIGHT JOHNSTON, 
- O. Box 976, 1724A Merchandise Mart. 1 1 
Parkersburg, W. Va. Chicago, Ill. He. 70% ea 

R. T. MALONE ROSS R. WEST 

Route 1, Box 596, 115 Front St., 
Inc., Phi Dallas 8, Texas San Francisco, Calif.. 
rt Please address all inquiries to Buffalo 
sota Mini 

tzel . . 

1 Pree A few territories are still open for 
 E. Wate SIKES DEALERSHIPS 
. LaGasse 
Dixon Cr 


er, 


"THY 14S COMPANY, INC. 20 CHURCHILL ST., BUFFALO 7, N. 


| 





! An tmportant Milestone’ 4 our 
| BUSINESS CAREER! | 














Louis T. Koerner, President 
Leo C. Jahn, Vice-President 
Allen Joseph, Director 
Alva Elliott, Director 
Arthur A. Barth, Secretary 





August F. Koerner, Treasurer 


Jasper Chair 


JASPER, INDIANA 












REPRESENTATIVES: James S. Fowls, (Southern) S. gto egy ahaa 
: 327 S t Drive, North 511 Orpheum g- 
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Ol BACK REST 
BRINGS NEW CHAIR COMFORT 


lo Hew Line of Office 


Posture Chairs 








Seats and Backs of upholstered chairs 
“Nu-Kraft” topped with Foam Rubber 








AN OUTSTANDING SUCCESS! 


We're tremendously gratified with the enthus- 
iastic response accorded the new BACK REST 
incorporated in our new line of posture chairs 
presented for the first time at the N. S. A. 
Convention—Chicago. Plan NOW to boost 
your chair sales volume with the sales pro- 
ducing ideas furnished by the Jasper Chair 
Co. More seating comfort for the office 


ie gs worker means more chair profit for YOU. 
id 
asper air 
JASPER, INDIANA 
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liams, Stationers Guild of America, who had been in- 
jured in an automobile accident, was back on the job. 

Ralph Henriques, Bates Manufacturing Company, 
another member who had been injured in an automo- 
bile accident, was declared to be on the road to re- 
covery. In conclusion, he thanked the outing com- 
mittee—Chairman Stanley M. Woodruff, Weis Manu- 
facturing Company; George Harscheid, National Blank 
Book Company; and Bart J. McCloskey, Eversharp Inc. 
for doing a fine job. 

Reading, Pa., Invites Next Session 

Larry Herr, L. B. Herr & Son, Lancaster, Pa., presi- 
dent of Philadelphia Stationers Association, expressed 
his appreciation to the Penn-Mar-Va Travelers Club 
for their fine choice of location for the outing. He 
then introduced William G. Hintz, William G. Hintz 
Inc., Reading, Pa., and Charles A. Newcomet, C. F. 
Heller Bindery, Reading, Pa. Mr. Newcomet extended 
a cordial invitation to the Philadelphia Stationers As- 
sociation to hold their next meeting in Reading. It 
was put to a vote and unanimously passed to hold 
their next meeting there on October 16. He then in- 
troduced William Wustner, nephew of George Wust- 
ner, William F. Murphy’s Sons Co., Philadelphia, and 
expressed his regrets that Joseph C. Runnels, Com- 
mercial Office Furniture Company, Washington, D. C., 
governor of NSA. Third Regional District, was unable 
to attend the outing. 

In golf, the kicker’s handicap were won by Jack 
Palmer, Palmer, Trout & Company, Trenton, N. J., with 
a score of 73. Runner-up was Ben Wachtel, Parker 
Pen Company, with a score of 78. Prizes were awarded 
by Bart J. McCloskey, Eversharp, Inc. 

The balance of the evening was spent indulging in 
good-fellowship and congenial pastimes. 
em 


GOLF WIND-UP HELD BY TORONTO GROUP 


The Toronto, Canada, Stationers closed their regular 
season of golf on Friday, August 22, at Cedar Brae 
Club. 

It was an ideal day, attracting one of the best turn- 
outs in many years—59 golfers. Keen competition was 
shown for the various trophies and prizes. 

Gage Love, of W. J. Gage & Company, Ltd., took the 
low gross and Preston Cup, presented by Jeff Preston 
of Stratford. His score was 84. Gordon Grant of 
Wilson Munroe, Ltd., snatched the low net and cup 
presented by J. S. Luckett. The Walker Shield for 
low gross (handicap 24 and over) was won by Ron 
Logan of Barber Ellis Company, Ltd. Mr. Easton 
presented the shield. 

An item of unusual interest at this tournament was 
the presentation of an oil painting by Norman 
Kelcey of LePage’s, who handled the affair. All of the 
proceeds were donated to the “Food For British Sta- 
tioners Fund.” Jack Binkley of Carroll’s Canadian 
Metals, Ltd., reeeived the painting. 

a ee 


COLUMBIA RIBBON & CARBON HOLDS OUTING 


Columbia Ribbon & Carbon Manufacturing Com- 
pany, Inc., Glen Cove, N. Y., held its annual outing for 
employees on August 28 at Reinhard’s Park in Bay- 
ville, N. Y. The plant closed at 1 p.m. and the fes- 
tivities commenced at 3 p.m. when employees indulged 
in swimming, boating, softball, horseshoe pitching and 
ecards, with prizes later being awarded to the various 
winners. Members of Columbia’s New York City office 
staff were present. 

Dinner was served in the evening and service awards 
were presented to employees. Mrs. Sophie Sweet of 
the Minneapolis branch office received a wrist watch, 
token of Columbia’s appreciation for her 25 years as 
an employee. Service pins were awarded to four for 
20 years of service, to three for 15 years of service, to 
12 for ten years of service and to 33 for five years of 
service. 

Dancing after dinner topped off the enjoyable out- 


ing. 
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G-F OFFICIAL IS HOST FOR 160 

W. H. Foster, chairman of the board of The General 
Fireproofing Company, was host September 5 to 160 
guests at his twenty-third annual steak fry and corn 
roast. Most of the dinner came from his farm on 
Warner Road, near Youngstown, Ohio, where the party 
was held. Foster celebrated his eighty-first birthday — 
on October 4. The steak fry was held to commemorate ~ 
the event. The cooks were Walter Bender, Jack 
Huestis, Leon McCarthy, and Hal Suender. Guests 
arrived from Chicago, New York, Pittsburgh, and the 
Youngstown district —AK. 









































































ST. LOUIS STATIONERS GO INFORMAL 
Presenting pictures of St. Louis stationers (top and center 
rows) at play during the stag picnic of the Stationers Asso- 
ciation of Greater St. Louis held at Wabash Club, near St. 
Louis, on July 28. Pictures in bottom row were snapped at 
the Lake Lotawana home of Roy S. Moreland near Kansas 
City, where Leonard B. Wilcox and several friends were en- | 
tertained on Sunday, July 20. 

1. George Beiter, manager of 9th St. Store of Comfort 
Printing & Stationery Co. plays “hide the bottle.” 

2. L. Walter Kuedy of S. G. Adams Co. and Alex J]. 
Bartens of Shallcross Printing & Stationery Co. 

3. A ringer is tossed by Walter Ruedy, S. G. Adams Co. 

4. Alex J. Bartens again. He tries for a homer. 

5. Hugh Alexander, Skinner & Kennedy Stationery Co. 
rushes for a cold coke. 

6. Bev Cherrington, new East St. Louis, Ill., stationer, for- 
merly with Comfort Printing & Stationery Co. In background 
are Morrie Mann, Sanford Ink Co., and Billiee Schmiederer, 
Buxton & Skinner Ptg. & Staty. Co. 

7. Leonard B. Wilcox, Roberts Printing & Stationery Cow 
Hutchinson, Kans. At right is Roy D. Moreland, Schoole 
Printing & Stationery Co. 

8. Sue Crouch, twin daughter of Mrs. Roy D. Moreland 

9. Lou Crouch, Sue’s twin. 

nasal rca 

NEW YORK STATIONERS CONTINUE GOLFING 

The Stationers Golf Association of New York staged 
the tenth tournament of the season at Tamara 
Country Club, Greenwich, Conn., on September 9 with 
Walker G. Hall, W. A. Sheaffer Pen Company, as hos 

In the previous tournament, held at Forest Hill Fiel@ 
Club, 29 members and five guests played. J. Schlangel 
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SPEBD-O-PRINT. Pnson 


Aiea’ oLeading Scopes an Sael i ots 


TILTED — 
SC MORIZONTAL 














~ | tee = 
wuetvmen | — SPEED-0-SCOPE 


Four adjustable legs tilt scope 
in every desirable position. 











$2050 UPRIGHT—4 LEGS 
SPEED-0-CABINET | ager 
Two 12 inch pull-out leaves gives a 50 ~—-FLAT—NO LEGS 





inch working surface to accommodate 
duplicator, impression paper and 
finisned copies. 





49450 E 
ECONOMY SPEED-0-SCOPE 


One-piece bakelite chassis prevents warping 


$9950 
STEEL STENCIL FILE CABINET 


or misalignment. Keeps stencils fresh and ready for reruns. 


Prices Slightly Higher West Of The Rockies 


SPEED-0-PRINT CORPORATION + 161 £. GRAND AVE. » CHICAGO i, ILLINOIS 


Sac aves aN Malaga) as 


























and W. G. Hall with 69 net led the Class A competition 
and L. McReady with 74 net was low in Class B. 

Mr. Schlanger leads the point standing for the sea- 
son in Class A and E. MacIntyre is the leader in 
Class B. 

Forthcoming tournaments include the play Septem- 
ber 25 at Hempstead Golf Club and on October 9 at 
Hackensack Golf Club. 
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OED CLUB ELECTS SCHWANDER PRESIDENT 

The New York Office Equipment Dinner Club in an 
annual meeting attended by more than 75 members 
at the Advertising Club, New York City, on Tuesday 
evening, September 9, unanimously elected Jack 
Schwander, Desks Inc., as president. 

President Seymour L. Nathan, Charles S. Nathan, 
Inc., New York, N. Y., extended greetings and then 
called for committee reports. 

Bernard H. Nemlich, Regan Furniture Corp., New 
York, N. Y., chairman of the golf tournament com- 
mittee, the first to respond, declared that the four golf 
outings held during the summer were a huge success, 
attendance was good, competition was keen, and 
everyone had an enjoyable time. H. A. Clementsen, 
Office Furniture Warehouse Company, official club 
photographer, presented members with some excellent 
photos taken at the golf outings. Guy Rentsler, Rem- 
ington Rand Inc., chairman of the membership com- 
mittee, announced one new member—the National 
Cabinet Company—making a total membership of 130 
and three new applications, Joseph Ginsberg & Com- 
pany, Chicago, ]l.; Rod Weinant, Blanchard Bros. & 
Lane, and Peter Bordsdorf, Bordsdorf & Company. 
Treasurer James M. Glen, Manhattan Desk Co., an- 
nounced that the treasury was in fine shape with a 
good healthy balance on the books. 

President Nathan then announced that all arrange- 





ments have been made for the two-day convention to 
be held at the Waldorf-Astoria Hotel, New York, N. Y., 
on October 27 and 28. He thanked Bernard H. Nem- 
lich and Mrs. M. Zich on behalf of the club for the fine 
job they did in making all arrangements for 27 ex- 
hibitors to show their products and the speed with 
which all available space was sold. He went on to give 
his listeners a brief outline of the program as follows: 
Exhibits will be open at 9:00 a.m. on October 27, the 
first day; a luncheon will follow in the Wedgewood 
room at noon, and the first session will be held in the 
afternoon, followed by a grand banquet in the evening 
on the Starlight roof. The second day, October 28, will 
be divided into two sessions, morning and afternoon. 
He added that many interesting and instructive top- 
ics would be discussed by excellent speakers. 


A proposal was made by Moe Turman, Metwood Of- 
fice Equipment Corporation, New York, N. Y., and pre- 
sented by Seymour Nathan in his absence, that what- 
ever profits were made from the convention would be 
used to establish a short term schooling course for the 
education of employees of dealer members of the club. 
The plan as outlined would be to give a 10 or 12 weeks’ 
intensive course in the form of a series of lectures on 
all phases of the business. His suggestion was that the 
lectures be held in members’ establishments, thereby 
placing the students in familiar surroundings and giv- 
ing actual demonstrations in all departments of the 
business. 

The next order of business was the recommendation 
of the nominating committee. Chairman Bernard H. 
Nemlich then placed in nomination the following can- 
didates for office: president, Jack Schwander, Desks, 
Inc., New York, N. Y.; first vice-president, Guy Rents- 
ler, Remington Rand Inc.; second vice-president, 
Claud Allen, The Globe-Wernicke Co.; recording sec- 
retary, Seymour L. Nathan, Charles S. Nathan Inc., 








1. H. H. Cowie. Gordon Vars, Ray Scott and Rus Wheeler, all Curtis, 
1000, Inc., St. Paul, Minn. 

2. John Sunberg, (Son) and Al Sunberg, (Dad) A & E Supply Co., 
Duluth, Minn.; Oscar Anderson, Poucher Litho. Co., Minneapolis, 
Minn. 

3. Art Phister and Al Nordstrom, both Smead Mig. Co.; Merrill Hasty. 
Sengbusch Self-Closing Inkstand Co.; Arnold Berglund, Joseph 
Dixon Crucible Co. 

4. Ed Erickson, Hibbing Office Supply Co., Hibbing, Minn.; Floyd 
Kongsvick, Curtis 1 Inc., St. Paul, Minn.; Jack Guntrum, manu- 
facturers’ representative. 

5. Whit Curley, Ray Fagen, Jack Young and Greg Cronin, all Min- 
nesota Mining & Mig. Co. 

6. Bob Valleau, manufacturers’ representative; Howard Long, Ehr- 
lich & Co., St. Paul, Minn.; Ivan Cornelius, Northern States En- 
velope Co.; Tom Valleau, Gokey’s ey Goods. 

7. Carl Skog, Minnesota Minin & Mic GC Earl Holmgren, Golden 
Rule Dept. —— George RA and azotd Grath, both Minne- 
sota Mining & Mig. Co. 

8. Don Whitcomb, Paper Supply Co.; Minneapolis, Minn.; Gordon 


(Story appears in NSA District No. 7 News Notes) 
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NORTHWEST TRAVELERS GOLF TOURNAMENT HELD AT 







SOUTHVIEW COUNTRY CLUB, SOUTH ST. PAUL, MINN. 


Malsed, Lily-Tulip Co. 

9. Tom Erickson, Bertelson Bros., Minneapolis, Minn.; Howard Schaub. 
Schaub Office Supply. 

10. Vern McCann, W. A. Sheaffer Pen Co.; Ken Chase, Dennison Mig. 
Co.; Julius Brunner, Farnham Stationery & School Supply Co. 
Minneapolis, Minn.; Wally Hubbs, Thomas & Grayston, Henry & 
Johnson, Farnham’‘s Stationery & School Supply Co.; Earl Vanda & 
Thomas & Grayston. 

11. Ken Chase, Dennison Mig. Co.; Roy Clarke, F. S. Webster Co. & 

12. Del Deming, Harve a and Vic .= all Farnham’s Stationery ©: 
& School Supply Co inneapolis, Minn. x 

13. Ed Steivers, Sanford Ink Co.; Matt Dillon, Associated Stationers =:: 
Supply Co. x 

14. Stan Griebel, Yawman and Erbe Mig. Co.; Ralph Maneval, A. W: &:: 
Faber, Inc.; Frank Dandrow, Leslie Schuldt Co., St. Paul, Minn. §:: 

15. Ed Hansen, Miller-Davis Co., Minneapolis; Art Grayston, Thomas =. 
& Grayston; Bob Davies, Miller- Davis Co.; Matt Dillon, Associated : 
Stationers Supply Co. = 

16. Bob Roberts, St. "pout Office Equipment Co., St. Paul Minn. 

17. Ed Friedmann, LePage’s, Inc. 
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RICH REWARDS 


for those dealers who ask their 
customers this question 


and then follow through as shown on the next 3 pages r. 
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The most important part of a Guide 


Post is the Guide Board 





but a Guide Board is useless if it is . . 


























shabby and soiled cracked and broken 





IF the most important part of a 


Guide Post is its Guide Board, 
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that has protected tabs. . 


CELL-U-SEAL Indexes last 


longer than ordinary kinds 


and NO WONDER . 


CELL-U-SEAL is an exclusive 
method developed by #2 for 
treating the upper portion of 
printed guides to give them 
strength and toughness. The 
process causes penetration of 
cellulose right into the stock, 
sealing top and end edges as 
well. CELL-U-SEAL provides 
a glass-like appearance, but is 
pliable and will not chip or peel. 


CELL-U-SEAL Provides Protection for the 
Tab and Clear Across the Top of Guide 





Make More Money on 
Your Printed Guide Sales 


ae 
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When Your Customers want Printed 


Indexes—Recommend CELL-U-SEAL 


Whether the order is for Card Size or 
Letter Size Indexes be sure that you rec- 
ommend CELL-U-SEAL. There are rich 
rewards for those dealers who go after 
this profitable business. CELL-U-SEAL 
is a natural as far as selling features go. 
Wide-a-wake dealers have been cashing 
in on this for a long time. 





Send for Samples and Prices on 
3x5, 4x6, 5x8, 6x39, 4x39 Folders 





THE WEIS MANUFACTURING COMPANY 
Vk 
MONROE, MICHIGAN 


New YorK 13: The Weis Mfg. Co., 64-56 Franklin St. CuicaGo 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper ‘Company 
Omaha 8 Oklahoma City 1 Fort Worth 1 Houston 2 
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LET OLD MAN WINTER 
FREEZE YOUR PROFITS! 


ORDER a 





BEFORE COLD WEATHER 
CURTAILS SHIPMENT 


Railroads advise that facilities for protecting shipments of writing 
fluids during freezing weather will be extremely limited 

this winter. That’s why you'll want to check your stock of SKRIP now, 
before frosty weather begins to curtail shipment to most areas. 


When strategically displayed, SKRIP, in twelve brilliant colors, 
sells on sight. And, when displayed in conjunction with 
stationery and greeting cards, SKRIP promotes companion purchases 
. increases your unit of sale. Only SKRIP 
comes in the convenient Top-Well bottle. Only SKRIP 
is completely sediment-free. Prepare now for 
the profitable SKRIP season just ahead by getting 
in your SKRIP order today. 





W. A. Sheaffer Pen Co. 
Fort Madison, lowa 


SHEAFFER'S 


Listen Every Sunday to Sheaffer's Parade with Eddy Howard—NBC 
Network: 3 P.M. E.S.T.; 2 P.M. C.T.; 1 P.M. M.T.; 12 Noon P.T, 


Listen Every Saturday to Sheaffer's Adventurers Club—CBS Network: 
11:30 A.M. E.S.T.; 10:30 A.M. C.T.; 9:30 A.M. M.T.; 8:30 A.M. P.T, 
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New York, N. Y.; social and financial secretary, Ber- 
nard H. Nemlich, Regan Furniture Corporation, New 
York, N. Y.; and treasurer, James M. Glen, Manhattan 
Desk Company, New York, N. Y. 

All were unanimously elected. 

Harvey Bright, Bright Chair Company, called for a 
rising vote of thanks for the retiring president, Sey- 
mour L. Nathan. 

George B. Wray, manufacturers’ representative, pro- 
posed a rising vote of thanks for the retiring secre- 
tary, Ben Itkin, Itkin Bros., New York, N. Y. 

Mr. Nathan before turning over the chair to his 
successor, declared that his two-year term as presi- 
dent had been a pleasant one and thanked all mem- 
bers of committees and those who have worked for the 
progress of the club, stressing their fine spirit of co- 
operation. 

Hear From President-Elect 

He then presented President-Elect Jack Schwander, 
who expressed the hope that he would do as good a 
job as his predecessor in upholding the traditions of 
the club. Declaring that he felt sure that the splendid 
spirit of harmony and co-operation would continue to 
prevail, he asked that all present committees remain 
in office. 

Ben Itkin expressed his thanks and appreciation for 
the privilége of serving as secretary, and declared his 
job has been a pleasant one, and he has made a host 


of friends during that time. 
2 9 


CHICAGO OFFICE FURNITURE MEN PLAY GOLF 

At the call of Earl Hanson, Spak & Natovich, chair- 
man of the golf tournament committee of the Chicago 
Office Furniture Association, 33 men arrived at the 
Glencoe course on Saturday morning, September 6. 
Despite perfect golf weather, the scores were on the 
average considerably higher than the temperature. 
Enthusiasm made up for lack of skill, however, so that 
when the crowd assembled for dinner at 6 o’clock in 
the evening, everyone was satisfied that the second 
tournament of the association was a success. 

Harry Hofherr, Kendrick Furniture Company, func- 
tioned as master of ceremonies. He awarded the first 
low gross prize to Al Okerberg, Corry-Jamestown Mfg. 
Corporation, who turned in a score of 84. Second and 
third low gross honors were taken by Joe Pritchard, 
Wells Office Furniture Company and Garrett Jansen, 
Cardinell Sales, Inc., respectively. 

The low net winner was Bill Wolff, Chicago Office 
Furniture Company, whose gross of 114 was consider- 
ably reduced by a Peoria System handicap of 58. 
Other low net winners in order of position were as 
follows: Tom Stapleton, Kendrick Furniture Company; 
Leo Berz, Spak & Natovitch, Harry Hoffherr, Kendrick 
Furniture Company; Carl Bonome, Kendrick Furniture 
Company; and Milt Skala, Spak & Natovitch. 

As the dinner was started shortly after six o’clock, 
all prizes were awarded before eight, permitting play- 
ers to take care of other engagements for the evening. 





CHICAGO OFFICE FURNITURE GROUP GOLFS AT GLENCOE G. C. 


1. Earl Hanson, Spak & Natovitch, chairman of the tournament com- 
mittee. Nope. Earl isn’t giving lessons. 

2. Harry Hofherr and Bob Hofherr, both Kendrick Furniture Co. 

3. Prize winners—Al Okerberg. Corry-Jamestown Mfg. Corp. and 
Bill Wolff, Chicago Office Furniture Co. 

4. Joe Pritchard. Wells a Furniture Co.; John Smythe, “Geyer’s 
Topics,” New York. N 

5. a sede Business Equipment Co.; E. W. Anderson 
and J. Riley. both Anderson, Riley and Sava. 
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6. Marty Hilmer, Weber, Hilmer and Johnson; Ed Riley, Spitzer's 
Office Furniture House; S. Kirk, Super Motor Service; L. Rosenbaum, 
Kuppenheimer & Co.; V. Scheuneman, Chicago Office Furniture Co. 

7. Milt Skala, George Weslow, Tom Poro and Leo Berz, all Spak & 
Natovitch. 

8. Earl Hanson, Spak & Natovitch: Roy Edgran and Al Okerberg. 
both Corry-Jamestown Mfg. Corp.: Morrie Revzen, Revzen Office 
Furniture. 

9. C. J. Weiners, Jack Geiser and Chick Miller, all Geiser Office 
Furniture Co.; Charles Kramer, guest. 
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“Now YOU can have famous 
quality carbon with 


~ YOUR OWN IMPRINT 





<s 









Here is a rare opportunity 





oa for the Stationer who wants to maintain 
Jones Srationet 


oO 
101 HIS OWN IDENTITY 


Springfie : 


You are a Stationer of rugged individuality. 
You like to keep your own identity. 


Here is a chance to satisfy that desire — at the same time 
building up a profitable repeat business with a carbon 
paper of foremost character. 


For an order of as little as just 100 boxes in any one grade 
and weight, we will imprint your name — your trademark 
— your address on the back of each sheet of carbon. 


100 sheets in each box — 100 boxes — 10,000 Salesmen 
working for you day by day, reminding your customers to - 
order every kind of stationery from your company! 


Good deal? Gracious, you 
can’t beat it! Write or 
wire for full details. 


HE KEY MEN OF AMERICA 
. . Manufacturers with the 
Healers’ viewpoint. 
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How Coftone Was Developed 
by Faber Birren & Co. 


Faber Birren, recognized expert on color devel- 
opment, explains: 
“The basic principle underlying brightness 
engineering is that a human being sees best 
and visual fatigue is at a minimum when the 
entire field of view is of approximately the same 
luminosity as that to which the center of the eye 
is adapted. This means that all factors such as 
walls, ceilings, floors, equipment which comprise 
an office, should be handled as uniformly in 
brightness as possible. Light 
desk and chair finishes are 
needed in view of higher 
levels of illumination, the use 
of brighter wall and ceiling 
colors, lighter floors—and the 
almost universal employment of 
white paper stocks in office work. 
The one perfect finish avoids 
either extreme depth of tone 
or brightness, with a soft color 
effecting the best compromise. 


* * * 





“SOFTONE averages all requirements—and is con- 
servatively right for manufacturer, dealer, and user 
alike. It is endowed with advantages of good visibility 

. and at the same time is a 
pleasing tone carefully designed to 
fit in with modern office decora- 
tion. In human vision, the so-called 
values of color follow a logarithmic 
progression from 0 to 100. A tone 
which reflects about 20 per cent of 
light will appear to be about half- 
way in brightness between the ex- 
tremes of dark and light. It will 
cushion the shock brought about ° 
by visual exposure to extremely dark areas. It will 
coordinate and integrate the color treatment of an entire 
interior. IT WILL CONTRIBUTE SUBSTANTIALLY 
TO THE REQUIREMENTS OF BRIGHTNESS ENGI. 
NEERING . . . AND OFFER ADVANTAGES NOT 
FOUND TODAY IN THE FINISH OF OTHER DESKS 
AND CHAIRS.” 

* * * 


The “OFFICE FURNITURE MERCHANDISER” 
... W.O.F.I.’s recently completed manual on retail 


. ; : merchandising is now available. It is an authorita- 
Mr. Birren’s recommendations were made after months of 


scientific research sponsored by the Institute. W.O.F.I. then tative loose-leaf book with comprehensive sales 


commissioned Mr. H. J. Linderman, well- training guides. Offered to dealers at less than 
known finish consultant, to produce the publication cost, price is only $13.50. Address 


exact color needed. SOFTONE, an artis- 

tic as well as scientific accomplishment, 

blends beautifully with offices decorated in 
functional or modern style. Its soft warm 
neutral tones meet the needs of tasteful 
interior decoration and “color conditioning.” 
Being related to natural 
wood tones it also glori- 
fies the beauty of wood. 
It is the one best tone yet worked out for 
good visibility without sacrifice of handsome 
appearance. SOFTONE has been adopted 
by members of the Institute as standard for 
modern desks and chairs in oak. 


Dept. 18, Wood Furniture 
Institute, American Security 


Building, Washington 5, D.C. 
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SCIENTIFIC COLOR FINISH 
FOR WOOD OFFICE FURNITURE 





Helps You Help Your Customers Promote Greater 


Office Comfort —Reduce Eye Strain 


R” 
ail 
7" SOFTONE puts finish at the beginning of better Why Color Tone Is Important in Office Equipment 
bat working conditions in offices. It relieves one of the Analyses by GE and other lighting engineers indi- 
iad common causes of complaint: eye-fatigue. It enables cate that color in office equipment plays an im- 
you to make a genuine contribution to greater portant part in eye comfort. The ideal is a field of 
ess : é j . , ‘ 
efficiency in the offices of your customers. uniform brightness. Dark areas in a light environ- 
ure ; 
m : ; ‘ ae ment cause visual shock. Constant adjustment of 
‘ity The Wood Office Furniture Institute commissioned Ringe ‘ lake * jamie J h 
2 ee ’ pupils to changing light intensity causes muc 
a. FABER BIRREN & COMPANY, outstanding color sian A mete 
a unnecessary fatigue. Pupils contract when you look 
authorities, to develop the correct color tone for : ; ’ 
: ; Me sa at a piece of white paper—and expand when your 
office furniture. SOFTONE is the result. . 
gaze shifts‘to a dark desk top. 
, : . A white desk top wouldn’t solve the problem. Aside 
Wood Office Furniture Institute {20m the difficulty in keeping too light a color 
AMERICA’S PROGRESSIVE MANUFACTURERS OF COMMERCIAL clean, you still must look at other dark objects in 
DESKS AND CHAIRS . . . FOSTERING PRODUCT RESEARCH, the average room. A shade neither too light nor 
FURNISHING INFORMATION AND ASSISTANCE FOR DEALER * Pe E : 
MERCHANDISING AND ADVERTISING. too dark is needed to minimize eyestrain. 
-# 
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First row—H. E. Fansler, Chattanooga, Tenn.; E. L. Lee, 
Jacksonville, Fla; J. O. North, Atlanta, Ga.; Clifford Rousey. 
Houston, Tex.; L. C. Bucmaster, Sacramento, Calif.; A. A. 
Bedrosian, San Francisco, Calif.; C. A. Wagoner, Phila- 
delphia, Pa.; C. R. Eggers, Washington, D. C.; H. A. Hicks. 
Remington Rand vice-president and general manager: F. J. 
Ahern, New York City: J. J. McDonough, Boston, Mass.; R. M. 
Dunn, T. J. Ladden and N. P. Dunn, New York City. 
Second row—M. M. Harris, New York; W. S. Buchanan, Nash- 


REM-RAND SALES LEADERS HOLD SESSION 


Remington Rand Inc., ABC Machines Division, ten- 
dered a luncheon on August 24 for its national sales 
leaders at the Gramercy Park Hotel in New York City. 
The luncheon was the opening gun of a week-long 
national sales leaders’ outing, which also included a 
sightseeing tour of New York, a testimonial dinner at 
the famed Diamond Horseshoe and a six-day sojourn 
at the Balsams, well-known New England resort. 

In welcoming the group, William A. Rhodes, general 
sales manager, announced their appointments to the 
Quota and Ace Clubs, honorary sales leadership or- 
ganizations for branch managers and sales represen- 
tatives respectively. 

“Your work in the past year,” said Mr. Rhodes, “re- 
flects a high degree of initiative and sales acumen, 
and is characteristic of the type of co-operation which 
has kept Remington Rand in the forefront of the busi- 
ness machines industry. It is a distinct pleasure to 
welcome you to the national sales leaders’ outing and 
to the ranks of the Quota and Ace Clubs.” 

H. A. Hicks, vice-president and general manager of 
ABC Machines Division, congratulated the national 
sales leaders and spoke briefly about the important 
liaison relationship between Remington Rand repre- 
sentatives and American business. 

“There is no job in modern business more impor- 
tant than that of sales representatives,” said Mr. 
Hicks. “You men are the direct link between producer 
and consumer; you must be analysts, consultants, 
technical experts and practical psychologists, all 
rolled into one. 

“Once again, you have demonstrated the initiative, 
judgment and technical ability which cannot fail to 
maintain Remington Rand’s place as ‘right arm’ in 
efficient business administration. We are proud to 
herald the excellent job you have done.” 

Se 
CHICAGO FURNITURE GROUP OPENS FALL SEASON 


The opening meeting of the fall and winter dinner 
meeting season of the Office Furniture Dealers Asso- 
ciation of Chicago was held in the Mural Room of the 
Bismarck Hotel on September 8, with 43 members 
present. 

President Hy Natovich, Spak & Natovich, opened the 
after-dinner meeting with a few remarks on the con- 
duct of future meetings, his brief talk being followed 
by the reading of the minutes and the treasurer’s re- 
port. Activity Secretary Charles B. Goodman, S. Stein 
& Company, outlined a series of programs covering 
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NATIONAL SALES LEADERS OF REMINGTON RAND, INC., IN NEW YORK MEETING 


ville, Tenn.; M. Benarcik, New York; J. H. Basford, Austin, 
Tex.; S. S. Smith, New York; R. P. Mason, Denver, Colo.; 
C. L. Deadwyler, Atlanta, Ga.; W. E. Dierksen, San Francisco, 
Calif.: H. Sherer, Washington; A. J. Kingston, New York; 
M. R. Parks, Dallas, Tex.; A. L. Bateman, New York. Third 
row—W. A. Rhodes, general sales manager; J. M. Rugman, 
Greensboro, N. C.; G. Z. Bledsoe, Washington; L. Borinsky, 
Baltimore; R. E. Howard, Salt Lake City; S. P. Allee, Tulsa; 
J. E. Johnson, Miami; R. J. Lord, Houston; C. D. Cox, Omaha, 
Nebr.; R. Irlacker, New York; and J. O. Hassell, Jackson, Miss. 


local problems and educational phases of the industry 
to be presented at future meetings during the winter. 

Following a brief report by Earl Hanson, chairman 
of golf tournament held at Glencoe Golf Club on Sep- 
tember 6, Moe Turman, Metwood Office Equipment 
Corporation, New York, was presented and delivered 
an enthusiastic address on his favorite subject, “The 
Value of Associations in Business.” Following this dis- 
cussion he outlined the plans set up for the National 
Office Furniture Convention to be held at the Waldorf- 
Astoria, New York City, October 27 and 28. The show, 
he stated, will far outstrip that of last year, and will 
have an attendance of more than 600. Highlights of 
the convention will be the presentation of three busi- 
ness sessions covering such important phases of oper- 
ation as salesmanship, credits, store decoration and 
displays. One of the featured speakers will be the 
Reverend Norman Vincent Peale, New York City, who 
was secured again this year by popular demand. 
Twenty-seven manufacturers, stated Mr. Turman, will 
exhibit their newest offerings at the October show. All 
Chicago dealers planning to attend were urged to send 
their requests for room reservations to Mr. Goodman 
or to Mr. Turman without delay. 

en “re 


C.0.M.D.A. OPENS FALL MEETING SEASON 


The opening fall meeting of the Chicago Office Ma- 
chine Dealers Association was held at the Maryland 
Hotel on Tuesday, September 9 at 6:30 p.m., with 40 in 
attendance. 

Following an excellent dinner, two interesting talks 
were given by guest speakers. The first of these, by 
C. C. Eagle, Ohio Finance Company, Chicago, empha- 
sized the benefits of installment buying and outlined 
some of the practices followed by his company in 
financing typewriter sales in the Chicago area. The 
second talk of the evening was given by E. F. Jablon- 
ski, of the Hunter Laboratories, Chicago. Mr. Jablon- 
ski told of the technical problems associated with the 
use of baths and detergents in typewriter overhauling, 
and touched on the relation of the use of these chem- 
icals to the health of the employees using them. 

Due to the press of business, Burns Marvil, Ames 
Supply Company, announced his resignation as treas- 
urer. Russ Brown, Russ Brown Typewriter Service, 
Evanston, was appointed to complete Mr. Marvil’s un- 
expired term. 

Considerable time was spent in listening to first- 
hand reports by members who attended the NOMDA 
(Turn to page 122, please) 
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NAME HARRIS VICE-PRESIDENT OF HORDER’S 

H. G. Horder, president of Horder’s, Inc., Chicago, 
announced after the recent directors’ meeting that 
C. W. Harris was elected executive vice-president of 
the company. Mr. Harris recently resigned as execu- 
tive vice-president of Butler Brothers. Prior to his 














Cc. W. HARRIS 
joining Butler Brothers five years ago, he held the 
position of vice-president of Montgomery Ward & 
Company, with whom he had been associated since 
graduating from the University of Minnesota. 

Mr. Harris received the highest civilian decoration 
in recognition of his services for about two years as 
Deputy Director of Medical Supply for the Surgeon 
General of the Army, which duties included the in- 
spection of numerous stations in the Pacific area. 

The program of Horder’s, Inc., calls for further de- 
velopment as the supply and demand of merchandise 
come into better balance. The election of Mr. Harris 
will further this expansion at an accelerated rate, it 
is stated by the company. 

= en ee eee 


PITNEY-BOWES, INC., MAKES APPOINTMENTS 


Pitney-Bowes, Inc., Stamford, Conn., manufacturer 
of postage meters and mailing machines, recently an- 
nounced a number of appointments, as follows: 

Roger Sherman has been named manager of the 
Seattle, Wash., branch sales and service office to suc- 
ceed I. W. Kessler, who becomes resident sales repre- 
sentative in San Diego, Calif., for the company’s Los 
Angeles, Calif., branch. 

E. Drackett McCurdy has been named manager of 
the Louisville, Ky., branch office to succeed J. C. 
Cheney, who becomes manager of the Milwaukee 
branch. 

Cyril S. Berger was appointed manager of the Phila- 
delphia, Pa., branch, succeeding L. C. Pyle, who will 
manage the Washington, D. C., branch. At Washing- 
ton, Mr. Pyle succeeds W. J. Campbell, who becomes a 
special assistant to the New York City branch 


manager. 
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ROYAL TYPEWRITER EXPANDS OFFICES 


The Royal Typewriter Company expanded its central 
executive offices at 2 Park Ave., New York, N. Y., on 
September 1, with the leasing of an additional 20,000 
square feet of floor space within the building, it was 
announced recently by Maxwell V. Miller, president. 

Royal, which formerly occupied the entire tenth floor 
and one-half of the seventh floor of the 2 Park Ave. 
Building, will now use the entire seventh and tenth 
floors, representing 80,000 square feet. 

This additional space has enabled Royal to make 
allowance for enlarged and improved executive offices 
and the relocation of many departments to increase 
the efficiency of operation. 

Also considerable space has been allocated to ease 
the congested storage and shipping facilities at Royal’s 
Hartford, Conn., factory, brought about when a back- 
log of demand was built up during wartime non-pro- 
duction. 

Now more adequate shipping facilities will mean 
improved distribution of Royal Typewriters both within 


this country and abroad, it is claimed. 
———— 62 


ROYAL METAL APPOINTS ALFRED SIEGEL 
Royal Metal Manufacturing Company, Chicago, re- 
cently announced the appointment of Alfred E. Siegel, 
formerly associated with a Chicago agency, as adver- 
tising manager for all divisions of the company. Plans 
are being made for a forthcoming campaign for fall 























ALFRED E. SIEGEL 


and continuing into 1948 in conjunction with Kuttner 
& Kuttner, Inc., newly appointed as Royal Metal’s 
advertising agency. 

Headlined “Invitation to Speak,” the advertising 
campaign will be the largest in the history of the 
company. The entire space will be devoted to mes- 
sages from outstanding executives, national leaders, 
educators, and humanitarians on pertinent issues and 
questions of the day. Implementing the series will be 
a consistent schedule in the various trade and pro- 
fessional journals. 
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THE NEW NATIONAL 
PRESS-TO-LOCK TRANSFER BINDER 


provides a new kind of low-cost transfer filing. Loose leaf 
records of all kinds are easily transferred to these sturdy 
utility covers and automatically locked in by finger pressure 
alone. 
And they can either be locked for permanent storage or locked 
for temporary filing to be opened only with a master key. An 
entirely new 2-in-1 convenience! More and more 
And a wide variety of sizes for every type of record! 
oose-leaf records 


Here’s something NEW to sell . . . with a big everywhere are on “EYE-EASE” 
market. See our new catalog, page 46-A, for full 

details and prices. Write for your supply of circu- paper 

» calesdiedorhtes exclusively 


NATIONAL! 
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VICTOR SAFE APPOINTS ROY C. SKIBBE 


The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., recently announced that Roy C. 
Skibbe has been appointed district sales manager for 
Wisconsin and Illinois. 

Mr. Skibbe comes to Victor after having managed 
the systems-methods division of Horder’s, Inc., Chi- 
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ROY C. SKIBBE 


cago, for the past three years and the combined sys- 
tems-furniture sales division for the past 18 months. 
He is declared to be familiar with Victor products and 
their application and with the problems of the dealer 
through his retail experience. 

The new district sales manager is a veteran of 
World War II, having served in the Army Air Forces. 
He is a graduate of Shattuck Military School and at- 
tended Carleton College and Northwestern University. 
He resides with his wife and two children at Pala- 
tine, Il. 


‘nteanersheellitiailty 
WABASH FILING SUPPLIES RAISES PRICES 


A price increase of five per cent was announced 
for Wabash Filing Supplies, Inc., Wabash, Ind., by 
Edward L. Little, sales manager, the raise becoming 
effective on September 15. “This make a total increase 
of only 20 per cent since the issuing of our list in 
1945,” declares Mr. Little in his statement to Wabash 
dealers. A numerical price list giving the selling price 
for all items in the catalog will soon be issued. 


OLD TOWN APPOINTS NORVELLE W. SHARPE 


The appointment of Norvelle W. Sharpe of Sharpe 
Ranch, Albuquerque, N. M., as southwestern sales man- 
ager was recently announced by Old Town Ribbon & 
Carbon Company, Inc., Brooklyn, N. Y. 

Mr. Sharpe, formerly a captain in the U. S. Navy, 
is familiar with duplicating machines of all types as 
well as supplies and is a skilled technician in systems 
and printed dupicating forms, according to the com- 
pany which he represents. 

Distributors of Arizona, Colorado, New Mexico, Okla- 
homa, Utah and western Texas will be served by 
Mr. Sharpe. 


TAIT’S OBSERVES TWENTY-FIFTH YEAR 

Tait’s, “Better Home and Office Furnishing Store,” 
Oil City, Pa., observed its twenty-fifth anniversary 
in September. 

In 1921, this company was granted the privilege of 
handling the complete line of steel office equipment 
manufactured by The General Fireproofing Company, 
Youngstown, Ohio, and since September 14, 1922, has 
occupied the same location in the I.0.0.F. Temple 
on Seneca St. in Oil City. 

The territory covered comprises six counties. 

In addition to G-F products, the store features Rust 
Craft, Norcross and Gibson lines of greeting cards and 
Eaton’s stationery. Office furnishings are handled 
along with floor coverings, blinds and window shades 
for homes. 

The proprietor, Zach Tait, was for a number of 
years employed with the Veach Furniture Store of 
Oil City, New Castle, and Warren, Pa., in the capacity 
of buying, advertising and managing of sales. During 
the war, in early 1943, he was employed in the pur- 
chasing and expediting division of The General Fire- 
proofing Company and Edna L. Koch, secretary, and 
her assistants handled the store business. Besides Miss 
Koch, the salesladies are Miss Mary Gill, Mrs. Bertha 
Formanik and Miss Cynthia Tait. 

The store has had the pleasure of supplying the 
offices of the Quaker State Oil Refinery and the 
Penzoil Company, both of Oil City; the Joy Manufac- 
turing Company and the General Manifold Company, 
Franklin, Pa.; the courthouse of Clarion, Pa., and 
the high school and gas company at Warren, Pa. 





OFRCE ms 


FOR 


OFFICE LINES SHOWN AT WORLD 
INVENTORS EXPOSITION. — Attractive 
exhibit of office furniture and equipment 
lines of the General Office Furniture 
Co., 927 S. Los Angeles St., Los Angeles 
15, Calif., at recent annual World In- 
ventors Exposition held in Los Angeles. 
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ANOTHER FIRST BY MASTER - CRAFT — This good looking binder is one 
of many models in the great MASTER-CRAFT line of staple loose-leaf products and fast selling 
specialties. MASTER-CRAFT Dealers handle this line on an exclusive arrangement that protects 
them from unfair competition and gives them ALL the repeat business. We do not quote direct 
or sell direct in any dealer's territory. We do not sell to loose-leaf jobbers, or to national chains 
or mail order houses for resale. Inquire now and find out if you can qualify for the MASTER- 


CRAFT Franchise which is available in some localities. 


CW 
SILVER STRIPE 


Standard punching — can be merchan- 
dised like a post binder. 


Instant, easy sheet changes — sheet 

body may be separated at any. point, 

both sections being held in alignment 
sheet holding bars. 


‘8 
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Compact, convenfe 
protruding posts. 


Full protection — nothing t6 
scratch desk. 


Compression binding — punchings are 
never mutilated. 


ON OF THE SHAW-WALKER COMPANY 
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DALLAS FIRM APPOINTS D. N. SEDERQUIST 

W. N. Stewart, president of Stewart Office Supply 
Company, Dallas, Tex., recently announced the ap- 
pointment of David N. Sederquist, Jr., as director of 
advertising and sales promotion. 

Mr. Sederquist was graduated with high honors 
from the University of Rochester. He then joined the 
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DAVID N. SEDERQUIST, JR. 





faculty of his alma mater as instructor in economics 
and served until his entry into the armed forces as 
an AAF pilot in 1942. His separation from the service 
in November, 1945, was followed by a year and a 
half of flying as copilot for Braniff Airways. Believing, 
however, that his future lies in the business world, 
Mr. Sederquist joined the staff of Stewart’s and soon 
earned his recent promotion. 
—_—_———— oe 


NEW SPACE IS LEASED BY COLE STEEL 

The Cole Steel Equipment Company, manufacturers 
of filing equipment and steel office furniture, has 
leased the street level space, basement and mezzanine 
at 285 Madison Ave., New York 17, N. Y. The entire 
space has been air-conditioned and modernized and 
will be used as a showroom, general office and head- 
quarters for out-of-town office supply and office fur- 
niture dealers. The Cross & Brown Company nego- 
tiated the $500,000 transaction as broker. 

——= 2 

LEROY JOINS AUTOMATIC PENCIL SHARPENER 

C. S. Leroy is a recent acquisition to the sales 
staff of the Automatic Pencil Sharpener Division of 
Spengler-Loomis Manufacturing Company, Chicago. 
The territory of Illinois and Indiana will be covered 
by Mr. Leroy. 

The new sales representative was with Eversharp, 
Inc., for two years, traveling principally in Illinois. 


W. F. GUCKELBERG APPOINTED BY VICTOR 

The Victor Adding Machine Company, Chicago, re- 
cently announced the appointment in Detroit, Mich., 
of William F. Guckelberg as assistant branch manager 
to W. H. Fahrmeier, Detroit manager. 

Mr. Guckelberg was graduated from Michigan State 
College and was a captain in the Army Air Forces 
during the war. Before going with Victor he served 
as a cashier and salesman for an insurance company 
and as chief accountant for a large manufacturing 
firm. 

The new appointee joined Victor in March of this 
year. He was trained by Victor’s special school under 
the supervision of Tom Clark. 

Another development at Detroit is the addition of 
500 square feet of office space in order to provide for 
the increased business of selling and servicing Victor 
adding machines. 

ee 
JEFF PLACE NAMED FIRM VICE-PRESIDENT 

Bill Shaw, president of Bill Shaw Company, office 
outfitters and suppliers of Charlotte, N. C., recently 
announced the appointment of Jeff Place as vice- 
president and director of sales in a program of expan- 
sion of merchandising activities in North Carolina and 
South Carolina. 

In joining the Shaw organization, Mr. Place renews 
a previous connection. He left the Atlanta, Ga., di- 




















JEFF PLACE 


vision of Eberhard Faber Pencil Company in 1944 to 
work with the Shaw sales force, leaving Shaw in 1946 
to become division sales manager for the Carolinas in 
the Sherwin-Williams Company research products di- 
vision. 

As vice-president of Bill Shaw Company, Mr. Place 
is directly in charge of all sales activity and super- 
visor of personnel. 





wend 


WINDOW FEATURES WESCO PROD- 
UCTS—Wesco products manufactured 
by the Western Manufacturing Co., 
Aurora, Ill., were featured in this recent 
window display of Erlenborn’s, “The 
Modern Stationer,” an Aurora office 
equipment and stationery dealer. Erlen- 
born’s have one of the most complete 
and modern stores in the Fox River 
Valley. This window display was for 
the Aurora Mardi Gras, put on by the 
merchants of the west business district 
in celebration of the completion of an 
extensive modernization and rebuilding 
of the streets and sidewalks, including 
the new street lighting system. 
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q Built Like a 


WHERE ELSE 
Can Any Dealer Get All , 


3 Simplified Selling 
4 Extra Profits because of 


numerous exclusive items 


6 Single Source of Supply 
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—JASPER UFFILE FURNITURE LO.— 


JASPER, INDIANA 
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is on its way ! 


REPRESENTATIVES 


mus James H. Davison, Route 1, Box 120, 
Los Gatos, Cal. * Marion V. Follin, 220 
Fairbanks Road, Riverside, Ill. * George 
B. Wray, 130 W. 42nd St., Room 819, 
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New York * Howard Maley, 115 Tarbell 
Ave., Bedford, Ohio *« L. H. McDaniel, 
1414 West Tucker St., Ft. Worth, Tex. 
¢ Charles L. Pettibone, Bedford, Ohio °¢ 
Ralph A. Bender, 813 Bona Allen Bldg., 
Atlanta, Ga. 
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at last ! 
a new kind of Commercial desk 





SOFTONE Finish 

A COMPLETELY NEW COLOR FOR 

' A COMPLETELY NEW DESK! 
Hundreds of dealers who visited Chicago for the N.S.A. 
Ores oh c-seti toy oMMe-(eteeltd-te Memb o) oJ EEO Le (=o ME Fole acclaimed the 
premiere showing of the FLOW DESK. We've broken 
precedent with the stereotyped idea of a commercial 
desk and the results will amaze you too. There's plenty 
of justification for all this enthusiasm because the FLOW 
DESK is startlingly different—yet practical in every detail. 
The FLOW DESK in Soft Tone Finish — illustrated above 
is certain to create a new color vogue in office desks. 
It is kind to the eyes — it harmonizes with every other 


color in the office. 
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A CLERICAL DESK WITH ALL THE STYLE 
APPEAL OF AN EXECUTIVE DESK! 


For those who prefer their desks modern in design — yet 
traditional in color, we present The FLOW DESK in a bee 
tiful walnut finish. Note the many features that distinguish 
this desk from other clerical desks on the market. There's 
the diagonal base for greater foot freedom. There's the 29” 
height with no center drawer. Other features are lock on 
upper right hand drawer — all rounded edges with set back 
base and new smartly styled pulls on drawers and slides. 
Add all these features together and the FLOW DESK spells 


the most important style change in clerical desks in 50 years. 





indwandu desk co. 


JASPER, INDIANA 
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DUPLICO COMPANY ACQUIRED BY KEY 

The entire plant and facilities of Duplico Manufac- 
turing Company at 65 Mine St., New Brunswick, N. J., 
have been acquired by Key Ribbon & Carbon Company 
of 50 North 13th St., Philadelphia, Pa. 

The name of Duplico is known as one of the first 
companies engaged in the production of duplicating 
machines and supplies as well as the manufacture of 
ribbon inking machines. Charles E. Archbald, presi- 
dent and founder of Duplico, invented the two-color 
inking machine now used by practically all companies 
engaged in the production of inked ribbons. 

Key has, in a few years, established a reputation for 
itself in the manufacture of inked ribbons, which are 
now in use in many countries scattered throughout the 
world. In addition to the manufacture of inked rib- 
bons, the recent expansion of production to include 
such items as inks, carbon paper and other duplicator 
supplies has resulted in such an increase in total vol- 
ume of business that KEY has been compelled to seek 
larger accommodations. The Duplico plant, which 
has been thoroughly renovated and equipped with new 
machinery, began operations on October 1. 

Key Ribbon and Carbon Company invites all of their 
friends to visit the new New Brunswick plant where 
they may view what is claimed to be the only original 
single color inking machine in the world. In addition 
to the new New Brunswick factory and main office, 
Key Ribbon & Carbon Company will continue to main- 
tain its office and distribution center in Philadelphia 
and an office in New York. 

re 


BRUNING BRANCH MOVES INTO NEW HOME 

The Houston, Tex., branch of the Charles Bruning 
Company, well-known distributor of drafting and blue- 
printing equipment, has moved into the new home 
which it recently purchased for $110,000 from Kar] L. 
Dahlgren, proprietor of the Dahlgren Furniture 
Studios, at 3522 Polk Ave. 

The property consists of two buildings, one of which 
is still occupied by the furniture company, and land 
extending for 150 feet along Polk Ave., and back 185 
feet on Edmundson St. 

Some $225,000 worth of stock has already been moved 
from the old location of the Charles Bruning Com- 
pany in the M. & M. Building to the new location, and 
more will be added as soon as the firm gains ocupancy 
of the second buiding—JHR. 

0 
WICHITA FIRM HOLDS GRAND OPENING 

The formal opening of the Southwestern Stationery 
and Bank Supply, Inc., Wichita, Kans., successors of 
Cast Office Supply Company, was held recently —WF. 


HERBERT KABAT ORGANIZES NEW COMPANY 


Herbert Kabat has resigned as district sales man- 
ager of the Inkograph Company, Inc., New York City, 
and has organized the Kabat Mercantile Company, 
307 7th Ave., New York 1, N. Y. The new organization 
has been appointed as exclusive domestic distributor 
by the Alfra Manufacturing Corporation, New York 
City, for its Alfra 1-2-3 Master Set, a new three-piece 
ball-point set writing in red, blue and green. 

Mr. Kabat joined the Inkograph Company, Inc., in 
1940 as sales representative for the states of Illinois, 
Ohio, Indiana and Kentucky and soon after was pro- 
moted to the position of district sales manager for this 
sales area. In October, 1942, he enlisted in the Army 
Air Forces, serving until November, 1945. He rejoined 
Inkograph upon his return from service and served 
as district sales manager in his old capacity for IIli- 
nois, Indiana, Ohio and Kentucky. On January 1, 
1947, he was transferred to the states of New Jersey, 
Pennsylvania, West Virginia and Delaware. 


—_—_—___9—>—9-—__—___ 


HOTCHKISS NEW YORK OFFICE IN NEW SITE 


The Hotchkiss Sales Corporation, manufacturers of 
stapling machines and staples, held open house to 
greet their many friends and well wishers at a recep- 
tion held on Thursday, September 4, to celebrate the 
opening of the new quarters of their New York City 
sales offices at 2 West 46th St., New York City. 

William M. Wetzel, L. U. Jerman, Kenneth Taylor, 
James J. Grecco and Albert E. Johnson were on hand 
to greet a host of guests, among which were many well 
known local dealers and friends of Mr. Wetzel, in- 
cluding Willie Turnesa, amateur golf champion who 
won the British Amateur Championship this year, and 
recently returned from England. 

Mr. Wetzel, formerly vice-president of American 
Business Credit Corporation, and who is interested in a 
number of business enterprises, purchased the entire 
interests of Mrs. R. H. Heyn and assumed control of 
the Hotchkiss Sales Corporation in January of this 
year. 

Announcement was made that there will be no 
change in personnel with the exception of David Mc- 
Gilvray, who has assumed the duties of secretary- 
treasurer. The officers are as follows: William M. 
Wetzel, president; L. U. Jerman, executive vice-presi- 
dent; Kenneth Taylor, vice-president in charge of 
production; James J. Grecco, sales manager, and Al- 
bert E. Johnson, New York City, sales manager, in 
charge of the New York office. 

Mr. Johnson has been calling on the Metropolitan 
New York territory for the firm for the past 27 years. 





COUNTY FAIR EXHIBIT SELLS FANS— 
Jacobsen Office Equipment Co., Gary, 
Ind., found this exhibit a profitable one 
at the recent Lake County Fair, billed 
as “Indiana’s greatest county fair.” The 
biggest sale during the hot week of 
August 19-24 was that of floor fans, a 
sufficient number being disposed of to 
pay Jacobsen’s expenses for the exhibit. 
Leaning on the counter is a customer. 
Henry W. Jacobsen is seated on the 
chair in front of the file with his son, 
Henry W. Jacobsen, Jr., next to him. 
At the right is a prospective customer 
who has been examining equipment. 
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DESK SET +HO-8 


An entirely new idea in desk-set styling! Two striking 
color combinations: — gold metal base with black holder 


and matching pen—gold metal base with dubonnet 
holder and matching pen. Retail list price — $5.95. 


EVERSHARP CA’ 


DESK SETS 


Ideal for Homes . . . Banks 
... Hotels... and All 
Business Offices! 


These new CA* Desk Sets have overcome all 
old desk set bugaboos. There is no leaking —no 
drying —no ink evaporation—no corrosion. The 
EVERSHARP CA* Pen is always ready to write 
instantly, the moment its Magic Sphere point 
touches paper. New 1948 CA* Cartridge has 
triple ink supply. Magic Sphere ball point is 
built right in. Foolproof —it rolls ink on dry. 
Beautifully styled in smart plastics. So low 
priced EVERYONE will want them. Business 
and industrial firms, public utilities, banks, 
hotels, insurance companies. Also telephone and 
writing desks at home. So order plenty. 


EVERY PEN IS FULLY GUARANTEED! ALL DESK 
SETS OR DESK PENS COME INDIVIDUALLY BOXED! 


SE TVERSTARP.. 
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DESK SET 
+INC-9 
This practical model 
comes in two shades of 
catalin-plastic ... 
dubonnet and green 
... with matching pens, 
Retail list price — 





NOTE: 


Attractive metal safe guard 
chains that can be at- 
tached to all desk sets for 
use in banks, hotels, or 
offices are available! Retail 
List Price —75c. 









CHECK You 
THIS LIST... opnnneS FROM 


T..-ORDER Topay; 


(Illus. low 
Retail Liss 


DESK SET + 
INC.9 er right) Dubon 

Price $4.95, 

Black Only. Plast; 


Pen. Retail Liss Price $3.95 
95, 
(Ilus. top left) Retail List Price $5 95 


DESK SET FIN.9 










Pens —Dubonner or black. Retail Liss 
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THANKS! 


To our many good friends in the industry who 


have responded to our offerings of Steel Cabinets. 


To the many dealers throughout the country, who 


have placed orders with us, we tender our thanks 


and appreciation for their patronage. 


We are sincerely grateful for their understanding 
and patience in times when scarcity of materials 
over which we have no control has slowed up 
production and caused unforeseen delays in mak- 
ing deliveries as promptly as we would have liked 


to make them. 


Every effort is being made to speed up production 
of steel cabinets that meet with our high standard 
of quality and construction so much in demand, 
and we pledge our assurance that deliveries of their 


valued orders will be made as promptly as possible. 


KEYSTONE STEEL EQUIPMENT CO., INC. | 


MANUFACTURERS OF STEEL EQUIPMENT FOR OFFICE USE 
2608-28 SOUTH FRONT ST. PHILADELPHIA 48, PA. 


DEwey 4-7106 DEwey 4-4343 
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IN THE FINAL ANALYSIS 











The Finest Staples Cost You Less 





One of the quickest ways of losing a customer’s FIG. 1 shows cross section of om ALL-ROUND steel wire. Ace 
° ° ° m = uses only premium, precision made, accurately drawn-to-size 
goodwill is to sell him inferior staples... staples at adie 


that buckle, break and jam his stapling machine. 
Should he come to you for help you may find it 


necessary to return the stapler to the manufacturer. 





This involves more time and expense than the 
profit on the sale of the staples. In the meantime 
the customer has been deprived the use of his 


stapling equipment. 


When a customer buys Ace he is getting the 





finest, most satisfactory staples ever made... the 

best that money can buy. Through a special 

process, developed by Ace Engineers these staples eer oe | 

have all those smooth, efficient and reliable oper- FIG. 2 Shows the ALL-ROUND wire after being treated by the 
. ies ; ACE PROCESS. This gives maximum strength on the outer edge 

ating qualities so greatly appreciated by those ahi tt tessa aaah 


who use them. 


NC DEALERS! Help your customers get better stapling 
SE | results, Feature ONLY Ace Quality Staples. 

PA. 

1343 SOLD THROUGH DEALERS EXCLUSIVELY 








— ES a ee ee eS 9 
— IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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For your STORAGE and 
TRANSFER File Dept. 



































"Green-Edge" Storage Files solve the prob- 
lem for all time of quick, easy and econom- 
ical transfer filing of old records. Durability 
Transfer Files likewise give an outstanding 
performance . . . they're built for long and 


satisfactory service. Enjoy the os 

benefits of this sales producing Ls) 

team. Established 1921 {pyangittY 
el 





[. L. BARBLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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ST. LOUIS RETAILER EMPHASIZES COURTESY 

Customers are forcefully reminded that the store is 
doing everything possible to serve them courteously 
by use of a clever sign in windows of a St. Louis retail 
store. 

Frankly acknowledging the fact that wartime opera- 
tions frequently involved inattention to customer’s 
wants and even discourtesy on the part of untrained 
personnel, the St. Louis retailer posted a large sign 
which reads simply “$25 Reward If Any Customer 


ID AM sth fre 4 
La te) bs Fey Gi 










HIS STORE ADVERTISES I 


Can Prove He Was Not Courteously Treated.” The 
message appears in letters three inches high on a wall 
sign at the rear of the store, and is repeated in a 
glassed-in picture frame at the cash register. 

“The principal value of the sign is not the effect on 
customers, but on salespeople themselves,” the retailer, 
Charles La Rico of Majors Auto Supply Company, 
pointed out. “Because they see the sign at every turn, 
they are reminded to use the most extreme courtesy 
in dealing with every customer, no matter what he 
wants. A lot of people have commented appreciatively 
on the idea, and we believe it goes a long way toward 
soothing customers who may have been rankled by 
poor treatment during the war.”—RAL. 


TS COURTESY 


9 


HECTOGRAPHIA ADDS NEW REPRESENTATIVES 
The appointment of Andrew A. Huth and Walter J. 
Scott as sales representatives of the Hectographia 
Corporation, covering the states of New York and 
New Jersey, was recently announced. Both are well- 
known manufacturers’ representatives who maintain 
offices at 505 Fifth Ave., New York 17, N. Y. The Hec- 
tographia Corporation makes an extensive line of 
hectograph supplies, gelatin trays, spirit and gelatin 
duplicators. 
—_- 


OFFER STYLEWRITER IN CHRISTMAS WRAPS 
The Carter’s Ink Company, Cambridge 42, Boston, 
Mass., is presenting Stylewriters in colorful wrappings 
for the Christmas season. Rich colors of black, red 
and silver are used. The manufacturers stress that 
the “Stylewriter makes a wonderful gift at a reason- 
able price.”’ 
o—- eC 
AKRON FIRM OPENS NEW SAFE DEPARTMENT 
The Office Equipment Bureau, 30 S. High St., Akron, 
Ohio, has recently opened a new safe department, 
carrying a wide range of safes for both business and 
home use.—AK. 
=. 
DEHART APPOINTED SALES REPRESENTATIVE 
Glen L. DeHart, former department manager for 
Stix, Baer & Fuller, has been appointed St. Louis, Mo., 
sales representative for the Brandt Automatic Cashier 
Company.— WF. 
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Stamina 
Style and é 


Savings, too! = 


“A” Line Four Drawer File 


Stamina that has proven itself to countless users 

over the years, style that greatly enhances the appearance 
of any modern office, and a definite savings of capital 
expenditure made possible by the rugged quality built 
into every piece of Steel-Age office furniture. 


Shown at the left is our Model 8A41 4-drawer standard size 
Letter File with “friction-free” drawers. Also, a complete 
line of Steel-Age files in every conceivable style 

and size from which to choose. 












The 5000 Executive Desk 


Style personified! That’s the sleek new 
“3000” Executive Desk with its 

pontoon bases, recessed back for secretarial 
knee room, and toe room all the way 
around. When you think of modernizing 
an office, think of Steel-Age equipment. 
When you do, remember that “S” 

not only stands for Steel-Age, but for 
Stamina, Style and Savings, too. 
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NON-CURLING 
PLASTIC BACK 


Carbon Papor 


ARMORED FOR DURABILITY 


Build “repeat” business 
with this outstanding item! 


BRAND 


Sharp V/s si al a, Superdarable 


NOUN 


RIBBON MFG.CO. * SAN FRANCISCO, U-S-A 
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Concealed Safe Unit is a patented fea- 
ture available only to Invincible Deal- 
ers because only the Invincible line of 
metal filing cabinets has them! 
sales wedge for home as well as office 





It's a 


A Line of 
Filing Equipment 
with Outstanding 

Sales Features 


Available in 2, 3 and 4 drawer 
models, with or without the exclu- 
sive Invincible Concealed Safe Unit. 
(See below.) 


A selection of four beautiful eye- 
appealing finishes: olive green, 
grained walnut, grained mahogany 
and the new Modernaire gray. 


Filing of letters is faster, neater and 
more efficient with INVINCIBLE'S 
new Positive Locking Compressor. 
Positions easily, locks firmly, releases 
with a finger touch, slides smoothly. 


All three heights come in standard 
letter and legal sizes. All fittings 
are metal. Cradle-type drawer sus- 
pension has super strength for max- 
imum drawer load. 


EXCLUSIVE! INVINCIBLE’S Concealed 


Safe Unit . . . Combination Lock 
equipped . . . asbestos fire protec- 
tion . . . armor plate door .. . full 
height hinge . . . three point lock. 





& 





FE 
| 
| 







use. IT'S A PLUS FEATURE that brings 
you extra profits. 







For full details on INVINCIBLE, write File Headquarters... Invincible Metal Furniture Co., Manitowoc, Wis. 
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ARTER QUALITY STANDS OU 


CHECK THESE FEATURES 
Fully Adjustable. Four hand-wheel controls 
give comfort that’s really “made to order.” 


Bonded Foam Rubber. Stays soft and resil- 
ient, cool and clean. Seat cushion is 24 “thick! 


Spring Back. G-i-v-e-s in tilt-back action, 
remains rigid for work. Tension adjustable. 


Colorful Upholstery. Choice of green, ma- 
roon, brown. Fabric or smooth-finish material. 


Baked Enamel Finish. Choice of gray, green, 
or brown; also grained walnut and mahogany. 


Streamlined Base. Sheet steel, arc-welded. 
Silent in action. 2“ ball bearing casters. 


*Also available with tubular base. Specify No. 56-D, 
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Today more than ever, Harter quality stands out. You find it in ee 
nationally advertised materials which go into every Harter chait} 
You find it in exclusive comfort features, in superior design, if] 
skilled workmanship. Above all you find Harter quality in many 
years of trouble-free service. 

Compare Harter chairs for quality, compare them for pam 
Harter gives you more for your money. 

The 56-S “Comfit” chair for typists and stenographers is nov 
available. Current production permits prompt delivery. The sam 
is true of all posture chairs in Harter’s E-line. Write for full detail} 


tH HARTER 


? 


EAS AACA Pee CIE 





say €8 184.4 12 1 SA NW 
POSTURE CHAIRS + STEEL CHAIRS 
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George Messner, Waukesha, Wis., traveling office 
machine mechanic, signed the Guest Book on Wednes- 


day, September 3. An old-timer in the typewriter | 


industry, who knew George Patterson, founder of 
OFFICE APPLIANCES in the early years of the century, 
Mr. Messner reminisced pleasantly about the “old 
days.” In Chicago to call on suppliers, he took time 
to drop in and renew contacts with us. 


Fred D. Pitt, whose present address is Route 4, Inde- 
pendence, Mo., dropped in, at O. A. headquarters for 
a brief visit September 4. He was on his way to the 
East to visit his father, one of the founders of the 
old Irving-Pitt Manufacturing Company, also other 
relatives and friends. Fred Pitt was in loose leaf 41 
years, including part-time work for his father while 
he was a schoolboy in his teens. Now he lives on his 
40-acre farm not far from Kansas City, and spends his 
summers in his cabin in the mountains near Sheridan, 
Wyo. He finds more time for his favorite avocation, 
which is painting. Even when in the loose leaf busi- 
ness he belonged to the Austin, Oak Park & River 
Forest Art League and the All-Illinois Society of Fine 
Arts, still maintaining memberships in those organ- 
izations. Some of his work has been exhibited at the 
Stevens hotel, the site of the 1947 NSA convention. 
A man with a host of friends in the stationery field, 
he frequently has social contact with former customers. 


E. Howard Gatewood, head of the Wood Office 
Furniture Institute’s newly-created trade relations 
division, dropped in at Orrice APPLIANCES Saturday 
morning, September 6, to say hello. Mr. Gatewood came 
to Chicago for a number of reasons, including the 
“jelling” of plans for the NSA convention and the 
WOFI meeting prior to the NSA sessions. It was a 
pleasure to greet Mr. Gatewood and witness the en- 
thusiasm reflected by him as a result of contacting 
many of the dealers in the New England states. 


Harvey Freeman, distributor of office supplies and 
equipment in Long Beach, Calif.. was a welcome 
visitor on Monday morning, September 8. With Mrs. 
Freeman, he was at the beginning of a two-months’ 
combination vacation and business tour. In a new 
automobile, he and Mrs. Freeman were scheduled to 
make several more stops in the Middle West, then 
turn north into Canada, swing south to the New 
England states, and stop at New York City and Phila- 
delphia before driving through the southern part of 
the country. Mr. Freeman organized a business under 
his own name in 1944 and in January, 1946, went into 
partnership with Richard Gill. The partnership was 
dissolved in June of this year and Mr. Freeman is now 
established in a new store and is again operating 
under his own name. 


Bob Davis of Portland, Ore., northwestern repre- 
sentative for Oxford Filing Supply Company, signed 
the Guest Book September 8. He was returning to his 
territory from a ten-day sales convention at the com- 
pany’s plant in Brooklyn. An officer of the Oregon 
Trail Travelers, he already is doing missionary work 
for the 1948 regional meeting of the Eleventh District 
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NSA. The heat wave which prevailed in the East 
during the convention left him partially dehydrated, 
but he indicated that the interest in the program was 
such as to make the weather a matter of minor impor- 
tance. 









C. B. Macklan of Honolulu dropped in at the office 
of this journal September 8 to leave a subscription 
order for a friend. Having spent some time on the 
mainland, he was returning to the Islands where he 
is connected with Alexander Brothers. A brief visit 
revealed that he was enthusiastic about Hawaii, the 
“Paradise of the Pacific.” 























J. H. Pecher of the specialty division of Skinner & 
Kennedy Company, St. Louis, Mo., signed the Guest 
Book September 16. The day was a busy one for him. 
He had breakfast at home, was in the office of this 
journal at about eleven o’clock, had engagements for 
the afternoon and evening, and expected to be home 
in St. Louis before the evening was over. He had with 
him samples of a beautiful desk calendar and letter 
opener set which he planned to offer to the trade 
within a few days, or as soon as a circular on the | 
press was ready for distribution. As a test he presented | 
it to two retailers, both of whom placed sizeable orders. | 


















E. J. Mitchell and Barrett Mitchell, a father and son 
ture, the Bassick line includes sizes and types for all combination serving as manufacturers’ representatives 
’ in the Middle West, called upon OFFICE APPLIANCES 
metal chairs and furniture. | September 17. Doing some pre-convention work in 
the city, they planned to spend several days in Wis- 
consin during the week and to return for a sales meet- 
ing of the Wood Office Furniture Institute Saturday 
| before the convention. Their most difficult sales prob- 
lem seemed to be that of obtaining accommodations. 
The elder Mitchell, better known as Gene, has long 
served as news correspondent for the travelers in the 

| Eighth District. 


David J. Ellis, Ellis Office Supply Company, Red Bank 
and Asbury Park, N. J., registered with us by telephone 
September 18. He was in Chicago on a business mis- 
sion and called upon several manufacturers. Among 
the lines he sells are Ohmer registers, Underwood, 
Casters for metal chairs must be correct in size and stem Speed-O-Print, Columbia Ribbon & Carbon, and a 
type for the particular size of metal tubing and for the complete line of stationery. 
socket or adapter used. The casters shown above are 


representative standard types 


In addition to standard casters and slides for wood furni 









Lewis Robinson and John Hammond, Seal Tite, Inc., 
Rockford, IIll., signed the Guest Book on Tuesday, Sep- 
tember 23. The young men are manufacturers of a 
new hand type combination envelope moistener and 
sealer. The Seal Tite is an ingenious device that per- 
mits sealing an envelope with one continuous move- 
ment. Market possibilities were being investigated in 
Chicago and the country at large. 


















NEW YORK GUEST BOOK 
The New York offices of this journal had a welcome 






Bassick cushion slides, with adapters, are also available visitor on September 16 in the person of F. H. School- 
for all types of metal chairs and furniture | ing, director of A. Wilme Collier, Ltd., 8th Ave. Works, 

Manor Park, London, E. 12, England. Mr. Schooling 
The new Bassick booklet No. 136 contains full informa- was in the United States in the interest of his com- 





pany’s product, Gloy paste. Before returning to Eng- 
land he expected to visit Canada, where he has inter- 
and furniture shoes, you'll render a worth-while service ests. An engaging conversationalist, Mr. Schooling j 

ff. oy sepia” provided much interesting information on current con- 
to your customers. If you haven t your copy, write to ditions in England. 
THE BASSICK COMPANY, Bridgeport 2, Conn 





tion on floor protection equipment. By using it to recom 
mend the correct casters, cushion slides, furniture rests 











Division of Stewart-Warner Corporation. Canadian —- 
Diviston: Stewart-Warner-Alemite Corporation, Ltd., BANKERS HONOR MAN IN THIS INDUSTRY 
Belleville, Ont. For the first time in the history of the 46-year-old 









Memphis chapter of the American Institute of Bank- 
ing, a Memphis man engaged in work outside of the 
banking field has been elected an honorary life mem=* 
ber. He is St. Elmo Newton, member of the firm Of 
S. C. Toof and Company, Memphis office equipment 
stationery and printing firm. He was presented with 
the life membership at a meeting of the chapter Oo 
September 26 at Hotel Peabody, Memphis.—CG. 
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Ask your Art Metal dealer what he can do to improve the 
functioning of your office routine. He will gladly make recommenda- 
tions based on his experience gained in hundreds of similar cases, 
ART METAL Desks, Files, Chairs, Cabinets and Counters 
make work easier and increase efficiency. POSTINDEX Visible 
Files for Sales, Purchasing, Production, Personnel, Costs, 
Payroll and other departments provide a fast, accurate 
Bank means of record control. 
phone 
; mis- 
\mong 
~wood, 
and a 


WABASH Indexing Systems and filing supplies make 
efficient, easy to use record space of your office files. 


Call your Art Metal dealer today. 
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AN EASY WAY 70 FIND BURIED TREASURE 




















Avast you lubbers! Forget old maps, the buccaneer “get up” and matey. It’s even better than treasure because every user of Pox 
rat-ridden, stinkin’ four masters. You'll find gold right in your own keeps buying it year after year and that means repeat profits, 

store if you'll follow a simple course like this: It's a treasure that keeps right on paying off. 
Assemble your sales crew and tell ‘em to search out and list ‘Tis easy to understand. Pax Cleansing Cream takes off even 
nha office using a Ditto, Hecto, or similar duplicating machine, a Multilith Intensifier. Lots of lanolin leaves the softest lily-white hands 
typewriter, carbon paper and a stamp pad. That sabout every office, as smooth and silky and moist as the finest balm from the Indies 
30 if they pass one up give ‘em a working over with a belayin’ pin. Watch the gals cheer because Pax won't smear or dull the most 
Then have ‘em go to these offices and hand a jar of Pax Hecto glamorous nail polish job. They won't need soap because Pax makes 
* ink Cleansing Cream to each gal and gob who get their hands its own lather. It won't spot their pretty finery, and it won't leave 


an odor on their skin. What's more, Pax lasts a long time for it 
doesn't liquefy or deteriorate—and that makes it extra 
economical. 


messed up by using one or the other of these modern gadgets. 
Let ‘em use it for getting the smears and stains off their 
grimy lunch hooks. 





That's all there is to it, me hearties. For a pre-view of 
the kind of gold Pax will turn up for you, fill out the coupon 
below and send it back today. You'll be convinced tho 
treasure comes in a Pax jar instead of a brass-bound 
chest, so go back to point 1 and follow the course from 
there. Now, mail the coupon—fast! 


PAX HECTO INK 
CLEANSING CREAM 


TRADEMARK REG. U. S. PAT. OFF Contains Lanolin 


3 Get out your order book for the results will be 

* amazin’ and marvelous—stains disappear from the 
hands like the Flying Dutchman—without a trace, that is. 
So everyone in every office will want a jar quick. 


Order a stock of Pax Hecto Ink Cleansing Cream to 
neh 
satisfy the demand and your hunt for treasure is over, 


G. H. PACKWOOD MFG. CO. 
1553 Tower Grove Ave. 
St. Lovis 10, Mo. 


ATTACH TO COMPANY LETTERHEAD 
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a Please send, without cost or obligation, a sample 
— jar of Pax Hecto Ink Cleansing Cream together 
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When you purchase any Pax Product you also purchase the experience and ability of 
Pox Technicians acquired through 21 years of exhaustive research and development. 


CPi Paes U9 @ fete) > ae) | t coal of op 
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with complete information and prices. 


‘ 


1553 TOWER GROVE AVE. ST. LOUIS 10, MO 


OOS oie : 
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OVERCROWDING PAYS AT DENVER STORE 

An overcrowded stationery store, containing more 
than twice the inventory it was built to accommodate, 
is an asset rather than a drawback at Benjamin Sta- 
tionery Company, Denver, Colo., according to Benjamin 
Mandelbaum, proprietor. 

His store is located in the center of the downtown 
Denver business district. Mr. Mandelbaum recently re- 


BENJAMIN'S 
"EVERYTHING FOR THE OFFICE" | 


Goons 


sears: BENJAMIN'S | {2sczs sim 


BENJAMIN STATIONERY CO., DENVER, COLO. 


modeled the front to emphasize the huge inventory 
of office supplies which have been carried for the past 
13 years. The remodeling included a red facade over 
the windows, with cutout silhouette white letters 
reading “Benjamin’s—Everything for the Office.” Win- 
dows below have been split into “double units” by 
angling the glass and each window section is utilized 
to play up a separate department in the store interior. 
The front is of marble plate glass, combined with por- 
celain lettering and upper trim. 

The store within measures only 55 x 15 feet in 
area, and lives up to the “everything for the office” 
slogan. In addition to stationery, leather goods, blank 
books, typewriters, office furniture and office machine 
accessories, the store carries a complete typewriter 
repair department. Every inch of space in the store 
has been utilized through a series of novel display 
Shelves. “Almost as many people come into the store 
to see how we are crowded with stock as for any other 
reason,” Mr. Mandelbaum grinned —RAL. 


UNDERWOOD ADVERTISES NEW TYPEWRITER 

Underwood Corporation recently opened the cam- 
paign for its new all-electric typewriter. Full pages 
are scheduled in an extensive list of national maga- 
zines and business papers. Heralded as the “World’s 
Most Beautiful Typewriter’ because of its clean 
streamlined design and fully-enclosed operating mech- 
anism, the all-electric Underwood has a standard key- 
board powered by a 115-volt, 60-cycle constant speed 
motor which responds to the operator’s lightest touch. 
Marshalk and Pratt Company, New York, N. Y., handle 
the advertising. 

7 —= > o—_- 

SHELBY SALESBOOK FIRM TO BUILD ADDITION 

Shelby Salesbook Company, Shelby, Ohio, has re- 
ceived a building permit for a $200,000 addition to its 
Plant. James C. F. Shafer Company, Cleveland, Ohio, 
has been retained as the engineering firm for the 
— project. Construction will begin this fall. 


——_ -9—~—h 
CHANGE OF ADDRESS FOR TUCSON FIRM 
Priser’s at Tucson, Ariz., recently moved from 56 
East Congress to 266 East Congress and is now serving 
the trade from that address. 
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You get SHARPER HALF-TONES 
with the Remington Rand 











Now you can obtain /ife-like half-tones with a sharpness and 
tone graduation amazing for photographic offset duplication. 
These sharp half-tones are made by Plastiplate*—a plastic 
plate newly-developed by Remington Rand. 









Plastiplate’s smooth, “‘no-grain”’ surface closely resembles 
lithographic stone, and this enables you to duplicate all the 
dots in a half-tone. None of the half-tone dots are lost, as 
happens in the “‘hills’’ and “valleys” of grained metal plates. 

Plastiplate’s faithful copying of all the dots sets a new, 
top-quality standard in offset duplication, gives sharper, more 
life-like half-tones you'll show with pride. 



















Direct image Plastiplates, Too 


The Plastiplate also improves direct image offset duplica- 
tion. You make “‘non-detectable” corrections easily be- 
cause of the plastic surface, and it “dresses up”’ your 
copies to sparkle like fine photographic work. 


























Plastiplate has other advantages, too. They include: 







1. No oxidation or gumming—there’s no need for washing. 







2. Highly visible plate image assures proper development. 






3. Quantity runs—at least as long as any other plate. 






















4. Huge savings in plate storage and in expensive chemicals. 


To prove Plastiplate’s manifest superiority, we will send 
you 3 free Plastiplates so you can compare results. 

Get your free Plastiplates today—either photographic or 
direct image. Simply phone your nearest Remington Rand 


Office or fill in and send us the coupon. 
*Trademark 


Cheaper than metal, more dependable than paper 
=—_—= BETTER than BOTH! 





_@ si 
[ : ‘ 
Duplicator Supplies Division, 2 Main 5t., Bridgeport 1, 
Send me without charge 3 free photographic Plastiflates. == 
| (J Send me 3 free direct image Piastiplates 1 use a 









typewriter and « fibbon of (-) cloth fabric [J carbon paper. 
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Quality Since 


Pelsuze 
NATIONAL 


The Ever Popular All-Purpose Scale 
Capacity, 4 pounds by ounces. Handsome 
and sturdy for office, store and home 
use. Shows clearly and exactly the post- 
age required for all classes of mail, 
including parcel post by zones. 


Hairline Accuracy 
for Air Mail 
Use 


As the name implies, for more than half a century, this model 
has been the acknowledged “standard” by which all fine postal 
scales are judged. Now, completely modern in design, extremely 
sensitive and of precision accuracy, yet sturdily built to with- 
stand many years of severe service. Made in two sizes. Capa- 
cities 2 pounds by 2 ounce and 4 pounds by % ounce. 


EVERY PELOUZE POSTAL SCALE IS INDIVIDUALLY TESTED 
AND BALANCED INSURING ENDURING ACCURACY 


PELOUZE MANUFACTURING CO. 


1208 Chicago Avenue «_ Evanston, Illinois, U.S.A. 


CAPITOL SCHOOL TO START A NEW TERM 
The Capitol School of Typewriter Mechanics, 1508” 
Benning Road, N. E., Washington 2, D. C., is now ac- 
cepting registrations for enrollment in their adding | 
machine repairman course which will start on Mon- 
day, October 13. Enrollment will be limited in order 
to stress individual training. 

The adding machine repairman course is the sec- 
ond course of a series of four to be established by 
the Capitol School of Typewriter Mechanics which | 
opened in February, 1947, with a course in typewriter 
repair. The basic course, that of typewriter repairman, 
will be continued and enrollments for it are being 
accepted. 

The remaining courses, to be instituted within the 
next few months, are in the repair and servicing of 
calculators, cash registers and allied machines. 

This complete series of courses will enable veterans 
to prepare themselves for a profitable future in the 
servicing of the types of business machines most 
commonly used in the business office. 

“The more difficult phase of an adding machine is 
the mechanical advantages by which it achieves its 
operating ability. Actually, this means the use of 
gears, hooks, springs and other mechanical features 
which make up its thousand of parts. Once the stu; | 
dent has completely taken down a machine and rebuilt 
it, he has full confidence in his mechanical ability to’ 
tackle a repair job. Thereafter he holds no fear of 
the myriad of parts encountered,” states the school } 
management. 

To achieve this ambitious program of instruction 
the Capitol School of Typewriter Mechanics has been 
expanding constantly both its facilities and faculty, 
The school now accommodates almost 100 students 
in its typewriter repairman course. Modern and com- 
plete shop facilities have been installed and are now 
available to all the students. 

The school has a floor space of 4600 square feet, 
without obstructions, 600 square feet devoted to a 
modern machine shop in which students are trained 
in the use of hand and machine tools, heat treatment’ 
of metals, welding, paint spraying and the refinishing 
of machines. Additional instruction in the art of brush} 
electro-plating of small parts will be included in the} 
course. 

oe 

ROCHESTER FIRM TAKES NEW QUARTERS 

The Rochester Stationery Company has completed 
the removal of merchandise and equipment from four 
adjacent buildings at 108 Mill St. to new quarters at 
8 Jay St., Rochester, N. Y. Four months were required) 
for the removal. 

The company is exclusive distributor in the area 
for General Fireproofing, Stow-Davis, Domore chairs, 
Lincoln desks, Gunlocke chairs, Herring-Hall-Marvin 
safes and McMillan book lines. 

The firm was established in 1921 in two small rooms 
in the Cox Building, St. Paul St., by three brothers, 
Max, Hyman and Joseph Goldstein, who now operate 
the business as president, vice-president and treasurer,’ 
respectively.—RCS. 


—_$—_$@— 9 —____—_ 


NEW OWNER ACQUIRES PRINTING COMPANY 
Frank Kreger, Jr., who recently acquired the De Luxe 
Printing Company, 2115 Madison Ave., Norwood, Ohid, 
announced that the company will be operated as the 
Kreger-De Luxe Press. The new owner recently re- 
signed as vice-president of the Kreger Printing and 
Stationery Company, Inc. He is a veteran of five years; 
Army service. 
o—s eC 
SCRANTON FIRM INSTALLS PEN SERVICE 
Office Equipment Company, 526 Spruce St., Scrantol 
Pa., has installed a super-service station for the repé 
of all makes of fountain pens. Joseph P. Larkin, Jt 
is in charge of the department, installation of whi¢ 
cost $3,000.—RCS. 
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STEEL STORAGE CABINETS 
No. 349L 


A sturdily constructed cabinet of heavy gauge 
steel. Will keep your office supplies and 
printed matter clean and orderly. As a storage 
cabinet for hand tools, or even liquor, will pay 
for itself over and over again by preventing 
pilterage. Doors are thoroughly reinforced 
and are equipped with a two-way locking 
device controlled by a paracentric lock. Two 
adjustable steel shelves. Olive green or Cole 
gray crinkle finish. 


@ 
Be, 
) 


Size: 37 2" high, 30” wide, 
18%" deep. 


CABINETS 


Ilustrated above 3 No. 349-S 
cabinets used as book cases. 
Can also be used for record albums. 


& CUTS OR PHOTOGRAPHS OF ABOVE ITEMS AVAILABLE ON REQUEST 


COLE oe ie oe ae ee ee 2 ee Ge © eo 
285 Madison Avenue, New York 17, N. Y. 





You can't punch 


... holes through this magazine 
with your present paper punch! 


Now try it with either model of the Twirlit paper drill. You see by merely 
turning the handles lightly you can cut clean, accurate holes through | to 


300 pages. 


TWIRLIT does it 


easily - quickly - cleanly?! 


That’s because Twirlit is a light and compact office tool, with the hole cut- 
ting capacity of a power drill. Made in two models: Twirlit Jr. is a single 
drill and Twirlit Sr. is a multiple drill with interchangeable and movable 
heads. 


Styled in streamline design, with black crackle 
finish and contrasting nickel fittings. Twirlit 
makes a handsome office appliance. 


os TWIRLIT 
SEND FOR CATALOG TODAY “4 


MITCHELL DORPORATION 


HAGERSTOWN MARYLAND 
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HERE, AT LAST, IS “PLYON”, THE FIRST BASIC 
CHANGE IN CARBON PAPER IN FIFTY YEARS! 
A RESERVOIR OF INK IS STORED BETWEEN A 
LIGHT WEB AND THE ALL RAG CARBONIZING 
TISSUE, PERMANENTLY LAMINATED TO- 
GETHER TO GIVE YOU A CARBON OF DURA- 
BILITY AND CLEANLINESS BEYOND BELIEF. 
PATENTED AND MANUFACTURED BY A COM- 


PANY FOR QUALITY AND SERVICE SINCE 1896. 


¢ IT’S NEW! 

¢ IT’S BETTER! 

* IT’S ECONOMICAL! 

¢ IT WRITES RIGHT! 

* IT WRITES SHARP AND LONG! 


YOUR SAMPLES ARE READY—NO OBLIGATION. 


ig :\\C 4 4 dG = 


RIBBON & CARBON CO. 
7209 ST. CLAIR AVE. - 


CLEVELAND 3, OHIO 


ROYTYPE DIVISION OPENS NEW PLANT 

In a move aimed at expanding carbon paper and 

| ribbon production to meet the heavy demand, the 

Royal Typewriter Company recently opened a three- 

floor, 75,000 square-foot plant at 1031 New Britain 

| Ave., West Hartford, Conn., exclusively for the manu- 

facture of Roytype business machine supplies, it was 
revealed by Maxwell V. Miller, president. 

A group composed of 50 prominent Connecticut gov- 
ernment officials, West Hartford businessmen, news- 
paper and trade journal editors and Royal executives 
attended the opening of the new factory. The visitors 
were conducted on an operations tour by C. B. Cook, 
Jr., difector of Roytype production. Royal’s vice-pres- 
ident and factory manager, C. B. Cook, and J. F. Vree- 
land, Roytype sales manager, addressed the group at 
a luncheon preceding the tour. 

Little more than a year ago, all Roytype supplies 
production was moved to a leased building at 1429 
Park St., Hartford. There 50,000 square feet afforded 
not only greater space for Roytype operations but 
freed valuable space for the production of Royal 
typewriters when the critical backlog of demand was 
at a peak because of wartime non-production. 

But with sales of Roytype products during the first 
quarter of 1947 increased 46 per cent over 1946, the 
leased building’s floor area also proved inadequate to 
the needs of expanding output. Immediately plans 
were formulated to move into the 75,000 square-foot 
plant at West Hartford, which had been purchased 
by Royal during the summer of 1946. After extensive 
renovation, the building in its entirety was turned 
over to the Roytype division for supplies production. 

In the new West Hartford plant, now for the first 
time in full operation, Roytype has separate ribbon, 
carbon paper, hand cleaner and type cleaner depart- 
ments, with individual shipping departments, all co- 
ordinated through a central main office located on the 
ground floor. 

The new experimental laboratory is the largest in 
the Roytype division’s history. 

ee 
McDANIEL TAKES NEW SALES POSITION 

Charles C. McDaniel, active for many years in the 
retail stationery and equipment trade in Texas and 
Oklahoma, has recently joined the sales organization 











CHARLES C. MCDANIEL 


of Bainbridge, Kimpton & Haupt, Inc., wholesale sta- 
tioners and distributors, New York, N. Y. 
Mr. McDaniel will cover the Texas-Oklahoma terri- 7 
tory for Bainbridge, Kimpton & Haupt, Inc., and is 
looking forward to serving his many friends in the 
trade again. 
eas a 
NATIONAL CASH REGISTER LEASES AUSTIN SPACE 
The National Cash Register Company has leased 
office and display room space in the new store building 
to be built by Harry Joseph at the corner of Second 
and San Jacinto Sts. The building will be one of the 
most modern store buildings in Austin when com- 
pleted. JHR. 
1947 
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@ Capacity up to $10,000.00 
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@ PO and CH items non-added 
© Visible total dials controlled 
by shutter and lock 
© Locked total and 
subtotal keys 


@ High-speed, full flexible 

















R.C.Allen Business Machines, Inc. 


680 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Authorized Dealers in All Principal Cities 


can be delivered to yor NOW 


This is the NEW, improved STYLE 
machine, featuring new feed arm easily 
adjustable for post cards and narrow 
paper. Automatic impression roll 
release; semi-closed cylinder; built-in 
inking roller; fast print adjustments 
—raise or lower and centering. 
Dial control paper guides; accurate 
registration; all steel welded frame 
— single unit construction... 


so MUCH for so LITTLE! 


When closed, is dust-proof 
and occupies little 


=~ more than a 
square foot of 


floor space 


MARR DUPLICATOR CO., Inc. 


Delivery also being made on 53 Park Place, New York City, 7 
MARR Electric “Model £” 
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M. T. BIRD HAS NEW IDEA IN SMART SHOPS 

Beauty and simplicity are combined in the newest 
store opened by M. T. Bird and Company recently at 
135 Newbury St., in the Back Bay section of Boston, 
Mass., to serve society with their social stationery and 
engraving needs. Since 1885 this concern, founded by 
Mellen True Bird, has been a leader in the social 
stationery field in New England and is now carried on 
by his two sons, Philip and Courtney Bird. 

Their main store, creative art studio, and work 
rooms on West St., and a small branch store at Coolidge 
Corner, Brookline, offer other convenient shopping 
locations. 

The new mezzanine floor shop is a new adventure in 
retail selling. Every attempt has been made to remove 
any commercial pressure. At the entrance one finds 
that the front third of the area with its flower boxes, 

















ss, < 
M.T. BIRD NEW STORE—Top picture taken in the new store 
at 135 Newbury St., Boston, Mass., is of the debuntate room 


where deb party dates are listed. Bottom picture reveals 
center of the shop showing order desks and displays. 


lounge chairs and divan, circular mirror and a Magna- 
vox playing softly in the background offers an atmos- 
phere of one’s own drawing-room. Here customers 
may meet and enjoy a cigarette or magazine until 
ready to shop. Through the center of the store, which 
is only 14 x 65 feet, are attractive modern design tables, 
Shadow box displays on the wall, and shelf displays 
appropriately spaced. This is the working section. At 
the rear is a secluded circular booth-like space that 
Once again offers a free service. Here, mothers and 
their debutante daughters may relax in comfort while 
deciding on a date for their party which is listed in 
the Bird Engagement Book. Applications for Bird’s 
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It Pays to Sell 


IVDTANA 
Ulaingragehe 


CASH REGISTE 

















Most efficient, method of 
Cash Control. 


as transaction occurs. 


practical 
Complete record made 
Safe—records 


always under lock and key. 


Ideal for small business, service estab- 
lishments, all types of counter work. 


Write us for full details. 


Cane 


DRAWER CO. 
) om : 


SHELBYVILLE; IND. 
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When you sell Cesco Visible Record Equipment 
you gain satisfied customers and continuing 


sources of profit. Here are some of the reasons 
why it is so popular with both large and small 


users: 


SIMPLICITY—complete freedom from 
gadgety mechanisms and highly special 


supplies. 


and ease of posting. There are no “up- 
hill” nor backhanded writing positions to 


2) SPEED — maximum visibility, legibility 
slow the work. 


leaves a conspicuous gap in the sequence 


3) SECURIT Y—a misplaced or lost record 


of records. 


fits all business needs. Expands or com- 
presses if, when, and as needed to meet 


b FLEXIBILITY—the same basic system 


changing conditions. 


Now is a good time to concentrate on Visible 
Books, while all business is acutely record-mind- 
ed. There are a number of exclusive territories 
open for development by established dealers. 
Take the first step by writing for Catalog “G.” 


THE C.E.SHEPPARD CO. 


4407 Twenty-First St. Long Island City 1, N. Y. 
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Debutante List, published each June, may also be filled 
out in this lovely room. ; 

Mrs. Roger Bird, widow of a third brother, formerly 
a member of the firm, is particularly suited to man- 
age this delightful new shop. The color scheme is in 
shades of lavenders, purple and aquamarine with one 
entire side papered in vertical broad stripes; the op- 
posite wall a severe pale lavender tint. All furniture, 
counters, shadow boxes and tables are in blonde oak. 
Copper flower boxes and small copper trays on a dis- 
play table set off the solid glass front of the store, and 
a floor box holds philadendron that climbs up special 
dowels—eventually to the ceilings. The accompanying 
pictures offer some idea of layout and decoration. 

a rs 

PENNY POSTCARDS ARE BUSINESS BUILDERS 

The use of “blank form” mimeographed penny post- 
cards to notify customers that ordered equipment, fin- 
ishing and repair work is ready, has proved to have 
many advantages for the camera department of Halsey 
& Griffith, Inc., West Palm Beach, Fla. 

Louis Knapp, head of the camera department, de- 
veloped this idea when he noticed that advanced fans 
ordering movie equipment and cameras were coming 
in several times in search of their order before it 
actually arrived. Also, customers for finishing, special 
film and enlarging were coming in “too often,” result- 
ing in disappointments which Mr. Knapp felt were not 
good for the store. 

The solution proved to be the penny postcards, which 
are duplicated 1000 at a time, and are religiously used 
to notify customers when they should drop in for de- 
livery. The cards are printea “Dear. ........:..:...<. .2.-.-....0 
which was ordered for you has arrived. Will you please 
call for it at your convenience? Below in the bottom 
section are two blank spaces for the amount due, and 
the signature of the salesperson who handled the 
order. Filling out the card is thus merely a matter of 
jotting down a name, the title of the merchandise 
ordered, one amount, and initials. 

“We feel that the cards do away with disappointment 
altogether,’ Mr. Knapp said. “We tell every customer 
to await the card, and when he does come in, we’re 
ready for him. Many trips which would otherwise be 


wasted are eliminated.’”—RAL. 
eI 


TRENDS, WOFI PUBLICATION, MAKES BOW 
The first issue of Trends, the official publication of 
the Wood Office Furniture Institute, has been well re- 
ceived by office furniture dealers and the‘r salesmen. 
Attractively printed in two colors, the first issue con- 
tained much factual material, an intriguing quiz 
about wood office furniture, announcement of WOFIT’s 








NEW WOFI PUBLICATION 


forthcoming advertising campaign, the results of a 
market survey and incidental news of industry-wide 
interest. The 81% x 1l-inch format lends itself to easy 
filing. 

The publication is free to office furniture dealers, 
distributors and their salesmen who write the editor 
in care of the Wood Office Furniture Institute, Ameri- 
can Security Building, Washington 5, D. C. 
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Greater Comfort, Beauty and Convenience 
in a Leopold Planned Office 








—he —feopotd. 


COMPANY 


BURLINGTON IOWA 
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@ You'll find Leopold dealers equipped and trained 
to plan your entire office arrangement. Leopold in- 
stallations are always practical fitted to do a 


job easier ... quicker .. . to make working conditions 
happier for employees and more productive for em- 


ployers. 


@ Since 1876, the Leopold Company has maintained 
a reputation for producing quality and craftsmanship 


unsurpassed in the wood office furniture industry. 


@ Leopold desks are outstanding because of their un- 
usual comfort and efficiency their greater all- 
round utility. Leopold installations seem to say, 


“Welcome” to every office visitor. 


@ Contact your Leopold dealer for complete office 
planning service... and keep your eye on Leopold for 


all that’s new and practical in wood office furniture. 
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FILE CLERKS GO FOR 


Guide-0, flor 


at. Pending 


The hanging folder with adjustable metal tab 


Demonstrate Guide-O-folders to file clerks. Let 
them work with your demonstrator for a little while. 
Once they discover for themselves how easy it is 
to file and find with Guide-O-folders, you are well IT HANGS 
on your way to a sale. They appreciate the ease 
with which folders slide along on the all steel Guide- 
O-frames, eliminating the tugging and pulling of 
the dead weight of folders and contents. They 
appreciate the time-saving ease with which letters 
can be filed and taken out. They like files which are 
always in a vertical position. 

Show Guide-O-folders to file clerks. They'll help 


you sell your customers. 






Guide-O-frames set right into 
standard file drawer — 


GUIDE SYSTEM & SUPPLY Co. adjustable for a snug fit. No 


335 CANAL STREET ° NEW YORK 13, N. Y. cutting of frames is necessary. 
Made of steel, they will last 


Pacific Coast Distributors: “om 
a lifetime. 


Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif. 


wile. OfL 


SLID-O-MATIC DISAPPEARING TOP 


A personal file, desk high, where information may be kept instantly 
available. The Slid-O-Matic top completely disappears at a slight 
push of the finger. It slides back into place with equal ease. Gray 
finish. Sturdy all steel construction. Mounted on rollers, the Guide-O- 
file can be moved about as required. 


The Guide-O-file is equipped with 25 Guide-O-folders complete with 
adjustable metal tabs and an assortment of inserts for tab headings. 
Guide-O-file is also available without the stand. 


Guide O.tiay 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of 
all standard desks. Using this unit, the 
desk worker always has important and 
vital data at the finger tips—always in 
an upright position. Instantly available 
and instantly replaced. The unit con- 
sists of a metal tray and 25 Guide-O- 
folders complete with adjustable metal 
tabs and an assortment of inserts for 
tab headings. 
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IVAN ALLEN SR., FOLLOWS SIMPLE PHILOSOPHY 

Ivan Allen Sr.’s career proves fruition of hard work 
and service to his fellowmen. 

This is the theme of an article by John Mebane in 
the Atanta Journal, which begins: 

“Don’t sell your customers something that won’t 
work and don’t sell them something they can’t use.’ 
That terse comment is typical of the business philos- 
ophy of Ivan Allen, Sr., the Dalton boy who started 
out peddling typewriters and founded a business that 
today is doing a volume of about $2,500,000 a year.” 
The writer continues: 

“Throughout its long and flourishing existence, Ivan 





IVAN ALLEN, SR., AT HIS DESK 


Allen-Marshall Company has felt deeply the influence 
of Ivan Allen, Sr’s philosophy. Today, this Atlanta 
firm does more business than any of its kind this side 
of Chicago and is one of the ten largest ‘department 
stores’ of office equipment in the nation. There are 
few industries, institutions and governmental agencies 
throughout the entire Southland that it has not 
served through some of its departments since it was 
founded at the turn of the century. 

“Tyan Allen was born with a temperament for prog- 
ress. Of his firm he says: “Our many years in business 
seem to have enhanced our youthful exuberance, and 
we are thankful that each day is a new experience 
and each order a new thrill.’ 

“He knows what work is. His father died a short 
time after the son was born. Ivan first clerked in a 
grocery store, then went to work in a lawyer’s office. 
But the study of law was too slow for him. He heard 
of the then new-fangled gadget, the typewriter, and 
sold 18 of them on the side. That was dealing in high 
finance because typewriters were selling for about 
$100 each—and $100 in those days was equivalent to 
about ten times what it is today... .” 

It was the advent of the income tax in 1913 that 
changed the way of business life and provided the 
Spark for the complete office equipment business, de- 
clares the Atlanta writer. He quotes Ivan Allen, Sr.: 

“There are three types of business that should never 
complain about income taxes. Those are the army of 
tax lawyers, the army of certified public accountants 
and the commercial stationers.” 

With the advent of income taxes, businesses were 
forced to keep more complete records. Bookkeeping 
became standardized. Women came into the business 
Offices and stimulated orderliness. And the office sup- 
ply business thrived. 

About eight years ago the Ivan Allen-Marshall Com- 
pany mecved into the handsome large building it now 
owns at 27 Pryor St., N. E., where it serves more than 
7,000 regular customers. 

As chairman of the board today and with Charles 
M. Marshall as president and Ivan Allen, Jr. as treas- 
urer, Ivan Allen, Sr. devotes, as he has in the past, 
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Keep all your 

records safe 

and accessible 
use 


TRADEMARK 


TRAN SFILE 


FIBRE BOARD FILES 





STEEL FRONTS ARE 
AVAILABLE AGAIN 
IN ALL SIZES 


Now all those records filed in wartime 
emergency housing can be kept in safe, 
clean, orderly fashion in steel front 
TRANSFILE fibre board Files. Now is the 
time to get all those valuable records in 
usable, accessible condition once again. 


The steel front TRANSFILE Files are avail- 


able in all sizes. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 


The REGULAR TRANSFILE fibre 
board Files are available in 
all sizes as usual. 
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MEWS! AND llts) 


in One and Two-Tube Fluorescent Lamps 





4200 Series Desk Lamp 





MIDCO the Perfectlite, with 
New Designs. New Models 
and a New technique in Two- 
Light design for fluorescent 


Ld portable lamps. now has a 





model ideally suited for every 
supplemental lighting re- 


quirement, 


The new models will round 
out the MIDCO line. which in 
the past has had no equal for 
the consistently high stand- 
ards of efficiency, material 
and workmanship, and as now 
constituted, represents 
the most complete line 


of fluorescent portable 





lamps on the market. 


2000 Series Floor Lamp 


Send for New Catalogue and Prices 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Illinois 
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at least half of his time to outside activities. He has 
been one of the most active public servants Atlanta 
has had. He has served as president and a founder 
of the Atlanta Chamber of Commerce, Atlanta Retail 
Merchants Association and National Stationers Asso- 
ciation. He served a term as state senator from 
Atlanta and was chairman of the committee that 
raised $260,000 for Oglethorpe University. When the 
Small Business Advisory Committee of the U. S. De- 
partment of Commerce was organized, Mr. Allen was 
named as its chairman. In 1929 he served as chairman 
of the governor’s committee on simplification and co- 
ordination of the administrative departments of the 
state. In 1922 he gave the historic Fort Mountain, near 
Chatsworth, to the state. 

That is the kind of man who is quoted as Saying, 
“The more I gave to altruistic work, the more business 
seemed to grow.” 

eae 


RAY WHITE AND SON OPERATE GROWING FIRM 

The C. F. Scott Company, manufacturing stationers 
of Sacramento, Calif., is a fast-growing concern oper- 
ated and recently purchased by Ray White and his 
son, a veteran of the recent war. 

Specializing in bookbinding, printing and publish- 
ing for counties, cities, banks and corporations, the 
firm is now employing five regular workers plus two 
extras. 

Ray White started with John Hewitt, bookseller of 
Long Beach, Calif., in 1913 and later was with the 
Edgar Barber Company of Oakland, Calif., until World 
War I. After his overseas duty he joined the H. S. 
Crocker Company. Associated with that company and 
with White and Dunbar Stationers at Oakland, he 
later sold out his interests. He was for a number of 
years a representative in the Sacramento Valley for 
Schwabacher-Frey Company, specializing in county, 
city, bank and corporation accounts. 

Lich tei gi 

ISSUE VOLUME II OF TYPEWRITER MANUAL 

Clarence LeRoy “Rock” Jones of the Office Appliance 
Mechanical Institute, Springfield, Mo., has issued Vol- 
ume II of the Typewriter Mechanical Training Manual, 
this book dealing with portable typewriters. Volume I 
on standard machines was previously issued and now 
the Institute is in the process of compiling the Noise- 
less manual which should be ready early next year. 
The three volumes, selling at $7.50 each will then cover 
the mechanisms of the typewriter industry. 

Coincident with the publishing of this second volume 
in the series, the Office Appliance Mechanical Insti- 
tute is moving to new and larger quarters at 429% 
W. Walnut, Springfield. There, accommodations will 
be offered for 200 students and it is expected that the 
limit will soon be reached. 

Complete with illustrations, these typewriter man- 
uals cover the entire field of repair and assembly and 
will be found valuable by mechanics in the office 


machine industry. 
sinitinacialipialli lin 


ENTWISTLE JOINS WATERTOWN, N. Y. FIRM 

George R. Entwistle, Jr.. who has been associated 
with Remington Rand, Inc., in Utica, N. Y., has joined 
the Ruddell Business Machines Company of Water- 
town, N. Y., as service manager. 

Edward L. King, who has been chief of the tabu- 
lating machine section of the Syracuse Regional office 
of the Veterans’ Administration, has also joined the 
Ruddell Business Machines Company as salesman.— 
GET. 

— —>-—_—_—— 
FERRARA APPOINTED AS MANAGER 

Harry S. Ferrara, manager of the Burroughs Adding 
Machine Company, Elmira, N. Y., territory since Sep- 
tember, 1944, has been appointed manager of the 
Binghamton office. He will have charge of 13 counties 
in New York and Pennsylvania. Mr. Ferrara joined 
the Burroughs organization in 1924.—RCS. 
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Co-ordinated Operation through Recorded Facts 


Guess work or estimates won’t do—exact facts are necessary. Your records 
should tell you, instantly, what materials are on hand, or needed — when 
production is ahead or behind schedule—which department needs more 
men—who owes how much—why sales are increasing or declining in cer- 
tain territories. With an Acme Visible System, your records will tell you 


these and other vital facts! 








Acme can equip any business with the right kind of Visible Record 


systems — quickly and economically. 


ete 3 @ Time-siating plome Uiahle Aecota Spain 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 


Copyright 1947 Acme Visible Records, Inc Representatives in Principal Cities 


Reprint of Our Message in National Magazines, October 1947 
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STEEL 
TRANSFER FILES 


STURDY 


No. 601A 


Four Ball Bearing Roller construction similar to 
regular Filing Cabinet . . . precision built for 


fingertip drawer control. 


Can be stacked ceiling high by simple interlock- 
ing devices. Electrically welded throughout . . . 
office green finish. 


LETTER, LEGAL AND 
CHECK SIZES 


Special sizes made 
as requested. 


e 


Packed two cases to a 
carton, shipped F.O.B., 
Factory, Brooklyn, N. Y. 


. 


Write for illustrated folder 
giving complete informa- 
tion and prices. 








DOLIN 


METAL PRODUCTS, Inc. 
187 VARET STREET 
BROOKLYN 6, N. Y. 


ROYAL ANNOUNCES MANAGERIAL CHANGES 

D. B. Starrett, office typewriter sales manager of 
Royal Typewriter Company, recently announced seven | 
managerial appointments and transfers. 

C. W. Housman, former Minneapolis, Minn., district © 
manager, has been named district manager at Port- 
land, Ore. J. S. Kenny, former Worcester, Mass., man- © 
ager, has received the district managership at Minne- 
apolis. G. A. Broden, former New Haven, Conn., man- 














J. S. KENNY 

















E. B. WRONSKI 























CHARLES LAVIS D. L. NEWELL 


ager, has been transferred to Worcester as manager. | 
E. B. Wronski, former New York City salesman, has 
taken over the managership at New Haven. Charles — 
Lavis, former Boston, Mass., salesman, has become | 
manager of Royal’s new branch at Huntington, W. Va. 
Lloyd Cowan, former San Francisco, Calif., salesman, ¥ 
has assumed the managership of another new Royal | 
branch at Sacramento, Calif. D. L. Newell, former 
Des Moines, Iowa, salesman, has been selected to man- 
age the Cedar Rapids, Iowa, branch. 
Manager Housman joined Royal as a salesman at) 
Portland, Ore., in March, 1939. He was promoted to 7 
manage Minneapolis in May, 1941. 4 
Starting as a salesman in Cleveland, Ohio, in Janu-7 
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The world's largest exclusive 
manufacturer of adding machines 


Order Your New Victor TODAY 


Today, you can order what experts call the world’s finest 
adding machine—The Victor Electric Portable—fast, quiet, 


easy to use, durable—proved by business, large and -small. 


Add, subtract, multiply or divide—that’s what Victor, the 
all-purpose machine, does for business. Wherever fast figur- 


ing is required, Victor gets the vote, for Victor is versatile. 


Call, write, wire collect your Victor Man for Victor 60 Second 


Proving Test TODAY! See Victor First, See the Finest! 








Also available 
in 10-key keyboard 
models—hand and electric 


Add These Victor Features! 


eee) Feather-touch keyboards ap Natural reading angle, 
with ‘‘live’’ cushioned eye-ease color reduce op- 
keys, give speed, accuracy, erator fatigue, eye strain. 


ease of operation. 


One-hand, fingertip opera- Fully guaranteed and the 
x 2) tion leaves the other hand. ae best in adding machine 
free to turn pages, checks, service facilities make Vic- 


make notes, etc. tor your best buy! 


Due to the flood of orders for Victor Electric Portables, we are not always able 
to make immediate delivery. So place your Victor order now. 


<= Soon you will wanta, 


“h ) . ° a 
we” Victor in your home 


VICTOR ADDING MACHINE CO., Chicago 18, Illinois 


4 NUBIAN 


HEAVY DUTY FOLDERS 


NusiA ub Folders im- 
prove the performance of any file. They are 
also smart containers for records to be taken 
to meetings or on the road. These folders are 
furnished punched for Acco fasteners, so that 
important sales or reference material may 
be bound into them where it will not be lost 
or misplaced. They keep personal papers in 
your desk drawer neat and orderly .. . they 
stand up straight even when overloaded. 
Write today for samples and more informa- 


tion on these super quality folders. 


| ary, 1934, J.S. Kenny was elevated to the managership 
| at South Bend, Ind., in November, 1939. In February, 


1946, he was transferred to Worcester as manager. } 
G. A. Broden began his service with Royal in June, 7 

1931, also as a salesman at Cleveland. Then, in turn, 7 

he sold Royal typewriters at Syracuse, N. Y., in 1934, 


| at Rochester, N. Y., in 1935, and at Springfield, Mass., 
| in 1939. In October, 1944, he was appointed New Haven | 


manager. 
E. B. Wronski started with Royal as a typewriter 7 
salesman in New York City, where he remained until | 
his recent promotion. 
Charles Lavis joined the company as a special sales * 











LLOYD COWAN 


representative in Boston. In February, 1946, Lavis was © 
given a regular Boston sales territory. In his new 
assignment, he will be charged with the development © 
of an important new branch at Huntington. 

Lloyd Cowan, the man who will build Royal’s new 


branch in Sacramento, began as a San Francisco sales- 7 


man in March, 1936. He was transferred to a selling 
position at Portland in April, 1941, and after military} 
service returned to San Francisco as a salesman in™ 
January, 1946. 

D. L. Newell, who joined the Royal organization as a} 
salesman at Des Moines in June, 1938, served in that | 
capacity while with Royal until his recent promotion. 

Re SLE 
KUMLER APPOINTED ALEXANDER OFFICIAL 

John M. Kumler, Chicago sales executive, has been © 
appointed vice-president in charge of sales of the 
Alexander Manufacturing Company, Bloomington, IIL, 
manufacturers of pens and pencils. The appointment 
was announced recently by Frank Alexander, president 
of the company. 

Mr. Kumler, an international authority on sales con-* 
tests and premium plans, will co-ordinate the com- 
pany’s immediate expansion plans to enter the prize, | 
premium and advertising pen and pencil field. A 
well-known public speaker and writer, Mr. Kumler is} 
the author of a number of books and magazine articles 
on sales contests and premium practices. 

Prior to his appointment with the Alexander Manu-¥7 
facturing Company, Mr. Kumler served as sales con- 
test counselor for many of the nation’s leading manu- 


facturers. 
Sana Er aaionn 


SOUTH BEND FIRM HAS NAME CHANGE : 

The Reliable Office Supply Company, 414 Platt Build-7 
ing, South Bend 10, Ind., has changed its name to) 
Bailey Office Supply Company since the purchase by 
Charles L. Bailey of Mr. Penn’s interest. 
Becoming sole owner, Mr. Bailey changed the loca- 
tion to 414 Platt Building. 

9 
W. H. CLUSE OPENS NEW BUSINESS 

William H. Cluse, former manager of the L. C. Smith) 


| & Corona typewriter agency at Binghamton, N. Ys 


has opened his own office machine sales and service 
business at 123 Chenango St., under the name of W. Ha 
Cluse Company. He has the Royal typewriter agencys 
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Why is the No. 588P one of the most eke] ob (olaet(-lalolel gel olal-1e a atoll a: 
ever built? Stenographers like it and dealers find it easy to sell, 
elcehil rele) (-Mmelile Mela] unequalled business builder. Made in oak, 


walnut finish, mahogany finish, genuine walnut, grey and green. 


Fhe Popes 





.H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK | C4 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS avo FANCIES 


By McGillicudy 


October’s a lively month with football starting, 
baseball ending, and a couple of important 
dates, such as Columbus Day, my birthday, and 
Halloween. 


The other day | was talking to a fellow 
who is quite a student of history. | don’t 
know how accurate his information is — 
but he stated that Queen Isabella staked 
Columbus to his voyage with only seven 
or eight thousand dollars. For that sum 
today you couldn’t even start outfitting an 
expedition. 


| used to go shopping for groceries with my 
wife. We'd spend four or five dollars and 
both come out with a big bag under each arm. 
Now, she just waits in the car—I come out 
with one bag of groceries and I’m minus $8.00. 


Yes .. . things are costing more. But 
remember what I’ve told you from time to 
time. Quality Park prices are firm prices, 
and orders accepted on the basis of current 
price lists will be filled at quoted prices. 
At least, with that system you know what 
you're going to pay. 
During times of rising prices, quality always 
gets a big play. | suppose folks figure prices 
are high anyway, so they might as well get 
the greatest utility and service for their money. 
That's smart buying, of course. 
Quality Park dealers are smart that way 
— except they are smart under all condi- 
tions and prefer to buy Quality Park prod- 
ucts. There’s only one thing that could 
make us happier —to be able to fill ALL 
the orders ALL the time for ALL the Quality 
Park Envelopes you want. But, believe 
me, we're trying! 


Sold Through Dealers Only 


Quality Pk 


ESS 





% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 















MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 76) 










convention in Sacramento in July, the consensus being ~ 
that the convention was a great success, both from a 
business and recreational standpoint. 

All members present were urged to publicize the | 
C.O.M.D.A. dinner dance and revue to be held at the © 
Morrison Hotel on Saturday, November 15. Tickets for 
the event may be obtained from Chairman Jack 
Weiner, Belmont Typewriter Service, 1520 W. Belmont 
Ave., Chicago. 
































ee 
W. F. CUSHING REACHES 90; IS FETED 

Many friends and acquaintances of Walter F. Cush- 
ing, treasurer of Adams, Cushing & Foster, Inc., as- 
sembled on September 15 at a party in honor of his 
ninetieth birthday. Scene of the session was the Bos- 
ton sales room, 63 Franklin St., Boston, Mass. 

Harry L. Chandler, president of Adams, Cushing & 
Foster, Inc., made a short address of welcome to the 
assembled guests and gave a brief resumé of Mr. Cush- 
ing’s experience. He told how Mr. Cushing was one 








W. F. CUSHING 


of the founders of the Boston Stationers Association in 
1888. Mr. Chandler hazarded the opinion that this 79 
years of continuous service in the stationery field is 
an unequalled record. 

Responding to the request of the group, Mr. Cushing, 
whose appearance belies his years, expressed his ap- 
preciation for the presence of so many of his friends 
and associates “who left their business to come over — 
and help me celebrate my ninetieth birthday.” 

Retrogressing somewhat, Mr. Cushing said his 20, 
years with Ward’s had been very happy years. In fact,” 
he said his whole life—business, home and social—had = 
been extremely pleasant. He did say, of course, you ™ 
can’t be 90 years old, any more than you can run aly 
auto for ten years, without developing some squeaks ™ 
and pains. In closing, Mr. Cushing said, “My heart is” 
full, even though my words are weak, and I thank you” 
from the bottom of my heart.” 3 

A splendid buffet luncheon was then served to the 
group, at the end of which all gathered round to see” 
Mr. Cushing cut his ninetieth birthday cake. E 
NEW YORK OMDA GREETS NEW NOMDA HEAD 

The congratulations and plaudits of New York Office 
Machine Dealers Association members were received 
by newly-elected NOMDA president, Irving R. Ritchie, 
Addressing Machine & Equipment Co., at the Sep- 
tember 9 meeting. Presented by Reuben Jaskow,” 
Batlin & Horwitz, president of the New York group, 
Mr. Ritchie outlined some of his plans for his term, 
of office. 4 

Also introduced were NOMDA directors from the® 
New York Association—Sam Hutter, Checkwriter Com-" 
pany, Inc.; Paul Gross, Mailers Service & Equipment 
Company; I. Meizner, Mercury Business Machines 
Company, Inc.; R. Neumayer, National Typewriter; 
Company, Inc., Hartford, Conn.; and Mrs. Jessie b 
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MECHANIZATION in the factory rev- 
olutionized production efficiency and costs. 


MECHANIZATION in the office, with 
Super-Filer, revolutionizes filing because... 


..- It provides faster and better record service. 
.-- It takes the hard manual labor out of filing. 
---1t reduces the number of drawers to oper- 


ate, index and supervise. 


---It reduces the number of top drawers to 
reach. 


.--It reduces the number of bottom drawers ~ 
to stoop to. 


.--It reduces cabinet frontage and filing 
clerks’ travel. 


.--It reduces investment in equipment, be- 
cause fewer cabinets are required. 


...- It reduces floor space used for filing. 











GF 
SUPER-FILER ° 
The Mlschanized File 


18% more “Payload” in Every 

































. . a» Super-Filer is the file with the unique Swing- 

Drawer with Super-Filer Front. Simple in its action, this feature revolutionizes of 

office filing. 7 

: You pull lightly on a handle. A latch unlocks, the € 
aT drawer coasts open, and the drawer front swings 

. down. The mechanized action of the front Throw- Wi 

mM back Compressor has kept the contents sloped back- us 

: wards so that every guide and folder is visible. ca 
- One easy movement of the left hand, with a finger 

) on the desired index tab, parts the drawer contents. -” 
All file manufacturers stress the importance of Record Compres- You open and read the material in any folder like a 
ninaapinn aia uadiek cecenanniei oeeteneen book. Letters are dropped into position, without the 
at least four inches of filing space must be left unfilled in order necessity of removing folders. A light push closes the 
to work the compressor and make the contents accessible. Swing-Front, applies compression to the records, and 
Sh SORES ee the drawer glides back into the case and latches 


safely. Filing is reduced to four quick, easy steps, 
from the eight to ten laborious operations involved 
in filing in the usual rigid-front cabinet. 

By making filing easier and simpler, Super-Filer 
also increases filing accuracy and speeds up service. 
It means less tiring work for filing clerks and so im- 
proves employee morale. 





Another value in Super-Filer, just as great, is the 
space saving made possible by the Swing-Front. In 


In Super-Filer, the Swing-Front, with attached Throwback Com- 





pressor, permits every drawer to be filled to its full depth of 26% the ordinary rigid-front file, at least 4 inches of the 
inches. This is a clear gain of 18% in filed material, or “Payload 265% inch depth must be allowed to operate the 
—the purpose for which you buy a file. Furthermore, every folder eae I sae I te 

from front to back, is readily accessible because of the angle compressor and to manipulate the drawer contents. 
spread. This reduces the effective filing capacity of a drawer 


to a maximum of 225 inches. 












THESE FOUR SIMPLIFIED OPERATIONS MAKE THE JOB OF FILING EASIER AND 





1. Just Open the Drawer "2. Part the Contents 3. File Direct into Folde! 
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“4. Push Lightly to Close Drawer 


prittgs you 


With Super-Filer, compression is applied by means 
of the Throwback Plate attached to the Swing-Front. 
The full 265,” depth of each drawer is utilized as 
effective filing space—a gain of 4 inches, or nearly 18%. 

Thus a 5-drawer Super-Filer cabinet, of standard 
width and depth and only 4 inches taller than the 
usual 4-drawer rigid-front file, has 48% greater 
capacity than the latter. 

Two 5-drawer Super-Filers hold as much material 
as three 4-drawer rigid-front files, saving valuable 


the greatest improvement in 
office filing since the advent 
of the steel file itself 


floor space and making every bank of files more 
compact and easier to work at. 


Super-Filer has other mechanical features which 
make it smoother to operate and give it longer life — 
such as its welded framing, rigid cross bracing and 
progressive ball-bearing drawer suspension. Some of 
these important features are illustrated below. Ask 
your local GF dealer or branch to demonstrate all 
these helpful mechanical improvements when you 
look at Super-Filer in his showroom. 


50% less Floor Space for Filing with Super-Filer 


As a Super-Filer drawer 
holds 18% more mate- 
rial, a 5-drawer Super- 
Filer has the same ca- 
pacity as six rigid-front 
drawers Sotwo 5-draw- 
er Super-Filer cabinets 
take the place of three 
4-drawer files 


If you use 24 five-draw- 
er Super-Filers, you dis- 
pense with 36 old-style 
four-drawer files The 
Super-Filers occupy 70 
square feet of floor 
space, the rigid-front 
files take 35 square feet 
more That's 50% more 
space—saved for other 
office activities 


FASTER WITH SUPER-FILER 


THESE OTHER MECHANICAL ADVANTAGES — 
EXCLUSIVE WITH SUPER-FILER 





1. Adjustable Divide-a-Files 
2. Buttoniess Safety Latch 
oaaes as 3. Triple Security Lock 

4. Easy Drawer Removal 
5. Ball-Bearing Suspensions 
6. Superior Construction 
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Super-Filer is available in a In width, units are made in Oversize 





full line of filmg equipment. As  (21.156” outside width), Cap-size (1814”), 






illustrated below, you have a_ [etter or Ledger-size (15”) and Bill-size 














choice of 2-drawer, 3-drawer,4-  (1314”). Special drawers may be had to 











| drawer and 5-drawer cabinets, all accommodate cards and forms of various | 
aot with the famous Swing-Front drawer. . ~ Rom § 
gZ: d 5 5 sizes—8x5, 6x4, 5x3, 2144x3—checks, 


Finishes available are gray, green, ma- tabulating cards, etc. In brief, Super-Filer 








hogany and walnut. Other colors and spe- can be supplied to handle any and every 
cial finishes supplied to order. office filing job. 


Super-Filer is stocked and sold by GF dealers and 
branches in all important markets. For a demonstra- 
tion of Super-Filer, visit the local showroom. Inspect 
the units on display. Learn how Super-Filer can help 
you solve your filing problems, and save you money 
at the same time. 
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Taylor, Globe Typewriter & Adding Machine Company, 
Inc. 

Executive Secretary Robert Brown reported on the 
membership, stating that there were 140 paid members 
to date. New members included Swift Adding Machine 
Company, 22 Park Pl., and Capitol Typewriter Com- 
pany, White Plains, N. Y. 

George Purvin, Superior Typewriter Company, made 
a report on the entertainment committee’s activities, 
advising that the main and north ballroom had been 
procured at the Hotel New Yorker for the Eleventh 
Annual Dinner, Dance and Revue to be held on 
Saturday, October 25. 

Counsel Charles F. Krause reported on the social 
activities of the national convention at Sacramento, 
Calif. I. Meizner, Mercury Business Machines Com- 
pany, Inc., New York City, told of the profitable time 
he had at the sessions. He praised the part played 
by Mrs. Jessie I. Taylor, Globe Typewriter & Adding 
Machine Company, Inc., New York City, in bringing 
the 1948 NOMDA convention to New York. Mrs. Taylor 
in turn thanked Edward Staatz and the Ames Supply 
Company for the contribution they had made toward 
bringing this about. 

Considerable discussion at the meeting concerned 
the Fair Trade proposals for the industry, a matter 
which was scheduled for Federal Trade Commission 
hearing September 9. 

ANNOUNCE PROGRAM FOR OED CONVENTION 

The timetable of the varied program for the second 
annual convention of Office Equipment Dealers of 
New York at the Waldorf-Astoria, New York City, starts 
with the opening of the exhibits at 9 a.m. on Monday, 
October 27. The luncheon will:be held at 1 p.m. and 
the banquet at 7 p.m. that day. All events will be 
informal. 

On the opening day, the first business session will 
be convened at 2 p.m. On Tuesday, October 28, busi- 
ness sessions will be held at 10 a.m. and 2 p.m. Scene 
of these gatherings will be the Jade and Basildon 
Rooms. Exhibits will be on view at the Astor Galleries 
of the hotel. 


Peale and Raskin to Speak 


Main speaker at the banquet will be the famed 
author, editor and lecturer Norman Vincent Peale, 
minister of New York’s Marble Collegiate Church. His 
topic will be “The Art of Living.” Also scheduled to 
speak is the labor correspondent of the New York 
Times, H. Raskin, who will talk on the subject of solv- 
ing labor problems in dealer stores. 

Chairman of the convention committee is Moe Tur- 
man, Metwood Office Equipment Corp., New York City, 
assisted by Vice-Chairmen Bob Fowler, Macey-Fowler 
Co., New York City; and Jack Schwander, Desks, Inc.., 
New York City: Secretaries Ben Itkin, Itkin Brothers, 
and Bernard H. Nemlich, Ragan Furniture Corp.; and 
Treasurer Seymour Nathan, Charles S. Nathan, Inc 
Executive secretary in charge of all arrangements is 
Mildred S. Zich, the Westcort Co. Members of the 
committee are Richard Berry, Berry, Dickie & Stettler, 
Inc.; R. B. Booth, Leopold Co.; Harvey Bright, Bright 
Chair Co.; H. A. Clemetsen, Office Furniture Warehouse 
Co.; Roland J. Freeman, manufacturers’ representa- 
tive; Ed Golden, Kalmus & Golden; Sam Kartz, Art 
Steel Co.; Harry Lakow, Samuel Lakow & Sons; Charles 
Lane, Charles J. Lane Co.; Ben Levin, D. & L. Office 
Furniture Co.; Irving Levy, Art Steel Sales Co.; Guy 
Rentsler, Remington Rand, Inc.; William Silberstein, 
Glassman & Son; William W. Sproul, Joseph Wallace, 
and George B. Wray, manufacturers’ representative. 

Exhibitors are: 

Aetna Safe Co., All Steel Equipment Co., Alma Desk 
Co., Art Steel Sales Co., Banov-Bernsley, Blanchard 
Bros. & Lane, Bright Chair Co., Inc., Columbia Steel 
Equipment Co., Corry-Jamestown Mfg. Co., Custom 
Cabinet Corp., Excellent Cabinet Works Corp., Gunlocke 
Chair Co., High Point Bending & Chair Co., Indiana 
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“OLD DUTCH” PRODUCTS 


FOR EVERY DUPLICATING, 
CARBON AND RIBBON NEED 


CARBON ROLLS 


) CARBON RIBBONS 


TRANSVERSE CARBON 





WATERS & WATERS BRANCH 


BURLINGTON, N. J. 
SAN FRANCISCO, CAL. 


ST. LOUIS, MO. 
LOS ANGELES, CAL. 
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YOUR CUSTOMER SAVES 
and YOU PROFIT! 


You profit when you sell a time saving Hano sys- 
tem ... whether the form is a simple Autographic 
Register form or a combination Invoice - Factory 
Order - Bill of Lading - Snap-a-part, there is a good 
margin of profit for you. 


Your repeat order protection from satisfied customers 
is only one of the many advantages for Hano Dealers. 


Get the full story . . . write today. 


WRITE FOR DEALER 
PROPOSAL IF YOU ARE 
LOCATED IN THE SOUTH 
MIDDLE WEST or WEST 







PHILIP HANG COMPANY 


InCORPORATED 


HOLVOKE ,MASS. 
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Desk Co., Jasper Office Furniture Co., Jasper Seating 
Co., Lackawanna Leather Co., LaSalle Products Co.. 
Leopold Desk Co., Metalstand Co., Milwaukee Chair 
Co., Martin M. Moldow Asso., Murphy Chair Co., Myrtle 
Desk Co., Nucraft Furniture Co., Parker Steel Products, 
Quigley Furniture Co., Rockwell-Barnes Co., L. Sain- 
berg & Co., Standard Furniture Co., Sturgis Posture 
Chair Co., The Jasper Desk Co., The Sikes Chair Co., 
Thomas Furniture Co., Victor Safe & Equipment Co 
9 

INFORMED CITIZENRY HELD NEXT TO FOOD 

The free exchange of information is next in impor- 
tance to food in the world today “because a country 
with uninformed citizens can. in winning the battle 
against want, simultaneously forfeit the individual 
freedom of its citizens,” Frederick G. Rudge, president 
of Fred Rudge, Inc., management consultants, told 
members of the Office Executives Association of New 
York City in an address recently at the Belmont Plaza 
Hotel. 

Mr. Rudge, who recently returned from Sweden 
where he was a delegate this Summer to the Inter- 
national Management Congress meeting in Stockholm, 
declared that “the United States remains virtually the 
only country which permits some degree of personal 
liberty, and some degree of free business enterprise. 

“In most of these countries, personal liberty was not 
stolen from the people. On the contrary, the citizens 
voluntarily surrendered their rights as free men. And 
they surrendered these rights at the polls because 
they believed that statism would bring more economic 
satisfaction than they could find in a democratic state. 


| In other words, they did not have a good opinion of 
| business operated as a free enterprise.” 


2 
GREAT LAKES TRAVELERS CLUB NOTES 
Because the NSA pre-convention luncheon of GLTC 
was scheduled for September 28, the regular monthly 
business meeting of the club was held on Friday, 
September 19. Dealers present were Clark Roland, of 
Marshall-Jackson Company, and Maynard Westring, 
Mid-City Stationers, Rockford, Ill., governor-elect of 
NSA District No. 6. Following the reports of officers 
and committee chairmen, John Hess and Reed Fer- 
guson of National Blank Book Company, and Bruce 
McCaleb of Associated Stationers Supply Company, 
were accepted into membership. President Tom Gil- 
lice, Rockwell-Barnes Company, appointed the follow- 
ing as members of the club’s annual Christmas party 
committee: Gordon Kickels, C. L. Barkley & Company, 
chairman; Dick Singer, The Globe-Wernicke Co.; Hy 
Linden, Ace Fastener Corporation; Ben Allen, Ameri- 
can Lead Pencil Company; Walter Lennartson, OFFICE 
APPLIANCES, and Dick Brady, Geyer’s Topics. Mr. Wes- 
tring spoke briefly just before adjournment. 
eS eee 
BOSTON STATIONERS OPEN FALL SEASON 
The Boston Stationers Association held their first 
meeting of the season on September 22 in the Empire 
Room of the Hotel Vendome. This was also the first 
meeting for President Walter E. Trites since being 
elected, and was attended by nearly 100 members and 
guests. The speaker of the evening was David Black, 
vice-president of the Clark-Babbitt Industries of Bos- 
ton, who gave a very interesting talk on the outlook 
for 1948. More very fine programs have been planned 
for the coming fall and winter meetings. 
; a 
HAROLD R. RUSSELL JOINS TINNERMAN 
Harold R. Russell has resigned as vice-president and 
general sales manager of Commercial Controls Cor- 
poration, Rochester, N. Y., to become general sales 
manager of Tinnerman Products, Inc., Cleveland, 
Ohio. He was feted at a farewell luncheon by the 
executive committee of the Rochester Sales Executives 
Club in the Chamber of Commerce. Mr. Russell was 4 
former president of the club.—GET. 
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Comfant 


... A BUSINESS INVESTMENT 






'Orerinicouam tieltiaa: 
Inspiration .. . 
A Modern Day 

Necessity in 
The Nation’s 


Business 


THIS ONE IS 
No. 104 





It 1s National’s Policy to Consistently Produce 

Chairs Combining Comfort, Serviceability And 

al ; Beauty Always at Popular Prices 
EVANSVILLE Pa RE 


NATLONAL FURNITURE MANUFACTURING COMPANY 


EVANSVILLE, INDIANA 
VISIT NATIONAL’S DISPLAY ROOMS IN SPACE 1045 - AMERICAN FURNITURE MART - OPEN DAILY 
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ALL-OVER FELTED BASE 


DESK LAMP 





MARKS Deir ba See ta ry 








No. 901 


SUPER SELLING 
FEATURES: 


% Felt covers every part 


of base 


% Embossed metal base 


for instant cleaning 


% Sagless flexible arm 


is super serviceable 


% Rich auto-body 
baked enamel 


bronze finish 


% Super Secretary 
is individually 
packed and easy 


to merchandise 


PRICES ON REQUEST j Tee 


MARKS MANUFACTURING COMPANY 


700 N. Carpenter Street e Chicago 22, Illinois 











NAME STATIONERS’ GUILD CLUB LEADERS 


The Stationers’ Guild Club, Toronto, Canada, hag# 
chosen leaders in the club’s activities, according to’ 


V. L. Balfour, D. A. Balfour Company, Ltd., who has 


been named chairman of the publicity committee.7 


These leaders are: 
Chairman 

Company. 
Sub chairman—lIvan Card, Viceroy Rubber Company, 


Pro chairman—Ross Imrie, Eagle Pencil Company, % 
Betty Price, Brown Brothers, 7 
Gordon Anderson, Northern Miner Com- 


Assistant 
Secretary 
pany. 


treasurer 


Assistant secretary—Charles Beacon, Callow Bros. 4% 


Publicity chairman—Vincent Balfour, D. A. Balfour 
Company, Ltd. 

Membership chairman—Jim O’Neill, Brown & Collett. 

Fellowship chairman—Bill Glendinning, Acme Car- 
bon & Ribbon Company. 

Serving without portfolio are Jimmie Sims, Under- 


wood, Ltd., and George Chisholm, Dennison Manufac- 7 


turing Company. 
Opening night affair for the club’s new season was 
a “get-acquainted” event in the form of a corn and 
weiner roast at Woodbridge, Circle M Ranch. 
Pee. eee 
HENDRICKSON JOINS HARTER CORPORATION 
L. E. Hendrickson recently joined the Harter Cor- 
poration’s New York City office located at 114 Liberty 
St. Mr. Hendrickson will be associated with Burnham 


















Frank Shea, Peerless Carbon & Ribbon : 







































L. E. HENDRICKSON BURNHAM MATTHEWS 
Matthews, Harter’s eastern sales manager. Until re- 
cently he was employed by the Security Steel Equip- 
ment Corporation in that firm’s New York City office. 
He served with Security Steel for 14 years, the last 
ten of which were as a salesman. 

————_—  —__—_ 


IMPRINTED PENCILS HELP BUILD BUSINESS 

A special service which Comfort Printing & Station- 
ery Company, St. Louis, Mo., renders to large-scale 
users of pencils is the offer of pencils especially im- 
printed with the firm name in large quantities—which 
the buyer may use in his own business, for advertising, 
or for gifts. 

Concerns who use the service include large dry 
goods wholesale houses, department stores, factories, 
manufacturer’s agents, and insurance companies, ac- 
cording to the store. One of the largest of these is 
Ely & Walker, large St. Louis wholesale dry goods firm, 
which orders thousands of the pencils every year. 
These are used by company personnel and are also 
distributed by salesmen making calls. 

Service is available only where gross lots are con- 
cerned, according to Comfort Printing & Stationery 
Company. “Subscribers” usually order thousands of 
pencils which are to be delivered so many per season, 
to obtain quantity discount which makes this an ef- 
fective form of advertising. Pencils are available in 
two price lines, and have attracted many large-scale 
users whom the store could not have otherwise con- 
tacted, according to the management.—RAL. 
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WRITE FOR 
NEW BOOKLET teal 


Get the origina 
indelibly branded Gunn 


Only Gunn was ¥! ing to em 
eye-saving finish to |-E.S. specifications + 


which has inspire style trend. : 


da dominant 


Starline’s beauty is more than skin deep. |t springs 
from practical, functional values- No other desk 


gives ALL that the Starl d modern 


ine gives — a” 


methods keep the price within sensible limits. 


your Eyes awe =e’ 
amusing little book that tells 


how to nd improved eye 
comfort, avoid brain-fag °* 


the daily job- 





ODERN PIONEERS 6 
FINE orFice APPOINTME nts 











POST-WAR 
LIQUID TYPE 


licator 


*DITTO 


DELIVERS TWICE AS MANY COPIES 
PER MINUTE AS PREVIOUS MODELS 














Improvements envisioned by Ditto since before the 
war are incorporated in the new Direct Process 
Duplicator! The latest Ditto machine makes twice 
as many bright, errorless copies a minute as its 
predecessor. 

Changing masters is surprisingly simple with the 
new type master clamp, and vastly improved liquid 
and pressure control guarantees brighter, clearer 
copies. When machine is not in use, the receiving 
tray can be folded up over the drum .. . thus protect- 
ing mechanical parts from dust and reducing space 
requirements. The reversible feed tray allows simpler 
handling of every size paper. Here in truth is dupli- 
cating efficiency at its zenith — fast, economical, 


trouble-free. 


DITTO, INC., 730 S. Oakley Blvd., Chicago 12, Illinois 
In Canada: Ditto of Canada, Ltd., Toronto, Ontario 
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NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 54) 


NEW SMOKER—This smoker, 
No. 22, is being manufactured 
by Nestler-Fields Manufactur- 
ing Co., 602 Wythe Ave., Brook- 
lyn, N. Y., as a sophisticated, 
yet practical, stand with cock- 
tail top that gives a distinctive 
touch to the modern office. 
Smoker No. 22 is finished in 
plated chrome or bronze. Safe- 
ly balanced, claim the manu- 
facturers, its broad, solid base 
makes it tip-free. The ash 
compartment is in the tube 
and the stand has bayonet slot 
top. Height is 26 inches. Dia- 
meters are 10 inches for the 
base and 14 for the tray. 











NEW UTILITY TABLE INTRODUCED. —Just announced by 
Cardinal Sales, Inc., 5631 W. Madison St., Chicago 44, IIL, 
is this all-steel utility and typewriter table built for long 
service and durability. Top is 32 x 16!/2 inches, height 261/2 
inches, with one-inch tubular steel legs. Shipped knocked 
down, the tables can be assembled in a few minutes. Fur- 
nished in choice of green, brown or gray finishes. Additional 
information is obtainable from the maker at above address. 


————— > —__ 
HOUSTON FIRM TAKES LARGER QUARTERS 


The Standard Printing & Lithographing Company 
moved on August 1 from its old home at 1207-11 
Capitol Ave., into new and larger quarters at the 
corner of Rusk and LaBranch Sts., Houston, Tex. 

At the same time the name of the company, which 
was acquired by the Maverick-Clarke Company of San 
Antonio, Tex., in 1944, was changed to the Maverick- 
Clarke Company to bring it into closer relation with 
the Maverick-Clarke organization, which now covers 
the entire state. 

In its new home, the company occupies a three-story 
building 155 x 162 feet and containing 69,000 square 
feet of floor space, three times the space occupied 
in its former location. 

At the same time, the Maverick-Clarke Company, 
which is now located at 416 Schanzel St. in Corpus 
Christi, Tex., has leased the building at 216 Mesquite 
St. for use as an office, display room and warehouse, 
and will occupy it as soon as remodeling has been 
completed. 

This, too, represents an expansion to meet the ex- 
panding business of the company, which has been 


Steadily growing during and since the war.—JHR. 
a —_-———— 
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THE WESCO 


PORTABLE SECRETARIAL 


(IN LETTER AND LEGAL WIDTHS) 


DESIGNED FOR BEAUTY AND EFFICIENCY 
CONSTRUCTED AND FINISHED FOR THE EXECUTIVE 


CHECK THESE FINE FEATURES: 
V¥ Four Swivel 2'' BALL BEARING Rubber Tired 


Casters. 


V Reinforced Upright Construction with Tie Bar 
Between Top Section and File Drawer. 


V Constructed of High Grade Furniture Steel. 
V Lift Top Equipped with Grooved Key Lock. 


V Drawers Operate Smoothly on a Set of Four 
Rollers. 


V Pearl Grey or Olive Green Baked Enamel 
Finishes. 


For Dealers’ Price List and IIlustrative 
Circulars Write 


ESTERN MFG. ¢ 


WESTERN MANUFACTURING COMPANY 





a, AURORA, ILLINOIS G&G 


EASTERN AND EXPORT OFFICE: 50 CHURCH ST., NEW YORK 7 
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ORGANIZE ROSE RIBBON, CARBON FIRM 
Adolph Rose, one of the pioneers in the manufacture 












DEALERS: of spirit and hectograph carbon papers, has organized 
Ask about the Rose Ribbon and Carbon Manufacturing Company, 
available Inc. 





Mr. Rose has been connected with the carbon paper 
business since 1914. Associated with him are a num- 
ber of key men who have spent a lifetime in the in- 


territories. 





bs 







VI 







ROSE RIBBON AND CARBON PLANT 













dustry, including a chemist and also a mechanical 

engineer for the development and building of addi- 

| | tional equipment. 
J The Rose organization, in addition to its regular 






GROWING 
CHOICE 
New LOMBARD 
Fine- Rest chairs 
make seating 
history in user 

























to manufacture Spirograph Master units, both plain 
: q and printed, spirit carbon paper ribbons, duplicating 
fluid, and hand cream for the removal of spirit and 
hectograph carbon stains. 

Interesting innovations developed by Mr. Rose in- 
clude a machine for making private imprint on the 
back of carbon papers. He also plans a number of 












—— line of carbon papers and inked ribbons, will specialize 
in the making of spirit and hectograph carbons in all 
| colors: black, blue, purple, red, green, brown; and also 









acceepta nee new developments in the field of spirit and hectograph 
carbon paper in the near future. 

Rose Ribbon and Carbon Manufacturing Company, 

Ealy widespread accept- Inc., located in its own plant at 701 Spring St., Eliza- 
ance for the new beth, N. J., is now in production. 





Lombard Fine-Rest Aluminum ————e—<—0—___ 
Chairs has proved only the beginning of 
a steadily soaring response from both 
users and dealers everywhere. This grow- 
ing choice has, necessarily, been centered 
on the three initial Fine-Rest models illus- 
trated. Very shortly there will be still 
more basis for your choice of Lombard 
Chairs. New models, incorporating the 
same simplicity of design, luxurious ap- 
pearance and durability, at moderate 
price range, will be announced. Write now 
for descriptive literature, prices. 























LOMBARD INDUSTRIES 


hash. FR Keupire Building STARS IN SINGING COMMERCIAL CONTEST—Jane Weller, | 


; an Underwood Corp. secretary in New York City, was re- TI 
Youngstown, Ohio cently awarded a prize for her singing commercial submitted | is 
in radio station WNEW-MGM “Huckster” contest, run in con- th 
junction with the new Metro film hit, “The Hucksters.” Miss 
Weller’s commercial was written to the tune, “The Campbells | Ke 


Are Coming” and had a bagpipe musical background. She 

is pictured here singing her rhyme on a special broadcast. | 

Announcer Jack Lesionic (left) and other winners, Milton L. 
Marks and Irving Zeichner, appear with her. | 


o—~—"e ee 


RARE PENCIL AVAILABLE TO COLLECTORS 
A rare wood case pencil more than 100 years old and 
in perfect condition is available as a collector’s item. 
This pencil has a square lead that was hand molded. 
The wood is hand cut and grooved and the lead is 
. . held in place with a glued slot. The wood is a natural 
ALUMINUM CHAIRS sanded finish. Any interested parties can contact Ed- 


win K. Newcomb, 1 Columbia Pl., Albany 7, N. Y. 
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S31 Bronze Desk Set (any color pen) $5.00 SF51 Walnut Desk Set (any color pen) $5.00 
[5-2 Chrome Desk Set (any color pen) $5.00 SF52 Walnut DeskeSet (any color pen) $8.00 











| SF71C Spécial Chrome Counter Set (any color pen) $7.00 SF21C Chrome Counter Set 
(SF72C with 2 pens $10.10 SF73C with 3 pen $13.20) any color pen) 

| SF42C Bronze Counter Set (any color pens $8.70 SF31C Bronze Counter Set - 
(SF41C with 1 pen $5.60; SF43C with 3 pens $11.80) ny color pen) 


KERR CHANGEPOINT FOUNTAIN PENS 


The pens so widely used on bank counters. They have to be good to withstand the abuses of this service. Their construction 
| is simple and practical. Anyone can take them apart by parts and put them together again. All parts are replaceable by 
the user, thus the pens never need to be sent in for repairs. 


| Kerr Pens are sold through stationery, office supply, and equipment dealers. Order from your,dealer and let us serve you through him. 






President 
APANY, Tulsa, Oklahoma 





a Nos. 2 to 8, 15¢ ea., $1.50 doz., $7.50 Ya-ar Iridium Tipped Nos 35c ea 








5 Pocket Pens (any color) $2.75. Counter Pens (any color) with n 
with Plain Stainless Steel Points. Iridium Tipped Points 20c additional. 
; 6R 6A 6E 

RUBY AMETHYST EMERALD 
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* Sell More Staples 

*x Give More Customer 
Satisfaction 

* Promote Repeat Business 
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THEY’RE PRECISION THEY’RE EXTRA STRONG THEY’RE SMOOTH 
MADE PERFORMERS 


For All Your Paper Fastening Needs.. 
DEMAND “MONARCH” BRAND! 
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LOOK FOR THIS TRADEMARK 





Now, more than ever, wise stationers realize that it is sound 
policy to sell quality products. And more than that . 
they realize that it is economy to combine their staple 
orders with their requirements for CLIPS—PINS— 
FASTENERS and THUMB TACKS. There's substantial bene- 
fits involved in buying from VAIL. It means a saving in 
freight—time—handling—bookkeeping—and other definite 
cost factors. This modern, efficient and protitable policy 
of buying paper fastening devices insures a well bal- 
anced inventory which satisfies old customers and attracts 
new ones. For all your paper fastening needs—DEMAND 
"MONARCH" BRAND. 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO 19, 
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The New Security 











WINDOW DISPLAYS PAY FOR GRAND RAPIDS FIRM 

Particularly conscious of the value of window dis- 
plays are Glenn A. DeGroot and Clare B. Krenz, presi- 
dent and vice-president, respectively, of Taylor’s, Inc., 
Grand Rapids, Mich. These men, who became owners 
of the former Taylor Office Equipment Company in 
April of 1946, have had a number of attention-getting 
windows which have brought dividends in sales. 

This policy is associated with a change of location. 
One month following the purchase of the business, the 
new owners secured lease of a new and larger store 


GLENN A. DEGROOT CLARE B. KRENZ 


location in a section where there are situated a num- 
ber of similar businesses. Every thought and attention 
was thus devoted by Mr. DeGroot and Mr. Krenz 
toward making the new store as attractive and as 
interesting to customers as possible. 

One interesting window showed a typewriter com- 
pletely submerged in a tub of water. To prove that it 
was water, not a cleaning solvent, gold fish were placed 
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TAYLOR'S, INC., BEACH WINDOW —This realistic beach 
scene was used by Taylor's, Inc., Grand Rapids, Mich., 
for a recent display window. The streamlined model was 
surrounded by effective props and sign, “She has every- 
thing, including a new portable typewriter from Taylor's.” 


in the tub with the typewriter. Nearby a large sign 
read, “A Taylorized typewriter will not work under 
water, but it will work 100 per cent better when Tay- 
lor’s have rebuilt it and made it like new.” The fol- 
lowing week the typewriter was overhauled in the 
shop and placed in perfect operating order. The serial 
number was verified by three men from outside the 
organization. Placed in perfect working condition the 
typewriter was placed upon a board resting atop of 
the tub of water and it became a perfect example of 
how badly abused a machine can be and still be made 
workable. 

One other window used by Taylor’s, Inc., during the 
time when typewriters were still very difficult to ob- 
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WHEN YOU . 
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POSTURE 
CH A/I RS 


feature 


No line of posture chairs is bet- 
ter known—more in demand 


than Sturgis Posture Chairs. 


Their important exclusive fea- 
tures—their well designed con- 
struction for posture comfort 
have won a loyal following in 
thousands of offices. 

Feature this line for goodwill 
building sales. Write for full 


details. 


THE STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





. ° Re tain was a typewriter placed in a baby carriage tied 

You wouldn t drive a with pink and blue ribbons. Gleaming from its recent 

a overhauling, the machine bore a sign reading, “Baby 

e e your typewriter, they are hard to replace. Keep it in 
spike with a Tack Hammer- good repair with Taylor’s expert service.” 

In the case of a most recent window, sand was ob- 
tained for a completely realistic beach scene. A hand- 
some portable radio was loaned by a radio store, to- 
gether with other borrowed props bearing courtesy 
cards acknowledging each contributor’s article. The 
sign reads, “She has everything, including a new port- 
able typewriter from Taylor’s.” A streamlined model | 
was secured to augment this display. | 

In the short period of a year and a half, the pro- | 
prietors of Taylor’s, Inc., have found startling business 
results in such policies as competitive price structure 





on merchandise and services, prompt delivery of mer- Th 
| chandise properly displayed, salespeople trained to | ,, 
talk intelligently to the customers, tieing in window N 

advertising with newspaper advertising, and going- off 

out-of-their-way service by the store personnel toward ha 

customers. 

President DeGroot was previously associated with 

the DeGroot Typewriter Company of Kalamazoo, Mich., res 

as a co-owner and a former manager. Vice-president sile 

Krenz was for a number of years the purchasing agent — 


of the Tisch Hine Company of Grand Rapids. 
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TIFFANY STANDS 
are Built for this Job 


of Giving You the Best. . 
Protection for Your Machines 


Patented 


e 
Adjustabie Top 
SxS to 141% x 161% 





Welded 
Corner 
Braces 


Robelet, mayor of Dunkerque, France, 
admires his new typewriter which 
was among the $75,000 worth of gifts 
to the people of the heroic French ; 
port from citizens of Dunkirk, N. Y. 


f RECORDKEEPING IS BASIS FOR NEW BOOK 

Low Mounted “Records for the Control of Growing Manufacturing | 

a Enterprises” is the title of a new volume recently writ- { 
i 
§ 











Sure Hold 
Tiffany Knee oo 
Bracket 











ten by Paul F. Lawler of Harvard Business School, 
Division of Research. 

It has been suggested by Al Gibney, manager of the 
<a , Mere sales promotion department of National Blank Book 
a Company, and others in the industry that the infor- 
mation could be of a distinct advantage to stationers 
who are selling supplies and recordkeeping material 
for business. Office routines, sales records and produc- 
tion control are some of the subjects covered in the 
volume which sells for $1.00 and may be purchased 


Caster 
Retracting fe 
Linkage 








Bassick 





Quiet 
Ball Swivel 
Casters 





Heavy Cast 
Metal Non _ 


Creep Foot 


deca amgiiere: aes np eaPiggumamaalaiasai by addressing the Division of Research, Harvard Busi- 
© Drop Leafs of 18 Ga. Prime Shoot Steel. ness School, Soldiers Field, Boston 63, Mass. Checks | 
@ Baked Enamel Finish, Standard 26" Height. are to be made payable to Harvard University. 
@ Model "'S-Biller'’ Shown Here. —_—_——e——e—___ 
@ Models "'S" and "SS" Also Now Available. A rat Metcggs Pring 3 Fea Comes be will 
; new firm, Modern ce any, 

ne ron eee een one sever Dany. opened September 1 at 821 W. Morehead St., Charlotte 

Inquiries Invited 3, N. C., to deal in stationery and office equipment. 

Partner with C. P. Edwards, Jr., is A. D. Skidmore, A 


for 13 years with Pound & Moore Company in Char- 


TIFFANY STAND COMPANY lotte. Mr. Edwards was with the Model Laundry Com- 


POPLAR: BLUP?, pany, Charlotte, for 12 years as office manager. MAN 
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AMERICA’S BUSY FUTURE ; 
pro- 
ness 
ture 
— The striking beauty, the distinctive styling of the Browne-Morse 
all "Modern American” Steel Desk enhance the appearance of any 
ing- office. Its streamlined unified construction gives it the ability to take 
yard hard wear and abuse. 
vith The ‘Modern American” adds to the efficiency of any office. Drawers 
ich., respond to the slightest pull ... open and close smoothly and 
lent silently. Complete interchangeability of drawers gives you the con- 
sent venience of an arrangement that fits your needs. 
It's no wonder that modern executives who are really interested in 
office efficiency are saying: ‘‘Here’s the desk for me.” 
; 
’ j 
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vrit- | 
1001, 7 
the | 
300k 
for- % 
ners A quick glance at the colorful pages ‘4 
erial of the new ‘Modern American” bulle- , 
’ tin will show you the many advan- F 
duc- tages this distinctive desk has for you. 4 
the A free copy will be sent you upon , 
request. Write today. 
ased | 
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ent. Architects of Efficiency for America’s Office 
nal MUSKEGON MICHIGAN 
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MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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Mr. Stationer: 












I am asking you to give me an opportunity to prove why more than 2000 
leading American Stationers have selected Blackbourn’s Systems for 
resale to their trade. 


I invite your consideration of our TRIAL OFFER DEAL described below. 


Fill in and mail me the Trial Offer Coupon today——I will personally 
analyze the possibilities of sales in your trade territory and select one 
each of 25 of our most popular and top selling records that are best 
adapted for volume sales in your locality. 












If upon inspection you don’t agree that the records I send for your 
approval are simpler, more attractive, sensibly arranged and fairly priced, 
more complete and salable to your trade than any similar records you 
have ever inspected or sold, you may return any or all of the trial order 


without any obligation. 
A. R. Blackbowm 
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DRUGGISTS 222 South Cedar Lake Road 
FLORISTS + S Minneapolis 5, Minnesota 
GIFT SHOPS ash Ship your “personally selected” Trial Assortment of 25 best selling Book 
RADIO ? once. Invoice us at regular Dealer discounts. We have the privilege of retu™ 
HARDWARE we any or all of these books upon arrival and inspection, for full credit. 
ELECTRIC SHOPS oo 
CLOTHIERS 








ee ae eer rer Perey er ee eo) ee 


i 


WOMEN'S SHOPS (_ 





Phe Plackloura Systeme SET T tt eee sas 8 T. . 


222 SOUTH CEDAR LAKE ROAD 
MINNEAPOLIS >, MINNESOTA eee ET Eee OTT Ee eT ee eT 
































KBO 
STEM 
t Selli 
compl 
f 

fied 

d 
eeping | 





1S 


ling Book 
e of retur 
»dit. 








MOSELEY OPENS NEW STORE AT SPRINGFIELD 


H. C. Moseley, proprietor of Moseley Typewriter & 


Office Equipment Company, Springfield, Mo., is now 
well established in a new store which marks the tri- 
umph over adversities connected with a fire which 
wiped out the firm and 14 other business concerns in 
December of 1945. 

Long established in the city, Mr. Moseley was con- 
nected with Remington Rand, Inc., as direct repre- 
sentative for 16 years. The organization under the 


Moseley name was completed and a store opened on | 


May 1, 1943, still retaining the Remington Rand fran- 
chise at 216 E. McDaniel until the time of the fire. 
The Moseley Typewriter & Office Equipment Company 
was reopened across the street in half of a building, 
located with an exterminator company. This space 
was retained until the new store could be completed. 

In the new location, space 250 feet deep by 20 feet 
is available with elevator service and ample storage 
room. 

A complete stock of office supplies, furniture, files 
and other equipment is carried. The Moseley firm spe- 
cializes in the service department on general recondi- 
tioning of all makes of typewriters. This service de- 





— se ae 
areas 2 


P rypewriters 


: OFFICE DUPLICATING OFFICE 
ADDING MACH'S SUPPLIES MACHINES FURNITURE 
PORTABLES {TYPEWRITER RIBBONS PEED-O-PRINT DESKS - CHAIRS 
CALCULATORS / TYPEWRITER PAPERS DITT | STEEL FILES 
RENTALS REPAIRS | TYPEWRITER CARBON SUPPLIE SAFES -CABINETS. 
REBUILDING | FILING SUPPLIES STENCILS -INKS LOCKERS 








\ & : : a ~a oP al | 
NEW STORE FOR SPRINGFIELD, MO.—Moseley’s Typewriter 
& Office Equipment Co. new store. Shown are the front (top), 
main sales room (center) and part of service department. 
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Now available 







PHONE BOOK 


COVERS 







e Informative label 
e Convenient to stock 
e No wear and tear 


e Easily carried without wrapping 


AICO 


Work 
Distributors 


High quality 
Indexed with printed label 
ready for insertion. 


lf titles other than those 
printed are desired, they 
may be typewritten on 
reverse side. 


Neat. Efficient. Needed 
in every office. 
3 attractive colors. 


AICO 


CORRESPONDENCE 
FOLDERS 


Handsome 
Fabrikoid folders 


3 colors 


The Best Dressed 
offices 
all use 


A1C 0 Probucts 


New York Sales Office 
10 Thomas Street, New York 13, N. Y. 


Permanent Sales Display 


336 S. Jefferson, Chicago 6, Ill. 


AleG PRODUCTS 


PW .: eh egecet Company 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBIN 





AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 
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DELIVERY 


IMMEDIATE 
STEEL OFFICE 


BS . ENT 
42" x 36" x 18" 
Double Door 
Counter High 
CABINET 


LEGAL & LETTER 
Steel Transfer 
! 
30'/,"" 





x 24"' x 18" 
Desk High 
CABINET 





42"' x 26" x 18" 
Counter High 
Single Door 

CABINET 





WRITE FOR PRICES & DEALER 
DISCOUNTS. 


Manufactured By 


Single—Drawer Transfer Files 
Easily Built Up to a Four 
Drawer Unit. 


Four Roller Bearings. Sturdily PARKER STEEL PRODUCTS INC. 


Brass Card Holder and Drawer 54-60 COLUMBIA STREET 
Pull. BROOKLYN 31, N. Y. 


STEEL 
STORAGE 
WARDROBE 
AND 
COMBINATION 
CABINETS 
aa 
SEE THEM 
ON DISPLAY AT 
BOOTH 13 
O.E.D. 
CONVENTION 
WALDORF 
ASTORIA HOTEL 
OCTOBER 
27th-28th 
NEW YORK, N. Y. 


Made of heavy gauge steel... 
struction and completely reinforced throughout .. . 
shelves adjustable every two inches . . . baked on enamel 
finish in green and gray . . . dependable three way locking 
device. Storage cabinets measure 72”x36"x18". Ward- 


robe cabinets measure 72”x36"x20”. 





electrically welded con- 


Write for latest catalog. 


PARKER STEEL PRODUCTS, INC. 


54-60 COLUMBIA ST. BROOKLYN 31, N. Y. 





144 





partment is manned by Kenneth M. Edge, superin- 
tendent; Albert Shelton, mechanic; Jimmy Moseley 
and Bill Edge. Modern equipment makes the depart- 
ment outstanding. 

Location of the new store is 320 South Ave. in 
Springfield. 

oe 
HOLD OPEN HOUSE AT WICHITA FIRM 

The Southwestern Stationery & Bank Supply of 
Wichita, Kans., held open house in their new store at 
133 N. Market St., on July 12, to receive their many 
customers, local friends and travelers. 

Large crowds visited the store throughout the day 
and were shown the many items of office supplies and 
equipment on display. All the Wichita stationers and 
equipment dealers paid their respects, along with many 
of the city’s leading industrialists and bankers. 

Out-of-town dealers present were L. B. Wilcox, 
Carlyle Harmon, Ear] Seibert of Roberts Printing & 
Stationery Company, Hutchinson, Kans.; and Jack 


NEW STORE—Two interior views of the new store of the 

Southwestern Stationery & Bank Supply, Wichita, Kans., 

where open house was held July 12. Top picture reveals 
profusion of floral gifts received for the formal opening. 


Baney, Business Equipment Company, Pratt, Kans. 
Travelers present included Pete Masterson, Acco Prod- 
ucts, Inc.; Clyde Noll, Sanford Ink Company; Al 
Perry, Carpenter Paper Company; John Krueger and 
John Lathrop, F. S. Webster Company; George Wall, 
Art Metal Construction Company; Al Hazard, Hall- 
mark Cards; Bill Pickering, E. Faber Pencil Company; 
Herb Johnson, Wilson Jones Co.; Scott Moss, 
Graham Paper Company; Barrett Mitchell, George B. 
Graff Company; and E. J. Mitchell, Jasper Seating 
Company. 

In addition to Cuba White and his associates of 
the Wichita store, the firm was represented by Mr. 
and Mrs. Winfield White, Mrs. John Smith, Mr. and 
Mrs. Basil Martin, Russell and Walter Martin, Mr. and 
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Craftsmanship at its very best is 
exemplified in our grand new 
line . . . the fine flower of 26 years’ 

intensified ¢ nce >! For ut- 





BOOTH 22 : 
Waldorf-Astoria Hotel : —_— 
October 27-28 } 





2nd Annual Convention 
of 

Office Equipment Dealers 

of New York 
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MANUFACTURERS OF Usellered Laalhr Senioe 


‘Me. a 127-133 BLEECKER STREET, NEW YORK 12, N. Y. 
PHONE: GRAMERCY 7-566) 
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The Symbol of a well 
Equipped Office... 


Imperial Desks 


Well equipped general ofhces are a 
source of pride to employees and em- 
ployers alike. While the executive offices 
may be more decorative and more glam- 
orous, the clerical offices of a business 
must be outfitted in keeping with the 
general need for attractiveness and efh- 
ciency. While Imperial enjoys furnish- 
ing desks for handsome executive offices, 
still we fully realize the importance of 
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adequately supplying today’s require- 
ments for commercial desks. With this 


thought in mind, we have concentrated 
much of our production in the channels 
of clerical desks. By so doing, we have 
attempted to meet the most urgent need 
of Imperial dealers and their customers. 


For attractive offices . . . for efficient 


offices ... Imperial Wood Desks remain 
America’s number One choice. 





EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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Mrs. Eddie Davis, Frank Overstreet and Miss Carrie 
Wooldridge, all of the Ponca City organization; Fred 
Pfaff, Ralph Kettler and Jeff Kendall of the Joplin 
store; Ted Warkentin and Mr. and Mrs. Bob Scott of 
the Lawton store; and Ercell Dunn of the Amarillo, 
Tex., store. 

All guests were invited to attend a cocktail hour 
during the late afternoon and a buffet supper and 
dancing during the evening. 


——____—_ 9 


RELEASE PROPOSED TRADE PRACTICE RULES 

Proposed trade practice rules for the office market- 
ing industry were made public July 25 in order that 
they might be studied by interested parties in ad- 
vance of a public hearing called by the Federal Trade 
Commission for 10 a.m. on September 9 in Room 332, 
Federal Trade Commission Building, Pennsylvania Ave. 
at Sixth St., N.W., Washington, D. C. 

The industry for which such rules are proposed- 
but not yet definitely decided—is that “engaged in 
selling, renting, leasing, distributing, and repairing 
machines and devices which have for their principal 
function the performance, or the aiding in the per- 
formance, of office work; and in selling and distrib- 
uting parts and accessories for such machines and 
devices. The products of the industry embrace both 
power-driven and manually-operated machines and 
devices, whether new or not new, and include, but are 
not limited to, typewriters, Stenotype machines, hook- 
keeping machines, adding machines, addressing ma- 
chines, calculating machines, duplicating machines, 
autographic registers, and dictating machines.” 

Purpose of the proposed rules is asserted “to pro- 
vide for the elimination and prevention of harmful 
trade practices that the business of the industry and 
trade may be maintained on a high plane of ethical 
and fair competition, thus affording protection to the 
industry, trade and the public.” 

A fair trade practice conference to establish such 
rules was held in Cincinnati, Ohio, in the spring of 
1946 and the National Office Machine Dealers Asso- 
ciation presented a number of suggestions at that 
session. These formed the basis for the rules released 
on July 25. 

Copies of the proposed rules are being sent to all 
typewriter firms and individual dealers for study and 
possible comment at the September 9 hearing. That 
session will pave the way for recognition by the in- 
dustry. 

Twenty-five proposed rules are included in the pre- 
liminary release. 

—_——_—= > 0—__—_— 


ROYAL MEN OBSERVE ANNIVERSARIES 

John Riley of the patent and experimental depart- 
ment and Portland Service Foreman G. T. Goldthwaite, 
both of the Royal Typewriter Company, recently ob- 
served their twenty-fifth anniversaries with the or- 
ganization. 

Vice-president and Treasurer Arthur E. Davis pre- 
sented the traditional gold watch to Mr. Riley in a 
well-attended home office ceremony. In expression of 
their esteem, co-workers added a gold knife and chain. 
Mr. Riley has served Royal as a mechanic, toolmaker 
and experimental worker. 

Portland Manager O. J. Morgan presented Mr. Gold- 
thwaite with a watch in a ceremony attended by 
members of the Portland branch. Mr. Goldthwaite 
started with Royal as a Portland salesman in 1922. In 
1924, he was named service foreman of the same 


branch. 
ORR - 


INCORPORATE FIRM AT SAN ANTONIO 
The Gorneau Cord Envelope and Stationery Com- 
pany of San Antonio, Tex., has been incorporated with 
a capital stock of $50,000. Incorporators were Samuel 


M. Gorneau, Cecilia Gorneau and Joe Alvarez, Jr.— 
HORN. 
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Collier-Keyworth presents 







outstanding engineering in 
revolving chair controls with 
patented “Equi-Balanced” 
action that assures smooth, easy 


motion. Modern in design and 


appearance, these all-steel ; 
chair controls are construct- of 
ed to give enduring com- a 


fort and satisfaction. 








COLLIER-KEYWORTH CO. 
Sats GARDNER ASS 
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TYPING ENERGY 






due to poor posture 
side reading 
eyestrain 





There’s no makeshift for a scientif- 
ically constructed Error-No. Error- 
No holds copy always at eye level. 
Your steno doesn’t have to strain 
her back, her neck, her eyes. Oper- 
ated with natural ease, Error-No 
converts her energy to faster, more 
efficient copying, keeps her happier 
on the job. 

Give Error-No atrial in your office. 
Watch transcribing efficiency step 
up on typewriters, adding machines 
and other office devices as well. 
Watch Error-No conserve time and 
energy throughout your office. 


No 


COPYHOLDER 









Thousands of Firms Need 
Speedrite Checkwriters 
Providing absolute protection 


against forgery, Speedrite is a 


key to extra profits for dealers 


” everywhere. Inquire about the 


possibilities in your territory. 


“ROCHESTER 7; Bee 





ADDRESS: 40 MT. HOPE AVENUE 
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INDIANA OMDA EXPLAINS DEALER PLAN 

The news letter of Indiana Office Machine Dealers 
Association, issued August 5, attempts to answer ques- 
tions regarding its own dealers’ organization. 

Candidly, the Indiana OMDA says, “One objective is 
a better system of distribution of office machines—one 
that will stimulate the right kind of competition and 
reduce the wrong kind, one that will encourage us to 
go after new business in new fields instead of fighting 
each other. ... We have no quarrel with manufac- 
turers. We’re in the same boat and whatever benefits 
us will benefit them, but their problem is primarily 
one of manufacturing, and ours is distribution.” 

Fair competition is needed, says the Indiana bulle- 
tin. Requirements listed are: 

1. A fair price under fair trade practice, with no 
loopholes. 

—2. Adequate service to the customer. 

—3. One system of distribution—“It is up to the 


| manufacturer to decide which of these systems to 





adopt, but he can not adopt all three in competition 
with each other without demoralizing competition.” 

In conclusion the bulletin says: 

“Another objective is to encourage dealers to get 
together and exchange ideas and learn better methods 
of sales and service so that we may all become better 
dealers. Many of our common problems are freely dis- 
cussed and we learn how they are being met most suc- 
cessfully—such matters as installment sales, advertis- 
ing, profitable side lines, new products, Government 
surplus, better servicing methods, rebuilding service, to 
mention only a few. Manufacturers’ representatives 
are there to give us their angle, and jobbers of parts 
and supplies are on hand with valuable information 
and suggestions. 

“Individually we are helpless as far as improving 
conditions are concerned, but in an aggressive organi- 
zation we can do a great deal. Dealers’ organizations 
in other industries have done much in this way, and 
there is no reason why we can’t do the same. In fact, 
much has already been done that many dealers don’t 


even know about.” 
en 


WARD H. SILLIMAN PLANS NEW SERVICE 

New service to his clients is promised in a sales mes- 
sage from Ward H. Silliman, manufacturers’ repre- 
sentative, 2023 S. Shepherd Dr., Houston 6, Tex. Mr. 
Silliman announces that a permanent display room 


| in Houston will be announced in the near future. 








Catalogs, price lists and dealer helps will be avail- 
able from the Houston office, mailed to those request- 
ing them. W. B. Waltman, an associate in the firm, is 
in charge of the Houston office. 

By using sales messages, Mr. Silliman will keep the 
office supply dealers informed from time to time re- 
garding availability, delivery, changes in prices, new 
merchandise and advertising on lines represented. 

These lines include SengbuSch Self-Closing Inkstand 
Company, Columbian Art Works, Inc.; Service Prod- 
ucts Division of Woodall Industries, Inc., Central Can 
Company, G. J. Aigner Company and Spencer Rubber 
Products Company. 

James B. Wilson, associate, 114 W. Tenth St., Char- 
lotte, N. C., represents the lines in the Southeast. 


oie 

WATERMAN PRESIDENT ON EUROPEAN TRIP 

Frank D. Waterman, Jr., president of the L. E. 
Waterman Company, manufacturers of Waterman’s 
pens, mechanical pencils and inks, left New York City 
recently aboard the “S. S. Mauretania” for Europe, 
where he will tackle manufacturing, sales and dis- 
tribution problems in European markets. 

He plans to visit England, France, Belgium and 
Switzerland while abroad, and will spend considerable 
time checking operations of the Waterman Pen Com- 


pany, Ltd., the new British firm formed last year 
through merging Waterman’s interests in England 
with L. G. Sloan, Ltd., former sales representatives in 
England. 
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PRESENTING NUMBER 2002 





THE MURPHY-MILLER 


SYMBOL 









INDIVIDUALLY TAILOREO 
BY 





of PERSONALIZED APPEAL 
From Proud, Skilled and 
Deeply Interested Craftsmen 











AND THIS ONE, NUMBER 2003 





INCORPORATED 


BUMNWECORO KEW/UKY 
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NOMDA CONVENTION ADDRESSES 
(Continued from page 10) 


months l 


the next 12 may have a more lasting effect than we realize 
It costs us today 60 per cent more to manufacture a Royal portable 
typewriter than it did before the war. 

Yet we have increased the price of the Royal portable to the dealer 
and to the customer only 32 per cent since 1941. We do not want to 
increase the price any turther as many manufacturers in other lines 
are doing right now. Neither do we want to, nor will we, turn out 


an inferior product which gives the customer less than he is entitled to 


Gentlemen, this all adds up to one thing if we want to keep our business 
on a healthy and stable basis—sound aggressive selling and merchan- 
dising. 

Prior to the war, the distribution of portable typewriters was gen- 
erally on a sound basis but, as you know, there were a few “weak 
sisters’”’ in the picture. They were outlets that didn’t do any promotion 
jobs and failed to take steps to improve themselves. They rode through 
on what the others did and were a disturbing influence 

During the past few years all of us have been riding high on a 
seller’s market. Maybe some of us are a little rusty and have been 
following the line of least resistance. Now the picture is changing. 
No longer do customers come in and offer brides for immediate de- 
livery. On the contrary, some customers are starting to get choosy and 
are beginning to shop around and look for ‘‘deals.’ 

How is this going to affect us. and by ‘“‘us’’ I mean all of us, 
dealers and manufacturers? 

How well are we prepared for it? What have we done to improve 
our selling techniques? Are we really ready to sell profitably today 
or will some of us just continue to coast along and follow the line 
of least resistance? 

The latter road leads directly to price-cutting and stripped models. 
Likewise, at today’s manufacturing costs, it’s the road to inferior 
qualify for the customer, dwindling profits for you and dwindling 
profits for us. 

The other road is rougher and tougher but a lot safer. It’s the 
road marked by the signpost reading “Real Salesmen This Way!” 
But it’s the road to customer satisfaction, permanently profitable opera- 
tions and the biggest portable business any of us have ever enjoyed 

There should be no question as to which road to take 

I think you have the right to ask the manufacturer where he stands 
on this question—and I’m going to assume you’ve done so and answer 
for Royal. 

We believe in giving the customer full quality for every dollar he 
spends. We believe this is the fundamental factor in portable typewriter 
success. 

We believe in Fair Trade. There have been discussions lately in 
various quarters as to the wisdom of Fair Trade. We think it’s sound. 
We think it protects the customer, the retailer and the manufacturer. 


Unless competitive conditions require us to—and we certainly 
will not—we fully intend to stay on Fair Trade, as we were 
war. 

We don’t see how stripped models can be a profitable item in terms 
of today’s production costs. We feel that giving an inferior machine 
today to a customer who wants a quality typewriter, simply to overcome 


they 
the 


hope 
before 


a price obstacle the easy way, is a disservice to the customer 
Preparedness Program Near Completion 

_There’s our stand. It’s going to call for hard, two-fisted merchan- 
dising on our part, and in this connection let me say that we’re 
swinging into high gear on Royal advertising, promotion and _ sales 
training this fall : 

Ve are putting the finishing touches right now on a real portable 
preparedness program for the dealer. I say “‘preparedness’’ because with 


the heavy back-to-school and Christmas buying seasons coming up, we 
don’t expect to be able to satisfy the demand for Royal portables this 
fall, despite the fact that our production will be at record-breaking 
levels through the last four months of the year. This fall is the time to 
move into high gear on selling and merchandising in preparation for 
the normal buyer’s market ahead. 

Every far- sighted dealer who is giving a lot of 


thought to the big 


long-range possibilities in the portable business is asking himself two 
questions right now: 

1. “What am I doing to bring more people into my store?” and 

“What am I doing to improve my organization’s over-the-counter 
sales technique?” 

fou can wrap up the whole secret of successful portable typewriter 
merchandising in these two points—getting more people into the store 
and selling more of them when they come in. 

Let me present a few suggestions for your consideration: 

I don’t have to tell you how important this is. Train them—train 
them some more—and still more. Can your salespeople put on the 
kind of good, snappy demonstration that you like, the kind of dem- 
onstration that’s a beauty to watch and to listen to, that pulls the 
customer in as a partner and is packed full of showmanship and 


knowledge and reasons why to buy? 


Are your salespeople equipped to show the customer why the portable 


typewriter is an economical investment—to compare the modest price 
increase in portables (32 per cent in our case) with far greater in- 
creases in other articles and commodities? 

Do they show that the portable is a long-term investment—one that 
will last for many years—and can almost be worth its weight in gold 
in the doors it opens throughout the years to increased educational and 
business opportunities? Do they point out that scientific tests show 
that typing school work can mean 17 per cent more work done, 40 
per cent less misspelled words and 32 per cent less errors? 

You and I know all these things— ut do your salespeople? Let’s 
do one thing between now and the end of the year, even if we don’t 
do anything else—let’s help our salespeople, particularly the new and 
inexperienced ones, to be better demonstrators. It'll pay dividends 

Give Thought to Your Advertising 

A lot of advertising money is wasted because the newspaper man 

comes in for advertising copy on Wednesday afternoon and the 


dealer pulls out a couple of mats that happen to be in his drawer and 


Says: “Run one of these,” or tells the newspaper man ‘Work up 
something yourself.’’ One of the best investments you can make is 
to give a lot of thought te what you want to say in your advertisements 
before the newspaper man comes in. 
Here are a few simple points to think about in preparing your ads: 
(a) Give facts, features and information about the machine you are 
advertising. Some ads just say “Portable Typewriters for Sale 
$84.50.”" It’s not enough! 
(b) On the other hand, don’t put too much in the ad. It will be 
so crowded and set in such small type that people won’t read it. 
(c) Show a good, clear picture of the typewriter. People simply 


OFFICE APPLIANCES, October, 1947 






The 200-Ib. robot 
shown in the strob- 
oscopic speedlight 
photo jolted this 
Cramer chair one 
million times. 


OF SERVICE 


After one million jolts this Cramer 
Model 7335 Alumin-Ease Automatic 
Senior Executive chair was still in 
perfect condition. Cramer Posture 
chairs are built to stand hard use 
and give years of carefree service. 
Write for particulars. 









POSTURE CHAIR COMPANY, Inc. 


1205 CHARLOTTE STREET * KANSAS CITY 6, MO 


Cramer na- 
tional adver- 
tising reaches 
over 4 million 
readers every 
month. 
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beautiful 
Hammered SILVER-CRAY Finish 


Nos. 923 and 1923 are now 


available with flat key locks, 
or 


CORBIN-Sesamee 
COMBINATION LOCKS 


Cash and utility boxes with Corbin Sesamee Combina- 
tion locks are now available for those who seek the extra 
measure of privacy the combination lock affords. The 
lock can be set to any three digit combination desired. 


Nos. 923 and 1923 are now made with flat lock or with 
combination lock. Otherwise, no change. The same 
fine features, the same high standards of construction 
which made these national favorites, remain. 





The combination lock box opens new profit avenues to you. . 
gives you additional sales opportunities. A window display of 
these will emphasize the practical Christmas gift appeal of this 
box and attract buyers for personal use. 


SOLD BY LEADING JOBBERS .. . or write us direct 
PACKED 12 of a style to carton. 





LIST PRICES (Slightly Higher West of the Rockies) 

WITHOUT TRAY WITH 6 COMP. TRAY 
No. 923 Fiat Lock $2.30 No. 1923 Fiat Lock $3.70 
No. 923 CL Corbin Lock 3.10 No. 1923 CL Corbin Lock 4.50 











(Size 1112 x 6 x 4%) 







No. 1923 
With Tray 


ENTRAL CAN COMPANY 


TUL TM CLUM i ae GF 1 LOW -VeLe) 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New Yo 
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of the machine is not 
reader’s eye as he 


advertisements. If the 


glance over 
there’ll be nothing to 


big and clear, 


picture 
catch the 


—— es over the page and tell him, ‘‘Here’s a typewriter adver 
nent!” 

(d M: ake your name prominent If possible, have a special cut made 
of your name and use the same cut in each ad The best ad 
is no good unless people know it’s your ad 

(¢ Feature installment terms in each at 

(f) Sell the service you give. Play up “Our Specially Trained Type 
writer Mechanics’ or something like that. In other words, don’t 
imply tel caple “Buy from a Typewriter Dealer!” and let it 
go at that; tell them why they should buy from a typewriter 
ce ale 

(g) Don’t simply advertise “Immediate Delivery.” This tells people 


they can buy a machine any time they want to and invites them 
to take their time about coming in. If you can legitimately do 
so, advertise: “Limited Quantity for Immediate Delivery. Get 
One While They Last.” 

(bh) In your advertisements feature quality, brand name, exclusive 
features and price—not one alone, but all of them! Make your 
ads sell! 

(i) Most important, keep a record of the results of every ad you 
run. Note how many people come into your store and ask for 
portable typewriters in the first couple of days after an ad ap 
pears, and how many of them buy. Also keep a record of 


on which each ad appears, the newspaper it ran in, the 
position it had in the paper, the weather on the day it ran and 
the day after. After you have run about ten ads, check back 
and see which ones did the best job. Compare the ads that worked 
with the ads that didn’t work and find out the whys and where 
fores. Do this consistently and you’ll suddenly find that you 
will develop into a top-notch retail advertising expert. 


the date 


Rebuild Your Portable Mailing List 

The mailing list is the biggest part of the secret of a successful direct 
mail promotion. Here are some hunches you may want to think about 
as sources for new names for your mailing list: 

(a) People for whom you did service work during the war. 

ro coming in and inquiring about portables and not buy- 
ing. Make sure you make a record of their names and all 
pertinent data you can get. 

Parents of students going away to school. Newspaper personal 
columns will give you a lot of information here. 

Any lists of school students that are available to 

Specialists that can use a portable typewriter—doctors, 
druggists, writers, travelers and salesmen. 
When you write direct-mail letters to send out, it’s always a 
good idea to put yourself in the position of the reader and look 
at it from his point of view. Read it over and see how it would 
sound to you if you were receiving it. Make sure your letter 
answers the following questions which will be in the reader’s mind 
glances through your letter: 
Who are you? 
Why should I read this? 
What’s it all about? 
What will a portable do for me? 
Why should I read the enclosed folder? 
What should I do now: 
How much is it? 
Where can I buy it? 
And again—who are you? 


you 
dentists, 


(b) 


as he 


Follow Through on Your Advertising 


I visited a dealer a few months ago who was doing an outstanding 
advertising job in his city. He was using newspapers, direct-mail and 
radio and spending a lot ‘of money. I knew about this before I visited 
his store and therefore I was surprised when I got to his store to 
find out he didn’t have any typewriter signs or advertising material 
or machines in his window. No one passing by, seeing his advertise- 
ments or coming to his store would know he was in the typewriter 
business. 

This is an exceptional case, of course, but it illustrates what I mean 
by “follow through.” A good advertising operation is comprised of a 
lot of things, not just the ad itself. Make sure that the store appear- 
ance lives up to the promise of the ad so that people don’t come to 
the doorstep and then turn and go somewhere else. Smart “live” 
display windows, with lots of motion, light, all the machines you can 
put in, easy-payment price tags and manufacturers’ advertising signs 
shout that here's a place to buy portable typewriters. 


Be sure to put in a back-to-school window next month and give it 
a local flavor. In addition to motion and machines and installment 
payment signs, dress it up with things of particular interest to your 
local students—school pennants, the high Bt est football schedule, pic- 


for the football team, and so on. Get the high 
habit of looking at your window. 


the income has shot way up. 


tures of candidates 
school students in the 
The farmers’ share of 


The farmer 


today has a record amount of cash, and rural areas can absorb larger 
percentage of high-quality goods than they could before the war. Think 
about advertising in perl ented papers and possibly direct-mail cam 
paigns to rural areas near you. 

The typewriter scarcity during the war left many homes with old 
typewriters. There is an opportunity for some sales here. Some dealers 
have run advertisements headlined: ‘Trade In Your Old Typewriter” 


to good advantage. 


Respect yourself—and your business. You owe it to yourself ~and 
to the future of your business. 

Starting today, let’s sel/! With real co-operation between the manu- 
facturer and the dealer as a basis, and with serving the best interests 
of the customer as a major objective, let’s build a firm foundation 
for the future—a foundation of sound thinking, good merchandising, 
intelligent effort and aggressive salesmanship! COUNT UPON OU 


SUPPORT. 


OPPORTUNITIES FOR PROFIT 
By R. E. Barrett 


Pacific District Manager 
Ohmer Corporation 
Dayton, Ohio 





NE OF THE FIRST DUTIES of a cash register salesman when 

he calls on a prospect is to show that he’s qualified to discuss 
the merchant’s business with him. Well, I’ll assume that I’m up 
here as a salesman trying to give a talk to you, and I will qualify 
myself by saying that I have been in the selling end of the cash 
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ord FILES 


Diner 1930 ~ over a O~ over a million plea in off offices weryut ana 


Oxford fiberboard files are again being produced in pre-war quantities. We offer prompt 
shipment of letter size files, in both Standard and Steel Clad models. Most other sizes are 
coming through with only a short delay. 


These sturdy, long-lasting fiberboard files are adequate for any storage or transfer duty. 
They can be purchased at a price that anyone can afford. 

Sturdy Oxford Fiberboard files are most efficient and economical for correspondence, 
invoices, checks or vouchers, cards, documents, deposit slips, or office forms of any nature, 
and in whatever quantity—one drawer or hundreds. 


STANUARE FILES OTEEL CLAW FILES 








For simple storage of records, Standard Files save money. For the transfer filing of frequently consulted records in all 
They cost no more than top closing boxes, require no expensive common sizes from 3 x 7 to 10 x 15. Here is sturdiest metal- 
shelving, and keep every record instantly accessible. No tire- reinforced construction. Most attractive are the low prices. 
some, dirty handling of boxes, to get at the record you want. which guarantee economical as well as efficient transfer filing 
Pull open the drawer, and there it is. with Oxford Steel Clad Files. 

STANDARD FILES STEEL CLAD FILES 
Packed flat, 10 files to the carton Packed flat, 6 files to the carton 
Stock Drawer measure inside Stock Die a insid 
No. For records such as Height Width Depth No. For records such a ety - Width Depth 

= Letters... 10% 12 24 71E Letters 1014 12% 24 

egal or Ca Sine Forms 10! 15 2 ae ; ' hee 

: A — = P vd ky “ 24 72E Legal or Cap Size Forms 104 154 24 

3 *Invoices or 2 rows 8x5 Cards 834 1034 24 ieee c 

4 Checks or Vouchers 334 9 24 5E Checks or Vouchers 1M, 9% 24 

5 Checks or Vouchers $1), 9 24 77E = =Tabulating Cards 334 73% 24 

6 Checks or Vouchers 154 1044 24 78E 5x8 Cards or Forms 5% 834 24 

- . ., . 3 75 9 as oi _ . tes . 

: Tabulating Cards 3” ba 24 79E *4x6 Cards or Forms (2 rows) 4% 12% 24 

8 5x8 Cards or Forms 5% 8, 24 13E 0 5V%xg) 9 F . 

9 *4x6 Cards or Forms (2 rows) 114, 12%, 24 a oe a a oe OR 9A 24 

#906 Corda 7 9 ,' p 3 ‘ “i , 
10 3x5 Cards or Forms (2 rows) 3% 10 4 24 *These files furnished with divider strip for 2 row filing. Double width forms 
12 Deposit Slips 4, 8, 24 may be filed merely by discarding the divider or placing it at the side to 
13. 514x814 or 6x9 Forms 6 9 24 take up any emcees widt. 





DIVIDER STRIPS—Place in center of drawer, to divide drawer for two-row filing. 

















Style A, for files #1, 2, 3 Style H, for files #71E, 72E, 713E 
Style B. for files #4, 5. Ww 7, 8, 9, 10, 12, 13 Style L, for files #75E, 77E, 78E, 79E 
FOLLOWER BLOCKS— 21595. 7. 9. 10. 12. 75E. 77E. 79E 21604, 6,8, 13, 78E.713E —~—«21611. 2. 3. 71E. 2E 








BACK LOCKS—For use with both styles of Oxford Files to lock files together in the back. No. 19 Backlock. 








NOTE TO DEALERS: Send for reprints of this page, with price information included, for your use and for distribution 
to your customers. Ask for Form 47.7A. 





OXFORD FILING SUPPLY COMPANY, INC. 


340 MORGAN AVE., BROOKLYN 6, N. Y. 125 SO. 8th ST., ST. LOUIS 2, MO. 
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No. 44 


No. Height Top Bottom . : 
in 

ss 114°" aps a Furnished 

34 1442" 13” 10” 

12" 







Olive Green—Walnut 
Metallic Gray 





THE 
F. H. LAWSON CO. 


CINCINNATI 4, OHIO 








WASTE BASKETS . UTILITY RECEPTACLES ° 
SANDURNS . CUSPIDORS ° DESK FILES 
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register business for 26 years. I don’t know anything else, it seems. 
I’ve always been in the selling end of it I have been a salesman 
for 15 of those 26 years I say that to back up some remarks I 
may make as I go along. 

I don’t care how nice an office you have, how plea 
people to go in there, no matter what cash 


it s for 
may sell 














or what cash register you know of, that is n ash registers 
are sold. The cash register business is differet is way Phe 
impulse that causes a person to buy a pewriter is not the impuls 
that will cause a prospect to buy a « 1 register 

Cash register selling is creative selling. We walk int a_ store 
cold We use our powers of observation to find what kind of equip 
ment is in use, and then we go on to the man We state our case, 
telling him who we are We would like to have a little of his tims 
and attention. We want to discuss with him the possibilities of loss 


he hasn’t got 


in the use of his present system. Ot course 
we'd ask you 


any losses. We say we didn’t know; we 
about it We would like to discuss the | 





cash register business 





In other words, we start from scratch ir t 
with the great idea and hope in mind that we will leave there with 
an order tor $300 or $400 or $500. When we have arrived at that 


point, we have worked on the emotion of fear, because the emo 
tion of fear causes the sale of more cash I think, than any- 
thing else—fear that somebody is stealing the merchan money, fear 
that he is not getting the proper records, fear that Uncle Sam might 
come in and check his books, and such things as that 
Now, if we were to wait in our offices for those men to come in 
] is wrong, we would wither 








and tell us that they’re scared, that somet 
on the vine of the cash register business What I’m getting at is 
this: they won't come to you, you must go to then 

I have found in going around the country that there is a terrific 
shortage in salesmen, and some places, a little disinterest in having a 
sales force I think that applies to typewriter selling and adding ma 
chine selling the same as it does to cash register selling, but I’ll stick 
with the cash register phase. 

The cash register business, if you do go out after it as you will 
be taught to do or your men will be taught to do, it is a very profit 
able business, Dealers say to me, “‘Mr. Barrett, where can I get a 
salesman?” I don’t know, because what the dealer is really asking 
is, ‘Where can I get a finished product?’”’ Where can he get man 
like Miller Huggins, a man who’s been in the business for years, 
knows the answers and knows how to do things in the business? 
Where can he get a man like that? I don’t know, because if 
there’s a man like that roaming around, there’s something wrong. 
But I do kh : : 


d it’s the nly place to 
get a man. 

















yw where you can get a man, 














A speaker yesterday talked about our young sons going to work for 
Sears, Roebuck & Company and Montgomery Ward & Company. 
Maybe there’s a reason for it. First of all, that type of young fellow 
may be sales minded He doesn’t want to work in a filling station. 
He doesn’t want to work in the service ‘ He wants to 
sell. Now, why does he go to big o1 think I know. 
They give him a proposition that has se They’re willing 
to train him in the particular department he’s ig into, He has 
an opportunity to learn that particul type of business And he 
gets a pay check regularly. Maybe he has a wife to support. Maybe he 
has a child That makes a regular pay check have a strong appeal. 

The Kind of Man You’d Like to Hire 

You’d like to hire fellows of that type. They’re quite responsible, 
and they don’t all have to be married to be responsibl I don’t 
know of anything more pathetic, with more wrongness attached to 


1e whose personal 


it, than hiring a young fellow who appeals to you, « 





qualities and background you like, and then saying to him, ll 
right. I’ll tell you what you d Go up and down the street and 
you call on all the merchants in town Here are my cards. Pass 
them around and ask the merchants how their cash register equip- 


ment in serving them, You might bring in some business. 

Let’s say the fellow is conscientious and he decides to do what 
you ask, You offer him a 20 per cent commission on every deal. He 
starts off without knowing anything about the cash register business 
If a man says, “No. My register is all right,’’ what, in goodness name, 
could your man say to him? Could he say, “I don’t think it is.””’ How 
could he? He doesn’t know. He gets beater 








1 around for a day. He 
tries again the second day, dragging a bit, but he tries. Every time 


he goes into a store, he passes out a business card Maybe, on the 
third day he’ll have a little conversation with himself. He’ll say, 
“Now listen, fellow, you’re nutty. You’ve gone around for three 
days building up the S & S Office Appliance Company, but you 
haven’t made a dime. So you’ve worked tl ys tor nothing. 
Your wife and child have got to eat. You've ay rent. You’ve 





got obligations, but no pay check 
Men, it’s done today like that, and I say it’s wrong. You talk about 
sons not following fathers into businesses and no apprentices in this 


business. You don’t hire mechanics like that. You don’t hire any- 
body like that. -The highest paid profession in the U. S. is salesman- 
ship. And gentlemen, you need salesmen But please give them the 
right start in this business You talk about the turnover in per- 
sonnel Why shouldn’t there be a terriffic turnover if it’s going to 
be handled like that. Now, I know that that’s not done by every- 
body. But there are so many people who need salesmen but are 
not willing to do what’s necessary to get them, not willing to stake 
something on that young man and say to him, ‘‘Listen, Joe I hope 





1 
you do well this week, but just remember that on Saturday night 
there’ll be a check here for you. And if you sell something, there’ll 
be something in addition to that basic check.” Encourage him 
his is a rugged business. We’re in a specialty selling business. 
’s not like a grocery salesman who goes around to the same man 
It j 





1 
| 
I 


every week or every two weeks, takes out his book, lays it down 
and says, “What do you need today?” We’re not in that kind of 
a business. 


Ve’re not getting enough young men into this business. When we 
do get these young men into the business, for Pete’s sake do_ the 
human thing, Don’t push them out in the street and say, “See 
what you can do.” 

The most successful dealers that I know are people who take time 
out every day to work on their sales force. I known some very success 
ful men who spend more time in thinking, working out and planning 
out their sales program and their salesmen’s program, than a lot of 
people would imagine. 


Shorta of Salesmen Is Evident 


This was printed in the Wall Street Journal: ‘‘Salesmen shortage. 
2,000,000 more salesmen are needed to keep goods moving, experts 
Say. More output, smaller selling force than prewar worries sales 
chiefs. 1,200 meet in Los Angeles.’”’ They go on to say that our 
Production is greater now than in 1941 but there are fewer salesmen 
than there were in 1939. They say further, “In an effort to get more 
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“LITTLE DANDY” TYPEWRITER 


STANDS 


ADJUSTABLE POSTURE CHAIRS 


ADJUSTABLE DRAFTSMEN’S 


STOOLS 


FAMOUS NUMBER 9000 
GENERAL UTILITY CHAIRS 


TABLET ARM CHAIRS 


2 
STOOLS 





Sond for Catalog 


The Toledo Metal 
Furniture Co. 


100 Hasting St. 


Toledo 7, Ohio 
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AT IS QUT.... 


We sincerely hope to have the 
pleasure of seeing all our good 
friends and customers at the next 


OFFICE EQUIPMENT DEALERS 
CONVENTION 


at the Waldorf-Astoria Hotel 
October 27-28 


We'll be looking for you at 
BOOTHS 17 and 19 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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good men on the selling front more companies are moving away 
from the straight commission method of paying salesmen. The trend 
is toward a salary plus commission payment basis. The reason: Many 
potential salesmen have stayed out of the field because they want 


the security of an established salary. Others on straight commis 
sion get discouraged before they really get started. And discouraged 
salesmen who quit create a costly turnover for companies that hire 
them Salary plus commission payment will mean greater costs, but 
greater distribution costs must be expected Wage rates are advance. 
ing in the field of distribution, as they have in the field of produce. 
tion But the opportunity to increase the output of workers in the 
distribution field is less than in the field of production.” 


The point is that the production that this country is capable of 
finally reaching is going to be moved by salesmen. Have you noticed 
just an eensy teensy weensy little bit of pressure from the manu- 
facturers recently? We’re getting better production. We're all 
turning out better merchandise. We have more merchandise avail- 
able today Why should you not put yourself in a position to move 
every angle solitary piece of merchandise you can? You, yourself, 
have only two hands, two feet, one head; you can be in only one 
place at one time. But every time a salesman makes a $100, possibly 
you’re making a $100, too, It’s just like moving your company all 
around the territory wherever you have a sales representative. 

Everybody asks “Where can I get a good salesman?” Why don’t 
you do something about it? Why don’t you pick out a young fellow? 
Why don’t you stay with him and train him and call the factory 
representative in and help him train your salesman in his particular 
field? Ask for help. I will travel miles if a man says, “Dick, I have 
a young fellow up here who looks good. I wish you could come up 
and spend a few days with him.” It’s the most pleasant thing I 
can do and it is the most profitable thing I can do, both for my 
company and for you and for that young salesman. 

‘he one message I would like to leave with you is: Don’t look 
for those seasoned salesmen. If they’re any good, they’re all taken 
care of. They’re not looking for you, Train your own men. Train 
him your own way. And call on us for help 





A PLAN FOR MERCHANDISING 
PORTABLES IN RETAIL STORES 


By J. M. Hackney 


General Sales Manager, 
Portable Typewriter Division, 
Remington Rand, Inc., 
New York, N. Y. 


[. IS WITH A FEELING of great appreciation and no little 

humility that I come before you to discuss the subject of my 
assignment. The reason that I say humility is because I never 
approached the future with more of it than I have in my own 
conscience now. For I believe we are on the threshold of one of 
the keenest competitive eras for the consumer dollar that industry 
has ever known, 

When a business such as the typewriter industry has been con- 
tinuously serving the American people for 74 ‘years, it naturally looks 
back to its past and is tempted to feel it has become a venerable in- 
stitution. Now probably this is because 74 years in business seems 
such a grandfatherly age for an individual 

However comfortable such an indulgence may be, the truth is that 
businesses are processes and if their attitude is appropriate to grand- 
fathers, they will eventually find themselves in some _ unprofitable 
paradise. You and I, I am sure, are not going to consider the type- 
writer business as venerable because we know the most challenging 
fact about the typewriter business is that we find ourselves in a business 
that is changing relentlessly in a changing world. 

Men of experience in the typewriter business observe all around 
themselves evidence of preparation to meet a new era of business 
competition. Today in our company an applicant for a sales position 
would be employed on the basis of an entirely different set of qualifica- 
tions than were in vogue when I was first hired as a typewriter sales- 
man. In those days one of the qualifications was glibness—How loud 
and how fast could you talk? The fellow who walked up to a branch 
sales manager in the old days with the claim, “I can run faster, jump 
higher, squat lower, move sideways quicker than anybody else in the 
ofhce,” might get the job. 


Personnel Selection Different Today 


The personnel approach today is very different indeed. The first 
step is to make a complete analysis of the sales job that is to be per- 
formed. Having done that, a blueprint is drawn of the qualities 
needed in the sales person to perform that job successfully. The next 
step is to devise the methods and the techniques of determining whether 
the desired qualities are possessed by any specific applicant. Much has 
been done to put these methods and these techniques on a scientific 
basis. 

So if there is going to be a very different need of accurate and 
intelligent selling and distribution—and there will be just as sure as 
we are a foot high—business establishments will want to adapt every 
bit of ingenuity that they can command. 

fou have an opportunity now such as you never had before to 
capitalize on the value you have as specialists and we have “a plan 
for merchandising portable typewriters in retail stores,” which we hope 
may lend you suggestions as to how you can best capitalize your asset 
as specialists. 

To whom did we turn for this information contained in “A plan for 
merchandising portable typewriters in retail stores’?? We had to go 
to the men of experience who had really done a successful job of 
merchandising portable typewriters. Some of these men are right here 
in this room 

Some of you remember that first little business. You breathed the 
very breath of life into it, sat up with it and nursed it through de- 
ressions, borrowed money to support it that you perhaps did not know 
ow you were going to repay, denied yourself shotguns, fishing trips, 
comforts, luxuries and fur coats for your wife in order to put_ bac 
into a growing business the capital “life blood’ that its growth de 
manded. 

You cupped your hands around that tiny flame until it burned 
brighter and finally provided a pay roll that added to the wealth of 
the community, gave jobs to more people, improved the standards of 
living of your customers, aperted your churches and schools and 
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Aluminum Chairs 


Are Proving the Sensation of Industry 





At Prices that Lead the Way 


DON'T DELAY SEEING TODAY'S GREATEST METAL OFFICE CHAIR VALUES 


No. 235A—“Jr. Executive” 
Arm Chair. No-Sag spring 
cushion — 18x16x4. Qual- 
ity conscious ... built to 
assure complete satisfac- 
tion... today’s outstand- 
ing chair line. 


No. 115—Brown, Green, 
Grey 


A “Beat In- % 
flation” Price = 
Adjustable Seat-Back Rest 


No. 125 (at right) ‘5’ Secre- 
tarial. Note the ovo seagate: 
“fatigue relieving’ features . . 

in comfort. 20 years of new 
how in building chairs. 
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Riteform Chairs 


With “extra features” are real 
BUSINESS BUILDERS 


Write today .. . for catalog 
of complete line 





Our expansion program rap- 
idly being completed will 
soon meet heavy dealer de- 
mands, so send a trial order 
today. 


Fully Warranted! 


Note the impressive business 
getting prices 
No. 245A — The “Work- 


Luxurious $ 
Executive Models 
from as low as LIST 
master.”’ The Workmaster 


deeply cushioned No-Sag 

( THE OFFICE CHAIR WITH THE » celts eur aa a 
give that extra comfort 

; 5 STAR FEATURES “*busy executives” require. 

They will thrill to the feel 
of the “relaxing spring 


rN back give feature.” 
* 
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Easy Swivel 
Aluminum 
Seat Frame 


‘i 


















Shoulder Ped 
Adjustment 
te Comfort Fit, 



















Spring Bock 
off Back Stretch” 


PI omic Adjustment 


—_— 


odjustment 


Back Slope 
Adjustment to 
Correct Posture 











With Aluminum Chassis 
No. 225—DeLuxe SECRE- 
TARIAL. Finishes: Grey, 
Walnut, Green. Cushion: 


CHAI R ae) In NuKraft and Foam Rub- 
*; C. ber. Order today on our 
guaranteed trial order 


43 5. OXFORD $T.PAUL 5 MINN. plan. Write for it! 
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THE YEAR'S MOST IMPURTANT UECISIUNS 


will be made at this Directors’ Table in 1948! Executive office 
furniture of finest quality, is rapidly gaining favor with top ex- 


ecutives throughcut the country 


For rising sales, stock your showrcoms with National Cabinet Furniture, NOW. 
The illustrated furniture—with companion pieces—is becoming increasingly more 
available. It is of authentic Chippendale design, made of genuine walnut 

‘ and 14’ lengths. Perfectly matched 


” 


measuring 42” x 96” x 30”... or in 


10’, 12 


suites are composed of Directors’ Tables, Desks, Secretarial Desks, Bookcases, 


End Tables and Chairs 


Write For Details Today ‘To Assure Early Deliver tes 


CUSTOM QUALITY BY MASTER CRAFTSMEN 
NATIONAL CABINET COMPANY 


21-24—44th Avenue, Long Island City 1, New York 


—— 
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community chests, and laid your pavings and your parks and built your 
buildings—and succeeded in life. 

These were some of the dealers to whom we turned for advice and 
counsel in formulating “‘A plan for merchandising portable typewriters 
in retail stores.’’ 

In closing I must tell you it’s now up to production to get going 
After production really gets going it will be up to the salesmet Now 
is the time for the retailer to go into training for improved presentation 
methods. The retailer who does not accept such responsibility now will 
find himself inadequate to meet his trained competition. Selling is the 
reat American profession 

Barring developments not now foreseen, your sales during the next 
few years will exceed any record volume of typewriter business you 
ever did in the past. 





THERE’S GOLD IN THEM HILLS 
By W. G. Turquand 


Portable Division Sales Manager, 
Underwood Corporation, 


New York, N. Y. 


T MAKES ME particularly happy to be able to talk before a dealet 

meeting in California because I have come home. As many of you 
know, I graduated from high school at Coronado, Calif., went to 
Stanford University, started to work for Underwood in their Los 
Angeles office, married a California girl and my oldest youngster is a 
native son of the Golden West. So to me this convention means a 
great deal because, even though I have been in New York some 14 
years, this beautiful state is still home. 

The entire theme of this convention has been ‘‘There’s gold in them 
there hills’ and I am going to continue on that same theme. Ninety 
nine years ago, this very section of California was the mecca of the 
world. Men stood where we are standing and pointed to the snow- 
capped Sierras with one thought in their minds and one sentence on 
their lips. Today I repeat that age-old sentence, ‘‘There’s gold in them 
there hills,” although needless to say the gold which I am thinking of is 
your profit, and the hills the sale of Underwood portable typewriters 

To me that sentence, “There’s gold in them there hills,’”’ carries a 
message of real significance. It’s a positive statement of courage, 
optimism and confidence, and today in this world of uncertainty and 
doubt surely we need just that kind of positive thinking, just that 
kind of courage, optimism and confidence. 

And so today I’m going to talk in very positive terms of the tremen 
dous future market which exists for the sale of portable typewriters 
and how you as dealers can get your full share of this market and 
the profits which accrue from it. 

One of the burning questions in the minds of every office equipment 
dealer is this, ‘In the days of keen competitive selling ahead, how can 
I obtain my share of the portable typewriter market?’’ There are only 
two reasons why anyone buys a certain article at a certain place 
first, because that store is identified in their mind with the sale 
of that particular product and second, that they have confidence that 
here is a good place to buy. These are the very fundamentals of 
obtaining your share of the business, product identification and cus 
tomers’ confidence. 


Identify Your Store Properly 


If your wife calls you up at the office and asks you to bring home 
a new electric iron, a ball of string, or a bunch of bananas, what do 
you do? First of all, you try to remember any place in your immediate 
neighborhood that has identified itself in your mind with the sale 
of that product. If you can’t think of a place, then you think over 
the route you take from home to work and see if there is any place 
along that route that has identified itself in your mind with the sale 
of that product. If not, you may look in the classified directory of 
the telephone book, you may ask one of your friends or you may go 
to some large outlet. People do the same thing when they think of 
buying a new portable typewriter. If you have not clearly identified 
yourself with the sale of that product, your chances of getting that 
sale are that much less. How can you identify yourself? First of all, 
the windows of your store should definitely feature and advertise the 
fact that you do sell new portables. I have seen typewriter dealers 
stores all over the country, hundreds of them. Far, far too few identify 
themselves on the outside with the sale of new portable typewriters. 
Most of them have a sign ‘‘All Makes Secout Hast Typewriters, 
Rented, Sold and Repaired,’’ and not one word about new portables 
Other types of outlets spend hundreds of dollars to make their customers 
conscious of the fact that they sell new portables, to identify them 
selves with the sales they visualize in this tremendous market. Can 
you afford to miss your share because you failed to identify yourself 
properly ? 

Second, you must advertise consistently. I don’t think it makes much 
difference whether you advertise in your local newspaper or over the 
radio, but you must advertise consistently. Out here in California. 
among the things which we point out with pride are the beautiful 
missions built hundreds of years ago by the early Spanish settlers 
Year after year, generaiton after generation, century after century, 
those beautiful missions have stood in the same place selling the same 
commodity, and yet every Sunday morning they still ring the bells, 
consistently advertising. 

The typewriter dealer services many accounts. Many of your best 
customers are under maintenance agreements in which you, or one of 
your servicemen, are in their place of business at least once a month. 
[These accounts and the people who work for them are your legitimate 
Prospects for the sale of new portable typewriters. Make absolutely 
certain that every key employee in every one of your maintenance 
accounts knows that you sell new portable typewriters so that if they 
or one of the other employees wants a portable, you will get that 
business. You should get it; don’t pass it up! 


Build Customer Confidence 


Once the customer is inside your store, the second element of suc 
cessful selling comes into play—customer confidence. There are a 
number of things which create confidence in the customer’s mind that 
here is the place to buy. First and most important of these is the 
appearance of the store. You would not let one of your salesmen go 
out with a dirty shirt, needing a shave and with his suit unpressed 
and his shoes not shined, because he would not create customer con 
fidence. Well, how about your store? Does it need a shave? Does 
it’s suit need pressing? Does it’s shoes need shining to create that 
Same customer confidence? Try this some day. Walk into your store 
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Yes, Rock-Elite Desk Tray is scoring in a 
big way everywhere. And that’s no surprise 
—with so many outstanding features to 
offer, it can’t miss. Modern styling com- 
bined with skillful design in sturdy and 
attractive plastic provides new beauty plus 
greater utility and time-saving convenience, 
makes Rock-Elite Desk Tray one of your 
best bets as a leader item. 


Now Available in Letter and Legal Sizes 


Now available in both letter and legal sizes 
to meet every requirement, Rock-Elite is a 
real opportunity for you. Get in now while 
the ball is just starting to roll. Write or wire 
today for complete details. 


@ Ample copacity for file 


folders, catalogs, ete 


@ Curved, cut-out opening 


for eosier access 


@ Sloping troy surface auto 


matically aligns contents 





@ Ribbed troy 


eliminates fum 


@ Fluted, mon-s 


tier posts 


@ Rubber-cushion feet 


protect high-polish surtaces 


Rock-Elite Desk Tray, made by the makers of 
Rock-a-File, was designed and styled by Charles 
E. Jones & Associates. Letter size Rock-Elite, 
No.1012-W, and legal size Rock-Elite, No.1015-W, 
are available in beautifully grained walnut finish 
that harmonizes well with any office furniture or 


interior. 


‘Made by the makers of 


Rock-a-File 
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NATIONAL EXECUTIVE DESK 


No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 

This desk is an outstanding example of 
the craftsmanship which has made 
Desks" 


with everything fine in office furniture. 


‘National a name _ symbolic 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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as if you were a prospect and ask yourself, ‘‘Does this store create 
confidence in my mind?” The next in importance is your personnel 
and the job they do not only selling the product but selling you, your 
organization and your store to the customer. First of all, they must 
be alert, they must be courteous, they must know their product and 
they must like their job so that they will impart something of that 


to the customer to create real confidence. It definitely 
pays to have a trained alert clerk to wait on your customers instead 
of leaving that important part of the job to your service department 
vhen you are not in the store, 


pride in their job 














Check up on your telephone service. Phone in from the outside and 
see how your people answer the phone. Check on the letters that you 
send out from your store because there is a picture of you in every 
letter you write, and if you are selling typewriters the letters you send 
out must be first-class typewritten work. 

All of these are little things, things that we all know but in the 
rush of today’s business occasionally let slip. With the keen com. 
petition which faces in the future, we cannot afford to overlook 
anything which will bel build customer confidence. 

Another little point is inspecting portables which are still under 
guarantee but which were bought from another dealer. I know that it 
is upsetting to have someone bring a machine in to you for adjustment 
that they bought from some other dealer and expect you to do the 
job for nothing. But if you don’t give such customers courteous and 
efhcient service, you are missing a wonderful bet After all, the 
guarantee on the portable today is only 90 days and you can build up 
logical prospects for future cleaning, overhauling, supplies and good 
will if you will help a little bit to take care of the other fellow’s 
problems now [ had that driven home to me just a few weeks ago 
when I got a letter from a customer who took a machine which she had 
bought in one town into an Underwood agent’s office in another town 
for minor adjustment. The dealer explained to her that he was not 
obligated to adjust the machine without charge, but because it was an 
Underwood he was going to do it. The lady was so impressed with 
the service that she got that she took the trouble to write to us and 
tell us what a fine fellow our agent in that town was. Do you think 
when her portable needs cleaning she would take it any place else? Do 
you think that if one of her friends wants a new portable she will 
recommend anyone else No indeed! The 15 minutes that dealer spent 
on a minor adjustment has repaid him already many times over. 

Product identification and customer confidence are the two priceless 
ingredients of good merchandising, and as we come into a _ more 
competitive market they have become more important than ever. 


Installment Selling 


Now I want to dwell for a few minutes on a most important subject— 
installment selling. Unquestionably we are getting back to that and 
I would like to tell you a little story. 

Way down in the southern ~ of this country, Old Sam had quite 
1 time for himself. His friend, Mr. Jones, carried Sam on his books 
all through the time that Sam was planting ‘ad cultivating his cotton 
crop, and Sam ran up quite a grocery bill. Finally, he harvested his 


crop, came around and paid off Mr. Jones. The next day Mr. Jones 
saw Sam coming out of his competitor, ’s store with a big bag of groceries 


in his arms. So, he went over to Sam and said, “Sam, what is the 
big idea? Here when you had no money, I gave you credit and let 
you run up a big bill. But the minute you get some cash in your 
pockets, you go across the street.”” Sam replied, “‘Lordy, Mr. Jones, 
I didn’t know vou sold for cash!’ 

Well, to reverse that, don’t let any of your customers buy some 
place else and then tell you, “Why, I didn’t know you sold for credit.” 
You have to let your customers know that they can buy on terms 
from you or someone else will get that lucrative business. Now, how 
should you finance installment sales? My advise is “Don’t finance 
them yourself.” Don’t tie up your capital in installment accounts. 
One of the reasons why so many dealers before the war were such poor 
financial risks was that they tried to make two profits—the profit on 
the sale which they knew about and the profit on the financing which 
they knew nothing about. Don’t get into that shape again. Take your 


financing profit go to someone who knows 
banks all over the country are eager 
particularly those for the purchase 
of consumer durable goods. When one of the largest and most con- 
servative banks in the world, the Chase National Bank of New York, 
idvertises in the subways for personal loans against purchases of auto 


the sale but let the 
business. Today 
of personal loans, 


profit on 
the financing 
for the right kind 


mobiles, refrigerators and other appliances, then we know that this 
kind of financing is here to stay. In a recent issue of ‘“‘Consumers 
Credit” issued by the Consumer Bankers Association, the following 
statement was made, Today there is no consumer commodity costing 


$25 or over that cannot be bought on credit.” 
Let Your Bank Handle Financing 

I am a firm believer in utilizing every possible angle to sell. In- 
stallment selling properly handled is a powerful selling tool. I recom- 
mend very strongly that you arrange for the financing of your in- 
stallment sales with one of your local banks for reasons which I will 
explain a little later After you have arranged for that financing, 
label all your merchandise with a printed tag which reads somewhat 
along these lines, “This article may be purchased on easy monthly 
payments through our special arrangement with the First National 
Bank.” This accomplishes three big things. 

First of all, it tells your customers that you do sell on installment 
terms. 

Second, to a large extent it eliminates the poor credit risks. The 
chronic deadbeat is perfectly willing to sign an installment contract with 


There are 
prospective 


bank, he 


you, but he is atraid of the bank. 
nine times out of ten if the 
installment contract with your 


Stic k 
rule, but 
sign an 


you and try to 
exceptions to every 
customer retuses to 


is a poor credit risk and you are better off without the sale. The time 
you spend chasing delinquent accounts ‘s time wasted, time lost which 
hol be used for the creation of new business. 

Finally, your affiliation with the bank creates additional confidence 
in your customer’s mind. He instinctively says to himself, ‘Well, if 
this fellow does business with the First National Bank and they back 
up his sales, he must be all right.’”’ Your local bank then becomes 4 
powerful selling aid to you in creating that customer confidence s0 
necessary for closing the sale. Installment selling is one of the keys 
to big volume. Use it, but use it wisely and well. 

In conclusion, let we leave you with two thoughts. First of all, 
work together [hese associations of ours, both national and _ local, 
can do a tremendous amount of good through the interchange of helpful 
education. If you have a dollar and I have a dollar, and we exchange 
them, each of us still has a dollar But if you have an idea and I 
have an idea and we exchange them, we both have two ideas. Second, 
the future presents a tremendous challenge to the salesman. We are 


wealth of America. 


creators of the 
which has 


the prospectors of today. We are the 
manufacturing genius 


All the gold, all the labor, all the 
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Custom Bult 
vour cnoice or rinsues (JF FICE FURNITURE 


These desks finished in walnut, COPYRIGHT U. S. 


mahogany, oak, school brown, 


Made to your measure and order 


blond, bleached mahogany, 


maple, platinum, cinnamon. 


SECRETARY'S DESK 


Double-pedestel type, with three roomy 
drawers and recessed knee-space at the 
back. Mechanism either right or left side, 


as preferred. 





THE MASTER CHIPPENDALE MATCHED SUITE 


There Is Nothing Finer for the Executive's Office 
DESK — TELEPHONE CABINET — COSTUMER — TABLE 








We make DIRECTORS’ TABLES and other special furniture to 
meet your requirements. Send sketch or photo with your inquiry. 


N ia M E S MANUFACTURER OF MODERNISTIC AND PERIOD FURNITURE 
: AO A TT 
é 











2631 LEHMANN COURT CHICAGO 14, ILLINOIS 
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FROM THE VEIN OF EXPERIENCE 
By C. T. Bills 


Ames Supply Co., 
* New York, N. 


TOU KNOW, by rights you fellows should be talking and I should 

be listening, for most of you have been in the typewriter business 
longer than my ten years. During this time, however, I have learned 
the true value of experience in a business, and recognize this ‘“‘vein’’ 
as the ‘‘gold” in any endeavor which makes for a profitable and well- 
staked claim. 

During the past four or five years your various businesses have 
grown and prospered, in many cases to proportions you had only 
dreamed of. Sure, there were plenty of tough times of shortages of 
help and materials and long hours for the remaining posta. but 
the increase is there How are you going to maintain it? What are 
you going to do about these ‘‘growing pains’’? 

In other words, what effect has this growth had on your business? 
We all have a real problem on our hands now, a challenge! You’ve all 
seen it coming and the smart dealer is taking steps to do something 
about it. We all should stop and ask ourselves this question: Have 
you lost the human touch; are you overlooking the very thing that 
has made you successful Is your foundation or ‘‘vein of experience 
substantial ? 


: ‘SJ PRODUCTS 
‘SELL FASTER 








Anderson- 
Hickey Co. 


Remember Points That Brought Success a 
| 
If it is, you won’t mind the pain that has come with your growth, for | ' A‘B ! be & 7 
& 


you are mindful of these points which have made you successful—that 
you are selling the best product and services available; that you must give 
value for money received; that you appreciate your customers and try ’ 
to the best of your ability to live up to your agreements; that you Free-floating, cradle sus- 
take time to understand your customers, listen to their complaints and . 

correct them, improving your service through a better understat ding of pended drawers. Reinforced 
their problems; that you understand you rganization, promot- framework, positive side lock- 
ing happiness through understanding and working conditions 

















I } ‘ 
Instill these various points of quality and service so that your em- | ing compressor. Steel chan- 
ployees will reflect to your customers your “vein of experience’. Show | nels, horizontal and vertical, 
them how it takes each and every one to build a business, but only | 
me to lose a customer. Through quality, service and understanding, | spot welded into rigid frame, 
your business will not lose the human touch ° ° 
’ We all know the so-called “gold rush” is over, and from now on | which carries drawers. Heavy 


we will all have to dig. We all have the growth, but we all also have 
the “growing pains’. What can we do to supplement this pain for 
continued growth? 

You know the answers—simply through increased sales of merchandise 


and services, and the streamlining of “shop operation and methods. 1] SOLE DISTRIBUTORS FOR 


don’t mean to pass over this lightly for it is a broad and extensive 
study. But briefly, one of the best ways to promote sales of equipment ANDERSON-HICKEY CO. 
and services is through your serviceman himself. Your repairman, 
when called into an office ‘o render service, can be your best advertising 
medium in reflecting your method and orinitipie of operation. Have 
you taken time to really talk to him, understand him and show 


torque plates hold frame true. 





him how you both can profit by your experience? Besides reflecting the 
caliber of the person he works for, your representative can be one of 
your best salesmen. For, being called in as a doctor on a case, who 
logically is in a better position to recommend an overhaul, rebuilding, 


new platen and feed rolls, or note the need for office supplies. Many 
companies today have worked out profit-sharing plans with their service 
representative, say ten per cent for all mechanical work brought in, and 
15 per cent for all other supplies. This makes every serviceman sales- 
minded, and he'll work for your mutual benefit 






















Cardinal 
WARDROBE 


am mindful of some of the excuses for this plan not paying off, 
such as sales to another salesman’s account, the old adage that repair- 
men are only repairmen and not interested or capable of being salesmen, 


or that too much time devoted to sales reduces their time which should 


be spent on repairs. These are details wihch you must work out in your 
own organization, according to the personalities and circumstances & STORAGE 
present rhe principal thing to keep in mind is that a good com 
bination man, incorporating sales and service, will be a boon to both 


CABINET 


Handsomely designed 


owner and hims If 





Maintain a Modern Shop 





ney back up yot . service ‘salesmen with p ensent workit gz ¢ ditions storage and wardrobe 

in ie shop, includ x roomy benches, goo light ind ventilation, . 

Washing i Ma nt will Iso pay off through a saving of time and cabinet that can be put 

effort, plus better cleaning jobs. While on cleaning equipment, one to a thousand uses. 3- 

must consider not only the time lost through hand methods, but also ° ° 

the double loss through work not accomplished on the bench during } point lock, glider bottom, 

this period. Watch your inventory of replacement parts and platens, | semi-flush hinges. Body 

for when figuring your profit on shop operations, a great deal of your i 

money may lie idle in needless inventory But at the same time be No. 24 gauge reinforced 

sare to carry sufficient stock of the high-m tality parts and replacement steel. In attractive and 

~ aprender ee Maine dn a: ish tecduse OF 41 

agers o your men are not holding up a ecau pa e not popular colors to blend 
Just a word on platens and feed rolls. Replace t platens! Sure with any decorative 


we’re in the platen business, but when you figure the cost of a re- 


covered cylinder and feed rolls in relation to what your customer is 
paying for his overhaul or reconditioning job, you can’t afford to take 


scheme: Olive Green or 
Grey. Satin chrome hard- 





the chance of a call back on er feed or impressions after a short a 
time. One service call-back will cost you in time alone more than the are. 
price of a new platen, not to mention the loss of your customer’s con- 


fidence. Why should you jeopardize your good reputation, one of your 


greatest assets in this “Vein of Experience’, for call-backs due to 


Write for details and 





platens. prices today. 
Finally, and still on the subject of platens, they may be promoted 
as one of the best sources of income for your service dep artments, 
Right now you are offsetting a slack period by servicing school and 
JRE business machines idle during vacations But all year your service- | 
_ salesmen are in a perfect position to recommend a new cylinder and 
feed rolls 


when needed, and there isn’t one item which you carry that 
returns a better percentage of profit for you. Not to get involved too | 








| S much in figures one _percentages, your a ge platen costs roughly | 
One dollar, and is talled for four doll: and up—a 300 per cent . a 
profit over cost ‘ | 5631 West Bi Street Chicago 44, Illinois 
This tie-in of increased platen business through service-salesmen will “Andy units of steel’ 
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VAN DYKE... 


FLUORESCENT AT ITS BEST! 







A PERFECT HOLIDAY 


No. 975 GIFT SUGGESTION 


BEAUTIFUL “LITE-O-DAY” CLOCK LAMP 


The "Peer" of quality, efficiency and beauty regardless 
of price . . . a favorite gift item. Has exquisite hand 
rubbed, solid walnut base with the smartness of a solid 
bronze pen rest. Additional features are the nationally 
advertised self starting electri ock, the Parasil shade 
with Genuine White Liquid Plastic reflector and in 


stantaneous manual type switch and ballast. Finished in 


Morocco Brown or Old English. 


Modél No. 975 for Single 18” tube. 
Model No. 976 for Two 18” tubes. 








MODEL No. I/118 
FEATURES 


Arm makes ONE COMPLETE REVOLU- 
TION. 

Shade TILTS TO ANY ANGLE. 
Designed for efficiency. 

Genuine white Liquid Plastic reflector. 
Beautiful new base with pen 
rest and tray. 

Brown Morocco, Old Eng- 
lish or Desk Gray finish. 










@ Instantaneous ee 
switch. 
SPECIFICATION MULTIPLE USES 
enters nO" : For the Desk 
° id holt For the Work Table 
e wide by 9 For the Sales Counter 


INQUIRIES INVITED—PROMPT DELIVERY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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not only prove profitable for you, but also deepens your “Vein of 


Service’’ to your customers. Service alone may be the hard way to 
build a business, but it is substantial and will pay dividends. Continue 
to give this service, along with quality and understanding, and you will 
maintain and extend your growth. 

We are quite naturally a service-minded organization, for service is 
all we have to sell. Forty-five years ago, in 1902, a service-minded man 
started the Ames Supply Company with but one thought in mind, 
‘“‘What can I do to help the dealers’? For he was a dealer himself 
and knew their problems. It was, and is, fun building that business 
through service. 

Has the fun gone out of your business? 

Don’t let it, and don’t lose sight of the fundamental ‘Veins of 
Experience’, the very things that have made your business the success 
it is today. 

a 


LETTER SERVICE OPERATIONS BUILD SALES 
(Continued from page 27) 


any type of typewriter, preventing stoppages of work 
due to breakdowns of the older equipment. The com- 
pany has three full-time operators who work in shifts, 
typing in names and addresses, figures, or other per- 
sonal elements in letters of all types. Contracts for 
letter service cover practically every field from pro- 
fessional to department store in the St. Louis area, 
and it is highly significant that most customers on 
letter-service ledger books are also represented on 
typewriter sales and repair records. 

A large blue sign in the window calls attention to 
letter service, reading ‘Personalized Letters—sales so- 
licitation, promotion, collection and appointment. Let- 
ters of any class, in any quantity typed on our Auto- 
typist. Dates, names, addresses, salutations, or in- 
sertions incorporated in the body of the letter.” 


Now Ready For Expansion 

Although it is possible that expanded facilities may 
make it necessary in the future, Shedd Typewriter & 
Letter Service Company has done absolutely no selling 
or new-account solicitation for the past three years. 
Most of the accounts originally handled are still on 
the books, and until addition of the new equipment 
and extra space it was impossible to produce more 
letters. Now, however, with space for several more 
operators, the firm is planning to expand considerably. 
“Automatic letter-typing is still comparatively new in 
the St. Louis field,” Mrs. Shedd pointed out. “There 
are scores of advertising agencies, mail-order busi- 
nesses, retailers, wholesalers and manufacturers who 
can profit from its use, but who do not have sufficient 
demand for such service to install their own equip- 
ment. We will go after this type of prospect, and will 
probably use direct mail produced on our own machines 
to attract new patrons.” 

Major promotional asset has been simply window 
display, according to Mrs. Shedd. One of the firms for 
which the agency turns out regular letter service is 
a display concern, and Mrs. Shedd has worked out an 
arrangement whereby an expert window trimmer from 
the company keeps the window eye-appealing at all 
times. Several years ago, Shedd Typewriter & Letter 
Service Agency literally “stopped traffic” for several 
weeks, when a string of automatic typing machines 
were placed in the display window, actually turning 
out contract work within sight of passers-by. “It was 
surprising how many people had no idea such service 
was possible,” Mrs. Shedd smiled. “We have been 
afraid to repeat this type of window display ever since 
for fear we would be flooded with business we could 
not handle.” 

The company maintains a separate typewriter clean- 
ing and repair shop on the street level and on the 
fourth floor of the building, with two full-time type- 
writer mechanics. This department, as soon as parts 
and new machines are available, will likewise be ex- 
panded. 
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DO/MORE is a name that signifies more than 
leadership in posture chairs. To thousands, large 
and small companies alike, it symbolizes a stand- 
ard of service that assures continuous satisfaction 
on the part of individual users. This nationwide 
recognition adds up to acceptance by both em- 
ployees and their employers ... the result of 25 


years pioneering in the field of posture seating. 


A Variety of Models, each tailored 
to the job, make Do/More posture chairs easy 
to sell for company-wide installations. Each chair 
adjustable to the individual ... for correct 
posture and day-long comfort. Write for 


illustrated catalog. 


DOMORE CHAIR COMPANY, INC. cixnarr 4, INDIANA 
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No. 110 
Natural Finish 
Metal Bindings— 

Olive Green 


Dimensions: Width—133%4” 
Depth—24” Height—12” 


A revolutionary advance in fabrication. The 
first of its kind in development. The 
WOLCOTT all purpose transfer file that ‘will 
endure through the years,” built of steel and 
masonite to satisfy the most rigid require- 


ments. Sold on a money back guarantee. 








The WOLCOTT all purpose transfer file was 
tested as above with 200 Ibs. of pressure and 
after 24 hours the drawers opened and closed 
easily. Competitive brands subject to even less 
pressure showed a decided sag and strain. 


WOLCOTT STEEL PRODUCTS Inc., 739 East New York Ave., B’klyn 3, New York 
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WILLSON’S NEW STORE OPENED AT REGINA 

Described as one of the most modern stationery and 
office equipment stores in Canada, the new quarters 
of the Regina, Sask., division of the Willson Stationery 
Company, Ltd., office outfitters, recently underwent 
formal opening. 

At a cost in excess of $100,000, Willson’s new store, 
a branch of the head office in Winnipeg, Canada, is 
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WILLSON STATIONERY CO., LTD., NEW HOME 


constructed of modern materials throughout and is as 
fireproof as can be designed. 

The front is of stainless steel, with Thermopane win- 
dows, and other walls are of masonry with all-steel 
framework. The floors are of tile throughout. 

The building has two complete floors for display of 
office furniture and stationery, with office space com- 
pactly arranged on a mezzanine floor located towards 
the rear of the building. 

An effective arrangement for street-front display of 
merchandise has been incorporated in the building’s 
modern facade, with large windows stretching almost 
uninterrupted across the front of both the main and 
upper floors, making it in effect a full glass front. 
The open front thus affords a clear view of displays 
on both floors. This arrangement has been effected to 
enable the firm to display its lines of office furniture 
from the unobstructed windows of the upper floor, 
where spotlights have been located to provide night 
display setting. Stationery sundries and gift items 
constituting the stock of an extensive stationery store 
are displayed on the main floor, while the upper floor 
features an unusually large display of office equipment, 
including desks, chairs, filing cabinets and reception 
room furniture. 

On the latter floor also is located the Regina office 


of Willson Business Machines, Ltd., agents for Royal | 


typewriters, Ediphone Voicewriting machines, and 
Allen adding machines and calculators. 
Three officials from Willson’s head office in Winni- 


peg were present for the official opening of the new 
1947 
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‘NOW, MORE THAN EVER, 
‘QUALITY-MINDED BUYERS 
LOOK FOR OFFICE CHAIRS 


| IMPORTANT 
Wh these 4 


COMFORT FEATURES 
@ BALANCED TILTING 


prevent the danger of upsetting. ... 


designed with a low fulcrum to 


to all movement of the body... . 


@ INSTANT RESPONSE 


scientific SENG 


@ FATIGUE-FREE ACTION 
design. ... 


assured by 


smooth operation. ... 


e NO SQUEAKING 


silent, 


* 


each of these vital 
performance features that 
provide increased working 
efficiency, plus the quality of 
craftsmanship and materials 
that add up to lasting service 
and customer satisfaction. 


allt 


The SENG Style V 
Chair Action 
Control 






offers 


1450 N. DAYTON STREET 
22, ILLINOIS 


CHICAGO 











IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 - 
29" high oe e Base 10" = a 
diameter heavily weight- : 


eds. Ss 2Ye" POH 65:5 





8’ amber glass tray. 


No. 224 
27/2" high... Base 10" 
diameter heavily weight- 
on... oe eee as 
8" amber glass tray. 


LIST $17.00 


SHIPPING WEIGHT Py 
12 LBS. ~~ 








No. 224 


SAND URN 


191/," high . . . Base 10"° diameter, Top 11" 
diameter . . . 2!/2" tube. 


SHIPPING WEIGHT 10 LBS 


LIST $15.00 











COSTUMERS ‘ 


Made of 1!/2" aluminum 
tube. Height 72", Base 
12" diameter with heavy 
iron loader under spun 








aluminum base. 


SHIPPING WEIGHT 
22 LBS. 


No. 220 LIST $21.00 
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No. 


All are highly polished and buffed . . . permanent finish. 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS DEALERS DISCOUNT 


Complete Catalog and Price 
List on Request. 


GLARO MACHINE PropucTs COMPANY 


MANUFACTURERS 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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NEW WILLSON STORE—Two interior views of the new Will- 
son Stationery Co., Ltd., store at Regina, Saskatchewan, 
Canada. The top picture shows office furniture display on the 
second floor and bottom picture the attractive main floor. 


store, in addition to W. A. Gray, Regina division man- 
ager. They were S. J. Vogan, assistant general man- 
ager; J. C. Irvine, general sales manager; and James 
Bowman, secretary-treasurer. 

Opening of the new store marked the steady progress 
of a Regina business office which started from humble 
beginnings in Regina shortly after the turn of the 
century. The parent firm was founded in Winnipeg by 
H. L. Willson, still the president of the firm and now 
living in Vancouver. He did not attend the formal 
opening of the new Regina store because he has been 
seriously ill at his west coast home for some time. 

In a gradual expansion, Willson’s has reached the 
point where it is now made up of 16 separately-incor- 
porated companies, its easternmost limit at the head 
of the Great Lakes, and the head office located at Win- 
nipeg. Besides the Regina store there are 11 other 
affiliated Willson stores across western Canada. 

W. A. Gray, manager of Willson’s Regina division, 
has served with Willson’s for a total of about 20 years 
in Regina, and for some years prior to that time in 
Moose Jaw 


= 


HAY STATIONERY COMPANY IS VICTIMIZED 


The Hay Stationery Company, Ltd., London, Can- 
ada, is circularizing the industry pointing out that 
a man posing as a son or a brother of the president 
of the company, J. Bevan Hay, is again succeeding in 
borrowing money on the strength of unauthorized use 
of the Hay name. The same story of acquaintanceship 
or kinship with Mr. Hay was used some years ago 
and a man was jailed. Either the same person or one 
using a similar approach is now at large, according to 
the London, Canada, firm. It is pointed out that there 
are only two members of the Hay Stationery Company, 
Ltd., named Hay—one the president, J. Bevan Hay, 
and the other, John B. Hay, Jr., in charge of company 
purchases, “neither one of whom is apt to be borrow- 
ing money from anyone.” 
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To Those Dealers 


who visited us during 


the NSA Convention .. . 


Many. Thanks! 


To Those Dealers 


who could not attend... 


We Wissed You! 


OFFICE FURNITURE COM PANY 








725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR 1100 


OFFICE APPLIANCES, October, 1947 169 





Se 


is 3 times wiser To HANDLE HERCULES! 


] THE LINE OF LEAST 2 THE LINE OF GREATEST 3 THE LINE PACKED WITH 
9 Sales RESISTANCE! ° . 


Sales VERSATILITY! Sales PROMOTION! 


Time-tested, international reputation HERCULES offers complete coverage HERCULES products are sales- 
for highest quality craftsmanship of the field ... a top-quality product powered with an efficient, aggressive 
puts HERCULES products first on the for every purpose, for every pocket- advertising and promotion program 
“best-seller” list. Handsome, handy book. This diversified line means . . . Keyed to the tempo of today’s 
display stand promotes buying. more sales, turnover, better profits. market... pre-selling your customers! 


HERCULES PLERCULES 


SECURITY ALL-PURPOSE 
CHESTS SAFES 


Model FC-6 Model XXC 


List Price List Price 


$94 $43 









Furnace-Tested 
Certified 
ONE HOUR 


SMNA LABEL 


Furnace -Tested 
Certified 
ONE HOUR 


SMNA LABEL 





Built like a safe with electric-welded, heavy-gauge 
steel plates inside and out. Thermo-Cel insulated. 
V-groove moulded lid for fire seal. Paracentric pick- 
proof key lock or combination. Soft, felt-like maroon Three-tumbler combination lock connected with 
flox lined. Handsome pin-seal wrinkle grey or green heavy locking bolt. Fixed studheads on hinge side. 


} 
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1 

| 

| 

! 

i 

j 

This rugged unit incorporates a circular tongue-and- 
! 
i 

. ! 
finish. Weight: 65 pounds. Inside dimensions: 13” x \ Modern grey or green finish. Weight: 125 pounds. 
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groove door-joint for positive heat seal. Electric- 
welded double steel walls. Thermo-Cel insulation. 


91,” x 534”, 


ERCOLE 


WALL SAFES 


Model WS QIIA 
List Price 


$3350 


Furnace-Tested 
Certified 
ONE HOUR 
SMNA LABEL 
A proven sales-getter is this Model WS 911B 
modernly designed unit of List Pri 

heavy gauge steel plates, elec- $4 ct 
trically welded. Thermo-Cel 50 
insulated. Three-tumbler com- 365° 
bination lock controls twin 
operating bolts. Easily installed flush to wall for 
simple concealment. Maroon flox lined. Weight: WS 
911A 47 pounds. WS 911B 55 pounds. 

Write TODAY for Your FREE Copy of 


“TEN TESTED WAYS TO SELL MORE HERCULES PRODUCTS” 


HLERCOLES 


SAFE-DEPOSIT 
BOXES 
Model HDB $] 9 50 


List Price 
Furnace-Tested 
Certified 
HALF-HOUR 


SMNA LABEL 





The top value in the field. 
Heavy steel exterior and 
interior walls. Insulated 
throughout with Thermo- 
Cel. Drawer front features 
fire-seal V-shaped flanges and 
- paracentric pickproof key lock. 
ws Modern grey or green, 
pin-seal wrinkle finish. 
— Weight: 24 pounds. 





MEILINK STEEL SAFE CO. | 
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THE IMPORTANCE OF FILING TO DEALERS 
(Continued from page 25) 


forth in the cabinet in the best way to accomplish 
this purpose. 

A vertical filing system invariably has three main 
parts: 

1.—Primary guide 

2.—Miscellaneous folder 

3.—Individual folder 
These three cover the most important functions of 
any system. They are supplemented by various aux- 
iliary guides in the expansion of a system beyond the 
ordinary limitations. 


PRIMARY GUIDE 


The primary guide is what the name indicates. It 
is the first thing we look for to spot general location 
in the file. For instance, if we are looking for the 
correspondence of “The Gustave Fischer Company,” 
we look under the “F” guide. The position of the tabs 
of the primary guides differs according to whose sys- 
tem you are selling. If it is the Y and E Direct Name 
system, they are the second and third position of 
fifth cut. If it is the Shaw-Walker “Super Ideal” 
system, they are the first two positions of fifth cut. If 
it is the Globe-Wernicke Safeguard system, they are 
the first three positions of approximate sixth cut, and 
so on. 


INDIVIDUAL FOLDER 


A folder is provided for a particular correspondent 
when there are as many as five letters in a given 
filing period with the same firm or individual. In filing, 
this principle is commonly referred to as the “Rule of 
Five.” The tab position of the individual folder differs 
in each filing system. 


MISCELLANEOUS FOLDER 


To provide an individual folder when there is only 
one letter or two letters with a firm or individual 
would be superfluous. The file drawer would become 
loaded with folders rather than letters. To obviate 
this, a miscellaneous folder is provided. It has the 
same tab notation as its primary guide. It is designed 
to hold the material of correspondents with whom 
there are less than five letters. 

In order to eliminate the possibility of miscellaneous 
folders becoming too loaded, care must be exercised 
to transfer material from the miscellaneous folder to 
an individual folder as soon as there is an accumula- 
tion of five or more letters. 

The tab position of the miscellaneous folder differs 
in each filing system. Some manufacturers color the 
tab red—others use colored printing. 


AUXILIARY SPACE 


While the primary guide, the individual folder and 
the miscellaneous folder are the three main and basic 
parts of any filing system, there must also be pro- 
vision for automatic expansion without tearing apart 
an existing installation. For this purpose, filing sys- 
tems have an auxiliary space. 

For instance, in most large filing departments of 
companies doing a nation-wide business, there are 
many firm names beginning with the same word, such 
as “American,” “National,” “United States,” “Federal,” 
and so forth. There may be as many as 50 or 60 firms 
with the first name “American.” To file all these 
folders behind the “Am” guide wolud require too long 
a search to find the folder, for instance, of the “Amer- 
ican Can Company.” To take care of this situation, 
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We Specialize In Your 


UNUSUAL 


Enuelope. Needs 


Bank Envelopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
Registered Mail Envelopes 
*Coupon and Coin Envelopes 


*Bank Filing Envelopes 


Write for Prices and Samples 





Envelopes 
ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 
*Used by Banks—Sold by Sta- 
tionery Stores 


Write for Prices and Samples 





eee 
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Pate Book Covers 


MADE TO STAND LONG, 
HARD USE 
*Used by Financial Institutions, 
for Protection of Pass Books, 


Time Payment Books- 


Report Card Jackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 





Write for Prices and Samples 
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Seed Enuelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 














*Metal Fold Envelopes 
*Inter-Fold Seal Styles 
*Gummed Seal Flaps 
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Open End Filing 
Enuelopes 
DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 
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Yes, you'll find your customers mighty happy with 
this handier, easier-to-use staple remover. You can 
really get a grip on it—and it mever tears the papers, 
even in the thickest files. 






Staple Remover 
No. 150-5“ 


Staple Remover No. 150-5’ is just one item in the 
famous BERNARD line of stationery tools. The trade 


knows “BERNARD means faithful quality”. Send for 


complete catalog. 
g ‘ 
Faithful Quality Since 1870 


CC —_ 


BERNARD 





TRADE MARK RECISTERED 


Alf 


WM. SCHOLLHORN COMPANY 


3510 Chapel Street, New Haven 9, Connecticut 
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| a special insertable guide tabbed “American” is placed 

in the file and behind it an independent A-Z sub- 
division for that name only. The folder of the “Amer- 
ican Can Company” under this arrangement will be 
placed behind the “C” guide of this separate alpha- 
betic subdivision for firm names beginning with the 
word “American.” 

Frequently, too, there is so much correspondence 
with a certain large customer that no one folder is 
able to contain it. For such cases, a special auxiliary 
insertable guide is provided and behind it a set of 
monthly guides to separate that firm’s correspond- 
ence by months. 

This, then, is what is generally known as a filing 
system. It is not complicated. At least it should not 
be, though I am afraid some of the direct sellers try 
to make filing systems appear highly technical to 
keep the dealer salesman away from this lucrative 
business. It is up to the manufacturers who sell 
through dealers and the dealers themselves to knock 
the props out from under these direct sellers. How 
are we going to do this? By the simple procedure of 
a little sales training—by acquiring the “know how.” 
Every manufacturer who makes a complete line of 
filing supplies—and there are many—not only has a 
filing system, but has salesmen who welcome the op- 
portunity to hold sales meetings and to assist on 
consumer calls involving filing supplies and filing 
systems. Give them a chance. Put them to work. 
They want it. 


RULES OF FILING 


There are many rules of filing. I will cite and ex- 


plain a few: 


1. File behind the guide. 

2. One guide per inch for folder filing—or about 20 

to 25 guides per upright drawer. 

3. One guide for every 25 cards. 

4. Six to eight folders behind each guide. 

5. Individual folder when there are five or more 

letters with the same firm or individual. 

6. Letters should be filed in order of date in folder. 

7. Allow adequate working space—four or five inches 

in letter and legal drawers—two or three inches 
in card drawers. 

8. Transfer at regular intervals. 

9. Use folder labels for neatness, strength, economy, 

and color control. 
Filing as a Profession 

Dealers in our industry vastly underestimate the 
importance of filing. They fail to realize the tre- 
mendous volume and profits in this line. Above all, 
they fail to see the opportunity to serve their cus- 
tomers. 

The best kind of selling and that which carries most 
repeat business is selling founded on a willingness 
and a desire to serve the customer. How in your entire 
business, Mr. Stationer, can you better serve your trade 
than by going into offices, making surveys of filing 
problems, recommending remedies and by so doing, 
bring order out of chaos within the files? When you 
do this, you have truly served. You will not be for- 
gotten. You will rate as your customer’s business ad- 
visor. You will have become just as professional in 
your field as the doctor in the medical field or the 
lawyer in the legal field. 

You can get started on the right track towards this 
kind of “selling by serving’ by doing some of the 
smaller and easier things first. For instance, make it 
your religious creed never to sell or take an order for 
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WO GZome NEWCOMER 





FOR THE DEALER. . . 





These Two new Copy-rites—electric and hand operated models—bring you 
the ultimate in Liquid Duplicators. Modern engineering and design to meet 


Z MACHINES FOR Aowble PROFITS 


Ths NEW HAND 
TA FW HAN 


Copy nile 








New 
PERFORMANCE 


Fully Field Tested 
Finger Tip Controls 
New Automatic Paper Feed 


New Automatic Master 
Sheet Lock and Release 


suggestions of Copy-rite Dealers. Sturdily built for long, hard usage. New 
features plus proven principles of previous Copy-rites have produced two Modern Streamline Design 


new Copy-rites that are practically fool-proof, economical and eliminate 
Service Problems.—Order your Copy-rite demonstrators today. 


Two-Tone Grey Finish 





PR 





J DUPLICATOR & SUPPLY 60.1237". 


“Copy-rite”—A name recognized by leading dealers the world over. 
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PRONTO 











————FIBRE BOARD FILES 


LETTER SIZE LEGAL SIZE 
No. 1210L No. 1510L 
$3.75 $4.75 





STEEL DRAWER FRONTS 
are back again! 


For the first time in five years, you can now buy PRONTO 
FILES with the beautiful, practical, long lasting all steel 
drawer front in letter and legal sizes. They are the same 
PRONTO FILES which proved so popular before the war. 


Remember your customers like PRONTO FILES because: 
(1) drawers operate easily; (2) sturdy and durable construc- 
tion; (3) space saving, safe, stacking feature; (4) low cost and 


(5) fine appearance. 


Your all steel drawer front PRONTO FILES are waiting for 
you. Order today. 


PRONTO FILE CORPORATION 


285 MADISON AVE. NEW YORK 17, N. Y. 
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any kind of filing container—from a vertical five- | 


drawer letter file down to a simple 3 x 5-inch jogger— 
without at least trying to sell the filing supplies, with- 
out which the container cannot possibly do the job 
properly for which it is being bought. If you do not 
sell the indexing, somebody else will, and you will lose 
some important immediate business and probably 
some repeat business later on. 


I know that many times customers come into a | 


dealer’s store and ask for a set of A-Z card guides 
and the clerk does no more than asks the size, takes 


a set of 25 subdivision guides from the shelf and | 
hands it to the customer for the current price. Do | 
you see what is wrong with such a transaction and | 


how it should be handled? 


Necessary to Know Volume 


The customer should be asked how many cards he 
has to file. A 25 subdivision may be highly inadequate. 
It will be, if the file in which the guides are to be 
used has, let us say, 3000 cards. In that case, the al- 
phabetic subdivision should be 120 A-Z (25 cards to 
the guide). The customer is entitled to know this 
whether he buys the larger subdivision or not. He 
will respect you for telling him just what 120 A-Z 
means and why he should have it. In fact, it is the 
clerk’s duty to so inform him. From what better 
source can he expect to gain such information than 
from you, the office equipment dealer in your town? 

Filing is a big business. Single orders can and do 
run into thousands of dollars. They are rather plenti- 
ful. Unfortunately, the direct sellers get more of this 
business than the dealers. They should not. The 
dealers have better local contacts. They represent 
lines as good or better than those of the direct seller. 
The dealers simply are not capitalizing on the oppor- 
tunities and advantages they possess. 

I make an urgent plea that you dealers arouse your- 
selves to do something about this laxity in the pro- 
motion of filing systems. Become filing conscious. 
Learn about indexing. Learn to talk indexing. Train 
yourselves to sell indexing. If you do, you will not 
only experience the joy and pride of accomplishment, 
but you will be highly respected in the industry in 
which you are engaged, by your suppliers, your co- 
workers, and above all, by your customers. Last but 
not least, you will earn more money—a fact that 
spells success with a capital “S.” 

a pease a 
P. S. PEPE JOINS REM-RAND DIVISION 

Philip S. Pepe, until recently assistant editor of the 
Gregg Publishing Company, and associate editor of 
the Business Education World, has resigned his posi- 
tion to join the staff of Dr. Earl P. Strong, director of 
Utilization Department, Typewriter Division, Reming- 
ton Rand Inc. His title will be assistant to the direc- 
tor and his new duties will take him into many large 
business organizations throughout the country as a 
consultant on typing efficiency. 

Mr. Pepe, who had been with the Gregg staff for 
more than 18 years, is also instructor in shorthand 
and typing at the evening sessions of the City College 
of New York. There, he initiated a one-day typing 
course for personal use in which more than 75 stu- 
dents enrolled the first year. He has been asked to 
demonstrate his method before many teacher groups. 


Mr. Pepe is author of “Personal Typing in 24 Hours,” | 


and “Gregg Shorthand Review Letters,” both pub- 
lished by the Gregg Publishing Company, and he has 
written numerous articles on business education. 

Mr. Pepe will be located at the Remington Rand 
Building, 315 Fourth Ave., New York, N. Y. He plans 
to remain active in the field of business education. 
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A Soft Voice 


THAT SHOUTS 


SALES! 









KIL-KLATTER 
advertisements 
that has helped 
to double sales 

in the past year. 

Mats are available 
for use in your 
local papers. 


(Dealers; attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept.B-710, Merchandise Mart, Chicago 54, Ill. 


“— 
1 
' 
? 
' 
( ) Send 3 doz. KIL-KLATTER Typewriter Pads individually boxed | 
with free card and enclosures. Sur check for $18.00 is enclosed. ’ 

' 
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! (In U.S.A. only) or 
; ( ) Send illustrations of available newspaper mats and catalog cuts. 
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TECHNYSCOPE 


Mea ee ks C £8 Tt 


MOoODeEL 





The scope table, T-square, etc. of the Fluorescent Model 
F-2 are identical to the Standard Model. The difference is 
the way it is illuminated. The use of FLUORESCENT 
LIGHTING introduces an entirely new standard of scope 
illumination and here are some of the advantages. 


1. The Lighting Unit is entirely enclosed; no loss of light, and 
all parts are fully protected within a steel case. 


2. The entire writing area of the stencil is amply and evenly 
illuminated. 

3. The glass of the scope and the stencil remains cool. 

4. A handy ‘“‘push-button”’ switch is conveniently located on 
the scope. 

5. The Lighting Unit can be purchased and attached to any 
of the metal TECHNYSCOPES now in use. 

6. The Lighting Unit and its component parts, if used with 
AC-110V-60 cy. is guaranteed for a period of one year. 

COMPLETE SCOPE WITH LIGHTING UNIT AND TWO 18” 

FLUORESCENT LAMPS. FOR USE WITH AC-110V-60 cycle. 

ONLY $29.59 





FLUORESCENT MODEL F-2 LIGHTING UNIT 


MAY BE ATTACHED TO ANY OF THE METAL TECHNYSCOPES 
NOW IN USE. 


COMPLETE LIGHTING UNIT. SWITCH AND TWO 18” FLUO- 
RESCENT LAMPS. FOR USE WITH AC-110-60 CYCLE. $1650 


ONLY 


IMMEDIATE DELIVERY—Have you seen our ad on the Hilco 
Model 4... see page... 


TECHNYGRAPH COMPANY 


TECHNY, ILLINOIS 
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ARE YOU SELLING TOO MANY THINGS? 
(Continued from page 58) 


machines in use tends to grow and develop year after 
year. A new machine agency in a good territory 
should be worth thousands of dollars a year potential 
profit. Big city dealers develop good volume in used 
typewriters and portables. The competitive situation 
in the typewriter market is not too difficult. There 
are only five or six manufacturers and none of them 
cover their potential markets in every part of the 
country effectively. In some areas one make is sold 
virtually without competition, and in others the mar- 
ket is dominated by only two or three makes. There 
isn’t a single market in the country where every sales 
organization is going after the market with everything 
it could put into it 

Sales commissions may seem low in some instances, 
but for the sales effort involved in selling typewriters 
in the present market, dealers and salesmen are ex- 
ceptionally well paid. Hundreds of dealers make a 
good living selling nothing but typewriters and sup- 
plies for them. Supplies sales, service, and rental rev- 
enue keep pace with increased typewriter use, and this 
market is easy to exploit and easy to keep if you have 
good lines and do a good selling job. 

Probably the second most important office machine 
that dealers sell is the adding machine. The markets 
are related and three of the five large typewriter 
manufacturers are in the adding machine business. 
Adding machines offer a good profit margin and many 
dealers, particularly in industrial areas, specialize in 
adding machines and make a good living out of it. 
Prompt service facilities are important and your best 
typewriter mechanic probably won’t be the right man 
to do your adding machine service. This field prom- 
ises to be highly competitive within the next few 
years, although the back-log of adding machine de- 
mand will probably not be filled until after typewriter 
back orders have been taken care of. Close to a dozen 
American manufacturers are either in the business or 
will be in it soon. Here again, is a rapidly expanding 
market. Even the smallest business needs an adding 
machine. Several manufacturers are planning to in- 
vade the home market for adding machines within the 
next few years. Like the portable typewriter, small 
home model adding machines will offer a greatly ex- 
panded service market no matter how they are sold. 
Dealers with adding machine service facilities should 
generally give attention to this market. In country 
and small town areas the biggest potential adding 
machine market is retail stores. 

Outside the field of typewriters and adding machines 
which have the most universal market in the office 
machine business are numerous other machines that 
require specialized sales effort. If a dealer has the 
skill and the energy to go into these specialized fields 
without losing sight of his broad consumer markets 
in the typewriter and adding machine fields, he can 
increase his business and sometimes strengthen his 
general sales position. But he should exercise the ut- 
most caution and should answer the following ques- 
tions favorably as he considers other fields: 


Some Questions to be Considered 


1. How can I enter new fields without detracting 
from sales and profits in the fields I already cover? 

2. Do I have adequate sales and service facilities to 
market, instruct, and repair equipment in the new 
fields? 

3. How much of my own time and energy will be 
diverted to “nuisance” phases of work in new fields? 

4. Relatively how much profit will I make for the 
energy expended in relation to the lines I already 
market? 

5. Do I have display and warehouse facilities for new 
lines? If not, what will such facilities cost me and 
will the expense be justified? 

6. Do I have enough money to carry accounts, en- 
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DUPLICATING 





Codo- MANUFACTURING CORP. 


529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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Basic construction of heavy, All surfaces, including rear 
of bock, covered with heavy 
DURAN or DU PONT PLAS- 
TIC in a wide range of col- 


seasoned oak, mortised for 


rigidity and lasting strength 


for yeors of use ors, guaranteed not to peel, 


stretch or crack. 


Ali-steel coil springs that Visible framework of 
cannot sag, firmly web- heavy-wall Shelby 
seated for permonent re- Seamless Steel Tubing, 
silience of seat and back, finished in gleaming 
and covered with heavy "““Udylite,'' the most 
felt and fiber padding for modern method of 
maximum insulation and chrome plating 


positive comfort. 





A better ‘build-up for better sales! 


Today more and more people are demanding COM- 
FORT, GOOD LOOKS, and DURABILITY in furniture. 
They want NEW styles that keep step with the new mode 
of Living. 

The bright magic of DIXIE CHROME adds that 
new note of gleaming charm to your office, beauty shop, 
or hotel lobby. The DIXIE CHROME label gives assurance 
of SATISFACTION in a fast-selling line! 


e A DIXIE CHROME product will be a mark of pride 


wherever it is displayed! 


“ gene" 


mye 


ge CHROME PRODUCTS 
DALLAS 


Look for the LABEL of 
LEADERSHIP 
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any room or office. 


waiting room 





THE DIXIE BELLE a dramatic effect: in 





‘ 


THE DIXIE COLONEL a note of distince- 


tion in hotel lobby, executive office, den, or 





THE DIXIE DESK beauty and practicality 


stunningly combined, with top of hardwood 


veneer in black or natural maple finish. 






j 
| 
| 
! 


THE DIXIE STEP TABLE 

a convenient end 
table styled for today to 
Jast for many tomorrows, 
with top and shelf of 
black or natural maple 
finish hardwood veneer. 


2509 Oakland Avenue Dallas, Texas 
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dorse customer paper, and handle the other financial 
responsibility connected with expanding lines? 

7. Dol like the new line and do my sales force want 
to sell it? 

8. How reliable is the company from which I will 
buy the new lines of merchandise? Does the company 
make money and do its products have a good reputa- 
tion? 

If the dealer answers these questions favorably he 
can consider the other lines that are available for 
specialty selling. 


Cash Register Market Is Largest 


Perhaps the largest market is the cash register mar- 
ket. American cash register production is consider- 
ably in excess of 100,000 units a year, and the average 
unit price is much higher than average unit prices 
in either typewriters or adding machines. There is 
certainly money to be made in the cash register busi- 
ness if you have a sales and service force to back 
you up. But you'll need a specialty salesman. Your 
typewriter man isn’t the man for your cash register 


job. At present only a very few lines of cash registers | 


are available to dealers and it may be very difficult 
to get into the cash register business. 
The duplicating machine business is another spe- 


cialty that some dealers have developed very success- | 


fully. There are a lot of manufacturers and new ma- 
chine agencies that are easy to get. Duplicators use 
more supplies than other office 
supplies business of an active user is often more im- 
portant than the machine sale. But selling effort is 
needed. You almost always have to do a demon- 


machines and the | 


strating and instructing job and sometimes you have | 


to go back and do this job over several times. Stencil | 


duplicators are still the largest factor in this market, | 
but spirit duplicating machines are increasingly im- | 


portant. If you like or know the duplicating business, 
it’s a good business. If you don’t, it’s a good business | 
to avoid. 


Check protectors are salable additions if you have 
a man to do a real marketing job. If you wait for 
people to come in and take them away from you, you 
could probably devote the space more profitably to 
something else. 

Some dealers are doing a good job with dictating 
machines, and these agencies are readily available. 
Here is another specialty selling job. If you have a 
good man for it and a good urban market it is worth 
considering. Unless you have both of these you are 
probably wasting your money putting in a stock. 

Floor fans for offices are seasonal items that almost 
any dealer can sell successfully during the hot months. 


Like the typewriter and adding machine, the need for | 
these in small offices not air-conditioned is almost | 


universal. The replacement market doesn’t look too 
attractive, and the unit price is relatively low. 
Postage meters, time clocks, slicers, grinders, and a 
dozen other machines are available for dealer dis- 
tribution. 
have the money, the manpower, and the service to 
back up your franchise. But if you’re short on any 
of these points you’d better think twice before you tie 
up a lot of money in things that require hard selling. 


tee 


SPAK & NATOVICH RETAIN NOTED DESIGNER 

Spak and Natovich, Inc., 30 S. Wells St., Chicago, 
has recently acquired the services of one of America’s 
leading designers to create and enginer an entire 
series of unusually-styled desks and other office pieces. 

The designer, Henry Glass, is well known for his 
architectural, interior and furniture designs, having 
been the subject of articles in such trade magazines 
as “Interior,” “Furniture Manufacturer,” and others. 
By employing Mr. Glass as design consultant, Spak 
and Natovich, Inc., hopes to make available a highly 
individualized and distinctive line of modern desks and 
chairs for the office. 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 


maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 


fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 


requirements, 


LITTLE means 


able, clean cut distribu- 


profit- 


tion, placing the dealer 


at the top in quality, 
dependability and _ pro- > 

° y ove 
tection. xo 


Write for details and samples. 


‘QUALITY EXCLUSIVELY SINCE 1888’ 


oA. . ITTLE. 


( ors 


‘ MANUFACTURERS 
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$ READY / our new 


Bigger ... Better . 

New lines added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 


ever offered. 


SEND FOR 
YOUR COPY 


















MARKING DEVICES 


OF EVERY DESCRIPTION 


F ge 4 
DOMESTIC & EXPORT TRADE 


A COMPLETE LINE 
FOR EVERY PURPOSE 














Line Daters and Numberers, Die Plate Daters, 
Self-Inking Stamps, Time Stamps, Stamp 
Pads and Inks, Notary Seals, Stamp Racks, 
Stencils, Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated Box Dies. 


Badges, ete. 


CONSOLIDATED STAMP MFG. CO., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. ROCHESTER, N.Y. NEW YORK, N. Y. 


a ‘iat leat = 
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IN OTHER LANDS 
(Continued from page 56) 
prised: 
(a) The payable order, i.e., the yellow warrant card 
on which was indicated (by means of the interpreter) 


| the net amount payable in words and figures. 
| (b) A certificate of tax (in the form of an interpreted 


Powers card) for each claimant, showing name of 
claimant, interest paid and income tax deducted there- 


| from. 


(c) A statement of account for each claimant produced 
on the cross adding punch on specially printed forms. 
A duplicate (but not a carbon) copy of this statement 
was also prepared for the Board of Trade files. The 
second copy was much smaller in format than that 
supplied to the claimants, thereby meeting the govern- 
ment request to keep the consumption of paper to a 
minimum. 


| (d) Tabulated schedules (in duplicate) of all claims 


| (e) Tabulated statistical lists 


as authorization of payment for the Paymaster Gen- 
eral. 

(in duplicate) of all 
claims for the use of the Board of Trade and the 
Treasury. 

(f) Tabulated index sheets giving warrant number, 
file reference and names of all claimants for cross- 
reference purposes at the Board of Trade. 

Throughout the whole of the procedure the cards 
were received from the Board of Trade and were 
handled in batches of 1,000 in strict sequence of war- 
rant number. The modus operandi was briefly as fol- 
lows: 

The warrant number was punched into the yellow 
warrant card and verified. 

From the details written on the yellow warrant card, 

two further cards were punched: 
(1) A pink “certificate” card (SFP.2695) in which was 
punched warrant (order) number, file reference num- 
ber and name of claimant. This information was also 
interpreted on to the card in the appropriate positions. 
(2) A manila “calculations” card (SFP.2694) in which 
was punched warrant number, date, assessment, ad- 
vances and amount outstanding. 

The yellow warrant cards and pink certificate cards 
were placed aside in separate files and work pro- 
ceeded on the manila calculations cards, which, after 
verification of the punching, were tabulated for fur- 
ther checking purposes. 

The calculations cards requiring “uplift” calculations 
were dealt with separately and passed through the 
sterling multiplying punch, which calculated and 
punched the amount of uplift in the appropriate field 
of the card. 


Strive for Accuracy 


It should be noted in passing that in order to elim- 
inate all chances of inaccuracy in this and in all sub- 
sequent operations on the multiplying punch or on the 
cross adding punch, automatic verification was em- 
ployed, so that the cards passed twice through the 
same process, but the second passage was always on 
a different machine from that used for the first. 
Moreover, each machine, A, B, C or D, perforated its 
own hole in the appropriate position in columns 64 
and 65, and the automatic verifier was so arranged 
that it immediately called attention to any case where 
the same machine had been used for both the punch- 
ing and the verifying operation. 

After the uplift calculations had been verified, the 
term, intermediate product, and interest were calcu- 
lated and punched into the cards by the multiplying 
punch in that order. 

It is interesting to note that neither the eventual 
date of payment nor the rate of interest were punched 
into any card. The multiplying punch is able to store 
this information and produce it when required on each 
calculation. 

The cards were then passed through the multiplying 
punch for the calculation and punching of income 
1947 
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Installed on Numerical Key Punch with Installed on Manual Key Punch Installed on Numerical Key 
ns Card Reversing Box Machine Punch Machine 
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: The New 
; RICHARDS COPYHOLDERS 
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*Top Clamp adjusts for height of copy —_—_, . | | 
‘d, aoe , : ; 
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64 RICHARDS Copyholders have greatly Installed on Alphabetical Key Punch Machines. 
ed increased the efficiency, output and 
“ed comfort of operators wherever they 
have been installed. Fewer errors are Ne serews 6 health’ ed Gall 
he made and the operator can sit in a : : 
3 —just slip off and on. 
i comfortable position. DEALERS— 
DESIGNED AND MANUFACTURED BY yen. went: ty ee eee 
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QUEEN Quality for Her A) 
... TOP SALES for You! 


For You—America’s progressive dealers 
om getter gs. of carbon papers and inked ribbons, Queen 
proudly presents its complete lines of 
branded carbons and inked ribbons 
known for consistent dependability. 











Today America’s leading indus- 
tries and your customers demand 
the highest quality—Queen Quality 
CARBON PAPER —branded imprinted lines in all 

Queen ioson Catton Com price ranges. Queen fills their com- uence 

plete requirements, Mr. Dealer. remediate 
w Profit by recommending and selling 
Queen Quality with con- 
fidence. 
































Your EXCLUSIVE 
QUEEN Dealership 
may be opened in your city. 
Write Us Direct Today 


M ‘SUPER, SOVEREIGN 
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MANUFACTURERS OF QUALITY 
T : 
CARBONS AND RIBBONS Pie egg A 
SINCE 1921 Chicago, Ill. 


QUEEN RIBBON & CARBON CO., Exc. 


EXECUTIVE OFFICES 


742-760 WYTHE AVENUE. BROOKLYN 11. N. Y. 
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tax deduction. After verification these cards were tabu- 
lated to provide check and control totals of interest 
and tax. 

The cards were now passed through the cross add- 
ing punch, which calculated and punched the net 
amount payable in the cards and at the same time 
printed out the claimant’s statement of account. On 
the second (i.e. verifying) passage of the cards through 
the cross adding punch the machine printed out the 
file copy of the statement of account for the Board 
of Trade. 

While this work on the calculating cards was pro- 
ceeding, the pink certificate cards had undergone all 
necessary checks to ensure their accuracy and had 
also been tabulated to provide the index sheet for the 
Board of Trade. Their warrant number sequence was 
then checked against the calculation cards on the 
Interpolator and the two packs of cards were there- 
upon passed through the Reproducer in order to re- 
produce from the calculation cards the amounts of 
interest and income tax, the amount outstanding, and 
the net amount payable. 

The pink certificate cards were then passed through 


the interpreter, which printed on them the amounts | 


of interest and income tax in the appropriate posi- 
tions, after which they were tabulated to produce the 
schedules for the Paymaster General. 

The yellow warrant cards having had the scheduled 
date of payment printed on them by the interpreter 
(without, however, any holes being perforated in the 
cards to do this and having also been checked for 
warrant number sequence against the calculations 
cards on the interpolator, the two packs were passed 
through the reproducer and by means of special coded 
punching (which does not include any alphabetical 
punching) with an appropriate connection box, the 
net amount payable was punched into the warrant 
card from the calculations card. 


Prints Net Payable Amount 


The warrant cards were then passed through the 
interpreter, which (again by means of a special con- 
nection box) decoded the punching and printed the 
net amount payable in words and figures on to the 
warrant card, thus converting it into the payable 
order. 

After the yellow warrant cards had been rapidly 
tabulated on the cross adding punch for checking and 
control purposes, they were interpolated with the pink 
certificate cards in warrant order sequence for dis- 
patch to the Board of Trade who inserted them in 
window envelopes for subsequent dispatch to the 
claimants. 


A tabulation (in duplicate) of the calculations cards | 


also produced the detailed list required by the Board 
of Trade for statistical purposes. 


For each batch of 1,000 payable orders, a card was 
furnished giving the totals of all the components en- 
tering into the make-up of the total net amount pay- 
able and this card served to control the accuracy of 
the figures which were derived from no less than eight 
overlapping checking tabulations. 


In the period during which this work was proceeding 


there were numerous cases where modifications were 
necessary to the original amounts of assessment out- 
standing. In order to make the description as brief 
as possible no attempt has been made to show the 
effect of these alterations on procedure, but broadly 
speaking, the method adopted was to replace the 
original warrant card by a “cancelled” card with nil 
values (thus maintaining the warrant number se- 
quence) and to create an entirely new warrant card 
for the revised amount. 

Adequate controls are necessary in any Powers in- 
Stallation and they were of vital importance in the 
work under review, but for reasons of space it has 
not been possible to describe in detail the many and 
ingenious methods of using machines to provide checks 
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Bickett 


RESPIRATOR 
Chair Cushions 





U.S. Patent 
No. 2,025,712 


A bit of very old advice 
is 


investigate the bottom 
of things. 


It is the bottom of a Respirator Cush- 
ion we want you to investigate, for then 
you will discover why the name RES- 
PIRATOR is so appropriate. 

There is incorporated in Respirator 
Cushions a ventilating system that pro- 
vides comfort and a degree of seating 
SATisfaction no other seat cushion can 
provide. 

A Respirator Cushion is in reality A 
Scientific Seating Device. Eliminates un- 
comfortable conditions and increases 
efficiency. 

Before the war, Respirator Cushions 
were sold in twenty-eight foreign coun- 
tries. We are now receiving inquiries 
and orders from many of our foreign 
dealers, and shipments are being made 
where export regulations permit. 

We repeat the statement — YOUR 
CUSTOMERS WILL APPRECIATE 
YOUR CALLING RESPIRATOR CUSH- 
IONS TO THEIR ATTENTION. 

Stock Chart-Price List and Discount 
Schedule on request. 

Manufactured By 


Manufacturers of Rubber Products Since 1913. 





| L. M. Bieckett Co. | 


Watertown, Wisconsin, U. S. A. | 


183 





~Here’s a line that 
guarantees 

















































SPEED-MO 
CLEAN SPONGE RUBBER 
STAMP PADS 
Clear, sharp impressions 
every time — silent, sweat 
proof and dust proof — 
made in many sizes and 
models for office and fac- 


tory use. 


SPEED-MO 

SPONGE RUBBER STAMP 
PAD INKS 
Especially made for 
on Speed-Mo Sponge Rub- 
ber Stamp Pads. Five col- 
ors available. Other inks 
available for special re- 
quirements. 


SPEED-MO 
FOUNTAIN BRUSH 
CLEANER 
Removes spots at the press 
of a button. Ideal for clean- 
ing clothes, shoes and office 
machines. Fast, safe—pleas- 

ant to use. 


SPEED-MO 
LINE NUMBERERS AND 
LINE DATERS 
Known as the “quality line : 
Made of best materials 
throughout — aluminum 
wheels, mahogany finish 
handles—long life assured. 


SPEED-MO 
ROTARY DATERS AND 
TIME STAMPS 

an, sharp impressions. 
sans set knob. Window 
shows setting — durable 
mechanism with chrome 


plate finish. 


use 


RIVET-© MANUFACTURING Co. 
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which were introduced to safeguard the accuracy of 
the final results. 


J. Adams Keene Dies 

It is with the greatest regret we record the Passing 
of a well-known international personality in the office 
appliance industry—J. Adams Keene of the National 
Loose Leaf Company, Ltd. 

Although his death was somewhat sudden, he had 
been in failing health for some months. Adams Keene 
was one of the men who worked unstintedly in the 
cause of others, and he will be remembered for the 
good work he accomplished.—SSE. 

INDUSTRY SITUATION BETTER IN ENGLAND 

The office equipment field in Britain is rapidly ap- 
proaching a situation of pre-war normality in all 
except two essential aspects involving paper and 
machinery. It might be ventured that these are vital 
essentials without which the industry cannot possibly 
revive, but there has undoubtedly been a very definite 
improvement in other merchandise as well as in mer- 
chandise involving either paper or metal. 

Office equipment, such as chairs, desks, tables, filing 
cabinets, and similar requirements, are fairly readily 
obtained and until recent steel cuts were freely ob- 
tainable. Most of the business system firms have 
again launched their specialties and an increasing 
number of specially-prepared business systems have 
been offered and welcomed. Practically every com- 
mercial stationery and business equipment firm has 
overhauled its selling arrangements and has resumed 
regular calls either personally or by mail on its pros- 
pects. 

The continuing scarcities are essentially in the paper 
field. Typical example might be the shortage of en- 
velopes. These are definitely difficult to find and more 
so if unusual sizes are required. The utmost difficulty 
is experienced for instance in buying even 50 envelopes 
of a non-popular size while even popular sizes are 
also extremely scarce. 

The business machine industry has also made a very 
definite recovery, the defect being that a consider- 
able amount of the output is presently being directed 
to export markets. Despite this, however, a certain 
proportion of current production is coming into the 
home market and is being welcomed. This influx will 
increase as current plans mature. For instance, type- 
writer manufacturers are currently planning con- 
siderably expanded poduction with new factories 
planned in several areas. 

One such being presently developed is the manufac- 
ture of an Italian machine in Glasgow and the current 
development of business machine production in Dun- 
dee, where the National Cash Register Company, has 
now a modern factory in operation. 

Some evidence of this activity will be shown in the 
Business Efficiency Exhibition to be held in London 
October 1-11, at which the latest products of British 
business equipment firms will be displayed. This re- 
vived exhibition, itself, confirms the increasing vigour 
and activity in this field —SATNA. 

————— 
KINGSTON, JAMAICA, FIRM TO NEW LOCATION 

International Sales Company, Ltd., Kingston, Ja- 
maica, claiming to be the largest firm on the island 
devoted exclusively to office supplies, equipment and 
stationery, recently announced a move to larger prem- 
ises at 102 Harbour St., in Kingston. 

The company acts as sole distributor in Jamaica for 
Kee Lox Manufacturing Company, Wilson Jones Co., 
Bankers Box Company, R. A. Stewart & Com- 
pany, Inc., Cel-U-Dex Corporation, American Num- 


| bering Machine Company, Nashua Package Sealing 


Company, Inc., and Ellams Duplicator Company, Ltd. 


——— 0 ——____ 
ALLENTOWN FIRM TO NEW LOCATION 
The Typewriter Shop has moved from 628 Turner 
St. to 837 Chew St., at Allentown, Pa.—RCS 
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Look 
Where 
We Are 
Now! 





Way up North. On the St. Lawrence. In Ogdensburg, N. Y. That’s a pretty 
hig jump to make, but we think it’s a jump up,—with benefits for you and 


your customers as well as for us. 


See what we have here: 


26 acres of land 

71,000 square feet of floor space 
Our own railroad siding 

Our own river dock 


{ home owners town of happy labor 


The constant growth in demand for ACCO products made such a move as 
this necessary sooner or later, and we are fortunate in being able to make 
it now. It enables us to consolidate all our manufacturing operations 
under one roof, including facilities for production of the Accoway 
Blueprint Filing System. It provides ample room for current increased 
production as well as future growth. It means that you can now expect 
better service along with the superior quality of Acco products you have 


always known. 


ACCO FASTENERS ACCOBIND FOLDERS ACCOPRESS BINDERS 
ACCOFLEX BINDERS ACCO PAPER CLIPS ACCO CLAMPS ACCO FLATS 
ACCO PUNCHES ACCO STENOPAL 


Sales Office: Chamber of Commerce Bldg., Long Island City |, N. Y. 





PRODUCTS, Inc. 


Riverside Drive 
OGDENSBURG, N. Y. 
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ND is isn’t “luck” that makes a carbon paper 


a winner. Performance, appearance, endur- 
ance are the qualities which sell your customers 
and keep them sold. Allied’s Flagship carbon 
paper builds sound business for alert dealers 


everywhere. 


Flagship is the carbon paper for you to feature. 
The result of long research and experimentation, 


fine inks, better imported tissues and experienced 


IT ISN? 


LUCK! 


manufacturing know-how are combined to pro- 
duce an excellent carbon paper. Available in 24 
weight and finish combinations, to meet every 


requirement. 


Give Flagship the Performance Test in your ter- 
ritory. Prove to yourself that it is the answer to 
more sales, greater volume, larger profits. A few 
exclusive franchises are still available. Write for 


free samples and full details today. 











- 
HERE’S WHY Hay 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 


ufo RINGS THE SALES BELL 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 





back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 


Producers of the famous Echo and Rocket Brand typewriter ribbons 


with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 





CARBONS & RIBBONS 
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165 DUANE STREET 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
NEW YORK 13, N. Y. 


Manufacturers of quality carbon papers and inked ribbons for 38 years 


1947 








SS Oms nD ee oO 


Sspweoes a 


lots 
and 
and 
We 

Sup} 


OFF 





»ro- 
| 24 


ery 


ter- 
r to 
few 


for 





)N 


47 





NEWS NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, Correspondent 





God gave us, with everything else, 
A friend to know and respect. 

A red-haired, smiling leader of men 
Whom no one would ever reject. 


Known to us all as R. C. or Red, 

He answered to either or both, 

He has gone to meet others he knew as we did, 
Where happiness reigns aloft. 


So we say “So Long” to one we knew 

As a man who stood in the fore, 

And shail always respect the memory of 
Our friend and our pal, Red Moore. 


With shocking suddenness came word of the passing 
of our beloved friend Risdon C. Moore, better known 
to all of us as “R. C.” or “Red,” the longtime secretary- 
treasurer of Midwest Travelers Club and midwestern 
sales manager of Columbia Ribbon & Carbon Com- 
pany, at his home in Kansas City, Mo., on August 26. 
Born in Effingham, Kans., he had lived in Kansas 
City 25 years. Surviving are his widow, Mary Naomi 
Moore, and two daughters, Patsy Ruth and Naomi 
Frances Moore. 

Funeral services were held on Thursday, August 28, 
with buria] in Kansas City. “R. C.” was a Mason and 
member of Hillcrest Country Club and possessed many 
traveler club and stationers association affiliations. 
Our most sincere sympathy to Mrs. Moore and the 
children. The grandest tribute to the memory of 
R. C. was the attendance at the services of the large 
number of teen-age children, boys and girls who made 
the Moore home their meeting place. 

¥ + * 


Each month seems to hold some sad news for us 
and again it comes from Kansas City where Edgar 
W. Stricklett, office furniture manager at Duff & Repp 
Company, died August 17. Surviving are his widow, 
Mrs. Aileen Stricklett and son, Jimmie. Ed was well 
known in the midwestern furniture trade, having pre- 
viously been with Orchard Wilhelm Company and 
Omaha Printing Company, office furniture depart- 
ments, both of Omaha, Nebr. 


s * + 


After all these many years that we have called at 
Omaha Printing Company, Omaha, Nebr., and visited 
with our old friend, John Rasmussen, manager of the 
retail store and stationery department, the day comes 
when a new face will be seen back in the corner in 
John’s chair. He is taking that well-earned rest 
which every man strives for. On September 30, John 
Cleared his desk and retired from business to enjoy 
those things for which he has not had time in the 
past. Your very many old friends wish you every 
enjoyment, John, but hope you will not forget us. 
Your genial spirit and smiling countenance will be 
most welcome at our 8th Region meetings and we 
hope you will join us there each year to say hello. 
Best of luck to you. 

+ + é 

Now that the fall season is upon us and the buyers 
are in the mood and the salesmen on the road, all 
of us should be seeing more of each other than we 
have during those hot summer months just past—and, 
when I say hot, I mean H-O-T, all the way from 
Canada to the Gulf. Vacation’s a memory, we find 
lots of hard, intensive selling is right at our doorstep 
and our customers will be ready to hear our stories 
and anxious to get back to careful, intelligent buying. 
We hope our factories will be in a better position to 
Supply our needs in all lines. There are still many 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE & 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE C6O., Ine. 
235 FIFTH AVE., NEW YORK I6, N. Y. 
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items urgently needed that will not be obtainable on 
a moment’s notice and for that reason business should 
not slump for a long time. There will be plenty of 
business for the dealer who goes after it intelligently 
and for the traveler who works closely with his 
customers and their salesmen. 

+ * * 

Milton Navrat, Navrat Office Equipment Company, 
Emporia, Kans., is one of the newer dealers who has 
been doing fine business in office supplies and equip- 
ment, even though his firm is only about two years old. 

” * * 

Out there in President Truman’s home town of 
Independence, Mo., lives another great citizen, George 
K. Desmond, midwest representative for Victor Safe 
& Equipment Company. George is what is known as 
an “all-year traveler.” Every trip you make and every 
place you go you find George right there on the job. 
A vacation is something he evidently hasn’t even read 
about. More power to you, George. 

* * Eo 

Schooley Printing & Stationery Company, Kansas 
City, Mo., announce the appointment of Roger Garver 
as sales manager to succeed Bill Powell, who recently 
resigned. Mr. Garver will continue to manage the 
office furniture department in addition to his new 
duties. 

Also Roy Moreland will add Oklahoma territory to 
his present Kansas City territory and will call on the 
larger consumer accounts in search of additional busi- 
ness for his firm. 


—— 22. 


YOUR INVESTMENT 
YOuR 
PRODUCT 


DESERVES THIS PR 





HANDY GUIDE—Better Pack- 
ages, Inc., Shelton, Conn., has 
just published this handy guide 
to more efficient shipment seal- 
ing and tape application. See 
New Trade Literature, page 10. 


<> + 


GREGORY TO LAUNCH CHRISTMAS CAMPAIGN 

The Gregory Fount-O-Ink Company, Los Angeles, 
Calif., manufacturers of writing sets, will launch a 
combined color and black-and-white pre-Christmas 
campaign in a selected list of national magazines, ac- 
cording to Mrs. M. A. Gregory, vice-president. Theme 
of the campaign will be built around the newly-created 
and copyrighted slogan, “The Gift That’s ‘Write for 


Years’.” 
ee 

ANDREW REGINA ORGANIZES HIS OWN FIRM 

Andrew Regina has resigned as service manager of 
Henry Kass, Inc., 640 Broadway, Albany, N. Y., and has 
formed his own company, the Albany Cash Register 
& Store Equipment Company. Mr. Regina had been 
associated with the Kass firm for the last nine years. 


-GET. 
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TAKE A GOOD LOOK 


... AT YOUR 
BEST SALESMAN! 


That rabbitty wink stops you, doesn't 
it? Wait till you see it in motion, eye- 
ing your customers from your counters 
and store windows, persuading them 


to stop, look, and buy! 





Then you will know for sure what 
a genuine sales help this Swingline 


flash-a-motion window display is! 


Made of Tekwood and plastic . 

colored red, white, blue and yellow 
. winking away... it’s bound to 

pep up your windows and counters 


... boost your volume and profit! 


Put the Swingline rabbit to work for 
AohPOMA bo te- Me colt t-Mo) a colh 20)tb alo) o) of-) a- bole! 


obo l-Dam Lolo atehiatelepbbel-Meotl-jo)C-haiclot ham 





HERE'S THE DEAL: 


20 boxes of No. 4 Swingline 20 boxes of No. 3 Swingline staples 


staples 3 No. 3 Swingline staplers 
2 No. 4 Swingline staplers 1 No. 3P Swingline stapler 
1 No. 4P Swingline stapler 2 Pocket Tot staplers 
3 Tot desk staplers 15M Tot staples—5M pack 
10M Tot staples—1M pack No substitutions on deal 


YOU SAVE approximately $8.27 on the cost of this same merchandise 
purchased through regular channels. AND—you get this new, eye-catch- 
ing, ‘‘sells-itself,"" Swingline display FREE! In other words, you save 


STAPLES STAPLERS 


money and add a full-time, hard-working salesman at the same time! 


SPEED PRODUCTS COMPANY, INC. - LONG 1SLANBYCHTY 1, N. 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





It won’t be the same around Houston and The Car- 
gill Company since John A. McKim has resigned after 
four and a half years as vice-president and store man- 
age at Cargill’s. Johnnie goes to Lamb Printing & 
Stationery Company at Beaumont, Tex., on October 1 


as manager of furniture, stationery and sales. He | 
started 23 years ago with the E. R. Conner Company | 


in Ft. Worth. 


* * * 


Harry J. Earls of Holcombe-Blanton Printery, San | 


Angelo, and Mrs. Earls planned to leave San Angelo 
October 4 for Mexico City to attend the San Angelo- 
Mexico City high school football game. Thus he is 
missing the NSA in Chicago this year. About 1,000 
San Angeloans are expected to go to Mexico City. 

* * * 


Ross Hester, son of W. L. Hester, Hester Office Sup- 
ply Company, Lubbock, Tex., recently received his 
degree in business administration from Austin College, 
Sherman, Tex., and will be associated with his father 
in the store. 

* * * 

Alva Worthen has opened a new office supply store 
in Lawton, Okla., at 622 C St. The firm name will be 
Oklahoma Office, Bank & School Supply Company. 
Mr. Worthen is new in the office supply business but 
is well known in Lawton, having formerly operated 
the Worthen Drug Company in that city. He’d like 
the Travelers to call and get acquainted. 

* * * 

C. W. Burt of Carpenter Paper Company, Ft. Worth, 
has taken over John Lamond’s West Texas and New 
Mexico territory, headquartering in El Paso. Mr. 
Lamond is covering Ft. Worth and Dallas while Nick 
Carter is on leave of absence from Carpenter’s. 

* * * 

We enjoyed the all-too-short visit with Mr. and Mrs. 
Roy Kerr and Mr. and Mrs. J. D. Kerr of Kerr Paper 
Company, Amarillo, who stopped over in Houston on 
their return from the wholesale paper convention in 
Galveston. 

* * * 

R. P. White, E. L. White Company, Ft. Worth, and 
family were up at Gunnison, Colo., for a vacation of 
fishing. We hear he caught at least one nice one. 
They also visited Salt Lake, Grand Canyon and Carls- 
bad, N. Mex. 

* * * 

Charles C. McDaniel is the new Bainbridge, Kimp- 
ton and Haupt representative covering the Texas area. 
Prior to entering the service, Mr. McDaniel was with 
Columbia Ribbon & Carbon Company, but more re- 
cently was with Rogers Printing Company in Dallas. 

* * * 


We are certainly sorry to hear that Obie Seale of 
Scott-Rice Company, Tulsa, is ill and was rushed to 
Hillcrest Hospital. Doctors have ordered a complete 
rest for several weeks—and no more smoking! 

* * * 

Marcel J. Moore has resigned from Industrial Tape 
Corporation and is taking a rest before embarking 
on a new career. 

* * * 

Wedding bells rang at The Cargill Company, Hous- 
ton, on September 20 when John J. Clemens, secretary- 
treasurer, was married to Miss Laura M. McLellien, 
daughter of Mr. and Mrs. H. J. McLellan of Houston. 
John is the son of Major Frank C. Clemens, president 
of The Cargill Company. 

* * a 

Dick Wagner, San Angelo, attended the district meet- 
ing of Dictaphone at the Houston Club in Houston 
on September 3. 


* * * 


Harvey Revera, Dameron-Pierson, New Orleans, is 
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Products 
WRITE 
with 
$ALE$ 
More 


Up 
Write 


WRITE products have the right reputa- 
tion. They ring the cash register bell 
every time because they give satisfaction 

. more copies and cleaner copies from 
every sheet of long-lasting WRITE Car- 
bon Paper . . . clearer, sharper, neater 
letters with long-lasting WRITE Type- 
writer Ribbons. 


For sure sales and bigger profits, stock 
and display WRITE products. You can't 
go wrong with WRITE! 


Immediate Deliveries 


Write for samples and discounts 


soe 


420 Lexingt Ave., 
WRITE. xington 


I Lede) 3.10) 90a 4) New York 17, N. Y. 
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recovering from an infected foot and has returned to 
the store. Mr. Revera is buyer for the stationery de- 
partment. 


Many stationers were in Dallas the first of Septem- 
ber for the gift show. Seen browsing around were 
E. J. Dunn, Southwestern Stationery & Bank Supply, 
Amarillo; Mr. and Mrs. John L. Thorpe, Thorpe’s, Enid, 
Okla., and Arkansas City, Kans.; W. H. Haney, Abilene 
Printing & Stationery Company, Abilene, Tex.; A. H. 
Penland, Penland Printing & Stationery, Houston; Mrs. 
Frank Jones, Jones & Jones, McAllen; Joe Cockrell, 
Von Boechmann-Jones, Austin; Bill Morton, Watson- 
Focht, Sweetwater, Tex.; Mrs. Daviss, Neilsons Gift & 
Stationery Shop, Port Arthur; Miss Mary Anne Makens, 
Monogram Stationers, McAllen; and Jack Carraway, 
| Southwestern Stationery & Bank Supply, Lawton, 
| Okla. Among exhibitors were Grover and Fritz Gregg, 

| manufacturers’ representatives, and S. C. McKee, 
| manufacturer’s representative. 


* 


Mrs. Lillian E. Rush, formerly with Rush Company 


| 


| and also Glidden Paint Company, Dallas, has opened 
| her own art and drawing supplies store in Dallas, 


called Lillian E. Rush. 
* * * 

J. D. Justice, city salesman with Vance K. Miller 
Company, Dallas, is the proud father of a baby boy, 
Michael Lee, born August 21. 

* * * 

Francis X. Birrcher is now in complete charge of the 
furniture department at Dameron-Pierson in New 
Orleans and is doing the buying. 


ok 





Complete remodeling, which is expected to be fin- 
ished by November 1, is now underway at Crain Office 


| Supply, Abilene, Tex. Additional floor space has been 


acquired, giving them 3250 square feet. Interior dec- 


| orating is in knotty pine and the entire front is one 


' mass of handsome show windows. This will be one 
of the most outstanding, up-to-date stores in western 
| Texas. N. J. Crain is owner-manager. The Crain Office 
| Supply store at Odessa, Tex., has moved to a new 
building with larger quarters on N. Lee St., where 
office furniture and school supplies will be featured. 
J. Fred McKinzie is manager of the Odessa store. 
* * * 

The Zachman Office Supply has been opened in 
Burnet, Tex. by Mr. and Mrs. Ronald Zachman. 

Stewart Office en Company, Dallas, has just 
announced a hospitalization program, covering also 
surgical and medical benefits for all employees—at no 
expense to the employee. 

* 

Burl McGilvary, store manager at A’Mell Office Sup- 
ply Company, Dallas, spent his vacation at his father’s 
ranch near Gatesville, Tex., where he hunted doves. 

* * * 

H. B. MeNeil, one of the owners of Panther City 
Office Supply Co., Ft. Worth, has his left arm in a 
sling. Reason—a broken elbow. 

* oa * 


Congratulations to Chester W. Meaders, salesman 
for Ft. Worth Office Supply Company, Ft. Worth, on his 
marriage August 18 to Miss Ruth Cearley. 

* * * 

The Pool Printing Company, Inc., has been opened 

at 213 E. Oakwood in Tyler, Tex. 
a + * 

George Smith of Manifold Supply Company, and 
Mrs. Smith spent the summer at their farm in Wana- 
chee, Wash. On returning to Ft. Worth, Mr. Smith 
left for the East to visit the Manifold factory. 

E. A. Haring has opened the Haring Office Equip- 
ment Co. at Travis and Pecan St. in Sherman, Tex. 


* * * 


Ted Curry of Curry Office Supply, Waco and Austin, 
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METAL HINGE RING BINDER 
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Style RJM. Binding: Full Black bs . > 
t Levant Grain Imitation Leather, blind ® 
oa Finbn niente. ° FABRIC HINGE RING BINDER 
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e Py 
e * 
e Py 
bad e 
= 
oo 
* 


lso tooled; stiff covers; metal parts highly 

no nickel plated with triggers. Style RJ. Binding: Black Imitation 
Leather, blind tooled; stiff covers; metal 

ip- parts highly nickel plated with triggers. 

ar’s . 

es. SECTIONAL POST BINDER 

ity Toplock — Style FR. Binding: 2 

a Finest Grade Blue Slate Canvas, Red SECTIONAL POST BINDER 


Leather Corners; medium weight binder 

board with rounded corners; end caps Slotiock — Style SB. Binding: 
an of highly nickel plated steel. Blue Slate Canvas, Black Imitation 
his Leather Corners; medium weight binder 
board with rounded corners; canvas 
hinge; slotted locks. 
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91 SEVENTH AVENUE + NEW YORK 11, N. Y. 


~< When It Comes to Binders — Come to Binder Headquarters ... or Write for Qur Complete Catalog. 
tin, 
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Something NEW aud DIFFERENT! 
The VISECO ACTION 


DESK TRAY 


PATENT PENDING 


Mh, 







THE 
TRAY 
THAT 
HANDS 
YOU 
YOUR 


PAPERS “POP-UP” HERE % PAPERS ! 


Here is a new fast selling tray. 
Why? Because it's different— 
different in that Viseco is the only 
tray that actually lifts the papers 


PRESS DOWN HERE 


so that they ‘‘pop-up" right into your customer's hand. 


OUTGOING: “Hands” your girl “out- It's a fact — the new Viseco ‘‘Action'’ Desk Tray 
going” papers from this has a lifting lever that is raised by only a slight 
end. ' 

pressure of your hand. The raised lever lifts the 


papers right into your fingers. This ‘‘action’ 
feature eliminates scraping and fumbling for the 
last few elusive sheets at the bottom of the tray. 
Sturdily constructed of metal and finished in 
attractive Victor Grey, the Viseco Desk Tray is 
Victor's most recent contribution to streamlined 


INCOMING: _ office efficiency. 














Hands To help stimulate sales an _ attractive, self 
— ee - supporting ‘‘try-it-yourself'’ showcard is included 
cage with each order for 12 or more Viseco bh 
this end. Also available for distribution is a new descrip: 
gf tive catalog sheet. 
~ : > 
Send for Literature and Prices aS 
“poy? d 
_ — 
THE VICTOR SAFE & EQUIPMENT CO. INC. fF -. 








New York 


North Tonawanda 
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needed a bottle of liniment after taking a most active | 
role for the Lions Club in the recent Waco Lions- y B 
Kiwanis donkey baseball game. Ted was the hero of | 


the occasion, making the only score for the Lions. | ARE HERE AGAIN!! 


* * * 





The formal opening of the beautiful new Steck MA & K WE L L 
Company building in Austin was held September 22 
and 23. OFFERS YOU 

Taylor Book Store, Houston, has moved from 2429 | FINE PRODUCTS 
University to 2431 Rice Blvd. Charles Robson, former- AND 
ly buyer at Taylor’s is now manager and buyer at Carl NEW SALES HELPS 
Gren office supply in Houston. 

* * * 


Willis Lowe, E. L. White Company, Ft. Worth, and 
Mrs. Lowe were in Houston September 1 for the mar- 
riage of their son, Robert M. Lowe to Miss Shirley | 
Barbour. The newlyweds will reside in Norman, Okla., 
where Robert is a senior petroleum engineering stu- 
dent at Oklahoma University. 

* aK af 

Maverick-Clarke Lithograph Company, Houston, 
(formerly known as Standard Printing & Lithograph- 
ing Company) is now all settled in its new building 
at La Branch and Rusk. 

* 









ok * 






ROBOT 


Deepest sympathy to the Wilson Stationery & Print- 
IT STAPLES, PINS AND TACKS 


ing Company organization in the loss by death of 
Bobby Lee Rosenstein, salesman. Bobby was killed | 
S in a motorcycle accident near Edna, Tex., as he was | be 


returning from the races at Victoria. »\ - 7 
* * * | i __ ——__ ™ : 


across the street to larger quarters. Jack Newby, Ben 


Godfrey and Alvin Holbrook make up the firm. 


eS / gga 


The new city salesman at R. A. (Dick) Wagner, San | 
Angelo, Tex. is E. J. Galligan, ex-paratrooper with the 


11th Airborne in Japan. He has 21 jumps to his credit. 
* * *x 


Texas Office Supply at San Angelo, Tex., has moved | 
| 






| Mr. and Mrs. Dewey Mayton, Mayton & Roddy Of- FEATHERWEIGHT 
ent — fice Supply Company, Ft. Worth, drove to San Fran- IT STAPLES AND TACKS 
e only cisco for the Rotary Club convention, returning by 
way of Wyoming and Colorado for visits in those two 





ee states. 
* * * 
It was a most pleasant vacation enjoyed by Miss 
Jean Alexander, office manager for Stewart el HANDI-CLIP 
Supply Company, Dallas, who has just returned from | __!T STAPLES AND PINS 
« Tray | a cruise to Central America. | 
slight : ew 


An office supply department has been opened by | 


ts the | The Kerrville Times in Kerrville, Tex. 
* ok aS 











ction” | 
or the Word comes from W. J. Rummel that the Bowie | 
; Office Supply at Bowie, Tex., recently suffered a fire. | 
> Tray. * * & 
ed in Wallis Office Supply, Ft. Worth, has moved from 
. 110 E. 11th to 1215 Throckmorton. 
ray s * * & TACKMASTER 
nlined G. G. Kerr, territorial salesman for Hesters Office Cee ae ee 
Supply Company, Lubbock, has been in Chicago on a 
‘ vacation and visiting sources of supply. 
selt- a 
cluded ISSUE CONTRACT FOR PARKER REMODELING 
Trays. J. F. Olson & Company, Inc., contractors of Chip- 
>sctiil pewa Falls, Wis., have been awarded a new contract 
for remodeling the ink plant of the Parker Pen Com- 
pany at Menomonie, Wis. The company recently com- : ‘ ‘ 
pleted a $60,000 contract for the pen concern at Please write for information on our Office 
Menomonie. | STAPLERS and STAPLES and Office SPECIALTIES ; 
also our effective SALES HELPS 





IBM OPENS NEW OFFICE AT ELMIRA, N. Y. 


_ International Business Machines Corporation has MA RK Ww E LL M F G. Cc 0. 





a Opened sales and service offices at 360 N. Main St., ae 
jJ— | Elmira, N. Y. Mayor Emery Strachen presided at the | Dealer Division 
Opening ceremony.—RCS. | 200 HUDSON ST., NEW YORK 13, N. Y. 
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LATEX FOAM RUBBER UNIT 


EXECUTIVE 18x17 STENO 15x14 


No. 22—1"—List $5.70 No. 20—1''—List $5.00 
32—I'/>" 6.50 30—I'/." 5.50 
a2" 7.30 40—2" 6.00 


50% SHREDDED LATEX FOAM RUBBER, 50% WHITE COTTON 


No. 76—I"—List $3.70 No. 56—I"—List $3.20 
a eer re 3.70 


CASING—In brown or green corduroy. 
In brown or green sail cloth. 
In brown or maroon leatherette. 


Fibre matting backs. Leatherette welted all around and vented. 








BUILT LIKE FINE UPHOLSTERED FURNITURE. 
OUR SPRING UNIT, WHITE COTTON FILLER. 


CASING—In brown or maroon leatherette. 
Fibre matting backs. 
Leatherette welted all around and vented. 


No. 17—18x16x2—List $5.40 
No. 18—19x17x2 5.80 


All cushions carried IN STOCK. Liberal dealer discounts and terms. 
May we have the pleasure of a trial order. 


CUSHIONS 
BY 







SHEE 





MFG. CO., 


inc. 


92 Montgomery St. Jersey City 2, N. J. 
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THEIS COMPANY OPENS AT JACKSONVILLE 


Latest addition to Jacksonville, Fla., business is The 
Theis Company, which opened recently in a new 
building at 1312 Hendricks Ave. The firm specializes 
in the distribution and servicing of A. B. Dick Com- 
pany Mimeograph duplicators and will also handle 
Elliott Addressing Machines, as well as supplies and 
equipment for both items. Employing eight persons, 
The Theis Company is headed by J. E. Theis, who was 
formerly associated with A. B. Dick Company for 
nearly 20 years. For the past seven years, Theis has 
been located in the territory as divisional sales man- 
ager and assistant sales manager for the Mimeograph 
company. 

The Theis Company occupies 2,400 square feet of 
floor space in the new building, which was recently 
erected for Bernard E. Firth.—JL. 

~~ ¢ 


BUCKEYE RIBBON OPENS BRANCH OFFICE 
The Buckeye Ribbon & Carbon Company, Cleveland, 


Ohio, recently opened a new branch office in Detroit, 


Mich., the address of which is 515 Donovan Building. 
The office will be under the supervision of Ranny 


| Osterthaler. 














75 YEARS IN COLORADO—The Out West Printing & 
Stationery Co., Colorado Springs, Colo., recently ob- 
served the seventy-fifth anniversary of its founding in 
building pictured here. An imposing structure is now 
occupied. Story appeared on page 82 of August issue. 
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ns, The new practical and effi- 
vas 
for : 
nail cient fluorescent 
an- 
iph 
; TYPEWRITER LAMP 
itly 
adaptable for ALL Standard 
ad typewriters, Portables 
oit, ° e 
ng. and Adding Machines 
ny 
$ 1 2 .00 
LIST 
Write for quantity prices and 
generous trade discounts 
Adjustable light directly over the machine 
where it is most needed ... the new "TYPE- 
LITER" supplies soft fluorescent rays .. . 
eliminates harsh glare . . . increases office 
efficiency . . . makes typing a pleasure. 
The beautiful plastic shade is made of 
* PATENT PENDING Lumarith Plastic in two colors, MAHOGANY 
and WALNUT for perfect color harmony in 
any well appointed office. 
EXCLUSIVE FEATURES 
@ Can be mounted on @ Lumarith plastic a 
any typewriter in a product of Celanese 
few wdnaies Corp. of America 
t 
@ All chrome fittings a hg cnninais 
@ Easy swivel adjust- @ A. C. Current 
- ise @ D. C. Available (No 
‘ @ Beautiful modern de- Extra Charge) 
sign plastic shade in @ Individually boxed 
: mahogany or walnut @ Instant starting 
colors switch 
Good lighting is a factor in physical and mental efficiency—and the TYPE-LITER is one of the most important de- 
velopments in improving the office workers’ health and efficiency and preventing eye strain. 
ACME LITE PRODUCTS CO. 
350 EAST 182nd ST. NEW YORK 57, N. Y. 
: Milton Stone Associates, 320 Broadway, N. Y. 7, N. Y. New York and Philadelphia representatives 
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Now...more filing efficiency than ever with the new 
"Hang-A-File" Folder. Adjustable five position metal 
tab make “Hang-A-File" Folders completely efficient. 
Heavy quality red rope folder. Metal hanger. If you've 
been looking for the most modern “HI-WAY of FIL- 
ING" in America, your search is ended. This product 
is sales tested and efficiency tested. Easy Sales—Quick 
Profits—Satisfied Customers. “Hang-A-File" Folders 
A-Z inserts may be purchased for use in all standard 
filing cabinets and desk drawers. “Hang-A-File" floor 
cabinets and desk units are also available as complete 
filing packages featuring, of course, the new “Hang-A- 
File'' Folders (A-Z inserts). Complete information on 
request. 
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Slips On e Stays e Easy to Move 


Now Available 
HANG-A-FILE FRAME 





For Use with 
HANG-A-FILE FOLDERS 
Fits All Letter Size Files 

Easily Adjusted 





OFFICE FURNITURE «© SCHOOL EQUIPMENT 


31 EAST CONGRESS STREET 


CHICAGO 5, ILLINOIS 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Marathon Paper Mills of Canada, Ltd., 320 Bay St., 
Toronto, recently awarded the general contract at 
$750,000 for a mill and townsite extension in connection 
with its paper mill development 55 miles southeast of 
Schreiber, Ont., in the district of Thunder Bay. 


* * * 


A most successful year is predicted by officials of 
the Minnesota & Ontario Paper Company, Interna- 
tional Falls. The demand for the company’s products 
for the next few months appears highly satisfactory. 
Production is holding up well and the material supply 
is sufficient. 

* * a 

Canada Paper Company, Windsor Mills, Que., has | 
awarded the contract for the erection of the founda- | 
tions for the new digestor building which it will build 
in connection with its plant at Windsor Mills. 

* * ok 

A modern factory and office structure is to be 
erected for the National Cash Register Company of | 
Canada, Ltd., in connection with its plant at 222 | 
Lansdowne Ave., Toronto. The 105 x 340-foot building, | 
work on which has already commenced, is to be a 
one-story structure, brick and steel construction, cost- 
ing $200,000. 


* * oo 


Remington Rand, Ltd., 301 Sherman Ave. N., Hamil- | 
ton, Ont., is having a one-story addition erected to its 
plant at the same address. Cost of the work has been 
estimated at $15,000. It will be of frame construction. 

* * * 


Pyramid Paper Products, Ltd., 451 St. Sulpice St., 
Montreal, is planning to have an addition built to its | 
existing factory in the town of Morrisburg, Ont. 

* ~ * | 

The O’Neill Business College, 44 London St. W., 
Windsor, Ont., has been completely redecorated and 
60 new typewriters of five makes added to the ma- 
chines and equipment available for students. W. F. 
Mathoney, B. A., is principal of the school. 

* aa ¥ 


The Carter’s Ink Company of Canada, Ltd., Montreal, 
has again placed on the market its line of natural 
rubber paper cement. During the war years this type 
of cement was unavailable on the Canadian market. 

* - ” 


Possibly the first breakdown to show how the Cana- 
dian consumer’s dollar was expended during the year 
1939 and in 1946 has been completed by the Depart- 
ment of Statistics, Dominion Government, Ottawa, 
Ont. In the year 1939 the sum of 41.7 millions was 
spent on stationery, books, magazines, newspapers, and 
so forth, while in the year 1946 the figure rose to 84.9, | 
an increase of 193.5 in the six-year period. | 

* 1 * 

Mathany-Hunter Office Equipment, Wallaceburg, 

Ont., recently moved to a larger and more modern | 


location in Sarnia, Ont. 
* * * 





Control of Perkins Tissue Mills, Ltd., was recently | 
acquired by Canadian interests and new officers ap- | 
pointed. Philip H. Scowen is now president and Charles 
P. de Volpi, vice-president and general manager. The 
company will in future be known as Perkins Paper 
Products, Ltd., with head office at 424 Guy St., Montreal. 
The new company has been formed for the purpose | 
of acquiring control of Perkins Tissue Mills, which will 
continue to be the manufacturing company, while 
Perkins Paper Products will act as distributing agents 
aS well as being the holding company. 

Mr. Scowen, prior to 1946, was general manager of 
the Brompton Pulp and Paper Company, with whom 
he had been associated 25 years. Mr. de Volpi has been 
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“Donpck.” 


FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


for 


IMMEDIATE DELIVERY 





De Luxe EXECUTIVE STYLE 


A thick pile VELOUR covered executive cushion filled with 
long-life resilient foam-rubber . . . 2" or !'/2" Boxed edges. 
. . . Durable and Luxurious. 


CONVERTIBLE STYLE 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
17" x 18"—I5" x 17"—14!/," 
x 15!/,"", 


THE So/sead STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 


Elastic grip holds 
on stool firmly. Cush- 
ion is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 








WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET, PHILADELPHIA 24, PA. 
EN IR LAL 


199 








STARTLING NEW WAY TO 
“SOUNDPROOF” YOUR 
TYPEWRITERS !! ————7 





ASK YOUR 
TYPEWRITER 
DEALER 











Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter . . 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry'’ way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 






Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. nc =, 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6 N.Y 
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with Perkins since the company was opened in Canada 
eight years ago. 
ob * ‘*K 

Stationers from many towns and cities in central 
and western Ontario recently enjoyed being guests of 
James Preston of Preston-Noelting, Ltd., at the Strat- 
ford Country Club in Stratford, where the firm’s plant 
is located. In the golf contest, Ted Costain of Costain, 
Stiles & Langford, London, took the low gross of 83. 
Alex Thorton, Toronto, was the lucky winner of the 
next event with a net of 74. Bert Shaw, Stratford, 
won a prize for the best total score for three hidden 
holes. Lloyd Ritchie, Hay Stationery, London, and 
R. Coates, Peerless Carbon Company, won the lucky 
draw. 

* * * 

Harold P. Coulter, associated with the Viceroy Man- 
ufacturing Company, Toronto, for 20 years, died sud- 
denly recently while holidaying at Brighton, Ont. He 
was 48 years old. Born and educated at Brighton, Mr. 
Coulter was employed at Bowmanville for some years 
prior to coming to Toronto. Surviving are his widow, 
the former Flossie Chatterton, 428 Lansdowne Ave., 
Toronto; a daughter, Mrs. Charles Gray; and three 
sisters, Mrs. A. Greaves, Mrs. G. Adams and Mrs. B. 
Marchant. 

oo + oe 

Thomas H. West, a native of England and traffic 
manager for the Viceroy Rubber Company, Toronto, 
for 25 years, died recently at his home, 512 Roxton Rd., 
Toronto. In his fiftieth year, Mr. West moved to Canada 
in 1919. He was an active and popular member of the 
Masonic Order and of Westmorland Anglican Church, 
Toronto. Surviving are his widow, the former Kathleen 
Moore; and a brother, Harry West, of Toronto. 

% * * 

A valued employee of International Business Ma- 
chines Company, Ltd., Toronto, for more than 25 years, 
James Lawrence Doyle, of 252 Brock Ave., that city, 
died recently in St. Michael’s Hospital in his fifty- 
seventh year. Mr. Doyle was born in St. Mary’s, Ont., 
and in his youth played lacrosse and hockey for his 
home town. Moving to Toronto in 1911 he had been 
active in business until he was forced in 1943 to retire 
because of ill health. 

He was an active member of St. Anne’s Anglican 
Church. Surviving are his widow, the former Frederica 
R. Diegel; three daughters, Mrs. G. W. Smith, and the 
Misses Joan Marie and Anna-Mae Doyle; and a son, 
Earl D. Doyle. 

o ~ie © - 


MACHINIST MAKES TYPEWRITER TALK 


George Coffey, 59, a tool company machinist and 
home tinkerer of Providence, R. I., has obtained a 
patent on a typewriter that can talk back. 

Mr. Coffey says he believes the machine will be of 


| value to the blind who are learning to type. 


Through an arrangement of electrical contacts and 


| phonograph, recorder and reproducer, when the oper- 


ator strikes the letter “w”, for example, the machine 
promptly announces “Doubleyou.” 

It repeats through a radio amplifiier the name of 
whatever letter or number key is struck on the type- 


| writer keyboard. 


Mr. Coffey calls it the “typovox” and says the prin- 


ciple can be applied to adding machines or cash regis- 


ters just as easily as to a typewriter. 
a nt ae 
ROBERTS APPOINTED IBM UNIT MANAGER 
Gordon A. Roberts was recently appointed manager 


| of the future demands department of the Interna- 


tional Business Machines Corporation, New York, N. Y. 
Mr. Roberts was formerly a special representative in 
the public utility field. His new duties include the de- 
velopment of machines for business procedures not as 
yet handled by electrical or mechanical means, as well 
as the improvement of existing equipment made by 


| the company. 
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ANNOUNCES NEW TRANSPARENT © 
PLASTIC PRESENTATION BOOKS 








D. Tran 


“Parent Plastic 





BL-50 
TWO NEW V.P.D. DELUXE 


TRANSPARENT PRESENTATION BOOKS 


Florentine or modernistic gold embossed, heavy padded, ‘‘leathery”’ 
grained fabricoid covers, give these two new beauties touch and 
eye appeal. Multo-Ring binding. 10 leaves...20 transparent plastic 
windows. 

—— 
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V.P.D. EASEL 
PRESENTATION 
Mounting 
TRANSPARENT 
PLASTIC PAGES 





Fe-t V.P.D. GENUINE LEATHER 
DOUBLE UNIT PRESENTATION 
Sectionally Holding 
V.P.D. Plastic Window Binders 


Choice of 2 styles: either a beautifully grained leather covered 
standard presentation book; or same plus 3 side zipper with pull. 
Two non-bulking V.P.D. Wire-O bound units each with 10 trans- 
parent plastic holders (.005 gauge), 20 windows each fit into the 
expansive front and back pockets 





V.P.D. is out front again with the ideal présentation book for 
many sales purposes. 10 or 16 big 11”x 11” transparent plastic 
pages (20 or 32 windows) provide ample display. ‘‘Easely’’ perched 
and turned, it makes presentations super-dramatic. Wire-O binding. 





V.P.D. LEATHER 
ZIPPER CASE 
PRESENTATION 
with an array of 
V.P.D. 
TRANSPARENT 
WINDOWS 





All in one! A compact, handy, genuine beautiful brown walnut 
grain, leather zipper case ready to zip open and show a Visible 
Protected Display in V.P. D. transparent plastic folders. Seld with 
either 10 or 40 leaves 
(20 or 80 windows). 


V.P.D. PLASTIC LIMITED BUDGET PRESENTATION 


Another big section of the presentation book market is yours with 
this low priced V.P.D. presentation book. Flexible washable, 
black leather grained embossed cover stock with cushion edges. 
Wire-O binding. Sold with 6 or 10 leaves (12 or 20 windows). 
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_ This new V.P.D. Catalog just off the press has the full story on these and 
_ other V.P.D. items. If you have not yet received your copy please write to us. 


JOSHUA MEIER Co., Inc. 


| 36 East l0th Street, New York 3, N.Y. 
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yort Steel Sales Corporation 


300 EAST 145TH STREET . NEW YORK 51, N.Y. 
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ANGELL ACQUIRES STANLEY INTERESTS 

The Angell Manufacturing Company, Dayton, Ohio, 
recently purchased outright the products identification 
division of the Stanley Manufacturing Company, also 
of Dayton. 

The deal, engineered by President H. R. Walker of 
Angell, was another step toward making his company 
one of the world’s largest makers of fine embossed 
metal name plates, labels, seals, metal decorations, 
instrument dials and string tags. In the purchase of 
Stanley, Angell acquired valuable additional equipment 
which will enable it to broaden its scope of manufac- 
turing. 

In purchasing the products identification division of 
Stanley, Angell, founded in 1927, took over a company 
with a background of nearly 40 years’ experience in 
turning out metal name plates, labels and seals. 

As a further expansion move, Angell has just occu- 
pied an additional factory and office building adjoin- 
ing its present plant. The Stanley firm will concen- 
trate on greeting cards. 

ee ee 


STOW & DAVIS MAINTAINS TRIED PRINCIPLES 

The 50-year-old Stow & Davis Furniture Company, 
Grand Rapids, Mich., firmly adheres to merchandis- 
ing principles laid down when it pioneered in matched 
executive suites in the office furniture industry, mak- 
ing a complete line of executive furniture and direc- 
tors‘ tables. The company also makes matching chairs 
for all suites, thus affording uniformity of design, fin- 
ish and quality. 

Sales of the Stow & Davis line are restricted to 
established agencies in principal cities. The firm also 
maintains an unusual display on the main floor of 
the Exhibitors’ Building in Grand Rapids where is 
stressed the application of color as a definite require- 
ment in attractive office decoration. The showroom 
incorporates the use of four individual types of offices 
to demonstrate the direct application of the furniture. 
In addition to these groupings, a large portion of the 
showroom is devoted to Quotation Mark, Modern and 
Eighteenth Century galleries. 


—___—__—_ 9-9 —— 


NEW COMPANY OPENS IN ATLANTA, GA. 

The Office Electron-X, Inc., a new company recently 
formed to handle the latest and most modern office 
equipment, has opened its offices at 34 North Ave., 
N. E., Atlanta, Georgia. With the specific view in 
mind of handling office machinery capable of produc- 
ing more efficient work, the new company is a con- 
solidation of the Righton Distributing Company and 
the Business Equipment Company. 

The new corporation will specialize in two major 
lines—the Executive intercommunicating system and 
the Brush Mail-a-Voice magnetic dictating and re- 
cording equipment—leaders in their particular fields, 
the latter being a new and extremely sensational de- 
vice to be used in all forms of dictation. 

The new company will maintain a sales force com- 
prised of ten salesmen, taking in the states of Geor- 
gia and South Carolina. It will also maintain an effi- 
cient service department, manned by expert mechan- 
ics, for customers’ convenience. 

At the head of Office Electron-X are Ralph Righton, 
who is well-known in the intercommunicating field; 
Stanley (Stan) B. Ashley and Morris (Steve) H. 
Stephenson, both of whom have spent 20 years in 
the office equipment sales and service business, and 
Ray Moore, who is well known in the industry. 

As more new modern office equipment comes on the 
market, the company plans to add the best of such 
machinery to its inventory so that it will always be 
able to assist the customer in keeping his office work 
up to the maximum quality of efficiency. The com- 
pany plans to offer its customers the advantage of its 
experience by analyzing each office separately to 
determine just what their needs might be, and assist 
them in setting up a modern, up-to-date office —RAL. 
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Ue IDEAL 
SYSTEM 


SIMPLIFIED BOOKKEEPING 
AND TAX RECORD BOOKS 


SELLER 


All im one easy-to-keep book 
INCOME 
PURCHASES & EXPENSES 
INCOME TAX 
SALES TAX 
WITHHOLDING TAX 
SOCIAL SECURITY TAX 
PROPERTY TAX & LICENSES 
OTHER NECESSARY RECORDS 







@@ — it is the 
most practical easy 


THE IDEAL SYSTEM LINE 
FULFILLS EVERY NEED 


to keep — all inclusive sys- 
tem designed to fit the most exact- 


Merchants 

*Manufacturers . . . 

hanatdiincs thse ing up-to-the-minute requirements of 
on oe every type of business and profession, 


Barber Shops 
Cafes & Taverns 
“Cleaners & Dyers 
*Business Service 
*Doctors 

Drug Stores 


new or established. Ideal System books 
and forms lead all others in profit pro- 
ducing sales value. 


Farms & Ranches 
Grocers & Markets 


The price range, too, is designed to 
appeal and sell every prospect. 


$2.00 - $3.50 - $5.00 - $7.50 


—and because the Ideal System can be 
started any time of the year — you are 
assured of year-round business and 


Garages & Service Stations 
Hardware Dealers 

Jewelers & Watchmakers 
*Professional Service 

Real Estate Brokers 
*Restaurants 

And Many Others 

*Also new Simplified Double 

Entry Books 


*Additional new books 





quick turn-over. 


The IDEAL SYSTEM Compan) 


DESIGNERS AND MANUFACTURERS 


346 SO. FLOWER ST. 
ee LOS ANGELES 13, CALIF. 
f 136 LIBERTY ST., NEW YORK 6, N.Y. 
“immediate deliveries from LOS ANGELES and NEW YORK CITY Lo 
BOSTON - CHICAGO - DALLAS - PORTLAND 
POSTWAR CATALOG WITH PRE-WAR PRICES —-NOW READY 
If you have not received your copy of our new 314” x 11” 1947-48 
catalog attach this coupon to your letterhead or card and mail it to 
The Ideal System Company, 346 So. Flower St., Los Angeles 13, 
Calif. Your copy will be sent by return mail for 





Attention of __- 
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TEMPO TRADEMARK a 


REG. U. S. PAT. OFF 





The Famous 
TEMPO FILM STENCIL 


* It’s in a class by itself! Speeds production, 
turns out cleaner cut stencils, better copies. 


Preferred by operators. 
6 


TEMPO INTERLEAVING TRAY 


Now back in production. 
Slipsheets up to 200 
copies per minute. 
Nothing like it on 
the market — one 
demonstration 
will sell any dupli- 
cator user. 











Manufactured by 


MILO HARDING CO. 


ESTABLISHED 1904 
432 West Pico Boulevard ¢ Los Angeles 15, Calif. 
317 Third Avenue °¢ Pittsburgh 22, Pennsylvania 
Department C 
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NEWS NOTES FROM NSA DISTRICT NO. 5 


Bill Wintrich, Correspondent 


A new office supply account has been opened in 
Sturgis, Mich., under the name of Macdonald and 
Hyde. Ken Macdonald, one of the owners, is the son 
of R. A. Macdonald of Macdonald and Stingel, Sagi- 
naw, Mich., and was formerly connected with E. L. 
Larson, Owosso, Mich. 

It is reported that Fred Felix, outside salesman for 
the Pounsford Stationery Company, Cincinnati, Ohio, 
has left that organization and gone into business for 
himself. 


Bill Lashbrook, Esterbrook Pen Company and Jack 
Luke, Sengbusch Self-Closing Inkstand Company, were 
seen scouting around the area of Saginaw, Mich.— 
scouting, that is, for a place to sleep. Both experi- 
enced difficulty in obtaining suitable rooms at Sagi- 
naw’s finest, The Bancroft. 

3k oo x 

The golf party held in Cleveland, Ohio, on July 31 
by the District No. 5 Travelers and the Ohio Stationers 
Club was a huge success, the weather being ideal 
for golf and swimming. The dinner was attended by 
27 travelers and 25 dealers. The golf trophy was won 
by Larry Kral of the Buckeye Office Supply Company, 
Cleveland. 

The first luncheon meeting of the Queen City chap- 
ter of the District No. 5 Travelers Club was held at 
the Metropole Hotel, Cincinnati, Ohio, on Monday, 
August 25. 


7 * * 


The first luncheon meeting of the Indianapolis 
chapter was held at the Lincoln Hotel, Indianapolis, 
Ind., Monday, September 8. 

Ba * co 

On Thursday, Oct. 9, the Cleveland stationers 
planned a clam-bake to be held at the Shore Club of 
Willowwick Park, 33101 Lake Shore Blvd., at 3 P.M. 

ca * 

Jim Curran, Eagle Pencil Company, Kentucky rep- 
resentative, has been transferred to the Philadelphia 
area. 

* x * 

“Pat” Patton, Esterbrook Pen Company; R. F. Doug- 
lass, Gunlocke Chair Company; E. L. “Tommy” Thomp- 
son, Eagle Pencil Company; and A. C. Burton, Asso- 
ciated Stationers, were seen scurrying around for 
business shortly after Labor Day in the capital city 
of Ohio. 

& * * 

Word has come to us that Howard A. Denomme 
has severed his connections with the Art-O-Craft 
store at Mt. Clemens, Mich. 

* * * 

Walter Bussing, of Bussing’s, Highland Park, Mich., 

is confined to his home because of an automobile 


accident. 
spill et. 


S. B. POLLARD APPOINTED BY MOORE 

D. L. Millar, general manager of Moore Business 
Forms, Ltd., recently announced the appointment of 
S. B. Pollard, former Montreal district manager, as 
sales manager. He succeeds T. B. Allen, who is taking 
an extended leave of absence for reasons of health. 
C. A. Burk has been appointed district manager for 
Montreal.—RC. 





—__»# = — 


LOCKE APPOINTED BY HANSON SCALE 
Ed. T. Locke was recently appointed to represent 
the Hanson Scale Company of Chicago in Indiana, 
southern Ohio and Kentucky with headquarters at 906 
Main St., 520 Hazen Building, Cincinnati 2, Ohio. 
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s A real chip off the old block, this brand new arrival . . . 

oe Ot for you to sell by the dozens to a wide-open, lower-price, 
‘ mass market! Meeting the need for a stapler that's low in 
price, yet high in performance, is this new JR., differing 


from the famous standard Mercury only in its smaller size 
ne 


tt and price. It offers the same outstanding features: 


ty 


EE 
MERA STAPLES, rigidly pre- 


h., tested and inspected insure 
ile 


@ |. Exclusive open-end channel eliminates 
smooth performance. Precision- jamming. 


made of high-grade steel for even @ 2. Can be used for stapling, 


penetration, no buckling. 5000 per temporary pinning, tacking. 
pe box—210 or 105 staples per strip. @ 3. Heavy-duty construc- 
of ee 
tion for long wear 
as , 
| and service. 


= | idated 
sh. | | 8 ‘ onsoli | e @ 4. Easy loading of staples 





. " (holds 105). 
, —~ i Wire products co. [earn 
: i : and sell it in volume for 
nt | _ 145 SPRING ST., NEW YORK 12, N. Y. school, home, office, 
1a, ! “ factory use. 
06 
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SELL A PEN THAT WILL WRITE! 





2TIMULATE SALES AND TRAIN PERSONNEL with 


Our Movie Production 
“IT COULD HAPPEN TO YOU” 


A SOUND FILM 






FOUNT-O-INK 
IS THE 
MONEY GETTING 


LINE 


Nationally Advertised 





FOUNT-O-INK MOTION PICTURE 
AVAILABLE TO DEALERS 





GREGORY FOUNT-O-INK COMPANY 


Los Angeles 41, California 





8 GREGORY FOUNT.O-INK COMPANY 1947 
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APPOINTMENTS ARE ANNOUNCED BY OHMER 

Ralph K. Ulrich, vice-president, Ohmer Corporation, 
subsidiary of Rockwell Manufacturing Company, re- 
cently announced that C. C. Cook has been appointed 
northern district manager, replacing R. E. Barrett, 
who is being transferred to the Pacific district for the 
Dayton, Ohio, firm. 

Mr. Cook, for many years, has been associated with 
the cash register industry in various capacities includ- 
ing salesman, sales agent and sales instructor. For 
eight years prior to the war he was the Ohmer sales 
representative in Cleveland, Ohio, where he made an 
outstanding sales record. He will establish his head- 
quarters in Chicago, where he will in the near future 
be joined by his wife and children. 

R. E. Barrett, who for the past two years has been 
the northern district manager for Ohmer, is being 
transferred to the Pacific district with headquarters in 


San Francisco, Calif. For a number of years prior to | 


becoming district manager he had been an Ohmer 
sales agent in St. Paul, Minn. His knowledge of the 
principles of cash register selling has been gained over 
a span of a quarter of a century in the industry. Mr. 
Barrett was introduced to a large number of office 
machine dealers at the National Office Machine Deal- 
ers Association Convention in Sacramento, Calif., on 
July 28, where he was one of the guest speakers on the 
Association’s program. 
> © 





CAPE TOWN FIRM—Presenting the staff of the Aveling 


Typewriter Service, 55 Burb St., Cape Town, South Africa. 
John Aveling, formerly in the industry at San Francisco, 
Calif., is proprietor of the firm of typewriter dealers spe- 
cializing in service for all types of office machines. Left to 
right: Alios Bankudi, delivery boy; Tommy Seinaars, me- 
chanic; Y. Molenaar, mechanic, and Mr. Aveling. 


—-——2—____— 


JOHN T. MORRIS TURNS TO NEW BUSINESS 

John T. Morris, 6324 Benson St., Huntington Park, 
Calif.. after many years of selling adding machines 
and typewriters, has turned to the manufacture and 
distribution of cosmetic accessories, operating the 
Morris Products Company. Three different cosmetic 
innovations will be handled and Mr. Morris’ former 
connections are reflected in his choice of Powder Pat, 
Ball-O-Matic perfume applicator and Fountain Pow- 
der Puff as products. Most novel, perhaps, is the device 
applying perfume and cologne by a stainless steel ball 
mounted in the point of the applicator. It is suggested 
that office supply dealers can make use of the Powder 
Pats as an advertising medium, having name and sales 
message printed on the powder barrel. 


—<—t ¢ 


NEW YORK FIRM TAKES NEW LOCATION 
International Office Appliances, Inc., handling all 
types of standard makes of office machines for whole- 
Sale and export trade, has moved to larger and more 
centrally-located quarters at 29-31 E. 22nd St., New 


York 10, N. Y. At the new location the company has | 


at its disposal a total of 20,000 square feet of space 
with greatly-increased facilities with which to serve 
the trade. 
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Amazing New 
Accessory Evens Up 
RIGHT Margins on 
Typewriter Composition 


FLUID 
PROCESSES 






Big Profits 


A pei: weer 
argin Justifiers 4 
g wy 


To Letter Shops, Puntos am 
Mail Advertisers, Manufacturers, etc. 


New John S. Edison Right Margin Justifier Greatly 
Improves the Appearance of Typewriter Composition 
— Making It Look Type-Set— By Giving Even Right 
Hand Margins, Like Text Copy Below! It’s The Only 
Typewriter Accessory Able to Extend or Condense 
a Line of Typewriting— Converting Any Standard 
Typewriter into an Inexpensive Composing Machine. 


Your customers can use it to prepare better 
looking catalogs, sales or service manuals, 
mail advertising, sales promotion pieces, parts 
lists, house organs, or other duplicate matter -—- 
by any of the major duplicating processes that 
use typewritten text -- stencil, offset and 
hektograph. 


They need the EDISON MARGIN JUSTIFIER if, in 
the preparation of typewritten material for 
reproduction, they have been dissatisfied with 
ragged, uneven appearance of the right margins, 
or if they have tried to correct this condition 
by making half back-spaces or skip spaces. 


Quickly and easily installed by any competent 
typewriter service man, without special tools -—- 
and used by a capable typist after only a few 
minutes instruction and practice -- the EDISON 
MARGIN JUSTIFIER opens an entire new field in 
the preparation of inexpensive typewritten 
material for reproduction, 


WRITE for literature, prices and details of 
an exclusive sales agency. 


Models available for Electromatic, Remington, Royal, 
L. C. Smith, Underwood, Vari-Typer and Woodstock. 


JUSTIFIER SALES. CO. 


LOS ANGELES 26, CALIFORNIA 


2022 GLENDALE BLVD . 
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Thousands in your 
territory are asking 





LIST 

usr $425 
Complete 

EXTRA ROLLS 


25c¢ EACH 
(List) 








It is one of the handiest items on the 
market for taking down phone 
orders, memoranda of all sorts, and 
1,001 other daily uses. 


All steel construction—Office green finish 
with chrome trim—Five rubber cushion-sup- 
ports—Handy pencil holder on the side—No 
parts to break loose, or get out of order. 
Convenient size: 43/16 x 842 inches—Uses 
regular size Adding Machine paper. Rolls 
have a capacity of approximately 250 feet 
of paper—Extra rolls always obtainable at 
small cost. 


A FEW CHOICE TERRITORIES 
Still Open for Representatives 


Wemogram 
Company 


178 NORTH HALSTED ST CHICAGO 6, ILL 
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COMMERCIAL CONTROLS ISSUES WALL CHART 


“Correct Meter Impressions for Various Classes of 
Mail” is the heading on a new wall chart supplied by 
Commercial Controls Corporation, Rochester 2, N. Y.,, 
to users of its USPM Matered Mail Machines. 

Actual size illustrations of meter impressions show 
the correct postage and town and date circle, accord- 
ing to requirements, for first class mail, registered 
mail, third class mail, third class bulk mail, and par- 
cel post or fourth class mail. In the slogan position is 
printed “Your Advertising or Timely Slogan Imprinted 
Here.” 

Opposite each illustration is an explanation of what 
should or should not be included in the meter im- 
pression on either envelope mail or tape, as well as 
other postal instructions. The chart, designed to post 
in the mailroom, has been prepared to make it easy 
for mailroom operators to always use the correct meter 
impression when preparing outgoing metered mail. In 
addition, it illustrates the uniform appearance of the 
USPM Meterstamp for all classes of mail. 


—————_ o—= 2 


TO EXPAND FORT WAYNE BOOKSTORE 

Plans to expand the Lehman Bookstore, Inc., 130 E. 
Perry St., Fort Wayne, Ind., in order to house an 
enlarged office supply and stationery department, 
have been announced by Allan McMahan, proprietor. 
The store has leased the building east of the present 
site, and has begun remodeling. Expansion to the new 
building will give the store a 40-foot front. 

Three doorways will be cut in the wall between the 
two buildings, and the enlarged store is scheduled 
to open about October 1» The new section will house 
the enlarged office supply and stationery depart- 
ment, and the space in the present store occupied by 
office supplies will be given over to an expanded book 
department.—AK. 

o~—- ee 
DIVIDE TERRITORY OF LATE R. C. MOORE 

The Columbia Ribbon & Carbon Manufacturing 
Company, Inc., Glen Cove, N. Y., following the death 
of R. C. “Red” Moore, western sales manager at Kan- 
sas City, Mo., has broken up the territory he served 
into three divisions, as follows: 

Glen Evans, manager of the Kansas City branch. 

Maurice Owens, manager of the Minneapolis, Minn., 
branch. 

Earl Norman, manager of the southwest division. 

This teritory will, of course, be under the general 
supervision of Ralph W. Graham, general sales man- 
ager for all of the company sales areas. 


o —e © 


BEAUMONT, TEX., FIRM TO LARGER QUARTERS 


To better accommodate increased business, the 
Grant’s Typewriter Exchange has moved from 136 
Pearl St., where it has been in business for the past 32 
years, to 760 Fannin St., Beaumont, Tex. The firm 
opened September 13 in the larger quarters, where it 
will have additional space to take care of the increased 
business in both the sales and repair departments. 
M. V. Booth is manager; H. A. Emrich, assistant man- 
ager; and Paul E. Brimlow, sales manager.—EEG. 


W ED OD I 
On Saturday, August 30, Ludwig Singer and Dorothy 
Ann Riehman were married in Chicago. Mr. Singer 


is the proprietor of the Standard Visible File Company, 
Chicago. 


Wedding bells rang on September 25 for Marshall 
Spak, son of Mr. and Mrs. Herman D. Spak, Spak & 
Natovich, Chicago, and Norma Shapiro, daughter of 
Mr. and Mrs. Max Shapiro, also of Chicago. The newly- 
weds spent their honeymoon in New York. 

1947 
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0k All sizes of commercial and bank records can be transferred into 
the 23 standard sizes of Liberty Record Storage Boxes. So, profit- 
minded dealers concentrate on this short, complete line. They 

ing enjoy maximum sales from minimum inventories. That means 

ath turnover and increased net profit. 

an- . ; 

ved You are sure of steady repeat business when you start a new 
Liberty user, since these sturdy boxes are satisfactory always, all 

h. ; : Y } 

2 ways. For record storage you can recommend Liberty Boxes every 
time. Ask about the dealer plan that increases your profit margin 
as volume grows. 

ral 

an - 

BANKERS BOX COMPANY, 720 So. Dearborn St., Chicago 5, Ill. 

- 83,000 Satisfied Users, Including: 

VR 

the Armour & Company Jones & Laughlin Steel Corp. 

736 =| Bendix Home Appliances, Inc. Massachusetts Protective Assn. 

| 32 Caterpillar Tractor Company North American Aviation, Ine. 

irm Chevrolet Flint Mfg. Co. Perfect Circle Corporation 

fe Chicago Surface Lines Phileo Corporation 

nt. | Cincinnati Gas & Electric Co. Reynolds Metals Company 

an- Fruehauf Trailer Company State of Missouri 
B. F. Goodrich ‘Tidewater-Associated Oil Co. 

ae Gulf Oil Corporation Todd Shipyards Corporation 
Hartford Fire Insurance Co. Wright Aero Corporation 
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Vv Check These Features 


. INSET BACK 
RECESSED PULLS 
5e@"’ PANELS ALL AROUND 


ROLLER SUSPENSION 
DEEP DRAWER 
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Another fine Jasper Desk has received dealer acclaim. 
It's our Executive MODERN with island base. It's de- 
signed for those business men who like to be surrounded 
by streamlined, functional furniture with accent on 
beauty. There's PRE-WAR QUALITY in this new Jasper 
Desk with added features for increased user satisfac- 
tion. No effort has been spared to make this product 
exemplify the highest standard of wood craftsmanship. 
Outstanding features are inset back construction, re- 
cessed pulls on drawers, 54" panels all around and 
roller suspension on the deep drawer. Create new 
prestige for your store by offering the new Jasper 
Desk Executive MODERN Desk. 


3) —THe JASPER DESK COMPANY 


JASPER, INDIANA 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Maurice Owen of Columbia Ribbon & Carbon Com- 
pany has been appointed manager for the Minneapolis 
office as well as the surrounding territory. 

ok * a 

Let’s not forget our mutual friends when they are | 
missing from their stores. Send a greeting to I. O. 
Haroldson, c/o Haroldson Office Supply. Mr. Harold- | 
son has been ill for some time, as you may have 
known. He is improving, but the nature of his illness, 
which began January 1, confines him to his bed for | 
many months. 
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THE MOSLER \ 








* * * 


For the few of you that were not at our golf party, | 
I must say you missed a real time. Bill Smith, your | 
president, was unable to attend so Arnold Berglund 
carried on from there. Our chairman of the golf party 
and master of ceremonies, Stan Griebel, made it a 
spirited occasion after plates were heaped from the | 
smorgasbord tables filled with every kind of food 
that nature can produce. Thanks go to Southview 
Country Club and Charlie Regan. Stan made all 
arrangements and bought 35 prizes. Individually, yours 
truly won two prizes at the Milwaukee party and two 
at Southview. 

Art Phister of Smead Manufacturing Company re- 
mained at home on his farm just long enough to get 








FRANCHISE. 


@ IN A PROTECTED — 
TERRITORY : 























No. CF4 Fire-Tested Record Container 


in a good game. Welcome home, Art. Al Sunberg and 


son, Dick, of A. & E. Supply, Duluth, were among those | 
present—willing to drive 150 miles for a good time. | 


Al extended the invitation of his employer, Ben 
Gustafson, to the A. & E. Supply grand opening right 


after the Chicago convention, October 6 to 10. Per- | 
sonal messages in book form are being mailed out to | 


2500. The store is a dream—come and see it. 
Ed Erickson of Hibbing Office Supply is another who 


never misses a golf party. He says his fishing parties | 


have nothing on our Southview parties. 
The Travelers try hard but when the score sheet is 
produced the stationers are there with the honors 


and none other than Del Deming gets the cup. Con- | 


gratulations. 

Of course, the annual putters’ party was a big event 
with Oscar Bertelson taking all sweepstakes. Matt 
Dillon, Bob Davis, Art Grayston and Ed Hanson were 


the defenders. “Pete” Peterson was the coach and um- | 


pire. Everything on the up and up, and last, but not 
least, was the honorable L. Ed Friedmann of LePage’s. 
He is the Northwest Travelers official photographer for 
all golf tournaments. His pictures back up the fact 
that a good time was had by all. 

* a * 

Bob Roberts has made a special announcement that 
starting as of September 1 his firm is operating under 
the name of Roberts Office Equipment. 

* * aE 

Jack Guntrum is very happy in his new adventure. 
He, as you know, is with Harold Reinke and Asso- 
ciates. 


Mr. and Mrs. J. S. Parrott of Waterloo, Iowa, are 
observing their golden wedding October 7. Mr. Parrott 
is president of the Matt Parrott & Sons at Waterloo 
and has been in this firm for 60 of its 79 years. He 
was governor of our seventh district and it is a known 
fact that Mr. and Mrs. Parrott haven’t missed an 
NSA convention in the last 15 years. They regret 
being unable to attend the 1947 session at Chicago. 

A new member of the Travelers is R. H. (Dick) Rose- 
berg, representative of Columbia Ribbon & Carbon 
Company covering Minnesota and the Dakotas 

May we pause for a moment: 

Howard Schaub’s mother has passed away. 
1947 
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THE MOSLER SAFE CO. 


offers qualified dealers an 
EXCLUSIVE DEALERS’ FRANCHISE 


* Complete selling assistance x Continued factory cooperation 


Learn to talk ‘‘Fire Protection of Business Records’’ to your 
office equipment customers and reap really satisfying profits. 


Note these features! 
e 

7. MARKET POTENTIAL—Every business has vital records that 
must be protected from fire and which are not covered in fire 
insurance policies. Many firms also need burglary-tested chests 
for cash receipts. These prospects—among which are your best 
customers—have been developed intensively in principal cities 
throughout the world by Mosler field men, using proven sales 
methods. 


2. COMPLETE LINE—The Mosler Safe Co. offers a complete line 
of Safes and Chests—tested and approved by the Underwriters’ 
Laboratories against fire and burglary. 


3. REPUTATION—Mosler has meant Safes and Safety for nearly a 
century. Mosler is the largest builder of safes and vaults in the world. 


CABINET TYPE 


FILING SAFES 


Single or Double Door 
Interchangeable 
Filing Units 
INSULATED 


RECORD 
CONTAINERS 


Three and Four 
Drawer Heights 
Selection of Interiors 


WALL SAFES 
ARMORED STEEL 
MONEY CHESTS 


FLAT SILL 


VAULT DOORS 





No. 3348A Fire-Tested Safe 


Exclusive sales franchises considered for territories still open. 
Write for complete details. 


THE MOSLER SAFE CO. 


Largest Builders of Safes and Vaults in the World 


320 FIFTH AVE., NEW YORK CITY ~ FACTORIES: HAMILTON, OHIO 


Member National Stationers Association 
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DARNELL 


Cadters 





It pays to demand Darnell 
Dependability. Darnell 
Products reduce the over- 
head that is underfoot by 
reducing floor wear to a 
minimum. | 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON CHICAGO 6 LL 





Northwest Travelers, wish to sympathize with you, 
Howard. 
oa * é 

R. C. “Red” Moore, for many long years district man- 
ager for Columbia Ribbon & Carbon Company, is an- 
other whose name has been added to the role of the 
departed. This comes as a shock to a good many 
Travelers who knew him as a willing worker with his 
heart and soul in the club activities. To his kinfolk, 
our sincerest sympathies. 

a 
PHILADELPHIA STATIONERS ASSOCIATION NOTES 

Miss D. Moore, stationery buyer for N. Snellenburg’s 
department store, Philadelphia, Pa., died recently at 
her home. Employed by the store for 31 years, Miss 
Moore was one of the regular attendants at the Phil- 
adelphia Stationers’ annual banquet and was known 
to many of the Penn-Mar-Va travelers. 

ck * * 

National Stationers, who suffered a fire some time 
ago and were forced to open temporary quarters at 
1024 Arch St., Philadelphia, expected to be back at 
their old address, 1028 Arch St., by the end of Septem- 
ber. The store is being completely remodeled and 
modernized. 


* * x 


Gubler Company, 118 S. Fourth St., Philadelphia, has 
been sold to Elliott Real, who will operate as the Real 
Stationery Company. Mr. Real was formerly in the 
printing business. 

* w oa 

A. Pomerantz Company, 1525 Chestnut St., Philadel- 
phia, is remodeling the interior of the store in modern 
design. 


* 


Ralph Henriques of The Bates Manufacturing Com- 
pany, Orange, N. J., met with an automobile accident 
recently while driving through New Hope, Pa. To 
avoid hitting a child on a bicycle, he had a head-on 
collision with another auto. Ralph and his wife, Sally, 
suffered fractured ribs and his mother a fractured 
thigh. 

ca * * 

President Larry Herr has announced that the annual 
banquet will be held at the Benjamin Franklin Hotel, 
November 20. The committee is Ed Eisenstein, general 
chairman, Shanahan & Company; John Harte, Yeo & 
Lukens Company; Tom Stagg, Hoskin’s; Ernie Abe, 
Wm. F. Murphy’s Sons; Jim Conway, James Hogan & 
Company, Ltd.; Tom Crilley, Yeo & Lukens Company; 
Bob Whitesell, Brooks Company; Joe Snitzer, Auto- 
matic Printing Corporation; Jack Kerns, Stationers 
Loose Leaf Company;. George Leonard, L. E. Waterman 
Company, and Stan Woodruff, Weis Manufacturing 
Company. 

These items were gleaned from the latest monthly 
bulletin of the Philadelphia Stationers Association. 
RC Es 7 NS 
ST. PETERSBURG FIRM REORGANIZES 

The Quality Typewriter Company, 714 Ninth St., N., 
St. Petersburg, Fla., has been in the process of re- 
organization as a means of being able to offer its cus- 
tomers good sales and service in office supplies and 
machines. 

W. 4H. (Bill) Harriman joined the staff this summer 
in the capacity of office machine salesman. He holds 
several speed records in the operation of typewriters, 
bookkeeping machines, calculators and other office 
machines. 

C. J. (Chuck) Volpe, recently discharged from the 
U. S. Coast Guard after ten years of service, has joined 
the service department. He specializes in precision 
work in servicing and repairing office machines. 

David E. (Dave) Walters is the latest addition to 
the sales department. He has been connected with 
the Home Sales and Insurance Company, Ford Motor 
Company and A. P. Woodson Company, Washington, 
and has had 15 years experience in the art of selling. 

J. M. Dark is general manager of the company.—JL. 
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RIGID-STAK 1s Zcecacice 
Exjinecred 10 LAST INDEFINITELY 


RIGID-STACK meets the universal need for a modern. 


all metal transfer case in which vital records, no longer 


All exposed 
N., edges are 
re- rounded, inside 
1s- and out. 


nd * current, may be easily filed and easily found — tomorrow} 


7 gio ‘vas or ten years later, as required. The all-metal construction | 
lds wer OckK. . : : 
-“ assures the utmost in protection and decades of efficient 


ice service. 


the Reinforced Head. 
ee G-HALL MARVIN Sq e A few dealerships are still available. Write, wire, 


Ee amiLTON. OHIO, yc = ‘ ‘ 
is y Smooth Gray Finish. or telephone for catalog page and price list. 


Available in legal 
size and letter size. 
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ARVIN SAFE CO. 
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for “Circling” 2 =. 
Fluorescent Tube — 
New IdeaIn 







Lamps for All Purposes 


Send for New | \iy a si ie 
1948 Catalog 
Showing 


Scores Again (Lac yaubeeur: 
with Sensational U3 voy-meyenr. 
1948 Line! (CXcayeeeRy 


Promotions 


@ Sun Lamp 


(for Ultra Violet Bulb) 





Desk Lamps... the greatest 
line in Faries' 67 years of 
lamp manufacturing. Brilliant 
new numbers combining 
sales - getting features with 9 Heat La mp 
eye-appeal plus. Both incan- (for Infra-red Bulb) 
descent and fluorescent, in- 
cluding lamps designed for 
the new "'Circ-line'’ fluores- 
cent tubes. 





Furnished 
without 
Bulbs 












Put new life into your 


The big 1948 line includes 
lamps designed especially 
for general and private of- 
fices, hotels, hospitals, clubs, 
schools, all types of institu- 

tions. Many factory and 9 
other commercial applica- 
tions, too. 


Lamp Bulb Department 
.. with this attractive 


2-purpose lamp stand. 


Many exclusive fea- 


tures, including _ pat- 
All lamps are handsomely ted INSTANT AD- 
finished . . . and priced to nee 
meet all competition in the JUSTMENT to any 
quality field. desired height 


slide fitting, no screws 


Display the new Faries 


lamps on your better or thumb nuts. 
desks . . . they'll help 
your desk sales. Shade, 8%" diam., 


5° deep. Heavy 





The : . 
2 as | with chrome trim. see 
4 avtes | 
e | 


LINE 


=< | (eee 
a) BS ae a Ta 


Complete 
Line 





AAN€CS Manufacturing Company, Decatur. Il. 


Pioneers in Lighting Equipment Since 1880 
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TEXAS FIRM TO ERECT NEW BUILDING 

A building permit for the construction of a new 
$27,900 one-story hollow tile building, which will house 
the Sabine Office Supply Company at Beaumont, Tex., 
was issued August 9. 

The Sabine Office Supply Company formerly occu- 
pied small quarters in the Phelan building on Calder 
Ave., with initial capital of $3,500, and on January 1, 
1945, the firm moved into its present location at 808 
Orleans St. Today, officials of the company, reported 
that the capital stock of the company is valued at 
$50,000. 

The new home of the company will be located at 
760-62 Laurel Ave., and, according to Jess E. Johnson, 
president of the company, the interior of the building 
will be 50 x 100 feet in size, with an 18-foot ceiling 
allowing space for the construction of an interior bal- 
cony. According to Mr. Johnson, the supply company 
expects to be settled in the new home by December 1. 
—EGG. 

= plaid 

ADDRESSING MACHINE FIRM TO NEW HOME 

Addressing Machine and Equipment Company & 
Adding and Bookkeeping Machine Corporation, New 
York City, effective July 15, took over a new home, an 
entire 12-story building at 29-31 E. 22nd St., New 
York 10, N. Y. The new telephone number is ORegon 
4-6400. 

The additional space will be used to expand the 
concern’s facilities in all departments and, according 
to the officials, “will result in even faster, more effi- 
cient service than was formerly possible.” 

In more than 25 years the organization claims to 


have become the “world’s largest distributors of guar- 


anteed rebuilt office machines of every description.” 
The department store of office machines will now 
have 12 floors devoted solely to business and office 


machines. 
—_——__o—=>e-—____ 


MARCHANT MAKES PROMOTIONS, TRANSFERS 

Marchant Calculating Machine Company, Oakland, 
Calif., recently announced a number of promotions 
and transfers. 

Paul Pale was placed in charge of the Cincinnati, 
Ohio, agency after serving for two years as agency 
manager at Charleston, Ohio. New agency manager 
at Pale’s former desk in Charleston is Robert E. Keese. 
E. F. Harrison has been named to direct activities of 
the new Huntington, W. Va., district agency, promoted 
from local agent at Huntington. Buffalo, N. Y., wel- 
comed a new agency manager in Joseph H. Terreberry. 
The new Brooklyn, N. Y., district agency, which 
opened its doors July 1, is under the management of 
Arthur M. Towner. 

Another new district, Sacramento, Calif., will be 
directed by B. F. Burkhart, who for the past three 
years has been agency manager at Cincinnati, Ohio. 

ea ce ne ee 
HENCK OPENS STORE AT SAN CARLOS 

Charles L. Henck recently announced the opening 
of a new business location at 615 County Road, P. O. 
Box 356, San Carlos, Calif., specializing in the sale of 
new and remanufactured office furniture. This store 
is located in the new Gover Building, opposite the 
Southern Pacific railway station. 

Mr. Henck sold his interests recently in Bay Center 


Sales Company, Inc., to A. F. Blangy of San Mateo | 


and Jerrold J. Smith of Redwood City in order that 
he might carry on the business formerly owned by 
himself and the late J. J. Figuredo. 
a 
L. E. KELLY HEADS NEW WATERLOO FIRM 
Leonard E. Kelly is in charge of the new firm, the 
Wire Recorder Sales & Service Company, which re- 
cently opened at 313 Insurance Building, Waterloo, 
Iowa. This company distributes wire recorder ma- 
chines. Mr. Kelly formerly was collection manager of 
the Waterloo Adjustment Company.—AL. 
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Model 970 USPM Parcel Post Scale 


USE OSPM MAILROOM SCALES! 


IGHLY sensitive USPM Mailroom Scales can save you 

as much as 10° of your postage costs! They pay for 

themselves many times over by eliminating excess postage 

payments, preventing the annoyances of postage-due mail, 
expediting deliveries and enhancing customer goodwill. 

The USPM All-Purpose Postal Scale is a compact, cylinder- 


type scale that gives exact computation of first class, air 
mail, third class, parcel post and book rate postage on all 
weights up to 30 pounds for all domestic zones. 

The Model 970 Parcel Post Scale is specially designed to 
give exact weight and parcel post calculations on packages 
to the allowable limit of 70 pounds to any domestic zone. On 
both these scales, accurate reading is insured by means of 


double hairline indicator wires. See your USPM specialist 
for a demonstration. 


SYSTEMS AND EQUIPMENT 
TO MEET 
EVERY MAILROOM NEED 


USPM offers you 


mailroom service—expert 


complete 


planning, systems and equip- 
ment to fit your particular 
requirements. Write Dept. 
OA-107 for folder giving full 
information. 





USPM All-Purpose Postal Scale 


Metered Mail Systems ... Letter and Parcel Post Scales ...Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs. . 


- Ticketograph Systems 






Sales and Service Offices 
in Principal Cities 






MOBS 


CORPORATION 


Commercial Controls Canada Ltd., Toronto 1, Ontario 


re A 
Medaate a 


Rochester 2, New York 
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TEL-E-DEX FE 


"The Aristocrat of All” 


FINGER TIP CONTROL 
WITH THE 


POP UP PENCIL 
4 MODELS - 9 COLORS - METAL TOP 


TWO 


=! 





mxCremoO 








MODELS 
—_——a@ SILVER & GOLD 











FINCH & McCULLOUCH 


MANUFACTURERS OF 


“MEMORY MASTERPIECES” 


REG. U.S. PAT. OFF. 


AURORA, ILLINOIS 


“MANUFACTURERS OF QUALITY SINCE 1903” 


ATTENTION 


WEST COAST DEALERS! 
ORDER YOUR SHERMAN-MANSON 


IDEAL STANDS AND STOOLS 


OUT OF LOS ANGELES STOCKS 
FROM 


HUNTING-ROBERTS CO. 


2223 &. 37TH ST. © LOS ANGELES 11 





216 


PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 


Following recent sale of Hill’s stationery store of 
Redmond, Ore., by Mrs. Elsie Hill to Al Ericksen, the 
owner of Ericksen’s Stationery & Office Appliance 
Store in Bend, Ore., the Redmond business is to be 
expanded with the addition of office supplies, office 
appliances, office furniture, and all manner of busi- 
ness machines. 

Redecoration and remodeling plus expansion of floor 
space served to get the University Book Store on Uni- 
versity Way, Seattle, ready for the onrush of college 
students, and the reopening of the University of Wash- 
ington this fall. 


A cocktail party in honor of Floyd Flint’s taking 


over of management of the Seattle office of the 
J. Walter Thompson Company, advertising agency, 


was held late in August. Many friends extended con- 
gratulations to the former member of the staff of 
Lowman & Hanford Company, pioneer stationery 
house of Seattle. 

Jesse J. Kimm, owner and manager of the Kimm 
Printing & Stationery Co. of Vaucouver, Wash., cele- 


| brated a quarter-century in the stationery field re- 


cently. 
* 4 3 

So valuable has the little booklet Tips to Typists of 
L. C. Smith & Corona Typewriters, Inc., been found 
by the army of typists and stenographers at the vast 
Boeing Aircraft Company plant, that it is distributed 
by the hundreds to aid typing. The brochures are 
being currently distributed through the personnel 
relations desk, and the factory personnel Office. 

Helping to make the Jewish picnic this summer of 
the Seattle B’nai B’rith Lodge a huge success was the 
Pioneer Office Equipment Company, with its contri- 
bution of prizes for the various events and sports 
contests. 


* 


New honors have come to Eddie Vine, long promi- 


| nent in Seattle’s stationery and angling fields, in his 
| selection as a Salmon Derby official for the Seattle 


Milk Fund. Mr. Vine, operating a pen and card shop 
in Seattle, is most active in the Poggie Club, and in 
salmon fishing on Puget Sound. 

* oy * 

Off to do his share in the 100 Per Cent Club of the 
International Business Machines Corporation went 
R. W. Hubner of its Spokane, Wash., office in August. 
Mr. Hubner attended the big pow-wow of the IBM 
organization in Endicott, N. Y. 


cd * * 


After being a five-year specialist with the forces of 


| Uncle Sam, Typewriter Repair Specialist Kelly, who 


won his spurs at the University Book Store of Seattle, 
is back at his workbench. 


* * * 


A new office building is slated for Spokane, Wash.., 
which will relieve some of the office building shortage 
that is rivaling the housing shortage in some sections 
where new businesses are being born and lack office 
space for development. The construction of a $50,000 
office building that will take care of some of the need 


| for more bureau space in Spokane is scheduled for 
' Broadway and Madison St., opposite the courthouse. 


Work of clearing this prominent corner site has begun. 
a * os 
The Owen Hampson Company has recently opened 
Spokane, Wash., offices at 32 Radio Central Building 
in that city, offering new dictating machines and office 
equipment of a wire recorder nature. 
1947 
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you can cet BERGER 


STEEL FILING CABINETS 


é@ 
yt W {te wi", 
To give you better-service, BERGER 


has increased its facilities for the manu- 
facture of steel filing cabinets. Now, you can send your 
orders to BERGER and expect faster delivery than 
ever before. 
And, too, you can expect the same sturdy construction, 
efficient design and attractive appearance that have been 
building customer satisfaction and making profits for 
dealers for years. 


Don’t delay—write today. 


BERGER MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 









STEEL 
© orrice EQUIPMENT 7 


Reg. U. S. Pot. Off. 
















{o (o-fa%e 





Steel Filing Cabinets * Steel Storage Cabinets + Steel Transfer Cases « Steel Book Shelf Units + Steel Lockers + Steel Shelving + Special Steel Products 
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MICHIGAN DESK COMPANY 
OFFICE TABLES 


PROMPT SHIPMENT +: QUALITY FINISH 
Matching 300 Grade Office Desks 





No. 369 Table 
GENUINE WALNUT TOP 


Standard Walnut Finish 


or 


QUARTERED OAK TOP 


Combed Grain — Light Modern Oak Finish 
Finished to match 300 and 400 Series Desks 











Available in the Following Sizes 
No. 379 Table — 72 x 32 —2 Drawers 
No. 369 Table — 58 x 32 —2 Drawers 
No. 359 Table — 52 x 32 — | Drawer 
No. 339 Table — 36 x 28 — | Drawer 





















No. 319 
No. 110 TELEPHONE STAND 





TYPEWRITER TABLE 
16" x 18" — 29" high 


32" x 17" — 27" high Genuine Walnut or Combed Grain Oak Top 
Walnut, Mahogany or Oak Finish Standard Walnut or Light Modern Oak Finish 


Grand Rapids — Box 392 — Michigan 























PERMANENT DISPLAYS . WATERS BUILDING 
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NEWS NOTES FROM THE MARITIME PROVINCES 


W. J. McNulty, Correspondent 


The Buell Typewriter Agency, Halifax, N. 5., offers to 
get anything in office appliances if at all possible or 
advise how to get it, in the event of not having it in 
stock or being unable to order it. 

* a * 

Seaman-Cross, Ltd., Halifax, N. S., is making a special 
drive on sales of reconditioned office equipment, and 
with the accent on typewriters of well-known makes. 
The reconditioning has been done at the firm’s repair 
shop. Six angles are stressed in this special campaign: 
(1) well-known makes, (2) typewriters for all pur- 


poses, (3) 10-, 12-, 14-, 18-, 20-, 26-inch carriages, (4) | 
all thoroughly reconditioned, (5) each machine with | 
six months’ guarantee, and (6) price range from $65 up. | 


ie ££ 2 


Baldwin-Marshall, Ltd., Halifax, N. S., and St. John, 


N. B., are exclusive dealers for Mimeograph duplicators | 


in the Maritime Provinces, in addition to representing 
Royal typewriters, Fridén calculators and VisiRecord. 
The duplicators are being featured as the most eco- 
nomical way of reproducing letters, forms and bulle- 
tins. 

* * * 

Irving Sales Company, Halifax, N. S., has been fea- 
turing both new and used furniture, including type- 
writer desks, swivel chairs, tables, bookcases and files. 
Ht * * 

An easy payment plan of the Graves Typewriter 
Company, Bangor, Me., dealers in all kinds of office 
appliances, furniture and supplies, applies to repair- 
ing and reconditioning as well as sales. 

* * 


* 


Office suppliers in eastern Maine have been dis- | 


counting Canadian currency and checks at from six 
to ten per cent, usually between eight and ten per cent. 
The official rate has been fluctuating. 
* * * 
H. H. Young, Fredericton, N. B., has been handling 
new and used office and restaurant equipment, broad- 


ening the sales scope from office appliances and fur- | 


niture. McCaskey credit registers are featured. 


*” * * 


Frank M. O’Neill, Halifax, N. S., a veteran office sup- | 


plier, is Keen on reviving rowing on the northwest 
arm of Halifax harbor. As a young man, he was a 
member of four-oared crews which raced on the arm 
and on the main harbor and Bedford Basin, and par- 
ticipated as a member of a championship crew. A 
brother, John, was American single sculls champion. 


Rowing has waned at Halifax the past 20 years, and | 


the office furnisher can’t understand why. 
* * . 

William T. Musgrave, Sydney, N. S., has been busy 
demonstrating the new margin-setting Remington 
Rand typewriters in homes as well as offices on Cape 
Breton Island. 

* # * 

The oldest competitor in the 1947 edition of the 
Maritime Provinces senior golf meet, held for two days 
at Digby, N. S., was Eustace Barnes, Renforth, N. B. 
He is 85. Participating in Class D of the annual com- 
petition he has not missed since it was established as 
a yearly fixture. He had a gross of 247 and a net of 
175. Mr. Barnes is one of Canada‘s oldest active golfers. 
During the season he plays every day at the club and 
course less than a half-mile away from his home. In 
1946 he was created an honorary life member of the 
Maritime Seniors Golf Association, sponsor of the 
annual meet. Mr. Barnes was in the office supply trade 
about 60 years, as a partner in Barnes & Company, 


St. John, N. B., now Barnes-Hopkins, Ltd. The con- | 


sistent golfing has had a place in the longevity of this 
veteran, who was one of the first in the Atlantic prov- 
inces to take up golf, and was a leader in the first golf 
club established in the St. John area. 
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WASTE BASKETS 


cell 


Quickly... Profitably 





VUL-COTS give your cus- 
tomers more for their money— 
give you greater sales and 
profits. Guaranteed for 5 years, 
these light-weight, attractive 
baskets (in convenient sizes and shapes for every 
use) are practically indestructible... cut mainte- 
nance and replacement costs . . . save money in 
handling waste. Because VUL-COTS offer your 
customers more for their money —there’s more 


money for you in selling VUL-COTS! 
Not available now . . . but worth waiting for. ‘ 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON 99 


DELAWARE 





PROFITABLE! 


Yes, a steady stream of orders and re- 


ROLL LABELS orders from dealers everywhere is ample 


GUIDES evidence that profits are to be made with 
INDEX CARDS ~=WARSHAW INDEX CARDS 
FOLDERS made on fully automatic machinery of good 
PROTEX quality stock, with smooth edges and uni- 
STICKONS ‘ oo 
form margins and rules. They sell rapidiy 
Ie TATE ond at « good profit. 
GUMMED 
INDEX TABS Order a supply today and Profit! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 











‘CREE RT oe Ri ea 
219 








RULERS + TRIANGLES + NAVIGATIONAL INSTRUMENTS > STENCILS » PROTRACTORS » OTHER DEVICES 


CTW 2240 Bogaany 


HARTFORD, Cc ONN 





The 
Ideal Typewriter 
Support 





Sharp eyes, nimble fingers and 
clear brains are essential to con- 
stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost 











METAL 
' WITH woop 
* TOP 

? ADJUSTABLE 
FROM 
26 To 38 
INCHES 





Patent 
“D90848" 





. } 
DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 


MANUFACTURING 
COMPANY 





32 lonia Ave., SW., GRAND RAPIDS, MICH. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


There is no complaint about business from anyone 
interviewed in the southern California area _ this 
month. The general report has been very satisfactory 
sales volume everywhere. 

A number of very interesting vacations has been 
reported by both office furniture and typewriter men, 
another fact which indicates that they must have 
some good money to spend on rest and pleasure. One 
man with his wife made a flying trip to northern Brit- 


| ish Columbia, where the two had a good outing. That 


surely is a vacation to write home about. 
* * 

The Park Adding Machine and Typewriter Company, 
6024 Pacific Blvd., Huntington Park, has completely 
revamped its office and part of the shop, including the 
addition of a new 15-foot glass showcase. The pro- 
prietors are A. R. Hamm and A. W. McMurtry. 

Recently Mr. Hamm, accompanied by his wife, made 
a trip by auto to Chicago, New York and Buffalo, 
coming home by the way of Montreal, Yellowstone 
Park and Seattle. A two-weeks’ stop was also made 
at Carmel, Calif. The trip was a combined buying and 
pleasure jaunt 

Mr. McMurtry’s son, the well-known Johnny Mack, 
tap dancer, recently flew to Australia for a month’s 


| entertaining schedule, and the father accompanied 


him as far as Honolulu. 

L. J. Beiswinger, proprietor of the Pasadena Type- 
writer and Adding Machine Company, 1188 E. Colorado 
St., recently spent a week fishing at Grant Lake, Calif. 

* * ok 


Charles H. Hyatt, for many years a representative 
of the Accounting Machine Company, Long Island 
City, N. Y., died September 7 following a brief illness. 
Mr. Hyatt whose home was at Sherman Oaks, Calif., 
is survived by his widow. He was well known through- 
out the industry 


Blake Lockard, secretary of the Stationers’ Associa- 
tion of Southern California, planned a trip to the 
National Stationers Association convention in Chicago. 


N. L. Piper of the Stationers’ Corporation, 6369 
Hollywood Blvd., Hollywood, recently enjoyed his an- 
nual vacation 


Mrs. Hazel B. Jones, who for the past two years has 
been secretary to H. E. Williamson, proprietor of the 
Fridén Calculating Machine Agency, 836 Wilshire Blvd., 
has resigned her position. Miss Alberta Dudley has 
recently joined the office force at Fridén’s, according 
to J. R. James, the manager. 

aX * * 

The Hygrade Office Machine Company has moved 
from 1634 N. Cahuenga Blvd. to 1610 N. Cahuenga. 
The new and larger quarters were needed because of 
the increase in business during recent months. A 
complete line of office furniture has been added to the 
line of office machines. The company is also retain- 
ing the old location for a short period. 

mer nee 

G. E. Miller, one of the proprietors of the Southern 
California Adding Machine Company, 947 S. Broadway, 
Los Angeles, and Mrs. Miller spent a short vacation 
during the latter part of August and early September 
visiting their daughter, Mrs. Marilyn Rickard, in Van- 
couver, Wash. 


* * 


E. N. Bailey, who opened a stationery store at 7959 
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You'll make more Pen Prolits 
this Christmas with Waterman's 
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UNION MADE 







Here’s a line that’s complete—with 
pens priced all the way from 

$3.50 right up to $90—with matching 
pencils—with a grand choice 

of colors—with hand ground points 
to suit every handwriting need. What's more, 
the entire line is backed by national and local 
newspaper, magazine, and radio advertising reaching 9 
out of 10 of your customers! Write for details, right now! 


L. E. Waterman Co.. 344 Hudson St., New York 13. N. Y. 


The Garland, No. 1357V—$13.50. In 
set, TX1357V—$19.25. Typical of 
Waterman’s style appeal. Choice of 4 
lovely colors, 


No other pen writes or sells like 


The Corinth, No. 897—$8.75. Lock- 


7 slip Astralite Cap—no threads, Service 
guarantee, Set, TX897, $13.00. 


The Crusader, No. 517—the new 
Taperite at $5. Lumalloy Cap, big ink 
capacity. 4 colors. Ladies’ model, 517V. 


f usttn 10 GIWG BUSTERS nna» 


Saturday night. ABC, 9 E. T., The Stateleigh, No, 1357 —$13.50- 
8C.T.7M.T.9P.T. 14 Kt. Gold filled, Lock-slip Cap. With 
pencil to match, $19.25. Attractive pack- 
aging features all Waterman’s. 
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TYPEWRITER 
RIBBON 


|LLE Inked Ribbons 


i Carbon Papers 
(Se Stencil Inks 
The Line that 
LINE Withstands Comparison 


Ribbon jo. EVERY 








CARBON COPYING CO-ORDINATION 


PRODUCE TYPING RHAPSODIES 


AURORA -- -ILLINOIS 


MILLER - BRYANT - 
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Division of L C Smith & Corona Typewriters Inc 





OFFICE 


PIE 


DIRECT BRANCH SERVICE EVERYWHERE 


A Right Ribbon for Every Writing 
Requirement. 


A Correct Carbon for Every 
Copying Condition. 


A Master Medium for Every 
Duplicating Development. 


Write for Address and Telephone 
Number of Your Nearest Miller Line 
Service Center. 


TO BUYERS ABROAD: We cordially 
invite you to write our Export Depart- 
ment at Aurora, TIl.. in) your own 
language. presenting us your problems 
concerning Inked Ribbons and Carbon 
Papers. Your letters will be answered 
promptly by airmail. 
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Santa Monica Blvd. two years ago, has changed the 
name of his store from Bailey’s to Bailey Stationery 
Company. 

Mr. and Mrs. Bailey (Mrs. Bailey also works in the 
store) have purchased a new home in North Hollywood 
and are converting their apartment at the rear of the 
store into office and a receiving and shipping depart- 
ment. A number of other improvements have also 
been made. The firm carries a complete line of com- 
mercial stationery, and does printing and engraving, 
while the making of rubber stamps has also developed 
into a worth-while business. 

Don Korn, U.S. Army Air Forces veteran who served 


in the South Pacific during the war, has joined the | 


sales force at Bailey’s. Mrs. Phila Hyland has been 


appointed buyer. 
* * * 

E. E. Thornton, proprietor of the California Type- 
writer Exchange, 543 S. Spring St., Los Angeles, accom- 
panied by Mrs. Thornton, recently spent a two weeks’ 
vacation in northern British Columbia. The couple 


traveled by plane and enjoyed several days’ fishing in | 


the north country. 
H. L. Pettit, manager of the company, states that the 


firm has resumed the practice of wholesaling used | 
typewriters to dealers. He also reports that business is | 


increasing in all lines and that both retail and whole- 
sale sales are on the gain. Mr. Pettit states that he 
expects the biggest year in the history of the com- 
pany. 


* * * 


George E. Montgomery, district manager of the Edi- 


phone Company, 643 S. Broadway, announces the open- | 


ing of three new agencies in California. On October 1 | 


an agency was opened at 427 American Ave., Long 
Beach. The manager is Harry L. Warren, who has 
been in the Los Angeles office for the last seven years. 


He will have charge of all Ediphone business in Long | 


Beach and in the harbor area. 
A second agency has been opened in Riverside, with 
Harold A. Tiernan as manager. A third agency has 


been opened in Santa Barbara, with Otis Kissack as | 


manager. 


* * 


Lloyd Becker, formerly with the Underwood Corpora- 
tion, is now shop foreman for the Angelus Typewriter 


Company, 531 S. Spring St., Los Angeles, according to 


Jack Haskin, manager. 


The General Office Furniture Company, which for 
the past 12 years has had its offices and store at 


1045-49 S. Los Angeles St., with subsidiary sales and | 


warehouse at 927 S. Los Angeles, has now moved its 
entire business into this latter location. Later, when 
all work is completed, very modern show rooms, with 
the additional advantage of having all business under 
one roof, will be the result. 


* * * 


C. Elmer Anderson, proprietor of the Anderson Type- 
writer Company with stores in Pasadena, Long Beach, 


and Glendale, probably has had the distinction of | 
acting as toastmaster at more major banquets in the | 


industry than any other one man in the West, his 
latest honors 
chosen as toastmaster for the big annual banquet 
held in connection with the NOMDA convention in 
Sacramento. 

Mr. Anderson reports that business is keeping up 


in this line occurring when he was | 


very well in his stores. He states that he still has a | 


big backlog of orders for Royal typewriters, both 


standard and portable, but that he is catching up | 


nicely on adding machines. The shop has been kept 
very busy and is carrying a full schedule 


* * 


W. M. Anderson, manager of the Elliott Addressing 
Machine Company, 1200 S. Hill St., Los Angeles, who 
visited the company’s factory at Cambridge, Mass., 
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THE Afaisde// 
NICK AND PULL 
151-T SERIES 

MARKING CRAYON 


The favorite with office workers 
and artists. Ideal for charts, signs 
and general checking purposes. 
Its quality lead is the product of 
Sharpen — more than half a century experi- 


NICK with string 
PULL the paper 


*(U. S. Pat. No. 1,756,953) 


Si/atsdeh 


*#REG. U. S. PAT. OFF. 


ence in pencil making. Available in 
twenty-two colors. 


PAPER 
PENCILS 


Si/aisdes{ PENCIL COMPANY, EST. 1893—PHILADELPHIA 44. PA 











Now There Are Two Mites’ 


—The well known 
one pound postal scale 
with all U. S. rates. 
—The brand new 
ounce-gram scale 
9 ounces by |!/4 ounces 
250 grams by 5 gram units 


gach sale $50 stat 


$2.75 on West Coast. 





mut aates Om 
of coment 





The new ounce-gram ''Mite" fills a need for a 
scale calibrated in fractions of an ounce for for- 
eign mailing—and for general use where accurate 
readings and low capacities are required. 


Dealers, jobbers—be sure to order some ounce- 
gram Mites with your next order. 


Exporters—the new Mite ounce-gram scale is an 
ideal letter scale for all foreign countries. 


B-T COMPANY, INC. 


211 E. Erie Street ° Milwaukee, Wis. 
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STAINLESS STEEL FILE SIGNALS 


NEVER TARNISH 
Made of stainless spring steel, hig 
lished Will not discolor paper 
Kasy to attach, relocate or remove 
it always stay put Very thin, add 
practically no bulk Used as classi- 
f i in files, indexe 


ers and reminders 

— 2 ledgers, et« 12 colors and a type for 

gt Tab every modern system No. 2V—The New 
Medium Window Low Tab Signal 




















OTHER PROFITABLE 
SPECIALTIES 





“Bull Dog” CLIPS ——> 


Tough spring steel clips for 
holding bunches of paper 
cloth, samples, etc. Nickel 
plated. Five sizes 





(Above) 
INDEX TABS 


“Burro” 


Detachable tabs for cards and 
ledgers Patent tongue insures 
firm grip. Supplied with alpha- 
bets, names of months and num 
bers 1-31; also with blank in- 
serts 


THE H.C. COOK CO., 14 BEAVER STREET. ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 

















LEANS TYPE 

INSTANTLY ' 
wriTeRs AND OTM 

rnc Ma macrint 








CLAR-0-TYPE CONTAINS 
The Right Combination 


Clarotype is a combination of active ingredients 
that clean typewriter type instantly, thoroughly, 
economically. It is non-inflammable. A national 
leader for 27 years. More than 4500 progressive 
dealers sell Clarotype profitably. Write for liberal 
discounts. Imprinted advertising supplied free. 
Order Clarotype from your jobber or direct from 


The Clarotype Company, Inc., 261 . Broadway, New York 7 
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recently pronounced himself exceedingly pleased with 
the new Addressorette. The new model is being dis- 
tributed through office appliance dealers throughout 
the country, Mr. Anderson’s firm having the distribu- 
tion franchise for the Los Angeles area. 


gional manager for the Underwood 
Corporation, recently had the pleasure of entertaining 
at his home Mr. and ae W. G. Turquand and family. 
Mr. Turquand is sales manager for wholesale portable 
division of the Underwood Corporation in New York. 
The Turquand family, plus a neighbor boy and family 
dog, drove through from New York in a new auto. 
They took in the NOMDA convention in Sacramento 


J. A. Johnson, re 





TURQUANDS VISIT CALIFORNIA—Photographed while en- 
joying the hospitality of J. A. Johnson, regional manager of 
Underwood Corp., Los Angeles, Calif. are Mr. and Mrs. 
W. G. Turquand and family. Mr. Turquand is sales manager 
of the wholesale portable division, Underwood Corp., and 
the occasion was his recent visit to southern California 
where he and his family were guests in the Santa Monica 
home of the Johnsons. 


and visited all the Underwood regional offices in the 
Pacific district. Accompanying the Turquands on visits 
te the regional offices was J. D. Park, western whole- 
sale portable representative. The family then spent 
their vacation with relatives of Mrs. Turquand in 
Los Angeles 

zecently added to the force of the Underwood re- 
gional branch in Los Angeles are the following in the 
accounting machine division: G. C. Haner, Marion G. 
McArdle, and George Peto, all as salesmen. The last 
named will have his headquarters in the Glendale 
office. Both Mr. Haner and Mr. McArdle have gone 
east to attend the sales school at Hartford, Conn., 
the course beginning September 8. Mr. Peto 
comes from Akron, Ohio, where he was an accounting 
machine salesman for Underwood 


there 


Rod Nern, proprietor of the Nern Office Furniture 
Company, 414 N. Central Ave., Glendale, and his wife 
are home from a very interesting trip taken in cele- 
bration of their twenty-fifth wedding anniversary. 

The Nerns went by automobile to Seattle and then 
by boat to an Alaskan port, thence inland to a large 
lake, where they spent several days. On the return 
trip to Seattle they made the acquaintance of another 
couple and the two couples went on another inland 
trip by automobile to Glacier National Park, Lake 
Louise and Banff, B. C. Other points of interest were 
Visited on the way back to California 

The Nerns were gone for a month and pronounce 
this the most interesting trip they have ever had 
The two have worked together building their business 
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ag r a 7, 4 * 4 
For Softy Year... 
C 
the finest craftsmanship in quality leather goods! 
° 


Frank Mashek has always the finest in leathers. . . 
Frank Mashek has always the finest in styling. 


e 
These products are UNCONDITIONALLY GUARAN- 


TEED against defects in quality, workmanship, or 
materials. 





EMBOSSED SHARK GRAIN BRIEF CASES 
BLACK or MAHOGANY TOP GRAIN COWHIDE 


Attractive in a two-tone interior finish . . .alternat- 
ing dark brown levant grain pajco with lighter 
shade of antique rawhide finish. 


NEW, EXTRA QUALITY THROUGHOUT. The zippers 
have double-size teeth for that oh-so-smooth zipp! 
Hand turned edges where distinguished finish 
counts. Smart, matching thread. Heavy harness 
lock stitching for years and years of hard wear 
and elite appearance. 


WRITE FOR PRICES 


CASES e@ BRIEF BAGS «@ a> a CASES 


ZIP BING BINDERS «© ZIP CASES + WALLETS 


Frank MN fkeb Ge 


“*IF IT'S MADE WITH LEATHER 


1049 SOUTH KILDARE “ie 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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during the years and, if editorial comment is per- 
mitted, this long, interesting trip was richly deserved 
by both and was a fitting celebration of their anni- 
versary. 





—2——__—— 

FIXTURE SOLVES PROBLEMS FOR STATIONER 

Murphy Stationery Company, Augusta, Ga., has 
solved the problem of how to show and sell such small 
items as leather goods, desk accessories, gifts, per- 
sonal files, ashtrays and brief cases effectively with a 
“miscellaneous items” fixture which was designed by 
R. P. Rosson, owner of the store. 

The fixture is six feet high, constructed of heavy 
birch with a mahogany stain, and polished to resem- 
ble fine office furniture finish. Mr. Rosson went to 
the Augusta Lumber Company for the triangular fix- 
ture, and sketched it out himself. 

Each side contains two, tilted, flat-surface shelves 
tall enough to accommodate a brief case standing on 
end, plus a deep inset bin at the bottom for waste 
baskets, electric fans and so forth, and in the center, 
as an outstanding feature, 13 offset insets for leather 
goods items. 

Set up opposite the cash register, this fixture has 
proved an ideal place to show suggested gift lines, and 
general small items convenient for the customer’s in- 
spection and handling. Small leather goods, such as 
picture frames, billfolds and keycases slide into the 13 
insets, which are conveniently angled in from the 
exterior. On the opposite side, three large flat sec- 
tions are used to show larger items such as desk pads 
and accessories. “By making each section large enough 
to accommodate the largest item which we intend to 
show on it, we have made the fixture extremely ver- 
satile,’” Mr. Rosson said. “We are able to show waste- 
baskets, picture frames, or so small an item as a key 
case with equal facility and visibility.” 

Merchandise on the fixture, due to its prominent 
position, is completely changed once a week on the 
theory that as soon as customers see the same display 
twice, they automatically “cannot see it’? until some- 
thing is changed.—RAL. 

—->¢ - 

HOTELS OFFER HUGE POTENTIAL OF SALES 

A $7,411,400 market for office machines of all types 
will be created by the 382 million dollar rehabilitation 
program being launched by the nation’s larger hotels 
now that rigid federal controls have ended. 

What is needed and how much will be spent by ho- 
tels of various sizes is shown in a 100-page book which 
has just been issued by The Hotel Monthly, leading 
magazine of the hotel industry. The facts were de- 
termined through a survey conducted for the maga- 
zine by the C. C. Chapelle Company, marketing con- 
sultants, on the basis of personal interviews with hotel 
owners and operators, according to J. Knight Willy, 
editor and publisher of the magazine. And, as the 
survey was confined to hotels with 100 rooms or more 
with no figures available on the market potential of 
the small hotels, the purchasing figures actually rep- 
resent a very conservative estimate. 

Fifty per cent of the hotels planning rehabilitation 
of public rooms (lobbies, front offices and business 
offices) have expressed a need for new equipment 


either to replace what they now have or to handle | 


additional work. 

Typewriters, cash registers, accounting and dupli- 
cating machines are especially needed. Hotels of from 
100 to 499 rooms will spend an average of from $5,210 
to $9,430, while those of 500 or more rooms will aver- 
age $15,270. 

The greatest potential buyers will be among hotels 
of the 400 to 499-room class, with 50 per cent of these 
in the market for new machines. The greatest amount 
of equipment, however, will be sold to hotels of 100 to 
199 rooms, because of the number of hotels in that 
class, although only 23 per cent of these will need new 
machines. Hotels in this group will spend $2,928,000 
for new machines of all types. 
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A GooD NUMBER 
a eo a FOR 
NUMBERING MACHINE 
PROFITS 









Five movements (consecutive, 


duplicate, triplicate, quadru- 







plicate, repeat) . . . dial set, 

‘ dial lecked .. . five to ten 
wheel capacity . . . lightweight 

. easy action... uncon- 


ditionally guaranteed! All these 
features add up to more num- 
bering machine sales and profits 


for you. 


IMMEDIATE DELIVERIES 





a A 
ROBERTS NUMBERING MACHINE Co. 


714 JAMAICA AVE. BROOKLYN 8, N. Y. 
ASSOCIATED STATIONERS SUPPLY COMPANY 





Western ? 











229 S. Jefferson Street, Chicago 6, Illinois 


Distributor { 














Onder this complete package 


1. One Doz. 4” Protractors .080 Thick, Transparent 

2. One Doz. 6” Protractors .060 Thick, Transparent 

3. One Doz. 6” Architects’ Scales .080 Beveled Edge Transparent 
4. One Doz. 6” Engineers Scales .080 Beveled Edge Transparent 
5. One Doz. 6” 45 90 Triangles .060 Thick, Transparent 

6. One Doz. 8” 30 60 Triangles .060 Thick, Transparent 

7. Three Doz. Stainless Steel Erasing Shields 


Choice of one dozen Lettering Guides or two 
dozen large INK-OUT (Erado) eradicator. 
Write for Special Dealer Net Price. 


This offer is limited 
so ORDER NOW on your letterhead. 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 
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IT’S DIFFERENT! 


IT’S NEW! 
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Belle-Vie 
e G- ue = TRADE MARK 


PLASTICS 


TYPEWRITER _ 


ADDING MACHINE, DUPLICATOR Game 


COVERS 


e Water-Proof 
e Dust-Proof 
e Durable 


e Will Not Crack 
or Peel 


P niles Nis 








When webbed 


alt ell ae 

YES, The NEW ee: . vue" 
‘BELLE - VUE - ELLE 

" : : covers are now 
cover is amazing- ; 

ly DIFFERENT r 4 E a available for all 
Now constructed typewriters, many 
of gleaming adding machines, 
BLACK SVINYLITE IMPRINTING and duplicators 
< lastic . . =e 
— ety 409 Orders for 100 or Each is individ- 
HEAVIER and more ‘‘BELLE-VUE’4, aully packaged in 
100%, STRONGER covers will be im- a sealed trans- 
sinh: Sie’ forces printed with three parent bag 
olive drab aoe DON'T DELAY, 
BELLE - VUE" ‘ WRITE TODAY 
cover for ful details 











MANUFACTURED AND DISTRIBUTED BY 


BUDLEW PRODUCTS CO. Cocco a Mines 





The Greatest 
Face Lifting Job 
in 200 Years 


. . on the Map 
of the World 





Cram Globes — With All World 
Changes—Now Available 
Cram Globes now show over forty major 
changes in the map of the world, including 
new boundaries and territorial alignments. 
resulting from World War Il. These changes 
the first major revision since 1939-——are so 
many and so important that the new revised 
Cram Globes represent a really new product. 
These new Cram Globes are available in 
many different mountings and in a complete 
price range. They are decorative, authentic 
built to sell now. Catalog and complete 
information will be sent on request. 


The GEORGE F. CRAM COMPANY, Inc. 


730 E. Washington St. Indianapolis 7, Ind. 
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RISDON C. MOORE 

The Many friends of Risdon C. Moore, for many 
years mid-western sales manager of Columbia Ribbon 
& Carbon Manufacturing Company, will be grieved 
to learn that he passed away suddenly on August 26. 
His death was due to a heart attack, as told in the 
September issue. 

Never a person to spare himself every effort in be- 
half of his customers, Mr. Moore supervised Columbia 
sales and service in the territory for 22 years between 
the Mississippi River and the Rocky Mountains, and 
it was due largely to his efforts that the Columbia 
dealer co-operation retail sales program met with out- 
standing success for ribbon and carbon distributors 
a number of years ago when the company pioneered 
this type of sales approach. 

Mr. Moore, who was 57 years old at the time of his 
death, was born in Effingham, Kans., and was a resi- 
dent of Kansas City for 25 years. He was a Mason 
and a member of the Midwest Travelers club and 
the Hillcrest Country Club. He was an outstanding 
sportsman. 

Bearers at the funeral services were Carl Land, 
William Epps, Clarence McGuire, Glen Evens, Earl 
Norman and F. R. Nichols. Interment was in Mt. 
Moriah cemetery. 





y y y 
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MISS CLARA L. CHASE 

Long identified with the office supply and stationery 
field of Seattle, Wash., Miss Clara Louise, 61, a Seattle 
business woman and office girl educator, died in 
August in that city. During the war years she had 
been closely connected with the stationery supply field 
from the buying standpoint. Her knowledge of office 
equipment, as well as office stationery and- supplies, 
gained as treasurer of the Hazel Milburn School of 
Business, stood her in good stead in World War II, 
when she was employed in this type cf work by the 
Associated Shipbuilders of Seattle. She was placed in 
charge of the office supplies and equipment of this 
large shipbuilding organization, engaged in large con- 
tracts for the Government during the war, and held 
this position for the duration. 

Born in North Dakota, she had come to Seattle 
with her parents, Mr. and Mrs. Fred Chase, shortly 
after the turn of the century, and had early become 
identified with the industry in that city. Only sur- 
vivors are a sister, and an aunt, the former in Vir- 
ginia, and the latter in Canada.—CML. 


MRS. RUTH THRASHER 

The death of Mrs. Ruth Thrasher, wife of J. E. 
Thrasher of the Woodstock Typewriter Company, on 
August 16 at her home in Woodstock, Ill., brought 
sorrow to her many friends in the industry, both in 
this country and abroad. 

Mrs. Thrasher made a wide circle of friends while 
traveling for many years with her husband, when he 
was in the foreign division of the Royal Typewriter 
Company 

Surviving are her husband; her father, Charles 
Mason, Dubuque, Iowa; a sister, Mrs. Irene Mason. 
Woodstock; three brothers, William Mason, Milwaukee, 
Wis., Merle Mason, Minneapolis, Minn., and Donald 
Mason, Tulsa, Okla.; and two aunts, Miss Kathryn 
Egan, Dubuque, and Mrs. Margaret Hudler, Huron, 
S. Dak. 


ELMER H. BRUHN 
Elmer H. Bruhn, 44, owner and manager of Bruhn’s 
Office Equipment & Supply Company, Burlington, Vt., 
died suddenly August 21 following a heart attack at 
his summer cottage. He was a past vice-president and 


OFFICE APPLIANCES, October, 1947 


OF 


_|A 
» | SIT-RITE CHAIR 








on 
ed 
: | Makes Her H 
he a es er appy 
e- 
ia  geea@nd More 
en 
= Effici eceeeeeeeeosn,,. 
“ icient ae ° 
* 
I's ad 
ed e* 
® 
. : e 
_ | ° 
Sl- e 
on “ 
nd s 
ng — 
& 
1d, ° 
ar] Fey 
Mt. ‘ 
e 
° 
* @ There’s no longer any reason to subject 
oe 
ed Py a secretary or typist to physical discomfort 
in bd . , ° 8652- 
pee ° and mid-day fatigue caused by an unwieldy, "7 
21d “4 , ; 
ice > uncomfortable typewriter chair. 
es, : : . 
of : We can now deliver these Diamond Trade Mark, 
II, ° . . . ° 
he . Sit-Rite Chairs that assure maximum comfort 
in ° 
his * and freedom of action. The flexible back 
mn- é 
eld A support and adjustable-height seat 
os rd conform to any figure, any working position. 
TLY 
: * ; 
= * They are sturdy and nice looking, too. 
ur- > 
Me A Write for further details of the two models 
* . ° 
« shown, or any other type office chair in 
e 
E. vt which you may be interested, from 
on . ; : ; 
rht .. reception-room to executive-type chairs. 
in 
ile 
he 
‘ter 
on. ve, ’ 
cee, OOO 0s paigiqug teh <. 
ald 
ryn 
on, 8666-16 
y 7 TU] 
| 1 ) 
ny 4 ) a ) l yt . 
t., 
al Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
and SHEBOYGAN, WISCONSIN 


947 OFFICE APPLIANCES, October, 1947 229 








The Most Revolutionary Change In 


40 Years of Addressing History |! 








INTRODUCING THE 


An Addressing Machine 


Designed to Meet the 
Demand of the Mass Market 


Mini-Mailer offers an addressing maching using the 
time-tested principle of metal type printing through 
a ribbon: a perfect, clear, bright impression every 
time. Metal address-plates last for years. Mini- 
Mailer prints on envelopes, post-cards, invoices, 
letterheads, shipping tags, labels, notices, linen, 
statements, etc. Adjustable guides, to guarantee 
perfect registration, can be set in a jiffy! 

Here is your opportunity to cash in on the great 
demand by MERCHANTS, BANKS, WHOLE- 
SALERS, DISTRIBUTORS, EXPORTERS, CHURCHES, 
ASSOCIATIONS, CLUBS, ORGANIZATIONS, 
LAUNDRIES, DAIRIES, SCHOOLS, SERVICE 
STATIONS, PRINTERS, ETC., for a simply operated, 
sensibly priced addressing machine. 





As Simple to Operate 
as A, B, C, 


A. Insert address-plate Mini-Mailer introduces two sensational "dealer- 
B. Insert envelope assists’: 

C. Strike printing-head 1. A registered two-year written guarantee is in- 

. that's all! cluded with each machine. No fuss or bother 

for dealers: customer meraly sends his machine 

and 35¢ (to handle return mailing charges) 

me direct to Mini-Mailer. We take care of-every- 


thing! 
Mini-Mailer gives complete service on address- 
plates. Customer receives comprehensive in- 
structions with his Mini-Mailer, and he deals 
direct with us on his lists! 

Mini-Mailer offers the conventional 
window-cards, counter-cards, envelope 
direct mail material, newspaper mats, etc. 


IMPORTANT DETAILS 


Impression is made through a ribbon printing 
from metal address-plates. Address-plates 
print up to 18 spaces per line, and as many 
as 4 lines. Total cost per plate to cus- 
tomer, 6c each. 


se 


LIGHT! PORTABLE! 


Mini-Mailer embodies a 
printing-head, preci- 
sioned by the world's 
largest manufacturer of 


""dealer-assists'’; 
stuffers, 


adressing machines, and 
housed in a light-weight 
aluminum base. Total 


weight, 5 pounds. 


FRANCHISES NOW AVAILABLE 


Dealers are invited to apply immediately for Mini-Mailer franchises for their 
territories Write on your letterhead, for complete details. 


MINI-MAILER . . . 1107 Lee Highway, Rosslyn, Virginia 
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~ Look to Mini-Mailer for more revolutionary 
additions to the dealer line in the near future. 
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treasurer of the Burlington Chamber of Commerce. 
Mr. Bruhn was born in Davenport, Iowa, May 16, 
1903, and came to Burlington in 1932, when he estab- 
lished the Bruhn store. 
Besides his widow, Marion Moore Bruhn, he is sur- 
vived by two daughters, Beverly Jane and Janet 
Dianne; a son, Paul Alan Bruhn, and other relatives. 


- 
CHARLES H. HYATT 

Charles H. Hyatt, Pacific Coast representative for 
C. Howard Hunt Pen Company, Camden, N. J., died 
on September 7. He had been in good health until 
recently and his passing was quite unexpected. 

Mr. Hyatt had sold the Hunt line in the territory 
for the past 15 years and also handled the Acco and 
Defiance lines. 

+ - 


WILLIAM E. SCHMALL 

William E. Schmall, for 25 years an executive and 
part owner of the Swan Pencil Company, New York 
City, died recently of a heart attack at the age of 69. 
Mr. Schmall, who was well known in the stationery 
industry, suffered serious injuries when struck by an 
automobile some years ago and never fully recovered. 

Sat ee 
OFREX, LTD., EXTENDS CANADIAN OPERATIONS 

Ofrex, Ltd., a British firm specializing in manufac- 
ture of patented office equipment, is one of the first 
British companies to extend operations to Canada 
in the current drive for much-needed dollars. The 
Canadian subsidiary, Ofrex (Canada), Ltd., has‘opened 
its first branch plant in Toronto. It is planned to add 
other units in Montreal, Winnipeg and Vancouver next 
year. 

The parent company, in London, exports to prac- 
tically every country in the world through agency set- 
ups. Through a group of associated companies the firm 
manufactures stapling, numbering and dating ma- 
chines, edge-binders, mechanical pencils, carbon pa- 
per, ribbon, stencils, self-adhesive tape, and so forth. 
Each product has exclusive patented features. 

Ofrex was the first United Kingdom company in the 
trade after the war to be given permission to take 
out of the country the necessary capital to set up 
business in a hard-currency country. It was also the 
first British firm to set out to sell this type of office 
equipment and supplies in Canada. 

The Canadian company is importing goods from 
Britain but plans soon to manufacture the full range 
of company products in this country, not only for the 
domestic market but also for export. Market recep- 
tion has been excellent, it is stated, and already 
salesmen have sold goods to over 2,000 Canadian cus- 
tomers.—RC. 

So 0, 
CINCINNATI FIRM GETS BRUSH AGENCY 

Stanley R. Spritz recently announced the formation 
of the Spritz Equipment Company, located in the 
Carew Tower, Cincinnati, Ohio, to distribute dictating 
machines manufactured by the Brush Development 
Company, Cleveland, Ohio. The company will be the 
authorized dealer for the machines in five southern 
Ohio counties and 11 counties in northern Kentucky. 
The new organization also will handle Soundmirror 
recording and reproducing machines, another product 
of the Brush Company. In the distribution of the 
products, the Spritz concern is affiliated with the 
Bratton Corporation, Columbus, Ohio. 

———_o—=— 2 —__ 
VANCOUVER FIRM TAKES NEW LOCATION 

Brooks-Corning Company, Ltd., held official opening 
of new premises at 655 Hornby St., Vancouver, B. C., 
on September 15. The location provides a modern 
Store with a showroom 50 feet wide and excellent 
Storage space. Near the Hotel Vancouver, the new site 
is readily accessible to the financial and business dis- 
trict of the city. 
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LIST PRICE 


TWEETEN “pp 


utlomalic 
CRAYON PENCIL 


cents 


pom 






TO REFILL 


Return feed plunger 





REFILLS 25c per dozen Zor é a 4 
No. 600-A CRAYON 
For ordinary checking purposes OFFICE 
on paper, corrugated cartons 
and any place where wax cray- GROCER 
ons are used In three colors 
BLACK, RED and BLUI WAREHOUSE 
SHIPPING 

No. 600-C GLASS MARKER ROOM 
For marking on Glass, China, 
Metal, Cellophane Crockery, DEPARTMENT 
etc., available in six colors: STORE 
BLACK, RED, BLUE, GREEN, 


WHITE and YELLOW. 
Order by number and color. 


Pencils can be had individually Packed or 
mounted on Colorful Display Card. 


TWEETEN FIBRE CO. 


2029 W. FULTON ST., CHICAGO 12 











_ LETTERS 


94 CIRCULARS 


PACKAGEs 
ROLLS 


$150 


The POSTAL SCALE — 

your customers have been looking for... the 
ACCURATE Model 101A, an all-metal scale 
with patented cantilever spring action (no 
coils). Domestic postal rates in various classes 
up to 12 ounces. Table top (214” x 3”) de- 
pressed in center to accomodate mailing tubes. 
Three colors: office green, red and ivory. 


ACCURATE PARTS MFG. CO. 
12441 Euclid A 
ee ate 







$47-4 





231 








WALLENHORST IS VETERAN R. C. ALLEN DEALER 

The recent modernization of sales and service facil- 
ities of United Office Machines, Buffalo, N. Y., served 
to point out that the proprietor, Henry C. Wallenhorst, 
is one of R. C. Allen Business Machines’ oldest dealers 
in the Buffalo territory. 

Mr. Wallenhorst is a pioneer in the sale and repair 
of office machines, starting at the bottom while in 
employ of the Remington Company in the early 1900’s. 
He organized his own business in 1912 under the name 
of the Buffalo Typewriter Emporium, Inc. Some years 
later he reorganized his company, which is now known | 
as the United Office Machines. When R. C. Allen en- 
tered the field, he became their distributor in the Buf- 
falo territory. His organization has been growing rap- 
idly and now has a staff of 11 employees in the Buffalo 
office, and four in the Niagara Falls branch store. 
Several years ago Mr. Wallenhorst purchased the 
building he occupies, which includes four additional 





Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 

ADDING MACHINES 
stores and affords him plenty of room for expansion. 

° The service department is considered one of the 

finest and best equipped in New York State. A large 

CAI CUI ATING MAC HINES store, adjacent to the sales room, is devoted entirely 
P - to the repair of all office machines. Louis Dupin, who 
has been with the company for 15 years, is the service 

® manager and foreman of seven repairmen. 

BOOKKEEPING MACHINES 
a 


Select Rough and Rebuilt 























GRAPHIC 
GELATINE 
ROLLS 





for 2 : ‘ Soe tm 

INVENTS CHINESE TYPEWRITER—Lin Yu- 
DOMESTIC tang, author and philosopher, watches Lin 
and Taiyi operate the Chinese typewriter he in- 
vented. The typewriter, product of 30 years’ 
EXPORT work, types four languages and 90,000 Chinese 
characters. A story appeared in the Septem- 

Trade ber issue, page 66. 





_—-< -- 


MACHLAN TAKES POSITION AT HONOLULU 
C. B. Machlan of Honolulu, a recent visitor in the 
United States, has returned to Hawaii to assume a 
position with the Alexander Brothers, Ltd., 180 Mer- 
chant St., Honolulu. Residence in Honolulu is no new 
experience to Mr. Machlan, whose native city is Ft. 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability 
Made of fine materials they keep their fine 


copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 








GRAPHIC DUPLICATOR CO. 


473 BROADWAY 


NEW YORK 13, N. Y. 
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Wayne, Ind., as he spent two years in Hawaii at the 
Marine Corps Air Station. He has been in office ma- 
chine service work since 1900 and recalls that in 1902 
he worked for the Typewriter Emporium at 202 LaSalle 
St., Chicago, a shop operated by E. W. S. Shipman and 


composition attractively lithographed : 

od sige having A. R. Ames as shop foreman. 
containers. and four surface Oak : 
Frame duplicators in five sizes tps onan 


INCREASE CAPITAL STOCK OF TEXAS FIRM 

The Stationers Distribution Company of Fort Worth, 
Tex., has notified the Secretary of State’s office at 
Austin that the corporation has increased its capital 
stock to $100,000 —HORN. 
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A New Line OF CHAIRS 
FROM AN OLD ESTABLISHED 


FACTORY... when we started 


designing our new line of office chairs, we de- 
liberately set our goal high. We wanted to 
combine beauty, efficiency, and above all, 
seating comfort. Those dealers who have al- 
ready seen our new numbers tell us we have 
realized our ambition. It is with pride that we 


present two new chairs from our No. 400 line 


featuring NEW SCOOPED OUT SEAT FOR 
MAXIMUM COMFORT—FLUSH BACK and 
ALL ROUNDED EDGES. Other new chairs 
with the same emphasis on beauty and com- 


fort will be shown to the trade soon. 


Jasper Seating Company Wy 


JASPER, INDIANA 


OFFICE APPLIANCES, October, 1947 














233 

















Che 
INTERSTATE 
CORPORATION RECORD 


THESE RECORD BOOKS USED UNIVERSALLY THRUOUT 
rHE MIDWEST NOW AVAILABLE FOR USE IN ANY STATE. 


CONVENIENT AND STURDY DOUBLE OPENING BINDERS, 
TYPEWRITER FORMS IN BEST LEGAL STYLE, COMPLETE 
STOCK ACCOUNTING FORMS OR INTER STUB STOCK 
CERTIFICATES IN BACK FOR CLOSED CORPORATIONS. 


MADE UP WITH 4 DIFFERENT FILLERS 


MINUTE BOOK WITH PLAIN PAGES ONLY 
CORPORATION RECORD WITH ORGANIZATION FORMS 
RECORD WITH FORMS AND STOCK ACCOUNTS 
RECORD WITH FORMS AND 12 STOCK CERTIFICATES 


awn— 


AVAILABLE TO THE STATIONEKY TRADE 
AT ATTRACTIVE DISCOUNT—-SEND FOR CIRCULAR 


CORPORATION SUPPLY COMPANY 
38 S. DEARBORN STREET, CHICAGO 3, ILLINOIS 











The 
LIFE-BLOOD 


o a PENCIL Am 
ts the 


atch the Navigator Pencil go to work! Notice the 
unusual strength of the lead — its smooth uninterrupted 
flow of continuous performance-right down to the last 


dot! 


Surround that fine quality lead with a “backbone” of 
straight grained cedar—smoothly finished. Add both to. 
gether and you have a pencil that unquestionably is a 


leader in its particular class 


Send for Leaflet No. 18 


KOH-I-NOOR PENCIL CO., Inc. 


BLOOMSBURY, NEW JERSEY 








PROMPT SHIPMENT 





These are a few of the items in... 


THE LB 
LINE 


Endiock, toplock and slotiock 


POST BINDERS styles. All popular grades and 


sizes. 


4-prong and parallel prong styles 


PRONG BINDERS — Metal back. Canvas and Black 
CLIPBOARDS 

ARCHBOARDS 
CORP. OUTFITS 
LEVER-ARCH FILE 


Aluminum and Wood-fibre. 6 
nickel-plated steel clip. All popu- 
lar sizes. 


Wood-fibre. Steel arch-file mech- 
anism, 23%4'' c. to c. Also Indexes 
and Compressor Covers 

Minute Books, Stock and Transfer 
Ledgers and Stock Certificate 
Covers. 

Complete filing system. Steel 


mechanism, A to Z Index, Com 
pressor, 23%4"' and 3!/'' c. to c¢ 


Write for Catalog of Our Complete Line 


G ELBE FILE & BINDER CO., Inc. 


ers of Loose Leal Binders. 


~~ “Gi8e) 
— = (ELBE) NE 






NERAL OFFICES ¢ FACTORY 


ofr 
FALL RIVER, MASSACHUSETTS 


Modern Foctory ond Equipment - 15 Acre Site - 5 Acres af Floor Space 


NEW YORK OFFICE & SHOWROOM—200 FIFTH AVE. 








“FRITZ-CROSS” 


THE GENUINE AND 
BETTER BUILT 


STEEL POSTURE CHAIR 


A coast to coast Fa- 
vorite with Dealers 
and their customers. 


Scientific 
Design 
. 
Sturdy 
Construction 
« 
Easy 


Adjustment 
Features 





assure a fast turn- 
over and_ reorders. 


NO. 350 MODEL 


Deliveries Improving 


THE FRITZ-CROSS Co. 


300 E. 4TH ST. ST. PAUL 1, MINN. 











234 


OFFICE APPLIANCES, October, 1947 































































% DESK BLOTTER SALES SF EEL up Sorting 
‘ . 
| with SORT-U-TYIL 
a 
Here is a counter display cabinet that not only creates 
: sales of Desk Blotters without the slightest effort, but 
~ assures rapid turnover of Desk Blotter stocks. This 
od is because it is attractive, combines all of the salient 
ist features of a good counter display, and protects the 
stock from damage or soiling. It comes to you stocked 
with 250 Wrenn’s quick 
of selling Mosaic or Basket Every business office, large or small, can save valuable time 
10. Weave Desk Blotters in filing and finding by using this new sorting device. Users 
* 5 . vs } report time savings ranging from 20 to 60%. Special appli- 
5a in any five of its 12 de- cations are without number, including orders, letter filing, 
sirable colors and white. incoming mail, outgoing mail, checks, sales tickets, posting, 
as ii re S auditing, and many others 
- a toy ane of SORT-O-FILE has an appeal to all business. It is a product 
the renn Showblott, which deserves to be featured in both outside and store 
— ‘ write for a folder de- solicitation. Some offices buy many units. A simple demon- 
y “ : y scribing it in detail. eo oad = ges Toy is a live sales producer for alert 
* 
3726 Effingham Place Los Angeles 27, California 
_ Middletown, Ohio, U.S.A. New York San Francisco Washington, BD. Cc Los Angeles Austin, Texas 
(No. 930) 
7, = td 
=?) The Red 
\ oe on * 
WEED) io 
7) 22 tT i] OW Fine quality at a 
—— : low price. Selected 
_ ow price. selecre 
-5)) gives-ease- 
mie Vicib lit ba hardwood, finished 
Qa) FMsibiity in Walnut 
ee y [ee 42", Front, 36l/,", 
Width 25", Shelves, 
LS a 11%," deep. 
AUTOMATIC COIN WRAPPERS as are 
down and easily as- 
Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and sembled. 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 
Write for liberal discounts and sales help on: Price on request. 
Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
es oe Bags 5 eee, Cuaron 
ight Depository Bags orting Trays 
Linen Shipping Tags Coin Storage Trays Manufactured By 
Downey Change Trays 
IDEAL SCHOOL SUPPLY CO. 
THE C. L. DOWNEY CO. PELL atte §6=68318 Birkhoft Ave. Chicago 20, Ill. 
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MADE RIGHT - PRICED RIGHT 
MAYFAIR DELUXE TRANSFER CASES 





HEAVY 
GAUGE 





STEEL 
NO. SIZE 
|. Letter size 12 x 10l4, x 24 
2. Legal 15 x 104 x 24 
3. Invoice 10 x 8 x 24 
4. Check 9 x 4x 24 
5. Voucher 534, x 8!/, x 24 


With or Without Rollers 
PROMPT DELIVERY 


THE MAYFAIR COMPANY 


315 N. DESPLAINES ST. CHICAGO 6, ILL. 














ey 


@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock Stock 

No. Size No. Size 
200 64%4"x11” 205 9” x15%” 
203 . =o 206 ee od 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list 


WooDALL [NDUSTRIES [NC. 





2035 So. Calumet Ave. ° Chicago 16, Ill. 
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FIRM AT THE HAGUE ANNOUNCES CHANGES 

Ruy’s Handelsvereeniging N. V., a well-known firm in 
this industry located at Lange Voorhout 17, The Hague, 
Holland, recently announced changes in the officials 


| following a meeting of the shareholders. On this oc- 
| casion J. A. Ruys resigned as managing director of the 


company and was elected chairman of the board of 
directors. G. C. Ruys resigned as a director and 
was elected managing director. 
ei isidieiaic 
OPENS OFFICE SUPPLY STORE IN KANSAS 

An office supply retail and warehouse will be opened 
this fall at Dodge City, Kans, by Edwin Lillich. The 
business will be housed in the two-story brick building 
at 309 W. Trail St., which Mr. Lillich purchased re- 
cently from Otto Souder. 

Mr. Lillich has been associated for the past 15 years 
with the printing and office supply business, traveling 
and selling in western Kansas. 

a 9 
JACKSON FIRM OFFERS FRIDEN SERVICE 

Capital Business Machines, headed by W. R. Cham- 
bers, at 518 E. Pascagoula St., Jackson, Miss., is offer- 
ing sales, service and rentals on Fridén automatic 
calculators and other business machines.—CG. 

Rete! SE Ne 
PHILIP LUM OPENS HONOLULU BUSINESS 

Philip W. C. Lum recently entered into the type- 
writer and office appliances field in connection with 
his Chinese jewelry manufacturing business at 1737 





THE LUMS AND THEIR STORE AT HONOLULU 


Liliha St., Honolulu, T. H., and is seeking samples and 
price quotations on supplies and machines. Mr. Lum 
served four years in defense work at Pearl Harbor 
and the Marine Corps Air Station where he learned 
typewriter repairing. 
nip adios 
DALLAS FIRM MOVES TO NEW QUARTERS 

Texas Office Furniture Company moved to new quar- 
ters on September 1, assuming a new address of 2214 
Main St., Dallas 1, Tex. This move was made possible 
through the acquisition of a lease on a two-story build- 
ing containing more than three times the floor space 
of the present quarters. The new store contains a 


beautiful display space, in addition to four private: 


offices which can be converted into typical private 
office displays. 
ancien ticenstanasi 
ISSUE NEW GLTC MEMBERSHIP ROSTER 
A 1947 membership roster was recently issued to the 
members of the Great Lakes Travelers Club, which 


| meets at the Hotel Sherman in Chicago each Friday 


' noon at 12:15 pm. The little booklet is replete 


with information concerning the officers, committees, 
and details the company connections and business 
phone numbers of the members. An article, “In Retro- 
spect,” deals with the organization of GLTC in 1935 
and tells of its growth to the present total member- 
ship of 205. 

, iolethed dilllllilinccarhiines 

TWO APPOINTED BY HARSTEN PRODUCTS 

Harsten Products, Inc., 110 W. 17th St., New York 11, 
N. Y., recently announced the appointment of Andrew 
A. Huth and Walter J. Scott as sales representatives 
in the states of New York and New Jersey. The firm 
features a line of loose leaf punches and other metal 
stationery accessories. 
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BETTER D) 
MOUSE TRAPS 56 


NO-NOT BETTER MOUSE TRAPS 
BUT BETTER MAPS. 

PEOPLE WHO BUY MAPS WANT 
THE BEST. THE’RE SURE TO BEAT 
A PATH TO YOUR DOOR WHEN 
YOU SELL- 


CLEARTYPE & 
COLORPRINT MAPS 


AMERICAN MAP COMPANY,INC. 








16 EAST 42ST., NEW YORK 17,N.Y. 
CEL-U "DEX 


TIP 


SHIELD TABS 






Easy 
to apply 


10 TABS 


IN ENVELOPE 
MADE INU S.A. 


USED IN , USED IN 
CARD FILES au) Cee POST BINDERS 
GHT COE S 3 
LETTER cee pp LEDGERS 
ALBUMS ORANGE AMBER SCRAP BOOKS 
PINK NOTE BOOKS 


RING BOOKS ate! REC 


CEL-U-DEX CORPORATION 


1 MAIN STREET BROOKLYN 1, N. Y. 
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SELF. . 
ALIGNING 






NO 
SPACES 
NEEDED 


Ttow/ BASE-LOCK 
RUBBER TYPE 
T¢ Lochs itu Place! 


QUICKER, CLEANER IMPRESSIONS 


Entirely new in principle, this most 
versatile of all rubber type requires only 
one base (either fiat or rocker styles) for 
all sizes of type. Light finger pressure locks 
the type in place, eliminating slippage under 
printing pressure. 







Send for literature on Base-Lock Type and 
FORCE marking devices for every purpose. 


\e% VEZ 
WM. A. FORCE & COMPANY Ste 


216 NICHOLS AVENUE, BROOKLYN 8. NEW YORK 


AT LOWER COST! 


Equally comfortable 
too, for this Krueger 
chair features an extra 
large, recessed mason- 
ite seat and curved 
steel back rest scien- 
tifically designed to = 
assure correct pos- 

ture. Single action lia 
folding, positive 

seat lock and a 
smoothly baked finish are 
features which enhance 
its standard of value. 


METAL PRODUCTS @ GREEN BAY © WISCO 
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governmen t 
Surplus 


SUBJECT TO PRIOR SALE 


/ BRAND NEW 
REMINGTON 
LINE-A-TIME 


UNITS 


IN ORIGINAL CARTONS 
12" SIZE SECRETARIAL MODEL—ORIGINAL PRICE $27.50 
OUR PRICE $14.00 EACH LIST 
12" SIZE—Original Price $27.50—OUR PRICE $14.00 EACH LIST 
16" SIZE—Original Price $30.00—OUR PRICE $19.50 EACH LIST 
30" SIZE—Original Price $39.60—OUR PRICE $25.00 EACH LIST 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES Inc. 


29-31 EAST 22ND ST. NEW YORK 10, N. Y. 
ORegon 4-6400 











A THOUSAND CARDS, 
W HEE LD FX EACH EASILY CHANGED, 
NONE EVER MORE THAN 
wilh, A FINGER-LENGTH AWAY. 
CAN’T GET LOST OR OUT 
OF ORDER. 
BOTH SIDES OF THE 
WHEELDEX CARD ARE 
VISIBLE, BOTH SIDES USE- 
FUL WITHOUT REMOVAL. 
SLOT-PUNCHED CARDS 
SLIPPED ON OR OFF AT 
WILL. MAY BE TYPED 
EASILY. 
A CLEVER STABILIZER 
HOLDS WHEELDEX AUTO- 
MATICALLY STEADY FOR 
HAND-FREE READING, 
YET PERMITS FREE SPIN- 


fe Se OOO) UE NING ROTATION. 
OF A THOUSAND USES 












NO BIGGER THAN YOUR PHONE AND JUST AS USEFUL 


Only imagination limits office, club and home use of Wheeldex 
Cub. 

Send for FREE colorful, fully illustrated “Cub Use” booklet 
and sample card. 

Handsome in red trimmed black plastic with bright chromed 
steel base, Wheeldex Cub is at home in all surroundings. 

RESULTS DELIGHT DEALERS and users of this ‘Fair Trade” 
product. Let us show you how to profit on Wheeldex Cub 
sales. 

’“"WHEELDEX THE ORIGINAL” has been enthusiastically used 
throughout the U. S. for over 15 years. 


Wheeldex Mfg. Co., Inc. 


62 PARK ROW NEW YORK 7, N. Y. 
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We are now 
filling orders 
for 


Fulton De luxe 
OFFICE PRINTING OUTFITS 


. . « also for DRI-KWIK Stamp 
Pads and Inks and a complete 
line of Numberers, Daters and 
other office specialties. 











No. 1/2 FULTON 
LINE DATER 





Write for our 
complete catalogue 


FULTON SPECIALTY CO. 


200 FIFTH AV... NEW YORK CITY I10.N.Y. 
FACTORY AT ELIZABETH 1. NU. 

















Exclusive with Spencer, this “NO 


SPILL’ dispenser is welcomed by 
“WO SAUL" offices and users everywhere. In 
% |b and 1 |b sizes, it cuts waste, 


it’s convenient, sturdy and easy to 
use. Looks well on any desk. 


Write for complete information. 


PENCER RUBBER PRODUCTS COMPANY 
<MamyfacTtren fe Quail Gy latilg Keubber Bandd 


MAWNCHE S oe 
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TYPEWRITERS ATTACHED 


THE QUIET BASE WAY 


Permits Quiet Operation and Provides Security 





FITS ALL OFFICE 
TYPEWRITERS 


PATENTED 





The new ‘QUIET TYPEWRITER BASE’ reduces noise by isolating machine vibra- 
tiuns eliminates need for drilling holes in desk permits a new and easier 
method for attaching any make typewriter permits easier and smoother finger 
key action permits easy removal for cleaning, servicing or use elsewhere in 
the office is adjustable for typing position 


TYPEWRITER 


~BASE 


QUIET 











SATELLITE — | 


Adjustable Typewriter Stands 
Back on the Market 












During the past few hec- originated and designed 
the adjustable typewriter 
stand for offices. Since 
organization we received 
many testimonial letters 
and additional orders as 
their office staffs in- 
creased. Many stated 
that their stands were 
purchased early in the 
history of the com- 
pany and still in use. 


tic years we hesitated to 
start operations. During 
this period we received 
from our customers many 
inquiries proving to us 
that it was inevitable we 
start manufac- 
turing this fa- 
mous stand 
again. In 1902 
this company 


Thousands in use. Ball bearings. Weight 55 Lbs. Sturdy 
construction. Four models. Cast iron. Oak, Walnut, Mahogany 
Wood Tops. Wrinkle baked enamel. Several new items on the 
drawing board. Liberal discounts to dealers. 


Write for the new 1947 adjusted price list and circular. 
Dealers reserve territory which is now being allotted. 


ADJUSTABLE TABLE CO. 


117 MICHIGAN W., GRAND RAPIDS, MICHIGAN 














HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 





@ 1. Lock with Two Keys. 
7 REASONS 2. Recessed Handle. 
Why the 3. aoe Steel 
PROTECTO 4. Size Suitable for All 
Standard Business 
Papers. Fits in Bu- 
Fire-Resistant , reau or Dresser 
Drawer. 
S E Cc U R | T ¥ B Oo xX 5. Extra Protective Lip 


Under Hinge. 
6. Quarter Inch Treated 
Asbestos Insulation 
7. No. Metal Contact 
between Outside 
and Inside Walls. 


offers more and better protection for 
your valuable papers 
BE SAFE RATHER THAN SORRY 


sgoe SLIGHTLY HIGHER 


LIST IN WEST 
Inside Dimensions 8/2 x 121 x 314. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 




















GOODWILL 
TRAFFIC BUILDER 


Nev-R-Kurl carbon paper 
builds goodwill with office 
supply dealers because it 
builds goodwill with their 
customers. It builds store 
traffic as well, for 
Nev-R-Kurl customers 
keep coming back for 
more. Here’s why: 


NEV-R-KURL is plastic-backed 


It has more body. It’s easier to handle, 
won't slip or slide, curl, tree or wrinkle. 
It's economical, too, produces up to 50% 
more clean sharp copies per sheet. Dem- 
onstrate Nev-R-Kurl in billing and book- 
keeping machines as well as typewriters. 






PROCESS CO., INC. 
192 MILL ST. ROCHESTER 4,N_Y : 
. PROTYPE 
TYPEWRITER CLEAR -PRHAT 
RIBBON WOOD STAMP pen 











CARBON PAPER 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Friezette 
Covering 
Material 


3 SIZES 
17x18'/," 
15x17" 

141/x15" 





STYLE 401!/. 1!/." RUBBER FILLER 
A $5.00 B $4.50 C $3.50 


STYLE 402!/, 2" RUBBER FILLER 
$7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115! 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 











Are Recognized 









Standard for 


over 30 years 


Consistently high quality 
...up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 


Inquire about our Franchise. ENVELOPES 


Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW ais ¢ 


omen 
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_# MIMEOGRAPH PAPERS 





NOVEL CHRISTMAS SALES CONTEST 
PROVIDES INCENTIVE FOR 
SALESPEOPLE 


ERE’S A CLEVER Christmas-merchandising idea 
which has helped many stationery retailers in 
increasing holiday saies, as well as providing an enjoy- 
able incentive for salespeople. 
To spur salespeople to greater efforts and more 


. skillful salesmanship during the pre-holiday and 


Christmas month, set up a Christmas tree in your 
store, lunchroom and locker room, and invite em- 
ployees to keep an eye on it. 

Next, buy a big selection of gifts for your salespeople, 
such items as cigarette lighters, bracelets, costume 
jewelry, gloves and small inexpensive cameras. Keep 
the purchase a secret from your salespeople. 


Wrap in Individual Packages 


Take the gifts separately and wrap them in hand- 
some packages, preferably of such sizes and shapes 
that the contents are difficult to guess. There should 
be one such gift for each employee. On each package, 
place an holiday gift card, stating “This gift won by 

a .... leaving the name blank. Hang the gift 
packages on the Christmas tree or stack them at 
the base. 

With retail salespeople’s curiosity piqued in this 
way, then you are ready for the sales contest. Call the 
salespeople together and tell them that the Christmas 
gifts are intended for them and that each can win his 
or her own choice of the unopened gifts by exceeding 
a set quota, selling a certain amount of slow-moving 
goods, or any such operation. Every person should be 
given some figure to exceed and, for example, be per- 
mitted to choose a gift and write his or her name on 
it for every $25 sold over quota, and so forth. In this 
way, the sales staff can win plenty of surprise gifts, 
according to how hard they work during the holiday 
season. One of the most potent incentives is the fact 
that the employees don’t know what is in the gift 
package they have selected, and consequently will 
work harder to win more of them. 


A Party Can Wind Up Contest 


The contest should extend over December if possible, 
and close figures kept on selling successes to reward 
the employees properly. All of the prize gifts should be 
won by Christmas Eve, when you hold your Christmas 
party or some such event. The gifts will provide a lot 
of merriment and excitement during the opening 
ceremonies. An extra incentive can be a grand prize 
of a watch or expensive jewelry in return for winning 
the largest number of the surprise gift packages. 

Let the customers know about the contest, if you can 
put up the tree in plain sight. They will co-operate 
by helping their favorite salesperson. It is a well- 
known fact that when there appears to be plenty of 
customers available, selling efficiency lets down—and 
this clever contest will go a long way toward keeping 
salespeople efficient during the most trying time of the 
year.— RAL. 


Se 


SABINE FIRM ERECTING NEW BUILDING 


The Sabine Office Supply Company, 808 Orleans 
St., Beaumont, Tex., has started construction on a new 
$27,900 building at 760-762 Laurel St. The new building 
will be 50 by 100 feet, of hollow tile construction, and 
will be 18 feet high, with ample room for a mezzanine 
floor. It will be ready for occupancy December 1, it 
is expected. 

The company, which started in small offices in the 
old Phelan Building on Calder St., had an original 
capitalization of $3,500. It is now capitalized at $50,000, 
according to Jesse E. Johnson, president.—JHR. 
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Office Workers 
Love the Original 






Plastic Type 
Cleaner 


Because it's the mod— 
ern, efficient, completely 

thorough type cleaner! 

@Easily applied...just a gentle tap 
on the keys and presto...it's clean! 

@Clean...does not stick to hands... 
odorless...will not soil clothing 
(no liquid to splash) 

@Inexpensive to use...longer lasting! 

@Sold by stationers throughout the 
country...used by business firms 
throughout the world! 

@Ask your stationer...or write 











A 
BOSTON 


PENCIL 
SHARPENER 





The RANGER « modern, double-bearing 


pencil sharpener—creating a totally new standard of sharpen- 
ing service. Some of its outstanding features are: solid steel 
cutters with 15 cutting edges @ point adjuster giving 
choice of points, soud-bblesh, standard and fine @ guide for 
sharpening pencils of various thickness @ automatic stop, 
preventing waste @ double-bearing operation for extra-long 
life @ modern styling. 
Write Today for Information: 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO., Camden, N. J. 


Manufacturer 











“PERMA” 


TRADEMARK REGISTERED 


Most Rigid - Easily Mounted 


COLD « HEAT « WATER 
Will Not Deteriorate ''PERMA'"' 















bs " 
- Oey * 
4 ‘ oS 
© ? 
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BLACK +*« BROWN -« GREEN 
STYLE B 1/8" STYLE C 3/16" 
PLAIN BACK GREY FELT BACK 


‘Mere! $805 “Et $400 


Special Sizes Solicited See Catalogue For Dealer Discount 


Geo. E. Fox & Company 


320 N. La Salle St. Chicago 10, Ill. 
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RAPS’’ PROBLEMS 
Office VALET Wardrobe Racks 


and Costumers end “wraps” 
problems, keep clothing "in 
press, aired on spaced hang- 
ers; provide ventilated spaces 
for hats, overshoes and um- 
brellas. Save floor space, ac- 
commodate 3 persons per 
square foot. Fit in anywhere. Lifetime 
welded construction. Modern lines and 
colors. 6-place non-tipping costumers— 
12 and 24-place 4-foot racks. Endorsed 
by top office planners—in industry— 
institutions — municipal buildings— 
schools—professional use. 











Write for i 
Bulletin’ |. 
No. H13 


VOGEL-PETERSON CO. 
“The Coat Rack People” 


624 South Michigan Ave. Chicago 5, U.S.A. 
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ADDING MACHINE CAN’T 
MAKE A MISTAKE? 


ADDING MACHINE PAYS 
YOU A LONG PROFIT? 


= 
x 





ADDING MACHINE SELLS 
AND WE DO MEAN SELLS 


FOR ONLY _—~ 9 95 











= 
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P IT’S THE 


fotam 


PORTABLE ADDING MACHINE 


Lv 











You'll find thet your customers just can't leave it 


New 

Special alone. Thot's why we're so often told that the Light- 
DISPLAYS ning “‘sells itself." This Desk Model Portable adds 

They're free and subtracts as easily as dialing a telephone. It's 

the most colorful 

customer - stopping simple to use and easy to demonstrate. Built ‘to take 

displeys you've constant use, it's every inch a man's machine .. . and 

ever seen. Write fo 

a dividvel fully guoranteed for one year. Write for details, and 


Displays for your life-size color photo of the Lightning Adding Machine 


windows or counters 


IMMEDIATE DELIVERY 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, California 














PRIVATE 


SECRETARIAL 
$30% 


MAXIMUM 
DEALER DISCOUNT 


A Combination Letter 
File and Storage Unit 
Also Holds Hanging File 
















2 Locks insure privacy 
of contents. 

HANpDY Can be placed 
on either side of desk. 
Saves Steps— Makes 
important papers in- 
stantly available. 

Used thruout America 
by busy executives in 
both offices and homes. 
Solid steel construc- yA 
tion—Free-wheeling 
casters—Hard Krin- <2 
kle Finish in Wal- 
nut with whee 
Handles— Holds “ 
regular 8144” x 11” files. Height, 30”— 
Upper Compartment, 12 x 11 x 24”. 

Lower Compartment, 13 x 11 x 24”. Shipping weight, 45 Ibs. 





Some Territories Open for Mfrs. Representatives 


METAL FABRICATORS INSTITUTE 


MIDLAND BLDG. CHICAGO 3, ILL. 
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NEW STEEL CABINET 











L : Rei | 


A new storage cabinet manufactured of heavy gage steel 
with reinforced top, doors and shelf. It can be used as a 
convenient table for operating any type of duplicating ma- 
chine and as a storage unit for duplicating supplies. It also 
serves as a useful storage cabinet for office or factory sup- 
lie 
4 D sions are 30" x 18" and 30" high, equipped with 
handle with lock. Inside dimensions 30" x 18" x 27'""—one 


shelf. 
ATLA STENCIL FILES COMPANY 
1458 Hayden Ave. Cleveland 12, Ohio 








TYPEWRITERS 
ALL MAKE S$ 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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TODD MAKES NEW APPOINTMENTS 


Appointment of T. B. Miner and Milton E. Marshall 
as new zone managers for The Todd Company, Inc., 
Rochester, N. Y., was announced recently by G. J. 
Owen, vice-president in charge of sales. 

Mr. Miner is the new sales manager of the Chicago 
zone, a position which he held prior to service in World 
War II, and Mr. Marshall assumes a similar position 

















MILTON E. MARSHALL 


T. B. MINER 


for the Memphis zone. The latter, at 34, becomes the 
youngest manager of any of the Todd Company’s 34 
zone offices in the United States and Canada. 

Returning to Chicago from Hartford, Conn., where 
he served as zone manager, Mr. Miner succeeds Irving 
L. Greene, recently named director of sales promotion 
and advertising for Todd. Mr. Miner joined the sales 
staff in Indianapolis 12 years ago and has served as 
zone manager in that city and Philadelphia, as well 
as Hartford and Chicago. 

Commissioned a lieutenant in the Army in Novem- 
ber, 1942, Mr. Miner rose to the rank of major and 
served in Korea as alien property custodian and con- 
troller of commodities. 

Mr. Marshall has been assistant zone manager at 
Memphis since January 1 and is being promoted to 
succeed B. W. Derecourt, who recently retired after 
33 years with Todd. 

——_———_—= >> e___—_ 


NEW FIRM IS OPENED AT BELLEVUE, WASH. 


A modern type of stationery store was recently estab- 
lished at Bellevue, Wash., 20 minutes’ auto ride from 
Seattle. This is the store of Kenney & Humphreys, 
located in the Bellevue Shopping Square, set up as 
a model groupment of well-selected retail stores. 

Behind the project are Kemper Freeman and his 
brother, Miller Freeman, Jr., sons of a trade journal 
publisher of Seattle. 

Stocked beside well-diversified stationery items are 
gifts and allied accessories, greeting cards and the 
like. 

One of the refinements of the new store is the plac- 
ing of wide and high windows, permitting an expansive 
view from outside. In addition, provision is made for 
long shelves to be stretched across the inside of this 
expanse of plate glass, so that a large number of sta- 
tionery and gift items may be displayed to the win- 
dow shoppers.—CML. 

—_——o— 


NOMA MAILS OUT NEW YEARBOOKS 


The National Office Management Association re- 
cently announced through its secretary, W. H. Evans, 
at 2118 Lincoln-Liberty Building, Philadelphia 7, Pa., 
that its annual yearbooks have just been mailed to 
members. 

Of interest to the general public is the “Proceed- 
ings,” one of the two books sent to all members. The 
“Proceedings” carries a full transcript of all the talks 
presented at the Association’s 1947 conference, recently 
concluded in Cincinnati, Ohio. It is available to non- 
members at $5 a copy. 
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Md 3 am - 4 3 Different 


e INDICATES END OF LETTER 

e CLEAN TO HANDLE 

e CARBONS REMOVED QUICKLY 
e EVERY OFFICE NEEDS IT 


WRITE FOR SAMPLES 


ETTER (~ARBONS 
etferVWwop/es 


LLEN’S 
/waus 


Exclusively for be 5 ie ers 
dal Nei Atieews 


ALLEN & COMPANY 


Manufacturers 


CARBON PAPERS INKED RIBBONS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 


























Part No. 1005 
immediate Delivery 
Shipped Knocked Down 
Individual Cartons 
Shipping Weight 14 Lbs. 
Work Area 34x 15” 
Height 26%“ 


ALL METAL 


OFFICE 
TABLE 





@ MODERN DESIGN 


@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 


@ SELF LOCKING 
WINGS 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, stronger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 
safety, comfort and beauty of style. 


TOLEDO GUILD 


PRODUCTS, INC. 


515 MADISON AVE., TOLEDO 4, OHIO 





666 LAKE SHORE DRIVE, CHICAGO 11, ILL. 
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THE AIGNER NATIONAL MARKET 
SURVEY AMONG RETAIL 
STATIONERS 


By Joseph A. Toland 


Market Engineering Associates, 





Chicago 
SMOKER No. 25 OR 38 years, the business of G. J. Aigner Company, 
é 7 : . Chicago, has grown like the grass on the manor— 
secon and —" this . — slowly, steadily, and with healthy sturdiness from 
bade ee tee at ce etvien. deep-down roots. At present the Aico factory is boom- 
eae thei aay oo ing along at capacity production that is necessarily 


Skillfully designed, it is finished i : é ; 
ed doses ur! teben. Troy ©". circumscribed by shortages of materials and labor. 


Ash compartment in tube 18" long. Al Aigner and his dad, George, sensed that all was 
Solid steel 8" base. not right with their market. Even the backlog of or- 
ders did not mitigate their hunch that some things 
could be done to help their retailers and themselves. 

After extended discussions, they called in Market 
Engineering Associates to talk over their views and 
learn what professional marketers considered could 
be done. It was decided to undertake a national mar- 
ket survey among all Aigner retailers and learn what 
they thought should be done that would be of mutual 
interest and material assistance. 

Thousands of questionnaires with explanatory let- 
ters were mailed out. The replies were great in num- 
ber and uniformly helpful in general tenor. All neces- 
sary information was given on these important points: 
. Which Aico products were regularly stocked. 

. How Aico products were purchased and why. 

. Frequency of sales calls and opinions of the 
sales representatives. 

. Dealers’ views on company policies, products, 
prices, merchandising and sales aids. 

. The trade papers regularly read. 

. How Aico can help create more Sales. 

. How Aico can help dealers get more profits. 

When the conclusions were drawn based on the data 

is given by dealers, it was then determined to double 


check on findings by personal calls. Successful retail- 
ers were personally interviewed in different parts of 
'Y Ux the country. This was to establish whether there were 
marked differences in operational methods because of 


regional customs. 


| ie tain P, en Brush The Retail Stationer’s Position 


It is patently true that the retail stationer is now 
WITH INSTANT-DRYING INK going through a period of transition. Many are in- 
terested in obtaining advertising assistance, better 
merchandising or sales aids. This inquisitive desire 
is a healthy sign that will later solidify itself into an 
aggressive business getting program. 

Too many retail stationers indicated that they are 
not definitely sure of their full function in the field 
in which they serve. 

It is well for each retail stationer to pause now 
and determine exactly what is his full function. When 


SMOKER No. 10 
Smart and sturdy acces- 
sory for varied surround- 
ings—walnut finish shaft, 
heavy metal, 8 inch re- 
movable amber tray, 
broad tip-safe base. 

Height 28 inches 


Stands for every pur- 
pose in chromium or 
bronze. Literature on 
request. 








NESTLER-FIELDS 


Manufacturing Co., Ine. 


602 WYTHE AVE. 
BROOKLYN Il, N. Y. 











QA OD AWP 











p 


for Every Type of 
Lettering 







aor'G that has been established, all his planning and pro- 
nm gramming may stem forward to the accomplishment 
+a of his aim. 


- =< Does it suffice that a stationer have a full stock of 
i T standard merchandise, properly displayed in inviting 
SHOW CARDS surroundings, and for sale at fair prices? If so, the 

student marketer would say that the dealer was sup- 


LABELS—PRICE TAGS plying “time and place utility.” That was admirable 


in olden days, but is woefully insufficient to keep pace 


PACKAGE MARKING with modern sales methods. 


fr G 





Your choice of Six Individually-Boxed Colors. In sharp contrast, consider the underlying philoso- 
rent Iai AiR pean ay A phy of the country’s most successful stationers. They 
$7 95 Barrefand ‘cap’ One 14% ox. eeette Tux natant drying believe their avowed function is to render the fullest 

pe Py BE measure of service to their customers. Service, in its 


fullest meaning, is the creation of value. When an 
T b-4 E L U X Cc '@) he PAN Y item is sold to a customer, the underlying reason be- 

: * q hind the sale is that the item purchased will perform 
154 W. University Avenue St. Paul, Minn. better than what he formerly used, and that it will 
save him time and money. Only when the customer is 
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MEET EVERY NEED NOW WITH THE 


Complete Line of 
COLUMBIA FIRST AID 
CABINETS AND KITS 


@ Scientifically Assembled 


@ Nationally Known Ap- 
proved Products and 
Medicinals 


@ Conveniently Packaged 
@ Quickly Visible and Ac- 


cessible 








TODAY'S 
FINEST 
VALUES 


List Prices $1.75 and up 


Scientifically planned and assembled, 
COLUMBIA First Aiders meet emergencies 
quickly and effectively. Valuable First Aid In- 
formation in every cabinet and kit — perma- 
nently attached, instantly visible. Available in 
sizes for every factory, shop, office, store, 
school, institution, home, etc. 


DEALERS: Write today for details and prices! 


COLUMBIA FIRST AIDERS 


5739 N. WESTERN AVE. ° CHICAGO 45, ILL. 

















CARS 
GUINES 


LETTER TRAYS 
CARD TRAYS 
CARD CABINETS 


Prompt Deliveries 
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for... DOMESTIC | 


EXPORT | 
| TRADE | 
RIBBON | 

| FOR EVERY 
| A MACHINE 

CARBON 

FOR EVERY | 
PURPOSE 





Dealers: Write for free samples and 
price list. No obligation of course. 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 











SQUIRES 
Perfection 


SELF CLOSING 
INKWELLS 


For the first time—a dependable self- 





closing inkwell at an attractive low price 
for offices, hotels, institutions, classrooms 
and homes. It is simple yet so positive, 
consists of only 3 parts built to serve a 
lifetime. Attractive, modern design har- 
monizes with all styles of furniture. Easy 
to keep clean. Easy to refill. 


Usua! trade discounts. 
Write for sample today. 


%, 









ASSOCIATED STATIONERS 
SUPPLY CO. 


229 S. Jefferson St. 
Chicago 6, Ill. 


OR 


LS SQUIRES 
_ INKWELL COMPANY 


BRE Si 4 351 Freeport Road 
Pittsburgh, Pa. 
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ITS THE 
MEMO 
PAD 


with the 
Permanent Memory 


A new writing surface at the flick of a finger 
Turn either knob and past notes return to view—INSTANTLY 
Streamlined plastic case on non-skid mounting 
Choice of finishes—Walnut, Ebony and Ivory 

3-year calendar at top of case under transparent 

plastic window 

Refill rolls available 

Retail price —$2.50 each. Liberal trade dis- 


counts 





U.S. Patent No. 2,145,780 


If you are not already stocking and displaying Permanote, 
order a supply—TODAY. You'll find Permanote to be a fast 
moving and profitable addition to your line. 


The Memo Pad with the Permanent Memory 


PERMANOTE, INC., 4th and Chestnut Sts., Phila.6, Pa. 











For Immediate Delivery 


No. 2 METAL WASTE BASKETS, 
Green and Brown Finish 


IMITATION WALNUT LETTER TRAYS, 
Letter and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, 
V%4"" round hole and assorted designs 


CANVAS BINDERS, 
2”, 1¥2" and 1”, metal rings, 11x82 


LEDGER SHEETS, complete line, all rulings 
ORDER BOOKS, duplicating and triplicating 
AMBER SCRATCH PADS, all sizes 
PYRAMID PINS 

PAPER TRIMMERS, all sizes 

FAULTLESS PENCIL CLIPS 

STEEL-GRIP, Jr. and Sr. Clips 

FILES, stick and harp 


ARCHES, ARCH BOARDS and CLIP BOARDS, 
all sizes 


UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Complete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LTD. 


333 East Third Street Los Angeles 13, Calif. 

















RITE-LINE 


leg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $4 R75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


1S Maiden Lane, New York 7, N. Y. « 407 So. Dearborn St., Chicago &, I/!. 





THE NEW...IMPROVED! 





“EVEREADY” @p” DUPLICATOR 
A Modern Hectograph in Sheet Form 


® 3 Gelatin sheets 9” x 13” each attached to sturdy all aluminum, 
rust proof, warp proof base. Fully protected against dust and 
injury by a heavy impregnated cover and gold embossed 
leatherette. 

® Rubber suction feet hold duplicator firmly to desk or table top, 
allowing operator free use of both hands. 


® Each sheet capable of producing over a hundred copies. Worn 
out sheets easily replaced. 

® The usual hectograph process is employed—simply press original 
on the sheet by hand. 

© Sheets need not be washed after use; they clear themselves 
within 48 hours. 
An ideal low-priced duplicator essential to practically any business 


firm of moderate scale. 


Also manufacturers of Hectographis Hi Test 
refills and metal tray Gelatin Duplicators. 


For DOMESTIC and EXPORT trade 
Send for NEW CATALOG “O” 


HECTOGRAPHIA CORP. 


Manufacturers 
110 WEST 17th STREET NEW YORK 11, N. Y. 
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made aware of this, is full satisfaction assured. 

Who can set the value of a typewriter—a filing sys- 
tem—a radio? Only the user. The filing system may 
have ten times the value for Mr. A than for Mr. B, 
yet its cost may be identical. The full measure of 
value of an item will be had only with the fullest pos- 
sible proper use of the item. To establish that use is 
the function of the stationer. 


Almost all items in a stationery store should be sold | 


on the basis of establishing new values. In addition, 
there are thousands of new items that will come into 
the field. The stationer should know well what is the 
full function of each item and what value it will give 
to a customer. A handful of cards will become an 
accurate inventory control which can save a business 
house many thousands of dollars when properly put 


to use. When the stationer sells the value of use of | 
the cards, the price does not matter much. Hence, the | 


most successful dealers are not price cutters. 
First Steps To Be Taken 


If the retail stationer will accept the idea of selling | 


fullest possible value to his customers, what should he 
do first to build up his business? 

He should undertake a little market survey of his 
own. This will show him ALL the customers in the 
area that he COULD serve. He must then find out all 
the possible items in his line that these customers 
could use. This will give him a total potential and, if 
accurately determined in dollar sales, the amount will 
be staggering in comparison with his present sales 
volume. His program is then to take all necessary 
steps to acquire the largest possible part of that mar- 
ket potential. That will tax all his experience, ener- 
gies and knowledge of business. 

Fortunately, there are two signal examples in retail 
business of what has been done vastly to increase 
sales. These are the retail grocery store and the retail 
hardware dealer. In one generation, these two lines of 
business have completely rehabilitated themselves and 
come out as shining examples of progressive, profit- 
able undertakings. 

Bitter competition caused the developments in both 
lines of business, yet the success of each was that new 
standards of value had been created in the minds of 
customers. To achieve this success, it was necessary 
to bring stocks of merchandise out of inaccessible 
shelves and place them so that customers, in leisure, 
could inspect, appraise and buy. Product labeling as- 
sisted in the grocery stores, but skilled sales clerks 
were necessary in the hardware Store. 

The retail stationer can well adapt the lessons of 
the hardware store. The method for consumer crea- 
tion of values for merchandise is quite similar in both 
lines. Better salesmanship will be made easier with 
an inviting atmosphere, modern store layout, complete 
stocks of merchandise well displayed with visible 
prices, and the best type of modern merchandising. 








Aggressive outside selling will implement the overall | 
sales campaign as this is necessary to sell the higher | 


priced, more profitable major items. 


When the retail stationer assumes the responsibility | 


for creating and sustaining full value to all customers 
in his area for all products in his line, he then will 
have performed his full function. 


The Aigner Sales Method 


Quite naturally, the Aigner Company wanted to 
know how this basic theory would work out in actual 
practice. Only this would be proof of its effectiveness. 
One Aigner item, the telephone directory holder was 
selected as the test product. 

A full study was made to establish who bought tele- 
phone book covers and why. The sales of this product 
were not apparently near their full potential, hence it 
was necessary to determine what new usership value 
could be created and sustained. We found it. From it 
we developed a complete merchandising and adver- 
tising program for this one product. 


OFFICE APPLIANCES, October, 1947 




















CUSTOMERS 


ask by name for 


EATON’S 


Fine Letter Papers 


a 8, 


Ve 
BERKSHIRE 


Typewriter Papers 


2, 


¢htTON KN 
*rypewriTER* 
* PAPERS 


*rxsn\* 























She" OFFICIAL” 


PATENIEO 


on ONE POCK ET SEAL 


a 
DIAMETERS 2 ipseh eee 


FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


30 SOUTH JEFFERSON ST. - CHICAGO 6 
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DISAPPEARING 
HANDLE CASE! 





Zipper 
Style 









Ina 
Variety 
of 
Quality 
Leathers. 








A complete range of styles in a wide choice of quality 
leathers. Each case designed to meet a specific need 
Write today for catalog. 


NATIONAL BRIEF CASE MFG. CO. 
512 S. Peoria St., Chicago 7 














SMALL IN SIZE— 
GREAT in PERFORMANCE 


PRESTO 
DUPLICATOR 





Here’s the ideal duplicator for schools, 
churches, small business organizations and 
restaurants. Presto is easy to use and copies 
anything handwritten, drawn or typewritten in 
single or multiple colors. Comes equipped 
with paper feeder, stripper, margin bar, 15 ft. 
gelatin roll, sponge and protective cover. 
Copying surface is 834" x 14”. 


AUTOCOPY, INC. - BECK DUPLICATOR CORP. 


462 W. Superior St. 18 W. 18th Street 
Chicago 10, Ill. New York City 
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Three tests markets were selected in which to field 
prove the sales plan. The basic thinking was first 
given to stationers and when understood and ap- 
proved, the elements of the merchandising were pre- 
sented. Newspaper or radio advertising was left to the 
discretion of the dealer and would depend on the 
profitability of the campaign. 

Based on the proper application of merchandising 
this idea only and without any outside advertising, 
it was found that a dealer in ‘either large or small 
cities can increase his sales of telephone book covers 
several thousand per cent above his former average 
sales. 

Because of the basic success of the sale of telephone 
book covers, the Aigner organization plans to develop 
a complete campaign on each of its products. This 
means that the product presentation will be the result 
of adequate field testing. Each product will be pre- 
tested by about 30 representative dealers and the re- 
sults analyzed. Only then will it be offered to the 
general trade. The sales presentation will actually be 
developed by retail stationers, and all the “bugs” 


| eliminated before it goes to the trade. 


In the sales presentation to the trade of new or 
improved products, the Aigner sales representative 
will clearly convey to the dealer that the item has 
been sold successfully by other dealers before it was 
even presented to him. No dealer will be “taking a 
chance” in buying the product. In addition to pres- 
entation of the product, the salesman will inform the 
dealer how the item should be sold and to whom. He 
also will be given a rough estimate of how many he 
should be able to sell to his customers, as well as an 
idea of the gross profit to be obtained by the dealer. 


The Manufacturer’s Position 


Long ago the doctrine of caveat emptor, let the 
buyer beware, went out of fashion on the American 
scene. Today progressive manufacturers realize that 
they actually are in a mutual partnership with their 
retailers. Nothing is gained by selling merchandise to 
a retailer unless the manufacturer assists the retailer 


| in moving that merchandise into the hands of con- 


sumers at a fair profit. 

The Aigner national market survey showed clearly 
that retailers are receptive to and indeed want ex- 
tended help from the manufacturer in selling mer- 
chandise. The dealers are willing to perform their 
distributive function but must have specialized assist- 
ance. 

The company plans to sell to and through the re- 
tailer and will supply adequately informed salesmen 
who will make frequent sales calls. Supplementing the 
personal calls, data will be supplied by mail on the 


| products as well as how to sell them. A regular mail 


campaign will be instituted and will go to all dealers 
throughout the country. Ample sales and merchandise 
aids will round out the manufacturer’s service. 
a Se 
CC SALESMEN CARRY NEW NOVEL CARDS 
Representatives of Commercial Controls Corpora- 


| tion, Rochester, N. Y., are now carrying their business 


cards in a miniature airmail style, open face envelope 
with red, white and blue border. This holder appro- 
priately depicts the services of the U. S. Postal Meter 
division of the company. It has the general appear- 
ance of an envelope prepared for mailing, complete 
with the facsimile of CC meterstamp and an adver- 
tising slogan reading “Complete Mailroom Service.” 
The name of the individual on the card showing 
through the open face makes it resemble an addressed 
mailing piece. 
SS ee ee 
INCORPORATE FIRM AT LUFKIN, TEX. 

The Angelina County Office Supply, Lufkin, Tex., re- 
cently received a 20-year charter from the office of the 
Secretary of State at Austin. It was incorporated with 


| a capital stock of $9,000 by J. W. Cloud, Arthur Temple 


Jr. and Henry Spencer.—HORN. 
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The designers of the Grippit tube carton injected many 


a subtle trick to make the package do its own selling in 
the smallest practical counter space. . . . Keep the 
“Sticking Pretty” girl and blue checkerboard working 
for you. You'll pick up a lot of extra change. 
Western States: R. L. SMITH, 604 Mission St., San Francisco 5 
Canada: McFARLANE SON & HODGSON (LTD), Montreal 


HARRIMAN-WELTS, INC., HAVERHILL, MASS. 


INCREASE 


Your Profit 


. WITH TE - PRODUCTS 


PENCILS 


For Every Purpose 


LEADS 


For Every Use 














Featuring 


“MISTAKE MASTER” 
ERASERS 


TEC QUALITY PRODUCTS ARE TOPS 


Sold by Leading Suppliers Everywhere 
PLEASE SEND FOR LATEST CATALOGS 


TEC PENCIL CO., CULVER CITY, CALIF. 
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ORIGINATORS OF 


Homogentzed Inks 


CANODE TAKES EAST 

ANOTHER STEP Bee 

FORWARD 
e 


NO OIL 
SEPARATION 
HIGHESTQUALITY | 


FOR 45 YEARS THE 
LEADERS IN THE 
MANUFACTURE 
OF DUPLICATING boc ek SO 
wy . Sea eke is 
TRY THIS NEWLY is fil 
PROCESSED ; _ @, | 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES 0., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


























Here is a service your clients will appreciate! 
The Gavrin “Form-Efficiency Clinic” will gladly 
analyze any company's various office forms— 
such as acknowledgment, shipping label, in- 


voice, bill of lading, etc.—with a view to efficient 
consolidation. It's free—no cost, or obligation. 
DEALERS: Sead in coupon NOW—we'll 


send you 2 supply of Analysis Blanks 
for your clients to fill out. FREE' 























1G 
Ww IN p 
Sbster Aven ESS. Inc 
eNy Dep A.) 


so that 
Your free 


ARTHUR J. GAVRIN PRESS, Inc. 
New Rochelle « New York 
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THE BEST 
DUPLICATING 
INKS MADE 


Whatever the process of re- 
production, S & V has the 
medium for duplication in inks 
that are tailored for your spe- 
cific purpose. Be assured of 
quality runs and excellent per- 
formance on your machine as 
well as uniform results from first 
to last impression. 

Try S & V service on your 
next run. Give us the details, 
we'll do the rest. 
























Be fpucatn6 
| INKS 






Sinclair and ' “Valentine Co. 


MAIN OFFICE AND FA 29th STREET, NEW YORK 27 


Charlotte Dayton 

Chicago Detroit 

n Cleveland Havana 
Jacksonvill 


The 
Nation- 
Wide 
Favorite! 


DOWNERS GROVE, ILL. 


RITE-RITE MFG. C0. 











MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. fe iiss 











Make More 
Money 


Lawyers, banks, manu- 
facturers and others in 
your city use engraved 
letterheads. This busi- 


ness is yours if you want 
it. Our prices are the 
lowest in America. 


Letterhead Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 

















ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





UYend for Folder 
and prices. 








Manufactured by 


D. COTTERMAN 


4535 N. Ravenswood Ave. 
































SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY - CHICAGO 40 
. ; 7 
The Sturdiest Corrugated Transfer File 
Case Made y 
Top reenforced with a v € Oo u 
a Tempered Steel 
Band Locking De- F 4 dq ; . 
dosion'gutantan ten @ F Fl@MG—or business acquaint- | 
Se. ee ance who might like to keep in touch | 
ee. with office equipment by reading | 
IMMEDIATE Office Appliances? If so, send us the 
DELIVERY ° ° 
name, address and business and we will 
gy ae send a sample copy with our com- 
of Sizes ° 
pliments. 
Write for Prices and Literature 
> EE yi THE OFFICE APPLIANCE COMPANY 
PERFECTION BOX co. 600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
613 N. PARKSIDE AVE., CHICAGO 44, ILL. 
250 OFFICE APPLIANCES, October, 1947 











Fg. . j The Last 


Word in 
| Desk Files 


FILO 


Sturdy. This file will 


interest you. Get par- 





ticulars today. List 





$7.95. Proper discounts. 


Finger tip adjustment. No screws. Minimum shipment 3 
No rods. Efficient. Attractive. files. 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Calif. 











Chrome 


SPECIALTIES 


4 No. 1AH4 


Write today for illustrated brochure of 
nearly 60 items. Give us the name of 
your dealer, please. 


MFG. CO. 
13 Vine Street 
Box 442 
Evansville 8, 
Ind. 








POSTAL 


SCALES - 





No. 1509 [illustrated) 


@ Capacity, 5 lbs. by 
YY poner Computes 
postage for air mail, 
first class mail and 
merchandise up to 
lbs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and neem: ¢ 
stage requi ‘ 
y Bet and durable. 





SPECIFICATIONS 


. ” diameter, glass 
me Red and black 
figures on white, red for 
postage, black for 
weight. 
Platform: 51/2” square. 
Dimensions: 612” x 612 
x 9”. 





, PARCEL POST, SCALE 
o. 
: One to a Carton. 
Peveight packed 6 Ibs. 


See your supply house. 


: 1 
@ Capacity 50 Ibs. by 
pA Computes 0 
for merchandise up to “y 
Ibs. for all postal zon 




















We are looking for Men 
with Real Selling Ability 


We have openings for two kinds of good 
salesmen: one for a man experienced, suc- 
cessful; another for a man who can prove 
his selling ability and wants a better oppor- 
tunity for using it. 

Our product is sold largely through depart- 
ment and stationery stores, a nationally- 
advertised leader in its field. Our sales staff 
knows of this ad. Write fully, in complete 
confidence. 


BOX Y-247 


Care Office Appliances, Chicago 6 




















DON’T PASS UP THAT ORDER 


BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 

WANG alin | Oh 001) (CM -1010) 6) 

THUMB - CUT PASSBOOK ENVELOPES 


Wee make them all . for the TRADE ONLY 


ATIONAL PASSBOOK & SUPPLY CO. 


112 Hamilton Avenue Cleveland 14, Ohio 


* 
* 
* 
* 
* 
* 
* 
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ial 8” diameter. Plat- 
— ke mere a 
i ions 8” x 
to". 8 Weight packed 9 Ibs. 
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525 North Ada Street, Chicago 22, illinois 





-VUEX 


for the Safe 
and Attractive 
Display of 


LETTERS 
CHARTS and 
PHOTOS 


VUEX—Sizes 5 x 7", 8 x 10" or 8/,"' x II" with 12 or 25 celluloid 
pockets each accommodating 2 inserts—equipped with our patented 
slide binding and bound in beautiful black or brown Leatheroid. 
Eliminates all possiblbe bulging or tearing of pages. 
Also made to Your Ownw Specifications. 
Ask for Prices and Discounts. 


MODERN DESK PAD MFG. CO. 


420 N. CLARK ST. CHICAGO 10, ILL. 








MARTENS 
TYPE CLEANER 











THE 
PERFECT FLUID 
<< AND NEW 
Ae PATENTED 
— APPLICATOR 
ts am tes ew Request comple and 
maw vost city full details on your 
~hwe weiternene 














THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 
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IT’S A BUMPER PROFIT MAKER! 


MASO’S ALL STEEL 


“BUMPER” BASKET 


with the 
Built-In Rubber Bumpers 





Here's a finest quality, heavy gauge, 
all steel basket with rubber bumpers 
at 4 top corners. Beautiful baked 
enamel, walnut, green or gray. Top 
11%”; bottom 10”; height 14%”. 
A beauty that sells. 


Order Your Supply Today 


toaas for 90" MASO STEEL PRODUCTS 


est cat = Dept. A, 500-32 S. Throop St., Chicago 6, III. 

















Sticks like Magic 


PRESTO-CONTACT*. 


for marking office files, glass, 
wood, metal, plastic, ete. 








/ 


* Goawen by hand or typewriter Choice of 3 round and 7 rectangular 


sizes 
; sticks jastantly without moistening Round: 4%”, 1%” and %". 
1 “aot curl, buckle or slip off a ng 5/16" x %” to 












1%” x 
for frequent re-use, JOBBERS! peaidiane 
‘me trace Great demand from coast to coast. 


Write today for samples and price list. 
“Produced by ‘Contact Process’’. 
Pat. Pend. 





Brmily to any smooth, non- 
iS surface 

















MANUFACTURERS — 
SALES OPPORTUNITY 


Greater New York Area 


@ Unusual opportunity to thoroughly exploit products 
in duplicating, office supply and equipment fields. 
Experienced, well-staffed sales organization offers full 
New York area coverage. 2 sales divisions: Retail 
selling office-to-office. Wholesale—selling stationers 
and jobbers. Please state full details. All replies 
confidential. Box K-214, Office Appliances, 100 East 
42d St., Room 1023, New York 17, N. Y. 








Fu] 


DAYTON STENCIL 
WORKS CO. "4x72" 












pe Peily Thefis 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 

. —— be secured with one WONDER /OCK 
List Price $2.50 by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used. by U. S. 
government. Write at once for price and full particulars. 


WONDER |; OLCK 53 W. Pen. Page tl 4, ills. 











CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. Ali 














MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, lil. 
Products that make friends. 
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ADNBACo 
SUSPEND-O-FOLDERS 
PERSONAL DESK FILE 

PRESSBOARD 


‘des anv Holders 


Write for Ilustrated Price List 


ADVANCO Sei ghd 


SyeestOnw OF AOVANCE FSALESBOOR 











hz, 
apvs O MANUFACTURERS OF Suspend-O-Folder AND FILING SUPP 
148 WEST 247TH STREET NEW YORK NY Telephone CHelsea 
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TYPEWRITER 4 
DEALERS (= 


SELL 


MASTER SPEED KEYS we 


Stenographers report:— 
“Delightfully soft” 
“Amazingly fast” 
“Wonderful action” 
“Always clean” 


ey 


They are good 



















Sheets of Cards 


DEALERS ENJOY selling these 
will builders. Write for information. 
SPEED KEY CORPORATION 
~ Any Record Easy 500 Cards $ 45 
Stock Flexibi 
Credit Portable Gxé inch 3 
Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
spire Profitable Acts. Use half-inch Visible 
Neate for Indexing—Color Signaling— 
Ten years national use. 500 Cards one side 
Blank, one side Ruled: 6x4 in., $3.45; 8x4 
no money. Satisfaction guaranteed. 
“ di i Write for Catalog. 


exceptionally satisfactory typewriter keys. 
334 COLUMBUS PLACE BROOKLYN 33, NEW YORK 
Sales Quick 
Cost Saves Time Complete 
2 i correspondence folders. Visible Facts In- 
——— Visible Tabulation of vital information. 
in., $4.40; 10x4 in., $5.30. Order now. Send 
Ross-Gould Co. ST. Louis 
313 N. Tenth St.(1) 







MANY STYLES—ALSO 
NON-FOLDING CHAIRS 
TABLET ARMCHAIRS 
—FOLDING TABLES 
Immediate Shipment 
from N. Y. Stock or 
Factory 
Don't Turn Down Chair 


No. M-2 Inquiries! 


All styles—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPANY 


DEPT. 15-1 1140 BROADWAY 
MUrrayhill 3-1385 


No. 600 





Near 26th St. We ¥. 3, 00 Vi 


IMMEDIATE DELIVERY 
POSTBINDERS | 


First grade blue canvas . . . Black imitation leather corners 
Metal hinge. Also full black imitation leather. 
SIZE 914" x 11%” LIST $3.50 EACH 
all other sizes also carried in stock 


RING BINDERS 


Finest quality black flexible imitation leather with 3 rings. 
SIZE 11” x 8144” 1” capacity LIST $2.30 EACH 
all capacities and sizes also carried in stock 


SPECIAL BINDERS 


We offer very prompt delivery on all special manufactures. 
USUAL DEALER DISCOUNTS 


CONSOLIDATED LOOSE LEAF INC. 


**Manufacturers to the Trade" 
536 PEARL ST., NEW YORK 7, N. Y. 




















COrtiandt 7-9688 
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FELDCO Loose Leaf CORP. 


1505-11 W. LELAND AVE. CHICAGO 40, ILEINOIS 





| CARD BOARD 
| DUST PROOF 


BOX FILES 


Letter size, Heavy Binder Board, Straight Backs, 
WOOD Backbone, covered with printed label. Trunk 
Lock attached to WOOD front. Box covered with 
black and white marble paper. 16 Division index and 
fly-leaf. AVAILABLE REGULAR AND JUMBO SIZES. 


SHIPPED F.0.B. PLANT AT TICONDEROGA, N. Y. 
Send orders and inquiries to Brooklyn, N. Y., Address 


ILLUSTRATED LITERATURE AND 
QUANTITY PRICES ON REQUEST 


THE COLONIAL CO. 


648 ROGERS AVE. BROOKLYN 26, N. Y. 
BUckminster 4-5313 


TIT ta GRAYTONE 


MODEL BI9E 


Barrett 


10-KEY 


Electric Printing 
CALCULATOR 


All Barrett Models are sold 
thru the Office Supply Dealer 





BARRETT ADDING MACHINE DIVISION 
Lanston Monotype Machine Company, 24th at Locust, Philadelphia 3, Pa. 














MEET ANY MAPTACK DEMAND 
with MOORE METLHEDS 


—the most complete line available 


n= 


There are over 3,000 different combinations possible with 
Moore’s Metlhed Maptacks—all sizes, shapes and colors— 
plain, numbered, lettered and with special markings. 
Sturdily made, they stand up under constant handling. Map 
companies, who know, sell the Moore line — exclusively 
Nationally advertised. 


Use Moore Marking Tacks for price boards, bin markers, 
counter and window displays. They're perfect for the purpose 


MAKERS OF FAMOUS MOORE PUSH-PINS AND PUSH-LESS HANGERS 


MOORE PUSH-PIN CO. 


113 BERKLEY STREET + PHILADELPHIA 44, PA. 
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RED, GREEN, BROWN . . 


SPIRIT CARBON PAPER, 


LOSE 


— A TALE ww TECHNICOLOR — 
ae Spirit er | Hectograph a an 


Whaster Units 


Made in the widest variety of deep, lasting colors . .. BLACK, BLUE, PURPLE, 
. Rose Carbons and Units satisfy and sell more 
people quicker. Their Laboratory Tested quality is added sales ammnunition. 


For faster turnover, consumer satisfaction—WRITE ROSE! 


P. rivate Imprint 5 lig Supplied. 


HEKTOWRITER ROLLS — MASTER 
UNITS, PRINTED OR PLAIN, DUPLICATING FLUID, HAND CREAM 




















Xibbon wt larbon 


MANUFACTURING COMPANY, INC. 


General Offices and Factory: 701 SPRING STREET, ELIZABETH 4, NEW JERSEY 


New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


. with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 


Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efficiency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one, 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 
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vidual writing styles. These points are irid- 
ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh 
ink — there is no waste or deterioration. 


Put these outstanding performance fea- 
tures to work for you. Stock up with popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 
buyers, Reap the rewards of fast turnover 
and large volume sales, 
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Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 


This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen-point, and there is no waste. 








1 
SS 


4 
Senghusch Handi-pen desk sets are sup- 


plied in pleasing two-color combinations. 
Sets retail from $3.25 up. 


Sengbusch Self-Closing Inkstand Co. 
3107 Sengbusch Bidg. « Milwaukee 3, Wisconsin 
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TYPEWRITER ee 
PLATENS—PARTS—TOOLS 
AND ACCESSORIES 


For better impressions use the AMES wy Mark platen. 
For parts of quality with less delay. 
For a better job use our quality tools. 


FOR ALL MAKES OF TYPEWRITERS 


Contact your nearest office machine dealer. 


AMES SUPPLY COMPANY 


564 West Randolph Street 
Chicago 6, Illinois 


191 Cain St. 19131 Commerce St. 417 Wall St. 37 Murray St. 583 Market St. 
Atlanta 3, Ga. Dalias 1, Texas Los Angeles 13, Calif. New York 7, N. Y. San Francisco 5, Calif. 


, = Walden Rover &nanonr ° 


E LEANER 


The popular Weldon Roberts Eraser 
No. I010 HEXO Cleaner is again available. 





Agents In The Principal Cities 

























yO10 


Order now to supply the demand. 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 


| Co. 


consin 
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BILLFORM Ru and 


/ 


VW 7 
PROCESSED BACK STORMS PROCESSED BACK CARBON PAPERS are 


free from curl, easy to handle, and durable. MAY NOW 


CARBON PAPERS BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 


ON BACK AT NO ADDED COST. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


“SUPER CLEAN’ TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS ; 


H. M. STOBMS CO. irooxtwieny. 





4ti-e 











PRECISION 


a Li OFFERS... 
: ow MP Gute 


A complete systems form service for the organization of written records. 





PRECISION 
NOISIOZud 











Bonnar-Vawter precision-tailored forms are designed for systems using 
typewriter, teletypewriter, bookkeeping, billing or tabulating machines. 
It's easy to REDUCE re-writing of records with Bonnar-Vawter precision- 


tailored multi-copy business forms. They save time and money. 
WRITE FOR FURTHER INFORMATION 


There is a Bonnar-Vawter systems analysis service for dealers and systems men at no 


cost, no obligation. WRITE TODAY. 


BONNAR-VAWTER 


is ¢ 9 Gee 2 AOR 
CLEVELAND 14, OHIO 









1717 EAST 30TH STREET 










BONNAR-VAWTER PRECISION PRODUCTS:  Fanforms—Carbinfold—Tabulation—Teletype Continuous 
and/or cut single Snap-a-parts—Strip—Strip Interleave, and both Fanform and Strip Conversion products. 
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OUT or THE WEST 


come 


TWO NEW IDEAS 
IN OFFICE EQUIPMENT 


AS NEW AS TOMORROW 
and yet 


Morris Fountain Pen WITH ALL THE EXPERIENCE Morris 


Desk Set Fountain Moistener 


pecan womens Aiic ~OF 35 YEARS BEHIND THEM ter, ins a. mat, sponge 
replaced re-new point sec- Holds a pacing rt 





tion. Popularly priced. Manufactured by Beautiful plastic case. 
BERT M.MORRIS CO. 
8651 WEST THIRD STREET LOS ANGELES 36, CALIFORNIA 




















GENERAL S PENCILS ane 


CHINA MARKING PENCIL 


(Paper Wrapper) 

















Unmatched for legible marking in Black, White and 
* colors on China, Glass, Cellophane, Metal, etc.; also 
“4 for marking on skin. Writes easily and clearly on every 
« smooth and shiny surface. Unravels easily—no waste, no 
; breakage. Keep a generous supply on hand 
to satisfy the demand. 


ERASERS 


“| 1239 BLACK, THIN DIAMETER. 
9 THICK DIAMETER: 

9 1241 BLACK 1246 YELLOW 
1243 BLUE 1247 GREEN 

7 1244 WHITE 1248 BROWN 

"= 1245 RED 1249 VERMILION _ allt 













fa 3 GENERAL’S ERASERS 
of proven quality more than meet the 


requirements of the discriminating 
user. A full line for every purpose. 


be Wika og tel Yinals site (EER 


General Pencil Company 67-73 FLEET STREET, yenser ‘CITY 6, N. J. 
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Let s face the facts 


The present shortage of sheet steel is hamper- 
ing our production to a considerable extent. 


In spite of many such obstacles we are shipping 





a large quantity of Peerless Files to our many 
dealers throughout the country who still insist 


upon buying QUALITY PRODUCTS. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS.. PHILADELPHIA 11, 





















SPIRIT 





DUPLICATOR : 
h 
if 

The only one with a Handy Fluid Drain and Paper . 

Moistener enclosed within the fluid receptacle—a 

brand new idea that completely eliminates seepage = 

and leakage, saves fluid and keeps machine ready for instant 50 

use. The WRIGHT isa sturdy, full-size Duplicator handling Onay Nee MAST. bene 

paper up to 9” x 15”. Ball bearing roller makes operation titeiae al , lah Metis 

easy. SATISFACTION GUARANTEED. about the OW right” liberal trade discounts. 





I) MANUFACTURING COMPANY :- - I) « R 


1330 Quincy St. N. E., Minneapolis 13, Minn. 
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FLUORESCENT AND 
INCANDESCENT 





PROMPT 
DELIVERY 


Nationally Advertised and fair traded. In steady de- 
mand from coast to coast. A Real Money-Maker for 
Dealers! Are YOU getting your share? 


Dazor Floating Lamps are individually adaptable to the 
user. Four different bases make them eminently practical 





for the executive's or clerk's desk as well as for the 

artist's or draftsman's board. "Tops" in illumination for 
factory machines, assembly lines, repair benches and 

s}) inspection tables. A thousand and one applications. 
Sells on sight! Needs no special demonstration. 


Authorized dealers provided with handsomely illustrated Catalogs, Advertising Price Sheets 
and Mats. Circulars and stuffers imprinted with your firm name and address—at no charge 
of course. Shipped Freight Prepaid anywhere in the U.S.A. 


Moves freely into any position and stays 


t—without locking. ‘ . P 
CHOICE OF 4 BASES Write Dept. J107 for complete information. 


Distributed by 


\ EVER-READY ELECTRIC CO. 


1214-22 W. MADISON ST., CHICAGO 7, ILL. 























203 


Precision Locked; All Pur- 
pose Stapling Machine; : Pf 
Tacker—Temporary and Per- oy : / , A44 


manent Stitch Precision Locked; Low 


Priced; Will Stand Up Under 
Heavy Duty 


STAPLES 


Guaranteed 100% Round 
Wire Of The Finest Qual 
ity; Standard Staple To 
Fit All Machines; 


A44 STAPLES 
Constructed Of the Fines! 


Steel; Guaranteed To Give 
100% Stapling Satisfaction 


COMMANDER 
STAPLE REMOVER 


Quickly and Easily 
Removes Every Size 
Staple From Paper; 
Soves Fingernails; 
Will Not Tear Pa- 
per 


ARROW FASTENER COMPANY INCORPORATED 








Wrist Action 
Heavy Duty 
Easy Operation 











30-38 MAUJER STREET . EVergreen 77-5144 « BROOKLYN 6, N. Y 
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THE COUCH WITH THE .-ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring —— relaxation 


and comfort... smart in app e and in design... 
skillfully constructed and covered with the newest tearproof 


and waterproof plastic materials in a variety of colors. 
Write for : NEW 
our new ° LIST PRICE: 
$105— in 
DURAN 
PLASTIC 
$120— in 
BLANCHARD 


The “Leisurest” couch is now being featured i 
in Leading Trade Publications to Doctors, Den- e VINYLITE 
tists, Institutions, Purchasing Agents, and Ex- 


ecutives. 
It will pay you to look into “Leisurest”. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Dept. O. 





catalogue 












‘Sentry’ sells even faster with 


SOLID RUBBER WHEELS 






Always a best seller, “Sentry” adds still another selling point. 
Now. free-rolling, bronze bearing rubber wheels prevent hardwood 
and composition floors from being marred. Other improvements 
that boost “Sentry” sales: 

Precision machined parts for three wheel screw wedge lock. 

Strengthened bolt works. 

Recessed door hinges—no screws or rivets. 


Shelves, drawers and parts removable. 
New, long lasting baked enamel finish in standard olive green. 


Heavy all-welded construction makes “Sentry” even more heat- 
and-tamper-resistant, better looking than ever. All moving parts MA 
are of non-corrosive metal. 


Check “Sentry” sales possibilities in your area. Then get in on 


the profits accrued from “Sentry” selling activity. 





DIMENSIONS 


BRUSH-PUNNETT CO. 


Outside 

241/,"" x 171/2" 
Inside 

15°" x 12° x 121/," 


x 171/2"" ll) SENTRY 545 West Avenue, Rochester 11, N.Y. 


SAFES 
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ALL STEEL 

34w X 18D X 72H 
ADJUSTABLE SHELVES 
THREE WAY LOCKING DEVICE STEEL SHELVING 
ENAMEL FINISH IN ALL SIZES 
SET UP OR KNOCKDOWN (OPEN OR CLOSE TYPE) 











CoLLOW STEEL EQUIPMENT Corp. 


948 Broadway @ New York 10,N. Y. @ Algonquin 4-6446 





THE LIGHTWEIGHT WITH THE 
STRENGTH OF A HEAVYWEIGHT... 


USE ON SINGLE OR 

DOUBLE DESK 
2%” DEPTH-AFFORDS 
MAXIMUM CAPACITY 


ALUMINUM 
DESK TRAY — 


Here is the Letter Tray that you will be proud 
, , 4 . “toll : ; SATIN SMOOTH 
to show your customers. Precision made by ex conan ta 
pert craftsmen, the delicate streamlining and GUARANTEED SAFETY 
smoothness has instant Eye Appeal. Eliminates 
from the desk the bulky and cumbersome ap 
pearance ot other Letter Trays. CUT SEN FO Orr 
5 i EASY ACCESS AND AVOID 
Although this Aluminum Tray weighs only FUMBLING FOR PAPERS 
14 ounces nevertheless it is both as strong and 
rigid as steel. The hard baked finish will not 
chip or scrape off, and the pleasing colors will EXCLUSIVE DOME FEATURE 
a PREVENTS SCRATCHING 
harmonize with all types of office furniture. Trays DESK OR TABLE 
may also be ordered in the Natural Satin Finished 
Aluminum. 
Everyone follows the Champ and everyone will STURDY ALUMINUM POSTS de diniestail 
oge . Rs FOR STACKING INTO : 
want this new Tray. When the bell rings make Tens MAHOGANY-WALNUT- GREEN 
sure you are there to answer it. GRAY-SATIN FINISHED ALUMINUM 


Write today for complete information and AVAILABLE IN LETTER AND LEGAL SIZES 


literature on this new aluminum Desk Tray. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
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CHECK THESE 
EIGHT HILCO 
FEATURES 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 


Automatic Counter. Counts only printed sheets. 
Enclosed Drum. Automatic Inking. 


Hilco Slipsheeter can be attached. 


580 50 Plus Tax Automatic Feed. 
IMMEDIATE DELIVERY. Paper Pusher is automatically lifted and carried 


RTS SAA pr PRE TENS back to feeding position, to eliminate lint on the 
see page stencil. 


DEALERS are REQUESTED TO WRITE FOR 
COMPLETE CATALOG AND DISCOUNTS. 


TECHMNYGRAPH “company 


TECHN’ ILLINOIS 


Drums are quickly interchangeable for color printing. 














° NOTES, DRAFTS, RECEIPTS 
G IB S O N A TLE and other Business Forms... 
¥ YIELD YOU BETTER PROFIT 
¥ AND ASSURE RE-ORDERS 


Rag content paper. Linen reinforced bind- 










ings, gold stamped or printed. Sharp, clear 
lithography. Clean, true perforating. 
Why not collect that extra profit that comes 
from selling Gibson QUALITY forms? 


Write for samples. 


209 tere 









Counter Checks 











OF R. GIBSON & COMPANY NORWALK ¢ CONNECTICUT 


LITHOGRAPHERS and PUBLISHERS 
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HIGGIMS — | 


AMERICAN DRAWING INKS 


The Foremost American Art Medium 





Don’t let the word “art” fool you, for although more artists and 
draftsmen use Higgins American Drawing Inks than any other 
\e es iae.lae ERICAN ART drawing inks, more Higgins drawing inks are sold to the general 


|\CARPOONING] 


public than to artists or draftsmen. 






Properly displayed Higgins Inks have sold themselves for 67 years. 











Couple Higgins Art Books with your display of Higgins 
American Drawing Inks. The more books you sell, the 
more inks you sell. The more inks you sell 
the more books you sell. 
na CRAFTS 
ARTS Sats - aig il 


SCRIPT pd MANUSCRIPT = ==" f THE INTERNATIONAL STANDARD OF EXCELLENCE 


SINCE 1880 


Send for FREE window display items 


HIGGINS HIGGINS wwe co, ie. 


ERIC AN pnDIA !* 
aig alee 271 NINTH ST., BROOKLYN 15, N.Y., U.S. A. 













4 
S 




















GIANT 


Unsurpassed for reliable, all around 
performance. Revolving disk for all 
sizes pencils, crayons, etc., and 
famous deeply undercut cutters. 
» Receptacle: Transparent or solid 
Nickeled Steel. 





New 2 
DEXTER Plastic... 


Features double bearing cut- 
ter suspension ... an Auto- 
matic development in use 
for years. Alsocentering 
disk for various size pencils, 
long life cutters and steel 
pencil stop. 


“" sooth No. 5] 











PREMIER IS BACK 


The Premier machine with its pat- 
ented Automatic Feed is now in 
production. Receptacle: Trans- 
parent or solid Nickeled Steel. 


Cutomatic PENCIL SHARPENER 222: 
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SOTH ANNIVERSARY 








COMFORT BY SELLS AN IDEA 


Your clients catch on quickly. For example: When you install 
Royalchrome in your reception rooms they get the idea—correctly, 
too—that you are doing your utmost to make them comfortable. About 
that time, the idea for continued patronage takes firm hold. And, in 
addition to being comfortable, Royalchrome also is attractive, 
in good taste, and kind to your pocketbook. Built to the highest standard 
of quality, it wears longer, requires minimum cleaning, and practically 
no repairs. You will welcome Royalchrome as well as your 

customers. Get in touch with your Royal dealer today. Or write 


ROYAL METAL MFG. CO. ... Chicago 1... New York 10... Preston, Ont. 


THERE IS ONLY ONE 


OFFICE APPLIANCES, October, 











INVESTIGATE! 


THE NEW IMPROVED 


Or EFFICIENCY 
DUPLICATOR 


















Anyone who has need for 50 to 75 copies of anything ‘vite 
typed or drawn will find many profitable uses for this value- 
“packed duplicator outfit. Business needs it for a produc- 
ing copies of bulletins, price lists, etc., restaurants for menus, 
clubs for notices, schools for the many BE oe obs they 


















FOR PROFIT AND PRESTIGE 
...show and sell Underwood's “Big 3” 


You can demonstrate the new Underwood Port- 
ables with both pride and assurance. There are 
so many good talking points about Underwood's 
“Big Three” line — Universal, Champion and 
Noiseless 4%. 

Yes, you can sell Underwood Portables with 
full confidence that they will serve your customers 
long and faithfully. For these Portables carry the 
name of the Typewriter Leader of the W orld with 
a sales record of more than SEVEN MILLION 


oflice size and portable typewriters. 


Today, more than ever, the Underwood Way 


Gives Wings to Words for youngster’s school 


work, for Mother's personal and social letters, for 
Father’s business home work. This is a great and 
vrowing market for you-—-with the Underwood 
“Big Three.” 

When it comes to durability. smart. styling. 
customer satisfaction ... for profit. prestige. and 


protection .. . sell Underwoods. 


Underwood Corporation 


[ypewriters ... Accounting Machines ... Adding Machines . . . 
Carbon Paper ... Ribbons and other Supplies 
One Park Avenue New York 16, N. Y. 


Underwood Limited 
135 Victoria Street Toronto 1, Canada 


Sales and Service Everywhere 








